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SIMPLE INVENTION 
makes neater 
typing EASY 


Thousands of secretaries have found they can 
avoid re-typing letters for proper spacing by 
using Micrometric Carbon Paper. Business- 
men, who understand the importance of neat- 
ness in letters and reports are also enthusiastic 
about it. Micrometric is a time-saver, too’ The 
carbon paper can be more quickly removed by 
the white scale. No smudged fingers, either. 
Why be satisfied with old-fashioned carbon 
paper when Micrometric costs no more than 
other quality sheets? It's made by the manufac- 
turer of MultiKopy Carbon Paper and Star 
Brand Typewriter Ribbons. Ask your stationer 
to see it, 


A SCALE 


actually a part of 
each sheet of carbon 
paper, automatically 
warns you when you 
are approaching the 
bottom of the page. 








Here’s proof that we're standing by you again. We are add- 
ing more than half a million circulation to our advertising 


program in magazines to help you sell more W ebster products. 


The advertisement reproduced at the left will appear 
in the January 26 issue of the Saturday Evening Post. 


Do you want to carry the brand of carbon paper and type- 
writer ribbon which is best known and most trusted by your 
customers? Do you want dealer protection? Do you want to 
do business with a company whose reputation for fair-deal- 
ing is unquestioned? Do you want the service and quality 
which can come only from a company specializing in the 
manufacture of carbon papers and typewriter ribbons? Of 
course you do. And that’s why you will continue to make 
safe profits on MultiKopy Carbon Paper and Star Brand 


Typewriter Ribbons during 1935. 


F-S: WEBSTER COMPANY 


13 AMHERST STREET, CAMBRIDGE, MASSACHUSETTS 








¥OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 


{No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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THE ADVERTISEMENTS 


These advertisements present the products of the leading manu- 
facturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously can- 
not undertake to guarantee transactions between advertisers and 
customers. They do, however, offer their service in resolving 
any disagreements which result from relations established 
through the journal. 











Tubular Specialty Mfg. Co.156 


Heyer Corporation 69 Turner & Harrison Pen Co.164 


M 
Acco Products In« 96 Manifold Supplies Co ‘ 72 
Ace Fastener Corp 138 Markilo Co 162 
Acme Card System Co 161 Markwell Mfg. Co 164 
Acme Staple Co 161 Martens Type Cleaner Co.163 
Aigner, G. J., Co 138 Meilicke Systems, Ine. 154 
Alien & Co 159 Metal Office Furniture Co, 130 
Allen-Wales Add. Mech. Cp.164 Metalstand Co. . ‘ -- 151 
Alma Desk Co 160 Methodes ; 167 
Am. Automatic Elec. Sales Metropolitan Furn. Seryv..165 
Co 144 Meyer & Wenthe 165 
Amer. Number Mach. Co. .164 Mimeograph, The . 69 
American Seating Co 158 Mittag & Volger, Ine 107 
Amer. Writing Mach, Co 80 Mohican Pencil Co. 155 
Ames Supply Co 114 Moore Push Pin Co... 142 
Artility Metal Products Munson Supply Co 157 
Im S2 N 
Art Metal Construction Co.125 Nat. Assoc. College Stores.136 
Art Steel Co., In¢ 146 National Blank Book Co.. .105 
Atlas Specialty Mfg. Co 161 Nat. FiberstoK Env. Co 93 
Autopoint Company 111 Nat. Vulcanized Fibre Co. .153 
B Neidich Process Company. 9S 
Bankers Box Co 76 Neva-Clog Products, Ine 
Barkley, C. L., & Co 148 , 103, 104 
Bates Mfg. Co 115 New Indiana Chair Co 145 
Bickett, L. M., Co 167 Niagara Duplicator Co 95 
Bridges, F. W., Ltd 166 
Bristow, Stanley R 164 Oakville Company . 37 
Browne-Morse Co 110 Old Dutch Carb. & Rib. Co. 9S 
Buckeye Ribb. & Carb. Co.160 Old Town Rib. & Carb. Co. 81 
Bushnell, Alvah, Co 159 Oxford Filing Supply Co. .106 
c 
Cameron, Cal 155 Pacific Cb. & Rib. Mfg. Co.13 
(Carpenter, FE. W., Mfe. Co.162 Parrot Speed Fastener (p.12% 
Carter's Ink Co 149 Peerless Key Co., In 78 
Case Brothers, In 147 Phillips Process Co . 165 
Clarotype Co., The 164 Postindex Co 135 
Clip-On Corp. . ‘ 153 Pronto File Corp. 113 
Codo Mfg. Corp 156 Pruitt, Ime . 16 
Columbia Rib. & Carb. Co.109 Prym, William, of Amer. 165 
Columbia Steel Eq. Co 127 
Consolidated Staple Co....132 Quality Park Env. Co 00 
Corona Typewriter 71 . R 
Corry-Jamestow Mfg. (p.165 
Coshend, Ralph C. Corp. 97 Reliable Tw. & A. M. Corp 
Crown Ribbon & Carb. Co.154 pemeneten Dene —, Cc 
toberts, yn, Rub. Co. 
Dich A. B ~ 64 Rockwell-Barnes Co. 153 
= oe 4 : Roosen, H. D., Co 163 
Lic taphone Sales Corp 139 Rotospeed Co. The S28 
popper’ Chas & Lo 161 Royal Typewriter Co . 168 
owney, C. L., Co.. ++ Ruxton Products, Ine 128 
Dunham-Watson Co 164 
juplicator S Co 50 
~~ lex } cay +t Schwab Safe Co., The 150 
E Scripto Mfg a : 100 
ate — nem ‘ Security Stee “equip. Cp... «9 
re aed OP ce ae lt8  Sengbusch Self-C! Inkstd. 
orhiatecen me Pen Co.. 89 — gnaw-Walker Co. Phe. ... 99 
. - Sheppard, C. E., Co 154 
Ag rte ™ ine ‘4 Sherman-Manson Mfg. Co.145 
RFccale copy - : 162 Shipman-Ward Mfg. Co 119 
eed wes St neil ¢ orp . 124 Sibley, Edw. L., Mfg. Co..134 
Ae rng ed Fd Reibb.Co. 167 smith, Bradner & Co 157 
. we Smith, L. C., & Corona 
. Typewriters, Inc 71 
Gen ral Fireproofing Co Speed Key Mfg. Co 163 
. Phe . 73 Speedprint Duplicator Co..146 
Gits Bros. Mfg. Co 161 Stein Brothers Mfg. Co...158 
tilobe-Wernicke Co. The St Louis Type writer Ex- 
. " io, 101 23 change 3 : 165 
Graft, Geo. B., Co 192 =Sstorms, H. M., Co... 134 
Guide System & Supp. Co SS Sturgis Posture Chair Co.. 91 
Sundstrand 87, Back Cover 
H. A. Ink Eradicator Co. .163 Swan Pencil Co 163 
Hall-Welter Co 157 
Hanson Scale Co 154 Toledo Metal Furn. Co 112 
Harding, Milo, Company 148 Triner Scale & Mfg. Co 157 
Harriman-Welts Prod. Co.162 Trussell Mfg. Co 153 
Harter Corp., The 161 : : 
l 
Higgins, Chas. M.. & Co 151 
Hotchkiss Sales Co 108 Underwood-Elliott-Fisher 
fai r . Co 87. Back Cover 
Ideal Lino. Top Co 163 Ul. S Tw. Rib. Mfe. Co 162 
Ideal School Supply Co 146 : ae ¥ 
Imperial Desk Co 146 , . v ‘ 
Imperial Furniture Co 142 Vacuum-Fil Pen Co ‘ 118 
Imperial Mfg. Co 120 Vail Manufacturing Co.. 141 
Imperial Methods Co "4 Varityper . ‘ rod 
Indiana Desk Co 145 visser Safe & =quipment _ 
3 o , 92, r 
Jasper Chair Co 140 w 
Jasper Desk Co 141 Wagemaker Co 152 
K Warshaw Mfg Co 14% 
Kensington Supply Co 116 Webster, F. S., Co. os - 
Kilian Mfg. Corp 14% Weis Mfg Co. -83. 54, 55, 86 
L Wholesale rypewriter Co 122 
Little. A. P.. In 150 Wiggins, John B., Co.....162 
Loose Leaf Metals Co 158 Y 


Lutz & Sheinkman. In 165 Yawman & Erbe Mfg. Co..121 





For the benefit of the subscribers the lines advertised are here 

classified. Many of the requirements of the modern business 

office are represented. Should subscribers be interested in any 

article of office equipment not listed here, they are cordially in- 

vited to commumcate with the service bureau, through which 

the information will be promptly and cheerfully furnished by 
letter, without obligation. 


Adding Machines Check Protectors and Writers, Mfrs. 


tales Add. Mach. Corp 164 Hall-Welter Co 157 
tee Ae Lo Im .133 Check Protectors and Writers, Used 
Sundstrand 87, Back Cover Keliable Tw. & A. M. Cor 162 

Adding Machines, Rebuilt and Used Checks, Stamped Metal . 
Reliable Tw. & A. M. Cort 162 Meyer & Wenthe 165 
Wholesale Typewriter Co 122 Clips, raper (See Paper Clips) 

Goin Bags, Trays and Wrappers 

Adding Machine Rolis and Paper ewney, C. L. 58 
Rockwell-Barnes Co on) A . 

Smith, Bradner & Co 157 Copyholders 
aceo Products, Ine 

Adding Typewriters Amer. Auiomat bl Sales ¢ i44 

> - ie one ( ca a 
Underwood E F 87, Back Covet Hall-Welter Co lo? 
oo Used, Rebuilt . Cushions and Fads. Chair 
, » oe hickett, L co “7 
es - ideal Line, Top Cr 1b. 
(See nks dhesives, etc.) sus 

Arch and Clipboards Cusmnaey _ Co 167 
Globe-Wernicke Co 75, 11, 12 Dating Stamps 
Rockwell- Barnes Co 153 Amer. Number. Mach. ¢ 64 

Ash Trays, Office Fulton Specialty Co loz 
Oakville Company 137 Mever & Wenthe ihe 

Bankers’ Note Cases Desk Pads 
Art Steel Co 14 Aigner, G. J, 138 
General Fireprooting Co 7 Bickett, L. M to lui 
Globe-Wernicke Co 7 lol, 12 Desk rending-Letters Holders 
Victor Safe & Equip. (+ 2, 117 Acco Products, ine Mi 

Billing Machines Desk Trays 
Remington Rand Ine 13 Aigner, G. J o Ls 
Underwood E F 87, Back Covet Art Metal Construction (*« 12 

Binders, Catalog and Periodical Art Steel Co., lnc Lan 
Acco Products, Inc Mi General Fireproofing ¢ 73 
Aigner, G. J., Co 138 Globe-Wernicke Co 75, 101, 123 

Blank Books Imperial Methods Co "4 
Nat'l Blank Book Co 15 Weis Mfg. Co 83, 84, 85, 86 
Rockwell-Barnes Co 153 Desk Work Distributors 

Biue Print and Pian File Cabinets Art Steel Co 146 
Art Metal Construction Co 125 Bristow, Stanley RK 164 
Browne- Morse Co lle Gilobe-Wernicke C« 7 wl, 123 
Columbia Steel Equip. Co 127 Sengbusch S. Cl. Inkst. Co 126 
(ieneral Fireprooting Co 73 Victor Safe & Equip. Co ” 117 
Globe-Wernicke Co 75, 101, 12 Desks 
Shaw-Walker Co ” Alma Desk Co 160 
Yawman and Erb 121 Art Metal Construction (*« 125 

Bond Boxes Browne-Morse Co 110 
Art Steel Co 146 Cameron, Cal 155 
General Fireproofing (« ? Columbia Steel Equip. ¢ 127 
Globe-Wernicke Co 75. 101, 128 General Fireproofing C« 7 

Book Cases Globe- Wernicke Co 75, lol, 123 
Alma Desk Co 160 Imperial Desk (« 146 
Art Metal Construction Co 125 Imperial Furniture 142 
Browne-Morse Co 110 Indiana Desk Co 145 
General Fireproofing Co 73 Jasper Desk Co 141 
Globe-Wernicke Co 75. 101, 123 Metal Office Furniture ¢ 130 
Imperial Furniture (*< 2 Security Steel Equip. Cory 7¥ 
Weis Mfg. Co 83. 84. RK. Re Shaw-Walker Co wt) 
Yawman and Erte 121 Wagemaker Co 12 

Book Rings Weis Mfg. Co 83. 84. 85. 86 
Carpenter, E. W Mie. Co 162 Yawman and Erbe lz! 
Oakville Company 106 Dictation Machines, Mirs. of 

Bookkeeping Machines Dictaphone Sales Cor 1 
Underwood E F 87, Back Cover Dictation Machines (Used) 

Box Letter Files Pruitt, Ine T 
Art Steel Co 146 Duplicating Machines 
Globe-Wernicke Co 75, 101, 123 Dick B., Co 69 
Rockwell-Barnes C¢ 1S Duplicator Supply ¢ ne 
Weis Mfg. Co 83. 84. 85. 86 Harding, Milo, Co 148 

Brief and Zipper Cases Heyer Corporation, The 169 
Doppelt, Chas., & Co 161 Mimeograph, The Hu 
Stein Bros. Mfc Co 158 Niagara Duplicator (« ar 

Calculating Devices Pruitt, Ine lt 
Meilicke Systems, Inc 14 Rotospeed Co., The 4 
Reliable Tw. & A. M. Cory 162 Smith, L. ¢ & Corona Tws 71 

Calculating Machines Speedprint Duplicator Co 146 
Allen-Wales Add. Mach. Corp 164 Duplicating Machines (Used 
Coxhead, Ralph C., Corp oT Pruitt, Ine 163 
Sundstrand 87, Back Cover Duplicating Machine Supplies 

Calculating Machines, Used Columbia Ribb. & Carb. (% Leg 
Reliable Tw. & A. M. Cor; 162 Dick, A. B., Co 6u 
Wholesale Typewriter Co 122 Dunham-Watson ¢ 164 

Carbon Papers Duplicator Supply Cr 150 
(See Ribbons and Carnon Dura Flex Co 165 

Card Index Boxes and Trays Fibroin Stencil Cort 124 
Art Metal Construction ¢ 125 Frankel Carbon & Ribbon ¢ 167 
Art Steel Co 14 Harding. Milo, Co 148 
Cameron, Cal 155 Hever Corporation, The 169 
Columbia Steel Equip, Co 127 Kensington Supply Co 116 
Corry-Jamestown Mfg. Cort 185 Mittag & Voiger, Inc 107 
Globe-Wernicke Co 75, 101, 12 Niagara Duplicator Co Wy 
Guide System & Supply Co XS Pruitt, Ime 16 
Imperial Methods Co ; Roosen, H. D., Co 16 
Metal Office Furniture (« 130 Rotospeed Co., The 14 
Security Steel Equip. Cory 79 Smith, L. C.. & Corona Tw 71 
Shaw-Walker Co a Speedprint Duplicator Co 146 
Warshaw Mfg. Co 149 Engraving, Copper Plate 
Weis Mfg. Co Rh, 84, SH, Re Wiggins, The John BR ‘ 162 
Yawman and Erbe 121 Envelopes re 

Cash Boxes Bushnell, Alvah, Co 1n0 
Art Steel Co Im 14 Globe-Wernicke ¢ r 1, 12 
General Fireproofing Co 7 Nat'l FiberstoK Envy. (Co “ 

Casters, Caster Bearings, Slides Quality Park Envelope ¢ on 
Kilian Mfg. Cory 149 Envelopes, Celluloid 

Celluloid Envelopes Markilo Co we 
Markilo Co 162 Ervelope Openers 

Chair Mats Oakville Company . 137 
Bickett, L. M., C¢ 167 Eradicators, Ink 
Ideal Lino. Top Co 163 Carter's Ink Co 149 

Chairs H. A. Ink Eradicator ¢ lf 
American Seating Co 158 Hever Corporation. The 169 
Artility Metal Products, Ine 82 Erasers, Rubber 
Cameron, Cal 155 Faber, A. W., Ine 74 
General Fireproofing Co 73 Oakville Company 137 
Jasper Chair Co lan Roberts, Weldon, Rub. 77 
New Indiana Chair (« 145 Erasers, Steel 
Sturgis Posture Chair Co ol Gits Bros. Mf«. (x 161 

Chairs (Posture) Exhibitions 
American Seating Cr 158 Nat'l Assoc, College Stores 16 
Artility Metal Products, Ine 82 Expense Books 
General Fireproofing (+ 7 Oakville Company 137 
Harter Corp 161 Eyelets 
Sturgis Posture Chair (« "1 Bates Mfg. Co 115 
Toledo Metal Furniture ¢ 112 Sibley, Edw. L., Mfa ¢ 134 
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File Boxes, Collapsible Corrug. 
Bankers Box Co 
Barkley, ¢ L, & Lo 
Globe-Wernicke Co 75, lol 
Guide System & Supply Co 
Oxford Filing Supply Co 
ronto File Cory 


Weis Mfg. Co 83, 84, 8&5, ! 


File Boxes, Metal 
Art Metal Construction Co 
Art Steel Oo 
Rockwell-Barnes Co 
Victor Safe & Equip. Co 


Filing Cab. Ball and Roller Seaslans 
149 


Kihan Mfg. Corp 

Filing Cabinets, Metal 
Art Metal Construction Co 
Art Steel Co 
trowne-Morse Co 
Cameron, Cal 
Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Cor 
General Fireproofing Co 
Globe-Wernicke Co 75, lw 
Metal Office Furniture Co 
Remington Rand Ine 
Security Steel Equip. Cor 
Shaw-Walker Co 


Victor Safe & Equip. Co 92 


Yawman and Erbe 

Filing Cabinets, Wood 
Globe-Wernicke Co 7TH. lol 
Imperial Methods Co 
Rockwell-Barnes Co 
Wagemaker Co 


Weis Mfg. Co 3. ON4, 85, 


Yawman and Erbe 

Filing Supplies 
Acco Products, Inc 
Aigner, G. J., Co 
Art Metal Construction Co 
Barkley, C. L., & Co 
Browne- Morse Co 
Bushnell, Alvah, Co 
Cameron, Cal 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 


Globe-Wernicke Co 75, Wl, 


Guide System & Supply ¢ 
Imperial Methods Co 
Nat'l FiberstoKk Env. Co 
Metal Office Furniture Co 
Oxford Filing Supply Co 
Quality Park Envelope Co 
Rockwell-Barnes Co 
Shaw-Walker Co 


Victor Safe & Equipment Co. .92, 


Wagemaker Co 
Warshaw Mfg. Co _ 


Weis Mfg. Co 83, 84, 85, 


Yawman and Erbe Mfg. Co 
Finger Pads 

Parrot Speed Fastener Corp 
Folders (Nee Filing Supplies) 
Fountain Pens 

Autopoint Company 

Carter's Ink Co 

Esterbrook Steel Pen Co 

Vacuum-Fil Pen Co 
Furniture Handling Service 

Metropolitan Furn. Serv 
Gummed Cloth Rings 

Graff, Geo. B., Co 

Warshaw Mfg. Co 
Index Card Signals 

Acme Card System Co 

Graff, George B., Co 

Moore Push Pin Co 

Victor Safe & Equip. Co 92 
Index Tabs 

Aigner, G. J., Co 

Barkley, C. L., & Co 

Globe Wernicke Co 75, 101 

Guide System & Supply Co 

Markilo Co 

Parrot Speed Fastener Corp 

Shaw-Walker Co 


Victor Safe & Equip. Co 92, 


Warshaw Mfg. Co 
Inks, Adhesives, Etc. 
Carter's Ink Co 
Harriman-Welts Prod. Co 
Higgins, Chas. M., & Co 
Ruxton Products, Ine 
Vacuum-Fil Pen Co 
Inkstands 
Sengbusch S. Cl. Inkstand Co 
Knives, Office 
Gits Bros. Mfg. Co 
Leads for Mechanical Pencils 
Autopoint Company 
Faber, A. W.. Ine 
Vacuum-Fil Pen Co 
Leather Goods 
Doppelt, Chas., & Co 
Stein Bros. Mfg. Co 
Leather Upholstered Furniture 
Jasper Chair Co 
Letter Trays (See Desk Trays) 
Letterheads 
Lutz & Sheinkman, Inc 
Wiggins, The John B., Co 
Library Equipment 
Art Steel Co 
Corry-Jamestown Mfg. Co 
General Fireproofing Co 
Globe-Wernicke Co 7h. 101 
Security Steel Equi; Cort 
Shaw-Walker Co 
Linoleum Tops. Desk 
Ideal Lino. Top Co 
Lockers and Storage Cabinets 
Art Metal Construction Co 
Art Steel Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
General Fireprooting Co., The 


Globe-Wernicke Co 75, 101 
Metal Office Furniture Co 
Security Steel Equip. Corp 


Shaw-Walker Co 
Yawman and Erbe 

Loose Leaf Seema ene Systems 
Aigner, G. J 
F. B. Mfg. Co 
Nat'l Blank Book Co 
Sheppard, The €. E., Co 
Trussell Mfg. Co 

Loose Leaf Envelopes, Celluloid 


Carpenter, FE. W Mfz. Co 


Acme Card System Co 
Matched Office Suites 
Metal Construction Co 
General Fireproofing Co 








Memorandum Books 
Memorandum Devices. 
Mending ‘Tape (Gummed) 


Numbering Machines 


Used and Rebuilt 
Omce Partitions and Gettage , 





Esterbrook Steel Pen Co 


Paper Fastening _Machines 


Hotchkiss Sales Co 


Pen and Pencil Clips 
Pencil Sharpeners 


: Wood Cased Lead 


Autopoint Company 


Pins and Pin Containers 


Platens, Typewriter 


Shipman-Ward Mfg 


Pressboard 

Case Brothers, Inc, 
Publishers 

Bridges, F. W., IAd......... 

Methodes .... eteees ° 
Punches 

Aceo Products, Inc 

Bates Mfg. Co 


Globe-Wernicke Co. ......75, 101, 


Nat'l Blank Book Co 

Push Pins 
Moore Push Pin Co 

Ribbons and Carbons 
Allen & Co. : 
Buckeye Ribbon ‘& Carbon Co 
Carter's Ink Co ~~ ‘ 
Codo Mfg. Corp. . 
Columbia R. & C Mfg. ‘Co 
Crown Ribbon & Carb. Co 
Frankel Carbon & Ribbon Co 
Imperial Mfg. Co B66 
Little, A. P., Inc. ... 
Manifold Supplies Co. 
Mittag & Volger, Inc. 
Neidich Process Co 


Old Dutch Carbon & Ribbon Co. Ss ¢ 


Old Town Ribbon & Carbon Co 
Pacific Carbon & Ribbon Co 
Phillips Process Co. 

Remington Rand, Inc. 
Rockwell-Barnes Co. 


Royal Typewriter Co. Inc ud 


Ruxton force ts, Inc. .. ‘ 
Smith, L & Corona Tws. 
St. Louis Typewrite r Exchange. 
Storms, H. M., 
Underwood E F. 87, 
U. S. Typewriter Rib. Mfg. Co.. 
Webster, F. S., Co es 





Rubber Stamps 
Meyer & Wenthe... 

Rubber Type Outfits 
Fulton Specialty Co 

Safes 
Art Metal Construction Co 
General Fireproofing Co... .. 
Globe-Wernicke Co. 4. 75, 101, 
Remington Rand, Ine 
Schwab Safe Co... The, 
Security Steel Equip. Corp 
Shaw-Walker Co. 


Victor Safe & Equip | 92, 


Yawman and Erbe 
Scales 
Hanson Scale Co 


Triner Scale & Mfg. Co. ......... 


Sealing Wax 
Higgins, Chas. M.. & Co 
Seals, Notary and Corporation 
Meyer & Wenthe... 
Secretary Desks 
Art Metal Construction Co 
General Fireproofing Co 


Globe- Wernicke Co .. 75, 101, 


Shelf Boxes 
UG ME Sg eh epee i 


General Fireproofing Gi utieiae 73 
Globe-Wernicke Co. ......75, 101,122 
Weis Mfg. Co. .. . 83, 84, 85, 86 


Shelving 
Art Metal Construction Co 
Art Steel Co . 
Browne-Morse Co 
General Fireproofing Co 


Globe-Wernicke Co. . 75, 101, 


Security Steel Equip. Corp 
Shaw-Walker Co. . : 
Stamp Pads 
Bates Mfg. Co 
Carter's Ink Co 
Fulton Specialty Co 
Meyer & Wenthe 
Rockwell-Barnes Co, 


Victor Safe & Equip. Co, ....92, 


Stands for Office Machines 
Bee Ge Gk hdnc ceeds oo% 
General Fireproofing Co. ..... 


Globe-Wernicke Co. .....75, 101, 
wes 161 


Beeson? Gee, Tees ccvvssess 
Metalstand Co. . 


Sherman- Manson Mfg. Me oe cba 
Sturgis Posture Chair Co. ....... § 
Toledo Metal Furniture Co. ...... 


Tubular Specialty Mfg. Co. 
Staples. Paper Fastening 


Ace Fastener Corp. .............. 138 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways 
forms useful service, all without charge. Subscri 
in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. Subscribers’ 
ues to bring their files up to date, 
le in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 


desirable agents and 





Acme Staple Co. . ‘e — 
Consolidated Staple Me icc te ee 
Hotchkiss Sales Co, ..............108 
Markwell Mfg. Co. ... . 164 
Neva-Clog Products, Inc. ...103, 194 
Oakville Company ..........5656. 137 
Parrot Speed Fastener Corp. ..... iz 
Vail Manufacturing Co. . 141 
Stationery, Engraved, Lithographed 
<ie & Sheinkman............. 165 
iggins, The John B.. ak Wecudde 162 
und Is, Brass 
Meyer & Wenthe.............605. 165 
Stenographers’ Note Books 
National Blank Book Co. ........ 105 
Rockwell- Barnes Co. ovo ee DBS 
Trussell Mfg. Co. .........5. 153 
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Harter Corp., The.. —e 
Sturgis Posture Chair Co. ... . 91 
Toledo Metal Furnimire Co, ...... 112 


Storage and Transfer Cases 
Art Metal Construction Co. 
Art Steel Co. . ° 
Bankers Box Co. .. 
Barkley, C. L., & Co. 
Browne-Morse Co. ........ 
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General Fireproofing Co. ..... 
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Shaw-Walker Co. 
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Yawman & Erbe Mfg. Co. 
Store Fixtures and Equipment 
General Fireproofing Co. ...... +e 
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Swinging Typewriter Stand 8 
Globe-Wernicke Co., The. .75, 101, 125 
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_WANTS AND LOR SALE 


The rate for classified advertisements is 


SITUATIONS WANTED 


sales 


EXPERIENCE in 


new con 


LOOSE LEAF 


executive ind 
nection with some loose leaf 1 


MAN WITH 
promotion 


WIDE 
work is available for 
anufacturer or 


sales 


large manufac- 


turing stationer Has designed forms to fit special applica- 
tions which have iid in large olume Thoroughly acquainted 
with loose leaf fron il angles including visible record and 
machine posting Competent to do a good job for a manufac 
turer or to manage and develop loose leaf department for a 
stationer Excellent record and plent ft erences \ddress 
4-113, care Office Appliances, Chicago 

(CAPABLE SALES PRODUCER with fine record as salesman 
district manager and 1les manager, desires to return to office 
appliance fleld after number of years in other lines Has 
made a success of every selling job undertaken \ good per- 
sonal salesmar ind excellent organizer refers to locate in 


Chicago because of earlier contacts, but wi consider any loca 
which offers suitable opportunity References that 


\ddress A-116, care Office App 


tion 


onvines inces, Chicago 


FACTORY SUPERINTENDENT with long experience in office 


equipment fleld desires new connection Thorough knowledge 
of typewriter dding machine and loose leaf production Can 
SVStematize ind oordinat shop forces t best idvantage 


Address A-115, care Appliances, Chicag 


Ciffice 


EXPERIENCED EXECUTIVE 
MAN, successful re« 


rmquaintance with 


TYPE 
ord de eloping 
office 


TRAVELING 

igencyv organization 
and 
opportunity te 
Appliances 


SALES 
Large 
Stationers in 


prove his 


appliance dealers 
every Section of the l het 


\ddres A-112 are 


Desires 


worth Office Chicago 


SALESMAN WITH 
supplies and 


TWENTY YEARS EXPERIENCE in office 
equipment {1 vears of age single good refer- 
Address A-114 


ences; capable is buyer or managing store 


care Offles Appl (*hicago 


MECHANIC, NOW 
on typewriters and 
Address 


EMPLOYED, with sixteen vears 
other office 
A-110. care 


experience 
desires change Ref 


machines 
Office Appliances 


erences Chicago 


SHOP FOREMAN, ten vears present position 
pairing 


twenty vears re 
ikes of Typewriters would like 
Address A-108, care Office Appli 


rebuilding il n 
change south preferred 
inces, Chicago 


MECHANIC 


ind related machines 


Kighteen years experience 
Wishes chang: 
married Available Jan. Ist Very fast 


Office Appliances, Chicag 


typewriters all makes 
Prefer East Age 35 
\ddress A-118, care 


SALESMEN WANTED 


WANTED—SALESMEN 
low priced rotary 
l’rofitable 
distributors 


AND DISTRIBUTORS to sell a 
duplicating machine 

opportunity exclusive 
Address N-120, care Office 


new 
No competition 
territory as 

Appliances 


stern 
is to price 
Signed to 


Chik agro 


EXPERIENCED SALESMAN WANTED by well-known manu 
facturer of wood and paper filing Prefer man well- 
known to trade in Central Western states We want a capabl 
man who can produce results Address N-123, care Office Ap 


supplies 


pliances, Chicags 


FIVE REPEATERS f selling direct to 
lines now handled Address N-124, care 


romer 


offices Specify 


Office Appliances, Chi- 
cago 
REPRESENTATIVES AVAILABLE 
OFFICE APPLIANCE MAN, twenty years experience, wide 
1cquaintance, is interested in securing New York City agency 
for responsible manufacturers lines Has own offices Can 


furnish references as to character and financial responsibility 
Prefer manufacture! urr’y cccounts and handle collections 
Addres A-l11, care Office Appliances, 1601 Pershing 
Bide New York, N. ¥ 


Square 


EXPERIENCED SALESMAN wants to represent manufacturer 


of some office product of exceptional merit in Minneapolis and 
St. Paul Prefers a line which has repeat future and which 
is big enough t istif in organization of three or four 
salesmen Will investigate any line which seems to offer suit 
ible opportunity Address A-109, « Offices Appliances, Chi- 
igo 

SALESMAN WHO TRAVELS Middle West for manufacturers 
of greeting cards has time on his hands which could be spent 
profitably representing some additional concern who sells t 
the commercial statior y trad Persona! acquainted with 
principal dealers from numerous calls Interested particularly 
nm some one line vl h will not nanyvy Way onflict with pres 
ent line but will 2g t me people \ddress \-117. care Office 
Appl inces, Ch % 


eight cents a word, minimum charge, $1.60. 


REPRESENTATIVES WANTED 


HAVE several territories open after the first of the 
interested in receiving applications from reliable 
and successful men. When writing give full details as to past 
experience Stein Bros. Mfg. Co., Inc., Manufacturers of qual- 
ity zipper ring books, envelopes, brief cases and folios, 564 W 
\dams St (Chicago 


WE WILL 


veut ind are 


IF YOU SELL DIRECT TO OFFICES you can sell our high 
grade Typewriter Specialty profitably Liberal profit on each 
sale Protection given. Quickly becomes a major line Write 


for details giving territory you covet Address N-122, care 


Office Appliances, Chicago. 

SELL THE LOWEST PRICED all metal HECTOGRAPH du- 
plicator on the market to the trade Attractive commissions 
repeat supply business protected territory. Write for full 


details to Pronto Duplicator Company, Houston, Texas 


MANUFACTI AGENTS with established dealer follow- 


RERS’ 


ing Here is a real opportunity {4 new full sized stapling 
machine strictly modern in design and mechanism selling at 


an extremely low price staples for practically every machine 
pliers and tacker on the market Territories now being al- 
lotted Write giving territory now covered and frequency of 
travel Your confidence respected Address N-126, care Office 
Appliances, 1601 Pershing Square Bldg., New York, N. ¥ 


BUSINESS OPPORTUNITIES 


WANTED—PROVEN ARTICLES OF MERIT for stationery 


trade iffice and factory use Exclusive royalty only Qvur 
progressive manufacturing and merchandising facilities estab- 
lished over ten years can help you Address N-125. care Office 
Appliances, Chicago 

AN OPPORTUNITY for a live stationer, printer or filing 


extra profits by adding a 
given by the 


equipment manufacturer to get some 
non-competing line to his present business is 
Instant Finding, Sorting, Routing and Mailing System 
manufacturing and exclusive distribution rights of which are 
offered by Sales Service, Suite 1110, Hartford building, Chi- 
cago, Ill 


series, 


BRANCH OFFICE SERVICES 


WASHINGTON, D. C., resident agency, office, sales represen- 
tation, Government supply proposal contracting, analyses, in- 
vestigations; graduate business government, et 


Box N-121, care Office Appliances 


economics 


Chicago 


FOUNTAIN PEN REPAIRING 


\LL MAKES FOUNTAIN PENS REPAIRED for the trade 


since 1904 Standard Prices—regular trade discount All work 
guaranteed Prompt service Send all makes to one place 
Saves postage and time. Send a trial package today Welty 
Pen & Repair Co., 38 S. State St., Chicago 


FOR SALE AND WANTED TO BUY 


MODEL 10 DICTAPHONES, Ediphones, 200M series offered t« 


dealers at prices that will make real profits Visible filing 
equipment, all makes bought and sold Hanover Office Equip- 
ment Co.. Ine 80 Greenwich St New York City 

DICTAPHONES EDIPHONES rough or rebuilt — special 


write us 
New York 


Increase your 
Machine © 


sales and profits 
1141 Broadway 


prices to dealers 
American Dictating 
(ity 

RIBBONS re-t (juaranteed 


MULTIGRAPH nanufactured 


work, quick service Send us your old ribbons today 144 vard 
reels of typewriter ribbon fabric, with handy winder, a spe- 
cialty Also two grades of excellent duplicator ink Lewis 
Co Hla N. 4th St Milwaukee, Wis 

MACHINES, Typewriters Adding Ma- 


ELLIOTT-FISHER 
chines, all office equipment, bought 
Appliance Co 533 S. Dearborn street 


and sold. Chicago Office 
Chicago 


BILLING AND BOOKKEEPING MACHINES, late 
liott-Fisher Underwood, Burroughs, et« bought 
Maloney, Gilmore Co., 508 S. Dearborn St., Chicago 
ELLIOTT-FISHER billing and bookkeeping machines, also all 
office machines, bought. sold and rebuilt Teeter-Warsh Co 
09 W. Kilbourn Ave Milwaukee, Wisconsin 


models El- 
and sold 


ADDRESSOGRAPHS 
Tvpe writers 


Chicago 


Dictaphones Folders 
money Pruitt, 166 N 


Multigraphs 
Write us 


Sealers Save 


LaSalle 


KARDEX, CASH REGISTERS, adding and bookkeeping ma 


chines, typewriters. Ediphones, Addressographs, Multigraphs, 
Graphotypes, ete Perdue Office Furniture Company, Jackson- 
ville Florida 

WANTED Kardex, Acme, Post Index, Comptometers (models 
F-H-J). Remington No. 23 Bookkeeping machines Universal 
Office Equipment 196 Broadway New York 

FOR SALE OR LEASE—CANADIAN PATENT, just out on 
the lowest price Duplicating Machine Proved a big: success 
in | Ss Also Dry Stencil Formula which dries in 25 min 
utes Also other foreign Patent rights for sale M. B. Brand, 


t Sheffield Ave., Chicago 


Illinois 








JANUARY 


Export Statistics by United States Department of Commerce 
































United States Exports of Typewriters, Duplicating Machines and 
Office Supplies, September, 1934 
7772 i4 Type 
Ss ‘ Portal t¥I Use & ret writer 
‘ “ writers, new M parts 
Countries Nu + Numbet Numil 
Austria $ 2,485 Su. 0S) OZ, SRO 72 $ 4,01 
Azores & Mad, | zw 2 ‘ 
Belgium . 10,70 1.84 s lt $547 
Bulgaria 74 De | 
Czech S 2 1, l i¢ 
Denmark iv O20 132 4,449 25 
Finland l 4,255 a) Int) 24 1,179 51 
France ‘ 5 51 ] m0 ’ 12,011 1,081 
Germany lil ‘ l S l "” G7 
Gibraltar ] ral 20 2 l 1,449 7 
Greece 1x 1,230 22 ; 
Hungary x2 132 
Iceland 2 172 
Irish 1} State - 1,75 ua 1,544 l 418 
Italy ‘ 1,600 sim ] 14 281 
Lithuania 602 
Malta, G« & Cyprus 15 40 
Netherlands 42 28,258 19 1,731 10,758 1,208 
Norway ‘ ] NN Lit 4.04 che 254 
Poland & Danzig t Nie 2 Ntit ; 1,100) 795 
Portugal 2 2,254 20 Tt 2 154 
Rumania 4 2,152 
Sov. Rus. in Europ l 75 
Spain ll4 s,411 17 t 7 iv4 5.570 
Sweden 172 1,654 st 2,771 7 1,430 586 
Switzerland 1.385 22 7 4 12 425 200 
U. Kingdor 1,08 117,04 2.2 52,782 177 4.515 12,83 
Yugoslavia t 2.502 77S 10 l 
Canada } 2.715 4 f mad 4.082 64.024 
Costa Rica 2 
Guatemala 4 13ie 10 
Honduras 1 NER ” lee i id 
Nicaragua l R05 26 Slt l 14 105 
Punama 1s 1,439 13 “4 “ny 
Salvador » 40 7? 
Mexico ai 8.341 R07 87S 165 4] 549 
New!. & Lal i l 4 
termudas 1X2 
tarbados j 47 l f 
Jamaica ] 07 ( 144 eo 
Trinidad & Tob ‘ ou li 
Other Br. W. Ind 260 IN4 45 ti 
Cuba 1h § 23 15 1X8 Mi 
Dominican Rey 2 1, SNe l j 
Neth. W Ind ‘S 1,432 14 52 fi 173 
Fr. W. Indies 5 is 148 
Haiti, Rey f l l it) 
\ in Is fl s l 
Arcentina IS.574 me 12.34 1 4 77 
Bol t $02 wT 1.0% 
Brazil 24,859 5 13,049 x Tl 
Chi 2,732 14 S l Hit 44 
Colon i 4 1 XS 549 7S 
Reuador lt 7 
Br. Guiana 635 j ‘ 
Surinan 74 Ri 
Fr. Guiana 1 $41 
Mm ; ‘ " i Lee 180 
Uruguay 2.7 8 1 
Venezuela ( s 1,1 7 
Aden 8 ed | DoF, 
Br India 2 1.020 ” l io 15.4572 
Br. Malaya 1,084 278 77 a 18 
Cevion I 20 ” an 
China 1lf 2 1 S36 41 1,022 1? 
Neth. India 8 18,105 7h . 17 
Hong Kon X BRT RF ; ; 
Iraq 1.750 24 4 
Japar 44 2tie 73 9 620 ’ 9 762 
Kwantun ( 420 10 18 
Pale ne l 1,470 2 720 i 141 
Persia ry 2,1 
Philippine Island 71 4 ” THE 6 160 
Sian l 1 
Svria l 1 972 ] 440 
Turkey 9 4 1.620 g5 
Australia 9 15,05 72 1,315 9 681 GRR 
Br. Oceania f $30 { nT] 
New Zealand ! i 24 791 0 118 
Eth ' 140 
Br. } Afr 4 1,027 15 we 
t f Ss. Af i X 1,108 42 1,155 14 4 18 
(ther Br. 8S \ l ® l 40) 
fiold ¢ ast | 77 1 “9g 
Nigeria 14 gn 9 R15 9 
Kevi 1030 1.710 ) 1,650 58 
Algeria and Tun 1,190 6 2.180 56 
Other Fr. Africa 1 wre g P16 
Italian Afr 1 
Liberia 1 ( ” 
Morocco 1 5 R70 
Mozambiqu 16 4/ 18 
Canary Island ] 1,150 I 1,11¢ 245 
(ther Spanist AT ; l 4 24 
Tota S60 $597,471 10,41 $319,459 81 $82,617 LOS OM 
Ss} ‘ 
Hawa 157 11,789 104 124 64 $ 1,518 $2¢ 
Puert rR 2 l SY 14 i4 i 1,549 210 
Adding, Calculating, Billing, Tabulating Machine Exports, 
September, 1934 
Listing 
sddin Typewriter Listir 
bookkeeping bookkeeping vddin Calculating 
nachir billing machine machines machines 
Coun Numi Number Number Number 
Austria r 4 > 12 14 $ Ss ( 1,12 
teluiun l 7O0 44 
tulgaria l 
‘ ! 2 1,31 ‘ ie 7 wut 
Denmark ] 231 tat 
Finland s4 4 ’ 1,390 
France $ " 1! 11,641 i 1,70 6,172 
Germany 15 10,097 
Creece l 4 
Hungar l 442 1 1, 68¢ l 150 
Irish FY St 4 ae wn Hag 
Italy i 1%] . 12,167 24 15,921 1 7h 
Lithuania lt 420) 
Netherland i Wik 140 148 l 12 


Countries 


Norway 
Pol. & 
Rumania 
Spain 
Sweden 
Switzerland 
I Kingdom 
Yugoslavia 
Canada 
Guatemala 
Panama 


Mexico 

New. & Lab 
Jamaica 

Trin. & Tob 
Cuba 

Dom. Rey 
Neth. W Indes 
Vir. Is. of UL S 
Argentina 
Solivia 

Brazil 

Chile 

Colombia 
Surinam 

Peru 


Uruguay 
Venezuela 
Br India 
Br. Malaya 
China 
Neth 
Hong 
Japan 
Palestine 

Phili. Is 
Australia 

New Zealand 
Br. E. Aft 

Un. of S. A 
Oth. B. S. Aft 
Egypt 

Morocco 


India 
Kong 


Countries 


Austria 
selgium 
Czechoslovakia 
Denmark 
Finland 
Fran e 
Germany 
Crreece 
liungary 


Irish Fr. State 
Italy 
Netherlands 
Norway 

Spain 


Sweden 
Switzerland 


United Kingdom 
Canada 

tritish Honduras 
Costa Rica 


Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 
Mexico 
Newt. & 
Rermudas 
tarbados 
Jamaica 
Trin. & Tob 
Other Br. W. I 
Cuba 
Dominican Rep 
Neth. W. I 
Haiti, Rep. of 
Virgin Is 
Argentina 
Brazil 
Chile 
Colombia 
Rr. Guiana 


Lab 


Surinam 
Fr. Guiana 
Peru 


Uruguay 
Venezuela 
Br. India 
Br. Malaya 
Ceylon 
China 
Netherland 
Hong Kong 
Japan 
Kwantung 
Palestine 
Philippine 
Turkey 
Other Asia 
Australia 
Fr. Oceania 
New Zealand 
tr. E. Africa 


Islands 


Union of 8. Afr 
Gold 
Egypt 
Algeria & Tun 
Other Fr 
Liberia 


Coast 


Afr 


Listing- 
adding 
bookkeeping 
machines 


Typewriter 
bookkeeping 
billing machines 





Listing 
adding 
machines. 


Number Number Number 
l 215 97 
; 2.726 ou 
l 1,033 41 
5 1,783 wo 
l 1,97 7 2,917 85 
NS t7, 484 SO 42. 293 
] 1, 19 
l 575 a4 
446 
2 2,025 4 1,074 28 5,977 
1 162 
8 600 
; 150 
1 213 
2 408 
1 42 
1 1,185 S 2,328 56 5,347 
12 8,244 1 1,163 R82 
17 
21 
l 
22 
1 
1 
1 71 
6 549 
2 2,988 2 1,171 13 1,125 
1 216 
624 : 
1 R61 il R05 
‘ 4,154 i 1.46% 69 9,251 
.6 7 5.098 2K 4,112 
2 4 
1% 18,387 i 2,796 67 9.348 
; S42 
4 270 
2 240 
95 $92 783 214 $111,544 1,959 $168,872 
Shipments from U. S. to:— e 1 
> 299 











Filing folders 
index cards 
and other 
office forms 


Typewriter 


Carbon paper ribbons 


of U. 8. 


Pounds 

















Pounds 

















Dozens 





ow $ 42 
155 ah 
1,120 $ 510 40 57 
243 204 34 85 
OS 47 175 208 
186 14 478 246 934 
2 2 58 
137 lll 20 
506 191 
6 
15.832 113 53 
130 419 109 
u 
540 404 23 
1,192 622 203 
S,487 4,656 1,548 
11,802 1,649 280) 
130 51 
66 24 1 
1,808 209 6 
6,588 33 § 
294 115 49 
1,469 419 a9 
» 16 66 
1,032 B85 57 
502 139 
405 7 3 
1 
GRR 120 110 38 
17 109 76 14 
27 t 
486 3, 199 
159 1 
094 6 
Io 
67 25 . 
46 40 3,599 770 
72 18 1,813 27 
7 11 1,432 125 
643 515 2, 206 75 
53 10 
il 
1 
437 110 4 148 
10 ban 464 
GOR 8R9 340 105 
XS 45 4,53 2 1,512 
5o4 
a | 23 
184 1,851 1,2 218 
2. 9R4 135 1 
197 292 99 
192 7. id 
32 20 
nw 
R43 48 1,460 1,442 TRO 
sn 
58 27 
144 60 3,037 1,660 B15 
122 Rn 
11 24 5 65 fi 
60 29 mal 
2.640 608 1,425 1,122 128 
148 »m 
17 7 19 
112 45 91 
38 9 1 


“J 


Calculating 
machines 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, W ashington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 





1,981,866. Carbon cutting device. Bernard King. 
U. S. Navy (granted under the act of March 3, 1883, 
as amended April 30, 1928). Application May 1{2, 
1934. Serial No. 725,289. 

1,981,932. Punching machine. 
Athens, Ohio (assignor to The 
Athens, Ohio, a corporation of Ohio). 
July 25, 1933. Serial Ne. 682,042. 

1,981,978. Tabulating machine. William Worden, 
Detroit, Mich. (assignor to International Business 
Machines Corporation, New York, N. Y., a corpora- 
tion of New York). Application April 8 1931. Serial 


Nelson S. Welk, 
McBee Company. 
Application 


No. 528,525. 

1,981,982. Typewriting machine. Henry Allen Avery, 
Groton, N. Y. (assignor to L. C. Smith & Corona 
Typewriters Inc., New York, N. Y., a corporation of 
New York). Application Jan. 13, 1932. Serial No. 
586.319. 

1,982,003. Type inserting mechanism for printing 


machines. Morris J. Hoffman, Chicago, Ill. (assignor 
te International Business Machines Corporation, ew 
York, N. Y., a corporation of New York). Applica- 
tion Sept. 21, 1933. Serial No. 690,311. 

1,982,080. Attachment for safe knobs. 
Srygley. Abiline, Texas. Application May 31, 
Serial No. 673,664. 

1,982,112. Package for pencil leads. Herbert H. 
Lang, Wilmette, til. (assignor to Rite Rite Manufac- 
turing Company, Chicago, Ill., a corporation of Iili- 
nois). Application Feb. 23, 1922. Serial No. 594,435. 

1,982,138. Cushion slide for furniture. Walter F. 
Herold, Bridgeport, Conn, (assignor te The Bassick 
Company, Bridgeport, Conn., a corporation of Con- 
necticut). Application Dec. 24, 1932. Serial No. 648,- 


73 


Harry W. 
1933. 


Computing machine. Frederick_A. Hart, 
Stamford, Cenn. (assignor te Remington Typewriter 
Company, Ilion, N. Y., a corporation of New York). 
Original application Jan. 21, 1927. Divided and this 


1,982,251. 


application Oct. i, 1931. Serial No. 566,188. 

1,982,272. Paper fastener. Paul O. Unger, Glen 
Ellyn, tt. (assignor te Wilson-Jones Company, Chi- 
cago, Itl., a corporation of Massachusetts). Applica- 
tion July 7, 1933. Serial No. 679,272. 

1,982,379. Printing machine. Walter T. Gollwitzer. 
Chicago, tt. (assigner te Addressograph Company, 
Wilmington, Del., a corporation of Delaware). Appli- 
cation May 5, 1930. Serial No. 449,777. 

1.982.409. Adjustable ring book. Henry T. Adams, 
Chicago, It. Application Dec. 14, 1932. Serial No. 
647,262. 

1,982,453. Perforating machine. Edward G. Rix, 
Chicago, tl. (assignor to American Perforator Com- 


a corporation of Illinois). Appli- 


pany, Chicago, Ill., 
707,239. 


cation Jan. 19, 1934. Serial No. 


1,982,546. Lettering, drawing, writing and marking 
pen. Louis M. Snell, Parma Heights. Ohio. Appli- 
cation Dec. 29, 1932. Serial No. 649,412. 

1,982,630. Method of wire binding. Jesse A. Bent, 


Los Angeles, Calif. (assignor of one-third to S. Q. 


Shannon and one-third te Lolita M. Hinds). Appli- 
cation June 5, 1933. Serial No, 674,333. 

1,982,833. Spreader for paste tubes. Joseph J. 
Schmerter, New York. N. Y. Application Sept. 14, 
1933. Serial No. 689,473. 

1,982,868. Caster mounting socket. Walter F. Her- 


(assignor to The Bassick Com- 
pany, Bridgeport, Conn., a corporation ef Connecticut). 
Application Oct. 12, 1932. Serial No. 637,437. 
1,983,036. Portfolio. Ary Kaufmann, South Orange, 
J. (assignor to K. Kaufmann & Company, tnc., 
a corporation of New York). Serial No. 730,442. 


1,983,039. Phonograph. Joseph M. Lucarelie and 
John E. Renholdt, Bridgeport, Conn. (assignors to 
Dictaphone Corporation, Bridgeport, Conn., a _ cor- 
poration of New York). Application April 24, 1926. 
Serial No. 104,407, 

1,983,089. Safety receptacle for checks, coins and 
the like. Aaron A. Knee, Charlotte, N. C. (assignor 
to Vanak Corporation, Charlotte, N. C., a corporation 
of North Carolina). Application April 29, 1931. Se- 
rial Ne, 533,746. 

1,983,097. Manifoidina device for typewriters. 
Frank E. Pfeiffer and William C. Pfeiffer, Dayton, 
Ohio (assignors to The Egry Register Company, Day- 
ton, Ohio, a corporation of Ohio) Application Feb. 
19, 1930. Serial No. 429,584, 

1,983,278. Container. John J. Flanigan, Oak Park, 
itt. (assignor te L. C. Smith & Corona Typewriters 
Inc., Syracuse, N. a corsoration of New York). 
Application June 21, Serial Ne. 676,825. 


old, Fairfield, Conn. 


V.. 
1933, 


1,983,354. Interchangeable connection box for card 
tabulators. Francis Guy Sydenham English, West 
Croyden, England (assignor to The Accounting & Tab- 
ulating Corporation of Great Britain. Ltd., London, 
England). Application Jan. ti, 1933 Serial Ne. 
651,202. in Great Britain, Feb. 12, 1932. 

1,983,397. Plier type stapling machine. Fridolin 


Poizer, South Norwalk. Application Nov. 27. 


1931. Serial Ne, 577,419, 
1,983,443. Memorandum support for cradle type tele- 
phones. Joseph Duceska and Howard H. Campbell. 


onn. 


Dayton, Ohio. Application Dec. 29, 1933. Serial 
No. 704,498. 

1,983,482. Typewriting machine. Lewis C. Myers, 
Freeport, N. Y. (assignor to Royal Typewriter Com- 
pany, iInc., New York . Y., a corporation of New 
bsg F Application April 28, 1934. Serial No. 
722,976. 

1,983,517. Duplicating machine. Charles H. Bradt, 
Groton, N. Y. (assignor to L. C. Smith & Corona 
Typewriters Inc., Syracuse, N. Y., a corporation of 
New York). Application Feb. |, 1934. Serial No. 
709,258. 

1,983,573. Filing drawer. Frederick L. G. Straubel, 
Green Bay. Wis. (assignor of one-eighth to 0. C. 
Straubel, Green Bay, Wis., and two-eighths to C. W. 
Straubel, Youngstown, Ohio) Application April 15, 
1932. Serial No. 605,397, 
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1,983,682. Fountain pen. Waiter A. Sheaffer, Fort 
Madison, towa (assignor to W. A. Sheaffer Pen Com- 


lowa, a corporation of Delaware). 


pany, Fort Madison, 
1934. Serial No, 715, 


Application March 12, 


1,983,698. Printer carriage control for cash regis- 
ters. Herbert Kauffmann, Zurich, Switzerland (as- 
signor to The National Cash Register Company, Day- 
ton, Ohio, a corporation, of Maryland). Application 
April 6, 1932, Serial No, 603,559. 

1,983,779. Post binder for loose leaf sheets. John 
Schade, Holyoke, Mass. (as or to National Blank 





a corporation of Mas- 


Book Company, Holyoke, Ma 
1933. Serial No. 


sachusetts). Application Feb. 10, 
656,049. 

1,983,831. Back spacing mechanism. Henry Allen 
Avery. Groton, N. Y. (assignor to L. C. Smith & 
Corona Typewriters tnc., Syracuse, N. Y., a corpora- 
tion of New York). Application Aug. 17, 1933. Se- 
rial No. 685,561. 

Pyroxyin plastic tab. 
Application Dec. 23, 


Charles F. Rand, 
1931. 


1,983,878. 
North Tonawanda, N. Y 
No. 582,787. 


Serial 
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1,983,981. Easel. 
ids, Mich. 
Grand Rapids, Mich., ation of 
Application July 23, ‘1934, jal No. 
1,984,014. Printing instrumentali 
Charles A. uehs, Hollis, 
Henry Resch, Bayonne, N. J. 








(assignor to American Seatin 
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Walter M. Hanson, Grand Rap- 


Somoany, 


ew Jersey). 
736,546, 


for typewriting 
N. d 


Y.. an 


(assignors ~ Ralph C. 


Coxhead Corporation, New York, N. Y.. a corporation 
of Delaware). Application May 22, isi Serial No. 
539, 182 

1,984,080. Shelving. Herbert J. Onions, Warren, 
Penna. (assigner to De Luxe Metal Furniture Com 
pany, a corporation of Pennsylvania). Application 


July 29, 1932. Serial No, 625, 

1,984, 150. 
New York, N. Y. 
= No. 715,813. 


Expansible container. Nathan Ottinger, 
Application March (6, 


1934, Se- 
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Clifton Heights, Penna. 


lishing Company, Philadeiphia, Penna., a corporation 


of Pennsylvania). Application March 16, 


rial Ne, 599,175 


1932. Se- 
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Impressive Western Entrance to the Beautiful 
and Imposing California-Pacific International 
Exposition at Balboa Park, San Diego, California. 
This great Exposition will open its doors to the 
public on May 29. Already the buildings of the 
Exposition are nearing completion. Their artistic 
and beautiful designs are admirably supplement- 
ed by the wealth of tropical and near-tropical 
flowers and foliage familiar to all who have visited 
San Diego and its famous 1,400-acre municipal 
playground. 


For the above photo Office Appliances is indebted to the San Diego Branch of the 
Stationers Corporation. See page 25. 
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OFFICE EQUIPMENT TO PARTICIPATE IN A 


PROPOSED NEW CLASS OF PATENTS 


Written Expressly for Office Appliances 


By Waldon Fawcett 


A GOODLY proportion of the office equipment 
industry has a stake in the latest proposal be- 
fore the business community, and up to Congress, for 
extension of the U. S. Patent system. The plot 
which is hatching seeks to provide legal protection, 
now lacking, for the original designs of articles of 
manufacture, which do not sell wholly on their looks. 
In other words, a stretch-out of the patent system 
that would shelter from imitation mechanical or util 
itarian devices which are not merely ornamental but 
that nevertheless have a grace of form or outline 
that is pleasing to the eye. 

Eligible for protection, if expressive of novelty in 
industrial design, would be all beautified or mod 
ernly styled typewriters, statistical machines, pencil 
sharpeners, addressing machines, envelope-sealing 
machines, seal presses, dating stamps, check protec- 
tors, duplicating outfits, etc. In short, the whole 
category of business machines, not to mention paper 
cutters and other the stationery 
trade. It would only be necessary to show, on behalf 
of a mechanical candidate for protection, evidence of 
effort on the part of the engineer or designer to cre- 
ate an appearance or setting in harmony with the 
office environment which reflects taste and discrim- 


accessories of 


ination. 

A new deal in allowing sales monopolies in reward 
will be particularly welcome in the 
Because the ever-sharpening 


of ingenuity 
office outfitting field. 
competition has been rendered the more difficult in 
consequence of the dire straits of office-serving me 
\s matters stand, right of discov- 


chanical genius 


ery will, presumably, give an inventor what is known 
as a “mechanical patent” for, say, an innovation in- 
volving moving parts. But, as luck has it, this isn’t 
so easy in a long-established and intensively-devel- 
oped industry such as office equipment. Thanks to 
expiration of patents, etc., most of the basic mechan- 
ical patterns in the trade are common property. Al- 
most the sole hope of the seeker for talking points is 
to devise a new attachment, or perfect a minor 1m- 
provement. In either event, the mechanical patent, 
if and when obtained, covers merely the new matter. 

Facing this plight and responsive to the latter day 
wave of enthusiasm in all lines for style and color, 
producers of business mechanisms have yearned to 
obtain competitive advantage by means of an insti- 
tution, twin to the mechanical patent, viz., the patent 
on design. But, woe me, a snag was struck and still 
sticks. Federal dispensers have been loath to grant 
design patents to conceptions that are primarily me- 
chanical in character and function. Here and there, 
as though to prove the exception, are examples of 
novelties which carry both mechanical and design 
patents. But, generally speaking, there is a preju- 
dice against the design aspirations of an out-and-out 
mechanism. For the most part, bureaucracy has 
clung like grim death to the tradition that design 
patents are only for those designs which are domi- 
nantly if not exclusively ornamental or decorative— 
including surface ornamentations. 

Having failed in all efforts to obtain adequate 
recognition for the designs of machines and utilita- 
rian articles of manufacture in the present set-up 











1? 
of the U. S. Patent system, a group of executives 
who are deeply concerned, have turned to the idea 
of an annex to the existing structure. The move 
ment, which is captained by John F. Robb of Cleve- 


land, seeks to bring about the establishment of a 
new classification of patents to take care of this 
numerous and important species of inventions. This 


legal lean-to would grant to those who create new 
and original designs of the class indicated, a seven- 
teen year monopoly just as is afforded under the so 
called general patent law. 

Lest a false impression be created, it should be 
stated here and now that the privilege sought from 
Congress would not restore that free-and-easy era of 
patenting that, in years gone by, brought franchises 
to almost any design on a no-questions-asked basis. 
Office equipment men with long memories may 
recall that about thirty years ago the common prac 
tice was for patents to be granted for the design of 
almost any structure or article of manufacture which 
did not clearly fall within the scope of the general 
patent statutes for mechanical inventions, Indeed, 
in those haleyon days, attorneys would advise manu- 
facturer-clients to seek a design patent whenever a 
mechanical patent was unobtainable. 

Then, as a result of an amendment to the law, and 
several epoch-making court decisions, Uncle Sam 
began to stiffen up on his requirements for designs. 
\bruptly there was an end to the joy ride which be 
stowed design patents on designs which had no ap- 
peal whatever to the aesthetic or artistic and which 
were in no way ornamental. Since that time the 
Patent Office has construed the law with varying 
degrees of strictness—a little loosely under one com- 
missioner, more rigidly under another. In later 
years the examiners have so often leaned backward 
in their demands that a very difficult situation has 
been created for machines, structures and articles of 
manufacture which are original, individual and new 
but which may not, to be sure, fulfill a literal inter- 
pretation of the demand that a design to be patent- 
able must be ornamental so ornamental, forsooth, 
that its “front” will help its saleability. 

The logic which backs the demand upon Congress 
for special shelter holds that it is unfair, in awarding 
exclusive rights of manufacture and sale, to quibble 
over the question whether the individuality that a 
creator of a machine has incorporated in his machine, 
is or is not of an ornamental nature. A unique busi 
ness machine, or an office appliance that is an im 
provement over all past models may not be “arty’ 
or multicolored, yet may involve originality and in 
vention of as high or higher order than is involved in 
sheer ornamentation, To ignore downright novelty 
ina mechanical office aid and insist upon superfluous 
frills and flourishes as the price of patent protection 
is to offer poor encouragement to a spirit of resource- 
fulness and adaptability in manufacture. 

What, more than all else, however, has brought to 

head this issue of { patent protection for machines 
matched to environment is the modern trend in office 
equipment to studied balance and symmetry in ma 
It is customary to give all the credit 
for this new slant of policy to the recent rise of in 
dustrial art, notably the Modernistic which 
has been so conspicuously expressed in furniture 
including office furniture. Actually, if we go to the 
e find the main impetus 


chine design 


version, 


roots of causes and effects, w 


of the new drift in the dawning realization that it is 
high time to fit 


and turnish the business office with 
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paraphernalia which, while serving every practical 
purpose, will be easy on the eyes and easy on the 
nerves 

When the revolutionists took fully to heart the 
truth that many an individual spends more hours a 
day at an office machine than he spends in his own 
home, they spread in the trade the gospel of sym 
pathetic settings for office workers. The result is 
the present generation of machines designed to 
help the senses through a hard day, and to prevent 
a feeling of monotony when seen at close range day 
after day. That the designs of these special models 
are original with the creative manufacturers is not 
questioned. That these machine patterns are, like- 
wise, artistic and even beautiful, is argued by author- 
ities who hold that there is beauty in dignity of pro- 
portions, grace in line and harmony of associated 
parts. Yet, withal, a rigid application of the rules 
of the Patent Office denies these admission to the 
design stronghold because, by narrow construction 
of the dictionary definition, they are not accounted 
“ornamental.” Hence the revolt that is rumbling to 
Congress. 

The premise which is being put up to the national 
lawmakers is that a special law should be passed to 
protect original designs for machines and appliances, 
wholly apart from the question of whether the ma 
chine design is artistic or otherwise. If originality 
is involved, if the appearance of the machine is really 
distinctive, the fashioning of the novel lay-out may 
well constitute as much invention as may be found 
in the majority of inventions upon which mechanical 
patents are continually being issued. A machine, 
ordinarily, is a combination of mechanical and mov 
ing parts that cooperate to carry out certain func- 
tions or operations. But, usually, there could be 
summoned for the task any number of substitute or 
alternative mechanical constructions which could do 
the work. Hence, the reasoning that when a sup- 
plier has the enterprise to seek out a version of the 
machine which is not only efficient but pleasing, at 
tractive or satisfying in appearance, he should be 
insured the fruits of his efforts to enhance the com 
mercial value of a useful article. 

One member of the trade has written to Misston- 
ary Robb to ask what would happen if more than 
one manufacturer applied for design protection on a 
given design. The answer is that such clashes might 
be expected but seldom. Just as it is rarely that 
two parties seek to protect by copyright the same 
text or pictures for advertising or other uses. In 
the event of a race for possession of a design, pre 
sumably award would be made to the claimant who 
could muster proof that he was first to devise and 
put into use the pet pattern. On the other hand, the 
champions of the proposed new scheme insist that 
if patents could be had on machine designs this 
agency of security would not merely put a damper 
on brazen piracy of designs by copyists without con- 
science ; it would also reduce almost to the vanishing 
point unconscious and unintentional duplication of 
individualistic with patent pre- 
serves posted throughout industry, design hunters 
would be well advised to do a bit of scouting before 
adopting any model, lest they unwittingly tread on 
the toes of competitor who saw it first. In 
short, the outcome, if we believe this prediction, is 
that the entire office app jiance industry would have 
use that sadly-over 


designs. Because, 


some 


to become design-conscious, to 
worked word, 











PUBLICIZING A NAME 


By John J. Stapp 


Note.-/userting advertising material in bundles of 
merchandise is more or less generally practiced. Many 
stationers as well as other merchants msist that printed 
advertising matter be inclosed in every package that 
leaves the store. What is apparently new in Mr. Hyde's 
method is the production of the inserts by means of a 
duplicating machine operating and being demonstrated 
on the sales floor where every store customer can see it 

Every man and many women are interested m seeing 
a machine turn out snappy work, and, knowing how the 
inserts are produced, they are more likely to give atten- 
tion to them when they unwrap their packages. The 
combination of the two ideas which has worked success- 
fully for The Stationers Corporation ts well presented 
in the subjoined article, which shows how the specialty 
machine does double duty, advertising itself and pro- 
ducing acceptable advertising material for other lines as 
well. 

HAT’S in a name? Dollars and cents, if you 

can make your name prominent without hav- 
ing recourse to expensive advertising. That is the 
theory followed by the Stationers Corporation of Los 
Angeles. A program has been worked out that 
enables them to present their name twice to each 
once when he enters the store or orders 
when he opens his pur- 


customer 
the purchase and again 
chase. 

Not only is the name of the firm presented the 
second time, a specific article which the firm sells 
is also advertised. And this is building sales for 
Stationers Corporation, according to Advertising 
Manager Richard M. Hyde who is in charge of the 
campaign. 


Bundle inserts: that is the answer to the station- 


er’s advertising problem, as discovered by Mr. 
Hyde. Thousands of such inserts are utilized 
weekly. It is a rule that one must go in every pack- 


age leaving the store. For it is these minute, 
scarcely noticed “drops” that are gradually wearing 
away the stone of sales resistance, theorizes Mr. 
Hyde. Proof of the validity of his theory is shown 
in sales made since the campaign was placed under 
way. 

Some Clever Advertising Points Used 

There are many clever, interestingly effective de- 
velopments of the bundle insert campaign. First, 
is its practicability, and the fact that this type 1s 
“made to order” for the office appliance merchant. 
In this connection, the merchant is always anxious 
to promote the sale of Mimeograph machines, or 
whatever kind of stenciling machine he carries. 
This can be tied in with the campaign. 

The Stationers Corporation is promoting a graph 
machine by placing this on a demonstration counter 
in a heavy traffic center. Demonstrations are given 
frequently—in fact to all who will stop to view the 
work being done. And the work being done is used 


as the bundle insert! Thus, the firm is killing two 
birds with one stone; whenever a demonstration is 
made the clerk is turning out the bundle inserts. 

\ bundle insert is very practical for the stationer, 
because it is going right to the point of purchase. 


How One Office Appliance 
Firm Does It Successfully 





Therefore, he can use an advertisement of other 
office supplies or furnishings handily. He is reach- 
ing his market, and this means that he is gaining 
more returns per advertising dollar spent. Combin- 
ing this with an inexpensive medium (since the sta- 
tioner has all facilities for making such inserts at 
cost) and the true worth of the promotion can be 
estimated. 

“We believe that for the amount of money spent 
the bundle insert offers the most prolific source of 
business for the office appliance firm,” Mr. Hyde 
says. “The mere fact that the insert reaches a per- 
son already interested in office supplies is enough 
to give a favorable slant to this form of advertising. 
In other words, the bundle insert will attract his 
attention and that is the main purpose of any kind 
of ad. The cheapness of the insert when made as 
we make it is also worth noticing. No matter if as 
many as 50% of the ads are thrown away without 
being read, the other half will create interest because 
the market is ready-made.” 

A Weekly Advertisement 

One article is taken each week. Good copy, at- 
tractively illustrated so as both to catch attention 
and to show the work the graph can do, is written 
about this article. Colored paper is used to further 
catch the eye. 

A pile of these inserts is placed in each depart- 
ment. As quickly as they are used, others are run 
off on the demonstrating machine. Thus, there is 
never an over-supply nor an under-supply of the 
advertising medium. By promoting one office ap- 
pliance each week, the firm finds that sooner or later 
something will appear that will interest the steady 
customer. Thus, advertising to the customer, in- 
creasing sales to him, is built up and this is another 
advantage of the insert, 

In promoting the machine, the Stationers Cor- 
poration occasionally explains how the insert is pro- 
duced, what kind of ink is used and what kind of 
paper. This helps to build up interest in sales of 
mimeo bond, duplicating ink and stencils, and is an 
additional advertisement for the firm’s promotion. 

Another clever and inexpensive business-builder 
used by the firm is an occasional window in which a 
small machine is placed next to the glass, running 
off names and addresses for personal stationery. A 
large window sign explains the price and the serv- 
ice. This window draws in much business, and also 
the action going on in the window helps to focus 
passing attention on the location of the firm.—B 








- OWEVER man may have originated, man, as man, no 
matter how low in the scale of humanity, has never yet 
been found destitute of the power of improvement.” 

Henry George was right in many things that he wrote and 
history will substantiate the above quotation from his “Progress 
and Poverty.” 

In the face of many conflicting ideas and unusual situations, 
it is perhaps natural for us to seek encouragement from those 
who have established a reputation for sound thinking and it 
seems to me that the above quotation has in it considerable 
strength that will be helpful to those who are 
in doubt as to the results to be obtained in 
1935 and in doubt as to the future of this 
country. 

Unquestionably, in looking ahead it is neces- 
sary for us to analyze future government poli- 
cies. What will be the mode of official acts? 
How will they be broadcasted? What will be 
accomplished and what will remain undone? 
In my opinion there will probably be some 
things that appear to the business man to be 
disturbing, to put it mildly. However, appar- 
ently the President has a substantial measure of 
control and I do not believe that we should be 
frightened by some of the things that are pro- 
posed when Congress meets. Unquestionably, 
large government spending will continue, how- 
ever, not exactly along the lines followed in 
1934. We have already seen the trend of 
transferring the relief burden from the Federal 
government to states and localities and un- 
doubtedly this will prevail through the coming 
year. 

I look to 1935 as a year of important changes 
indicative of improvement in this country as 
well as in the world in general. The greatest 
progress toward improved conditions apparently 
will be made in the manufacturing, building 
and agricultural fields. The transportation and 
utilities fields can follow closely but in all prob- 
ability will not, due to the fact that most every- 
body can tell you how they should be run and 
they do not require any urging to do this. But 
where inexperienced people in the past have had 
an opportunity to determine the policies in these 
fields, the results have not shown that their 
ideas are so productive. It may be that in the 
past transportation and utility corporations have not treated the 
public as they should, but this does not give you and me the 
right to retard the progress of the country and the world in or- 
der that we may be revenged for the unfairness that we have ex- 
perienced in the years that are behind us; nor should the desire 
for prosperity induce us to give them or industries in other 
fields privileges which are untair to all of us as a whole. We 
must be conscious at all times that the progress and prosperity 
of the nation is in direct ratio to the health, happiness and suc- 
cess of each citizen of this nation. In turn the nations of the 
world are affected by the conditions in other nations, large and 
small. 

There seems to be at this time a recession on the part of the 
public in its desire for reform in certain lines through govern- 
In 1935 undoubtedly we will see less response 
As employ- 


ment activity 
on the part of the public to activity of this kind. 
ment increases, the plans for employment relief will not subside, 
for this subject has been so impressed upon our minds that it 
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will be studied until some method will be devised whereby we 
will not have a condition such as has existed during the last few 
years, at least in so aggravated a form in the future. We have 
reason to look to 1935 with confidence that employment will be 
increased, that the government and the public will be thoroughly 
convinced that to have the country prosperous, business must 
secure a profit on its transactions, and that if at the end of the 
year these results are not at hand, it is our own fault. 

In 1935, put co-operation at the head of the list of things to 
be done, followed by intelligent, hard work and we will have no 
need for worry as to results when we balance our 
books at the end of the year. 

J. S. Sprott, President, 
National Association of Manufacturers 


of Wood Desks and Tables. 
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gs THE field of typewriters and other office 
machines the forecast for 1935 is more en- 
couraging than otherwise. Reports from all 
parts of the country, indicate a real advance 
in sales. Never before have the office machinery 
manufacturers been so alert in the production of 
new and improved office machines as they are 
today, and, insofar as typewriters are con- 
cerned, never have we been offered a greater 
variety in types of machines and in price ranges. 
This applies especially to portable typewriters. 
Practical machines are available to fit every 
purse, and sales volume has risen in conse- 
quence. 

It is an axiom in business that what a man 
really wants he will eventually possess unless 
too great misfortune overtakes him. He who 
buys an inexpensive portable typewriter is us- 
ually after a time a customer for a better one 
and many finally enter the highest price ranges 
with the purchase of a machine which is the last 
word in convenience and utility. 

Today the typewriter is discovering a new 
field in the grade schools, high schools and col- 
leges—a field which will make every one of the 
millions of our students writing machine con- 
scious. What this will mean to the typewriter 
industry is beyond our present conception. This 
thought applies to standard as well as to port- 
able machines. The broadening of the field 
will benefit both types. 

I believe there is every reason for typewriter men and office 
machinery men generally to view the coming year with feelings 
of optimism. The machine in the office, properly used, is an in- 
strument of economy. It increases production; it takes the 
drudgery out of office work; it is a willing servant which demands 
but a little attention and pays astonishing dividends. 

There has been of recent months a scarcity of used machines 
and at the same time a growing demand. This has, of course, 
raised prices and enabled dealers to obtain better returns per unit 
of machines in stock and such others as they have been able to 
buy. Profit percentages are better, and business bids fair to con- 
tinue on the upgrade. 


Wishing you all a Happy and Prosperous 1935. 


C. Elmer Anderson, President, 
National Typewriter & Office Machine 
Dealer’s Association. 








FOR 1955 


The Chief Executives of Four 
Major Associations in the Office 
Equipment Industry ‘‘Look 
Ahead’’ and Find Reason to 
Sound a Note of Cheer 


yer une of the finest things that the celebration of 
the holidays has brought to the world has been the idea 
that during the holidays there should be good will on earth and 
happiness and fraternity toward our fellow man. 
The one thing the world has not been able to 
achieve has been to extend this period of social 
truce beyond the holidays of each year. I be- 
lieve that an extension of holiday feeling 
throughout all of the year would do more to 
solve depression than anything that the econ- 
omists have yet devised. 

We are glad to note in our own particular 
business that the spirit of the holidays is begin- 
ning to extend more and more into the hearts 
of the people in the business. This is amply il- 
lustrated and demonstrated by the fact that, 
whereas two years ago, there were only fifteen 
local Stationers Associations in the United 
States, today there are seventy-seven, which 
means that sixty-two groups are now meeting 
together and fraternizing, studying the prob- 
lems of the business in a pleasant atmosphere, 
endeavoring to find out the things that they can 
do cooperatively. In other words, doing more 
and more for themselves the things that only 
they can do for themselves. This is indeed a 
fine indication as we go into these holidays, that 
all over the country this business is becoming 
better and more thoroughly and more widely or- 
ganized. 

Then, too, we must be proud of our Na- 
tional Association of which I have had the ex- 
treme honor of being President for over a year 
now. The Association has worked out a plan 
of operation that has received the stamp of ap- 
proval from a representative committee of the 
Department of Commerce. So we are happy 
over that as we face the New Year. 

We are happy about the fact that our Code 
Authorities are getting set up all over the coun- 
try and that we are finding there is much we can do for our- 
selves in cooperative effort. 

To try to point the way for the coming year is beyond the 
capabilities of any individual. Nevertheless, I feel that the 
things that I have mentioned are more important than any 
prophecy because they represent accomplishment. They repre- 
sent an awakening interest in the business on the part of the 
Commercial Stationer himself. They indicate that he is ap- 
proaching his own problems intelligently and that, of course, 
will translate itself into progress, into better living, into more 
happiness for everyone connected with the business. 

It is an obvious fact that those businesses which do the best 
thinking get the best results and this business of ours is doing 
good thinking, constructive thinking and progressive thinking. 
Of course, we have our minorities and we have our recalcitrants. 
but if everyone could become inoculated with the fact that each 
individual owes it to himself and to his business to contribute 
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something to that business by so conducting his own affairs that 
his contribution shall be a promotional one and not a destruc- 
tive effort, then the business would be bound to prosper. 

So I say, I am happy that I am in the Commercial Stationery 
business. I am glad to be President of the National Stationers 
Association because this has brought me new friends in the busi- 
ness—men whose friendship means much to me because they 
are fellow-craftsmen and fine fellows. I am glad that the list 
of our Local Associations is growing and that such remarkable 
progress has been made in the organization of new Local Asso- 
ciations. I am glad that we have an Association that brings the 
distributors and the manufacturers dose to- 
gether so that we can discuss our common prob- 
lems and arrive at amicable solutions directed 
toward progress in the trade. I think there is 
much that we can be thankful for and I hope 
that the New Year will see a continuance of 
progress, a restoration of profit and an up-build- 
ing of good will and fraternity all through the 
business. 

I am glad to wish for everybody in the busi- 
ness, be he competitor or not, a year to come 
that will bring to each of these gentlemen a full 
share of the best things in life. 

H. A. Morgan, President, 
National Stationers Association. 
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= OFFICE Equipment Manufacturers 
Institute at its regular meeting held in De- 
troit at the Book-Cadillac hotel on November 
22 and 23 made the usual survey of general 
business conditions in the industry and no one 
can doubt when looking at the figures but what 
the business of this industry has definitely turned 
the corner and is among the leaders of all indus- 
tries in getting back to normal. Comparing the 
first nine months of 1934 with the same period 
of 1933, the industry as a whole showed an in- 
crease in sales volume of 55% on domestic 
business and 48% on export. Furthermore, all 
members indicated that the business outlook was 
either “better” or “very favorable.” Incidental- 
ly, this Detroit meeting was the best attended 
meeting that the Institute has had in many years 
and a renewed interest was shown in the new 
type of sales problems now faced by all sales ex- 
ecutives of the industry. 

One other very recent occurrence which with- 
out question points the direction in which the office equipment 
field is going is the splendid showing and results of the last 
New York Business Show. One of our largest weekly business 
magazines commented: “Biggest show ever—looks like a happy 
augury”—“Office equipment manufacturers had evidently come 
to the show with the conviction that business was going places 
right away.” Reports from recent exhibitions held by the in- 
dustry associations in England and Germany indicate the same 
aa optimism abroad, and this of course means a great deal 

or the manufacturers in this country. 

1935 should be a banner year for the office equipment in- 
dustry. 


H. R. Russell, President, 


Office Equipment Manufacturers Institute. 
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SHALL THE WHOLESALER SELL 


DIRECT? 


By J. H. Parkin, Parkin Printing & 
Stationery Company, Little Rock, 
Ark. 


piror’s Nore.—IlVebster defines “wholesaler” as 
“one who sells to dealers and jobbers rather than to con 
sumers.” That is generally understood as the function 
of the wholesaler for which he is gwen lower prices by 
the manufacturers. In years past, when transportation 
was dificult and uncertain wholesalers in various fields 
centrally located served as central depots to supply re- 
tail merchants with many requirements. But the speed 
and comparatively low cost of modern freight, express 
and mai transportation has naturally reduced the 
wholesalers’ business. lurthermore, trade customs and 
practices have undergone great changes 

The last thirty years have added some confusion to 
the terminology of merchandising. Business is no 
longer divided by such definite lines of demarkation as 
formerly. The retail distributor handles many lines and 
stocks devices, such as o fhe ¢ Mla lines, ZA hich the whole- 
saler cannot make a part of his business. The retailer 
has been accustomed to buying these special lines from 
lime to time from the manufacturers, and because of 
some advantages in this course, he has come to follow 
suit with old established lines which he buys in quantity 
lots. However, many things are still purchased from 
the wholesalers—small staple articles, goods in small 
lots which must be had quickly, etc., at minimum ex 
pense; or lines where the wholesaler can perform some 
service better than the manufacturer, saving expense, 
for instance. 

lt would appear to be difficult to check the tendency 
of retailers to make the bulk of their purchases from 
original sources. The manufacturer is in a position to 
give service which the jobber owing to multiplicity of 
his lines cannot possibly gwe. It is of advantage, too, 
for the retail distributor to be in touch with his sources 
of supply at all times whereby he is able to take advan- 
tage of services which do, in fact, become available 
from time to time. The manufacturer assists the dealer 
in disposing of his goods and is the source of much 
sales producing material 


N A recent issue a contemporary journal in this 

field carried an interesting article by an ofhcer 
of one of the principal associations on the subject of 
direct selling by wholesale stationers; the status of 
the wholesaler with relation to big accounts, and 
whether or not, in consideration of big discounts 
granted because of large purchases, the wholesaler 
should be permitted to pass this discount into com 
petition with retail dealers. 

The writer of the article intimated that wholesal 
ers should confine their sales to those who purchase 
for resale, provided that the retailers will give their 
business to the wholesaler; but the larger retailers 


do not. Direct selling by manufacturers to retailers 


is probably justifed, and wholesalers do not sert- 
ously object if the manufacturers will give them 
protection 


some functional But functional dis 


Some Comment on a Mooted 
Question 





He venture the suggestion embodied in the following 
question: Might not the retailers make a careful surve\ 
of their different lines and select certain ones or a cer- 
tain group of lines to be bought of the wholesaler in- 
stead of from the manufacturer? We venture to sug- 
gest that there are lines in most stores which could be 
bought that way without loss and possibly with distinct 
advantage to the dealer. These would be things which 
he has overlooked, perhaps, and in the aggregate, they 
might amount to quite a respectable figure. 

Of course, ut is certain that the dealer will not do 
anything that is disadvantageous to his own wmterest Uf 
he realizes it, and no one could ask him to. But he 
would find it of advantage, other things being equal, tf 
he could buy more from the wholesale dealer. If the 
wholesaler, feeling that he is not receiving cooperation 
from retailers, decides to use a possible price advantage 
in competition with them for the business of consumers, 
it wowd appear that the manufacturers must then take 
action for the protection of their own dealers. But if 
special analysis of their own stocks and purchases by 
the retailers does disclose many things which whole- 
salers can supply, some of them with advantage to the 
dealers and others without disadvantage, would not buy- 
ing such things from wholesalers improve the situation? 

It is an interesting coincidence that, on another page 
of this issue, a Southern traveling man discusses the re- 
tailer-wholesaler situation from the angle of the manu- 
facturer and arrives at conclusions favorable to the 
greater use of the wholesalers’ facilities by dealers in 
towns of 25,000 and less 


counts should not be used to undersell retailers to 
obtain consumer business. 

*K 
stationer developed with the 
Thirty-five or more years 


The commercial 
growth of the typewriter. 
ago thousands of men took agencies for new and re 
built typewriters as they began to appear on the 
market. Ivan Allen of Atlanta started that way, 
selling Oliver typewriters. Many other important 
concerns got their start in similar ways. 

Selling typewriters meant meeting the owners of 
the business, for strong arguments had to be put up 
to get anyone to use the typewriter, and nobody with 
less authority than that of the head of a business 
would venture to purchase one. But when the ma 
chine was sold there had to be a desk or a table for 
it, also ribbons, carbon paper, second sheets, note 
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books, copyholders (a little later), erasers, pencils, 
typewriter paper, etc. By and by came the vertical 
hling cabinets with folders and guides, and, finally, 
the portable typewriter and the posture chair. 

\We bought our ribbons and carbons directly from 
Mittag & Volger, Inc., the F. S. Webster Company, 
A. P. Little and other manufacturers who pioneered 
in the ribbon and carbon field. I remember that the 
Kk. S. Webster Company was then dealing in used 
typewriters. They issued a catalogue in which every 
make of typewriter was described, illustrated and 
priced, both American and foreign. This catalogue 
was regarded as an authority—a veritable text book 

to men starting in the typewriter business. ( NOTE 
J. A. White, manager of the F. S. Webster Company's 
Chicago office, says his company sold typewriters in the 
early days in New York and Chicago and maintained a 
repair shop at the company’s Boston headquarters. ) 

At this time none of the wholesalers had even con 
sidered the handling of typewriter supplies, so the 
dealers had to buy them from the manufacturers. | 
recall that George Patterson, founder of Office Ap 
plhances, labored among the typewriter dealers and 
the developing commercial stationers, obtained 
names and address and sent each month a little paper 
in which he made some comment and introduced 
new devices which came out from time to time. 

The wholesalers did not support this little publica- 
tion with their advertising. Dealers in the rapidly 
developing office machine industry had been trained 
to contact the manufacturers directly, because our 
type of merchandise was a direct selling, a personal 
solicitation and often a direct agency proposition. 
‘There was no transient trade—none of the customers 
“dropped in” to buy a typewriter. Everything had 
to be sold and sold expensively by direct contact and 
solicitation. Men who were masters of this type of 
selling earned dividends for their employers, and de- 
manded and received compensation beyond that paid 
to the usual run of salespeople. 

Krom the foregoing the reader will see that there 
was no field for a division of profits with the whole- 
saler. 

Then the office specialties men began to sell ink, 
paste, loose leaf systems, filing cards, blank books 
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and the whole range of office supplies, and the busi- 
ness has grown remarkably in the last third of a 
century. Each and every one of the lines added to 
the commercial stationers’ business were offered di- 
rectly by the several factories producing them. 

As our customers grew and became large buyers 
of office specialties and supplies it became necessary 
to sell at close prices in order to meet competition, 
This business the commercial stationer could not 
have held if he had not been buying from the manu- 
facturers of the several lines he handled. 

Now the above-mentioned article in the contem- 
porary magazine inquired whether or not the whole- 
saler should be prohibited from selling direct when 
the stationer does not buy from him. I answer: 
Should the wholesaler be permitted to come in now 
and take the business which the commercial sta- 
tioner has developed ? 

There are dozens of small items which the com- 
mercial stationers buy from the wholesalers and al- 
ways will. Furthermore, there are tens of thousands 
of small town drug stores, news dealers and small 
stationers who buy from wholesalers because their 
individual orders are not sufficient to attract the 
traveling representatives of the factories. Why 
should not the wholesalers be content with the set- 
up as it is? 

The manufacturers do the heavy part of the ad 
vertising by far, creating popular demand for their 
specialties which are supplied to the public through 
their dealers. 

Are there not some wholesalers who act as ware- 
housemen for “under-the-hat” brokers who take a 
lot of business away from dealers who have thou- 
sands of dollars tied up in merchandise? 

The commercial stationers created their field and 
they should be allowed to have it. Persistence by 
the wholesaler in selling to consumers at wholesale 
prices must inevitably create reprisals and might end 
in forcing the offending wholesaler to become a re- 
tail “distributor.” 

Wholesale dealers who refuse to sell to consumers 
should receive the support of the commercial sta- 
tioner wherever possible. 


HANDLING PROSPECTS TACTFULLY 


" NE question we never ask a prospect for of 
hee appliances is ‘How much do you want to 

*" said C. Arthur Oakley, office appliance 
dealer, Elizabeth, N. J. “This question causes a 
negative reaction because it hurts a prospect's pride. 
He does not want to look cheap and often mentions 
a higher figure than he can afford to pay, at the same 
time deciding to buy his office appliances elsewhere. 
“Ifa prospect begins by asking, ‘How much is this 
hling cabinet?’ or “How much does this typewriter 
cost?’ we are safe in concluding that he has price 
foremost in mind. Nevertheless, we never state the 
price immediately, but first tell the prospect some- 
thing about the product and then end up by quoting 
the price. In this way the salesman has justified 
his quotation with an efficient sales talk and often 
a sale is closed right there. Of course, if a prospect 


spend?’ 


says he wants to spend so much and no more, it is 


Elizabeth, N. J., Dealer 


Makes Sales by Knowing 
What and What Not to Say 





wise to respect his decision, because a prospect who 
makes a definite statement of this kind regarding 
monetary limitations usually knows how much he 
can afford to spend and sales pressure applied in an 
effort to make him change his mind will often kill a 


sale. Sometimes a time payment offer, because of a 
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more moderate immediate outlay of cash, will trade 
up a price-conscious prospect. We always try to 
sell a better appliance on installments than a cheaper 
apphance for cash. 

“If a prospect says nothing about fiscal limita 
tions, but merely contends that a certain appliance 
is ‘too high,’ we use different tactics effectively. We 
show him something for less money, if we have it, 
but always come back to the better article and tact- 
fully compare the cheaper product with the higher 
priced unit. If the sales talk is properly handled, 
the prospect will often see by comparison that it 1s 
to his advantage to pay the higher price. 

“Sometimes a prospect will come in with a friend 
who thinks he knows everything there is to know 
about office appliances, furniture and equipment. He 
acts as a sort of advisor to the prospect. Office ap 
pliance salesmen in these parts call him ‘Aunt 
Emma.’ However, there is no use antagonizing an 
‘Aunt Emma,’ because he has too much influence 
ona sale. We aim to make him our staunch ally in 
the sale and in most cases we accomplish this by 


Sald 
the little 
red rooster,"Gosh 
all hemlockt Things 
ére tough. Seems that 
worms ére getting scarcer 


OFFICE APPLIANCES 


simply turning around to ‘Aunt Emma’ and in a 
confidential tone, directing some particular remark 
to him. We commend his judgment, tie in with his 
ideas, but direct our conversation to the actual pros- 
pect. Of course, this must be done delicately with- 
out offending ‘Aunt Emma’ or the prospective pur- 
chaser, but to ignore ‘Aunt Emma’ would be fatal 
toa sale. 

“Sometimes a prospect will come in ‘just to look 
around.’ We spend as much time with him as we do 
with any other prospect. We watch for an oppor- 
tunity to close a sale with the ‘looker,’ and some- 
times this opportunity appears. We have found 
that in many cases such prospects buy if time is 
spent with them. 

“It pays to study your prospects so that you are 
able to size up a ‘walk-in’ properly. Many sales are 
lost by clumsy approaches and handlings, which may 
be avoided if the dealer and his salesmen use selling 
appeals specially designed to fit each prospect.” 


FM. 


' end | cannot find 

i. enoughe What's 
i... become of all 
'? those fat ones Is ‘ 
s 3 @ mystery to mee tre 
es There were thouse eoeerete 
. % ands through that reiny stererereere 
3 spell, but now where can they bet" tterterrereecees 
» s The old black hen who heard him didn't grumble or complain. She had gone 
‘1 through lots of dry spells = she hed lived through floods of rating So she 


flew up on the grindstone, and she gave her claws a whet, as she sald, 
"I've never seen the time when there were no worms to get." She picked 
@ new and undug spots the earth was hard and firme. The little rooster 
jJeered, "New ground? That's no place for @ worm.” The old black hen 
Just spread her feet; she dug both fest and free. "I must go to the 
worms,” she saids; "the worms won't come to mee" The rooster vainly 
spent his dey, through habit, by the ways where big tet worms had 
péssed In squeds beck In the rainy days. When nighttell tound 
him supperless, he growled In accents rough, "i'm hungry as @ 
fow! can be. Conditions sure sare tough. He turned then to 
the old black hen and sald, "It's worse with you, tor you're 
not only hungry, but you must be tired too. I rested while 
1 watched for worms; so | feel fairly perk. But how are 
you? Without worms, too, and after all that work? The 
bleck hen hopped to her perch, and dropped her eyes 
In sleep, and murmured In @ drowsy tone, "Young 
man, heer this and weep: "I'm full of worms 
and happy, for t*ve dined both long and 
wells The worms were there, as al~ 


weys, but | had to dig like «-<=4" 
Crerererreeceerereretesrteeteree 


sreerrerre teretees 
seerrer errteres 
tree erteee 

rere rete 


SOOO SHEESH EES EES SEES EHTS HEEHHEHESHEHEHSHEHE SHH HESHHSHSHHSHSHHHHEHSHEHEHEHEHTHEEEED 


The Little Black Hen 


An essay on—well it's good thought for 
twelve months of every year 


(Reprinted from the December, 1934-January, 1935 issue of Typing Tips, published by The Miller-Bryant-Pierce Company, Aurora, Ill. 
The “typewriter art” was produced by Vivian Davis of Hahn-Rodenberg Company, Springfield, Ill., using a Miller Line typewriter ribbon. ) 











LOCAL JOBBER LOGICAL SUPPLY SOURCE FOR 


SMALL TOWN DEALERS? 


ANUFACTURERS of office utilities who al 
ready cover the larger centers, spend too 


much money in calling upon the trade of the smaller 
communities having two stores. In such 
cases, direct solicitation by the manufacturer’s rep- 
resentative is likely to be unprofitable in some if 
not many instances, unless there are pat circum- 
stances which lift the smali town dealer into the 
larger town class, as, where a dealer covers half a 
dozen or more counties having a population several 
times that of his local town. This also puts him in 
keener competition with his associate small-town 
dealers. The writer believes that the cost of solicit- 
ing small town dealers as a rule leaves no profit in 
many Perhaps the trade would be better off 
in towns of twenty-five thousand population or less 
if the dealers bought more of their goods through 
jobbers instead of buying direct from the manufac- 
turing trade.” 

So says a veteran office supply traveling salesman, 
who gives several reasons to support his opinion. 

“Every traveling salesman,” he says, “is naturally 
intent on bringing in a good volume of sales, but 
unfortunately there are some salesmen and employ- 
ers as well who do not give sufficient thought to the 
cost of securing business in the smaller communt- 


one or 


cases. 


ties. This situation results in higher prices to deal- 
ers and a slower movement of goods. 
“If every manufacturer,” said the salesman, “fol- 


lowed the practice of sending representatives into 
small towns, more dollars would be spent than 
made.” 

While it is true that some factories are successful 
in direct solicitation of trade in smaller communities, 
they are, our informant believes, the exception 
rather than the rule, unless the product has a rapid 
turnover or is of such general use that it can be 
handled by several classes of merchants. 

“The only way a salesman or factory can record 
the cost of getting much of this business,” 
friend, “is to check the actual time in and out of 
each town, the average cost per hour of traveling 
expense, the salesman’s compensation and the fac- 
tory and office operating costs, but such a check-up 
would be a time-consuming operation rather more 
expensive than might be warranted. 

“It is hardly feasible to quote higher prices to 
small town dealers than to those capable of giving 
large orders. Indeed, is customary to allow the 
same discounts to small purchasers as to bigger 
ones. The propriety of this finds contenders both 
for and against. 

Small Town Dealer May Help Himself 

“As already suggested, the small town dealer may 
himself assist materially in increasing his own vol- 
ume by working adjacent territory intensively. We 


Says our 


recall the instance of a dealer in Northern Illinois 
whose salesmen keep close contact with users of 
office supplies within a hundred mile radius and se- 
cure a good volume of business.” 
to ask in passing, 


(\We are tempted 
what about the local dealer who 


Jacksonville, Fla., Man, Who 
Calls on Trade, Presents 
Some Thoughts on the Econ- 
omy of Buying Small Orders 
Through the Jobbing Trade 
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has to come in competition with this bigger house ? 
Apparently, the argument is that the dealer who 
covers the hundred mile radius should receive the 
benefit of manufacturer’s support, while the smaller 
man who happens to be in that territory should buy 
from the jobber. Perhaps the example of the more 
enterprising dealer will sometimes stimulate the am- 
bition of a man in another town who may develop 
the power to increase his own business so that the 
manufacturer will find it profitable to send a sales- 
man to him. That, however, reduces the prospects 
of the “hundred-mile radius man.” The net gain is 
doubtful, inasmuch as there is little increase in de- 
mand for staple articles except that which comes 
about through the natural increase of population and 
from new and reviving industry.) 

“Some manufacturers,” says our informant, “con- 
fine their sales efforts in the smaller communities to 
the mail—a less expensive process, but one which 
demands a trained organization and a man at the 
head of it who understands the requirements of di- 
rect mail work. 

“The really competent office equipment salesman 
who attempts to handle a multitude of small sales 
finds his time taken up to the detriment of larger 
volume business and he soon discovers that he must 
get rid of the detail load if he would properly culti- 
vate the larger opportunities. 

Our salesman friend’s conclusion is that the local 
jobber in most cases is the logical medium through 
which manufacturers should reach smaller buyers. 
The salesmen for the jobber are able to visit nearby 
dealers at less expense than can the manufacturer’s 
representative. Telephone orders are facilitated and 
deliveries are more promptly made by the wholesaler 
than by the manufacturer. The jobber then becomes 
the principal customer of the manufacturer, thus re- 
ducing the number of contacts made by traveling 
salesmen and lowering expense. 

That such a system may not be feasible in selling 
every item of office equipment is of course, granted, 
but the veteran salesman who made these sugges- 
tions was firm in the belief that it would do much 
to lower the selling cost of the manufacturers and 
at the same time be a real service to the dealer. 
We might add that it is always the privilege of the 
dealer to buy from the jobber if he finds it more 
convenient and satisfactory to do so, 
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SYSTEMATIC SELLING KEY 


TO SUCCESS OF BRITISH 
CONCERN 


By Amos Stote 


Not! 
from the December, 1934, issue of The Inland Printer. 


systems, office machines or any other product. 


“K & J” 


were pioneers in modern office systems 


adoption in the British Isles. 


“K & J” 


is outstanding in the field 


The appended article is reprinted with permission 
It deals 
specifically with the sales organization and planning of Kenrick 
‘> Jefferson, Limited, West Bromwich, England, and although 
relating particularly to the sale of printing, the methods de 
scribed would apply equally well in merchandising loose leaf 


They were 
among the first, if not themselves the first to advocate their 
And one who reads the accom 
panying story will be impressed with the fact that what “K & J” 
recommended for others, they applied to the administration of 
their own enterprise through their long and successful career. 

The fiftieth anniversar\ 
of the founding of the business was celebrated in November, 
1928, and reported in the January, 1929, issue of the journal a 

Under the supervision of our old friend, J. Reid Adam, the 








Adam, Sales Manager, Kenrick & Jefferson, 
Ltd.. West Bromwich, England. 


Reid 


sales department has achieved and maintains a high volume of 
sales for the house and maximum satisfaction to its patrons 


() GET at the vitals of the selling methods of 
Kenrick & Jefferson, Limited, of West Brom- 
wich, England, one needs to begin with a Scotsman. 
You know how it is with a Scot. He comes from a 
clean and godly clan (in this case the Gordons), and 
is terribly proud of his ancestry and his firm. But he 
also has another characteristic which gives both god- 
liness and cleanliness a close race in his affections. 
You guessed it. In fact, how could you miss? 

When a Scot buys something, the resulting crisis 
may not be quite equal to the after-effects of a sur- 
gical operation; but you can be sure he carefully 
balances the pain of departing cash with the gain to 
be secured by the process before any trade or trans 
action is completed 

In that trait you find one of the basic reasons for 
the success of the sales methods of Kenrick & Jeffer- 
son, for the director of sales is J. Reid Adam; every 
inch a Scot. Think, then, of the joy he derives from 
making other people buy, devising means to get 
others to spend their money. 

However, it takes more than the will to sell if a 
printer would build up a business which brings in a 
steady flow of orders. It requires organized sales 
methods, and it is on such methods, as employed by 
Kenrick & Jefferson, of which I would write. 

Perhaps the most interesting feature of sales oper- 
ations carried on by this house is in their elastic 
nature. By elastic, | refer chiefly to the adaptabilit; 
of these methods to printing firms of almost any 
size ; for rules are rules with K. & J., and within cer- 
tain rules the salesmen working for this house oper 


ate with great exactitude. The elasticity is to be 
found in the fact that the methods are applicable to 
a single salesman or to the more than 100 which are 
employed by this large printing company. 

Each K. & J. salesman is given his definite terri- 
tory and confines his activities strictly to that area. 
He is given lists of the names on which to call. Each 
salesman is familiar with the status of a customer, 
and knows about all it is necessary to know about a 
prospect. Because they have little time for such 
work, they are not expected to do much in the way 
of breaking into new ground—missionary work. 

They do send in names of new firms opened in 
their territories, but most of the new prospects are 
obtained by the direct-mail advertising of the home 
office, the one object of which is to save salesmen 
from having to make “cold” canvasses. ‘These are 
investigated as to their financial responsibility be 
fore being handed on to the salesmen for follow-up. 

Experience has established that a salesman can 
reasonably call on an average of twelve customers 
and prospects ina day. He is not, however, required 
to list his calls. 

This emphasizes an important element in relation- 
ship between each salesman and the company. I! 
refer to trust, to the sense of honor which K. & J. 
believes each salesman has, and which in the vast 
majority of such instances it has been proved that 
they have. Trust has unquestionably resulted in the 
development on the part of the salesman of a sense 
of devotion—honor in action—a definite asset. 

Each salesman returns to his office about five each 
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evening or after his last scheduled call of the day 
to make out his reports for the day. By his reports 
is meant his orders, requests for special information, 
requests for sketches, for samples, also reports on 
problems arising in connection with work for cus- 
tomers, and giving information of a specific nature 
concerned with a prospect on whom he has called. 

It should be mentioned here that the great bulk 
of the business done by Kenrick & Jefferson does not 
originate in its own community, which is a compara- 
tively small city, but in the great centers, in each of 
which there are K. & J. branch offices. These branch 
offices are controlled by managers, who may have 
one to more than twenty men working under them. 
In the majority of them the managers also devote 
most of their time to calling upon customers and 
prospects. 

Each K. & J. salesman has his own file, in which 
he keeps two sets of cards. A plain filing card for 
prospects. A double-duty card for customers. The 
first side of this card carries the black type line at 
the top “Advice of new customer” followed by re- 
quests for all information requisite to acceptance of 
the first order, as well as that necessary to the filling 
of the order (which must not be confused with the 
instructions concerned with the nature of the order 
itself, which will be given on the regular report 
form). 

When the order has been accepted officially and 
work started, the new customer becomes a regular 
customer, and the reverse side of this card becomes 
the master-index card at the home office, which then 
forwards two copies to the branch office, one for the 
master index covering that office’s territory and one 
for the file of the salesman handling that account. 

The territory of each salesman carries an identify- 
ing mark for ready reference and is indicated on a 
regional map. The master-index file in each branch 
office, which carries cards of all customers within 
the entire territory of that office, is arranged alpha- 
betically, as it also is at the home office. 

But, for the convenience of the salesman, his per- 
sonal card file is kept in geographical order. First 
by cities or by single streets, so that all of the cus- 
tomers and prospects in each city or street are 
grouped together; and then by streets in relation- 
ship to each other. By this method, a salesman, hav- 
ing to call on a certain house by appointment, or 
lacking that, knowing that it is time to call on some 
house, logically calls on a 
number of other houses in 
that immediate vicinity. 
Much time is saved. 

It is the salesman’s job 
to report on any changes 
within his territory, re- 
movals of old customers 
to other areas, changes in 
a company’s organization, 
liquidation of a house, and 
the coming of new firms. 
One of the items requiring 
an answer from the sales- 
man when he makes out 
an “Advice of new cus- 
tomer” card is his opinion 
as to whether a company 
is worth circularizing. 

These reports constitute 
the principal home-office 





Automobiles Furnished to 

K & J Salesmen Have No 

Company Advertising on 

Them Except a Radiator 
Cap. 


check on its mailing list. And to illustrate just how 
remarkably correct is this list, which comprises 
75,000 names for the British Isles alone, the post- 
office returns of unclaimed printed matter, which 
results from all possible causes, is less than '4 of 1 
per cent. 

Salesmen are supplied with samples of all the 
company’s advertising matter. That is done not 
only for their information but to suggest that mate- 
rial of this kind offers an opportunity to make some 
special calls, but to encourage use of these pieces to 
gain a prospect's attention or to suggest a new use 
of printing to an old customer. 

Of course, each salesman’s inquiry concerning any 
matter he is not able to deal with promptly and on 
the spot is given immediate attention, The result 
is that he is supplied with clear and complete infor- 
mation, which makes it possible for him to handle 
intelligently any special situation. 

First and most important of the equipment a 
K. & J. salesman carries with him is a price book, 
and what a prise book it is. The man with that in 
his bag does not have to make a lot of notes and then 
go back and work up estimates based largely on 
what he thinks the order will carry, hoping the result 
will be a profit. He quotes on the spot, and he 
quotes from plain figures. He does it with au- 
thority. 

Naturally such a price book must be based on 
analyses of production costs that have been carefully 
worked out to the last detail for each operation. 
That fact must not be overlooked. It is that which 
makes the prices listed not only impressive to the 
customer but profitable to the printer. 

As most printing orders have some elements in 
them which are individual and which must inevit- 
ably influence the production costs, Kenrick & Jef- 
ferson includes in this price book, in addition to the 
sales prices for all the standard manufactured goods, 
prices of raw materials and of the processes involved 
in converting these raw materials into completed 
printing, and the result is that the salesman has con- 
stantly with him the evidence he needs for estab- 
lishing the sales price of practically any order; and 
the comforting knowledge that, so long as he holds 
to these figures, he has the authority of his house 
behind him. 

The effect upon the customer of such frank, 
prompt, and exact methods of presenting the price 
not only impresses him with the feeling that he is 
dealing with a house that knows its work and that 
the quotations are fair; but he also feels that such 
efficiency must be backed up with equally good serv- 
ice. 

You can guess what frequently happens under 
such circumstances. Many prospects, finding such 
exact methods employed, experience a feeling of such 
high respect for the firm the salesman represents 
that they place the orders at once and without get- 
ting competitive bids. The records of the company 
prove this is so. 

The kit of each salesman includes a wide variety 
of samples of the more recent runs completed for 
customers. These are carried in attractive folders 
which increase their impressiveness when displayed 
before the customer or prospect, and which keep the 
samples fresh and clean. 

Salesmen are also provided with a folder which 
carries the title “About Direct Mail Advertising.” 
When a salesman has mastered its contents he is 











ready to discuss with, even instruct, business men 
in regard to the specific merits of direct-mail adver 
tising as a basic sales force, as well as to deal with 
specific related problems. 

To give some idea of the comprehensiveness of 
this book, | quote the captions of subjects covered 
“Who can use direct-mail-advertising campaigns,” 
followed by the listing of a wide variety of firms for 
which K. & |. has produced such campaigns. ‘The 
next is “How to get a mailing list,” and suggestions 
on this 

The divisions entitled “What can direct-mail ad- 
is divided into two sections: “For a 

and “For an established product.’ 
we know before we 


vertising do” 
new product” 
And then comes “\What must 
can plan a direct-mail scheme?” And finally, “What 
a direct-mail scheme means in terms of K. & J. 
goods,” which lists the variety of printed matter a 
salesman may sell when he obtains an order of this 
kind 

The office of |. Reid Adam, director of sales, at 
the works in West Bromwich, is naturally the focal 
point from and toward which all the sales activities 
flow ; but the routine required to keep the flow swift 
and smooth has been so thoroughly organized over a 
period of years that it functions almost automati 
cally. The consequence of such efficiency in organ 
ization makes it possible for him to be relieved of 
much detail. It allows Adam to devote a consider 
able portion of his time to the review of all manner 
of proposals emanating from his own study of chang 
ing conditions and from the members of his depart 
ment. The result 1s that sales methods are kept elas 
tic and also the sales force is kept 
make the most of any new product, process, or plan 


“on its toes” to 


which may be evolved. 

The impasse which confronts so many salesmen, 
when fighting for their business, arises from the ne 
glect of headquarters to answer questions. In the 
K. & |. organization, the prompt and clear answer 
ing of all questions 1s expected of every one, and the 
importance of doing so is called to the attention of 
the entire force trequently. 

When the director of sales has anything to say to 
his staff, his vocabulary 1s adequate, without intro 
duction of stale quotations. What he says or writes 
relates to their specific work in a direct, concise man 
ner. When issuing revised instructions, the news of 
new products, changes in prices or stock matter, in 
formation concerning the sending out of house ad 


vertising matter to customers, or the distribution of 


Anita Mae Stoll, age eight, and 
Virginia Beth Beasley, age 
seven, who have been taught 
touch typewriting at home by 
Virginia’s mother, Mrs. W. T. 
Beasley of Salina, Kas. 
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new samples, these messages go out on “General 
Instructions” forms. 

Likewise the sending out of form letters calling 
customers’ and prospects’ attention to any K. & J. 
service is preceded by information sent to all sales 
men on such sales supports, with copies of the mail 
ings. 

You have, no doubt, been wondering when some 
thing will be said about the building up of this re 
markable sales personnel. It is frankly admitted 
that information concerning it can only be of small 
immediate help to any other houses. While most of 
the salesmen have been employed for that work, with 
the result that but few have come out of the produc- 
tion end of the business, the fact that almost all of 
them have been with the house for many years rather 
spoils any drama relating to supreme skill in staff 
development. 

\ll salesmen are on a straight salary basis, and a 
number of those covering the scattered areas are pro 
vided with motor cars. The cars display no other 
advertising than an attractive radiator cap carrying 
the kK. & J. monogram. Every man allotted a car is 
free to use it for taking his family on week-end ex 
cursions, and all that is asked of him is that he pro 
vide his own gasoline for such excursions ; even this 
is left to his own honor. Then each salesman is ex 
pected to render his expense account each week, sub 
mitting it to his branch manager. 

\Vhen interviewing Adam, who is one of the best 
known sales chiefs in Britain, | asked him what he 
considered the keynote to his company’s success 1n 
selling under all sorts of business conditions. 

“Trust and honor,” was his immediate reply. “I 
want to repeat that foremphasis. We give trust and 
honor to our men. We expect trust and honor from 
them—and we get it, along with an enthusiasm 
which is alive in every member of the organization 
and which you will hear referred to, constantly, as 
‘the spirit of K. & J.” 

I discovered this “spirit of K. & J.” myself, wher 
ever | went through that big plant. They are all 
sales people. Every worker is kept informed of sales 
progress and every salesman informed of happenings 
at the works by the publication of a daily news sheet 
called The K. & J. Home Office News, which goes to 
every employe. 

Fred Jefferson, the chairman, though a most ex 
perienced master of all the printing processes of his 
works, has a sharp outlook for all matters pertaining 
to sales. Edward Jefferson, joint managing director, 
entered the business as a salesman. 


(Illustrations by courtesy of 
the Underwood Elliott Fisher 
Company.) 
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PUBLIC RELATIONS AND THE DEALER 


By H.R. Simpson, Public Relations 


Expert 


Note.—The thought presents itself that if every 
which is outlined in the ensuing steps which the author 
mentions, there could be no net gain. Another thought: 
Does the practice increase the consumption of merchan- 
dise, or does the advantage accrue only if competition 
does not follow it? Would not any gain be obtained at 
the price of another's lost business? It would appear 
so; but is not that true of all concerns who expand their 
sales? Does not the very process of achieving leader- 
ship in business involve a certain loss to competitors?- 
But—leadership is the reward of initiative and enter- 
prise, and its consequences are unavoidable. 


UBLIC speaking is one of the principal oppor- 

tunities in public relations management. This 
modern art or science is concerned with the mass 
psychology of building a powerful body of good 
will. This good will turns into purchases. At least 
nine out of ten office appliance dealers and stationers 
have the opportunty to improve sales and profits by 
studying the subject of public relations, fitting prin- 
ciples to practice and carrying out a sustained cam- 
paign. In the following paragraphs, the writer sub- 
mits a condensed statement of procedure: 

Step No, 1. Systematically establish favorable 
relations between the store and the principal local 
organizations. The head of the business and his 
employees should be joiners. The dealer himself 
should belong to one of the luncheon clubs, Rotary, 
Kiwanis, Lions, ete. Luncheon memberships, in- 
cluding dues and meals cost roughly forty to one 
hundred dollars a year depending on the locality. 
This public relations outlay will establish the office 
appliance dealer in a fraternal bond with some 
twenty to several hundred of the leading business 
and professional men of the community. 

A middle-western office appliance dealer who is 
doing a profitable public relations job is represented 
either personally or through members of his family 
or employees in two luncheon clubs, the Chamber 
of Commerce, the Elks, Masons, Knights of Colum- 
bus, Boy Scouts, his son being active in Scout pro- 
motion, several churches and four different women’s 
clubs. 

Step No. 2. Follow correct political 
County and city governments do considerable buy- 
ing. No office appliance dealer should ever take a 
political position which will create enemies, but this 
does not mean that he should not participate in poli- 
tics. One of the best office appliance merchants 
we know is represented in both political parties by 
men who contribute liberally of their time but mod- 
erately with contributions. Year after year 
this store gets a large share of city and county busi- 


policies, 


cash 
ness, 
NOTE 


A slight doubt arises here. We are faintly 


reminded of the remark attributed to the late President 


Value of Learning How to 
Talk Before an Audience 
and of Membership in Local, 
Civic, Fraternal and Char- 
itable Organizations 





Coolidge when told that a certain distinguished senator 
took a horseback ride every morning. “That is remark- 
able,” said the President, “I had always supposed that 
a horse and his rider must go in the same direction.” 


Step No. 3. Acquire donations skill. The office 
appliance dealer’s budget should contain a sizeable 
percentage for donations, and he should be happy 
dispersing this—provided he has skill. An 1m- 
portant principle is, the amount donated need not be 
large. The right salesmanship is to give freely with 
generous expressions of good will, with regrets that 
a larger amount cannot be given and the hope that, 
another time, more can be. Sometimes, merchandise 
can be substituted for cash. 

One office appliance dealer furnished free the 
printed programs of a chamber of commerce picnic. 
His own advertisement, brief, was the only adver- 
tising ; cost was small, benefits large. Office appli- 
ance dealers profitably allow use of their salesrooms 
for rummage sales and the like. 

Step No. 4. Do your part in drives. Every com- 
munity has these—for the community chest, cham- 
ber of commerce, community hospital and other 
causes. An office appliance dealer can participate 
in a drive; appear in the printed list of teams, at- 
tend the “pep-up” breakfasts and luncheons; get out 
on the street and hustle—and be absent from his 
store, in all, not more than ten or twelve hours. 
And do a mighty good job of “driving,” too! 

Drives are splendid devices for getting acquainted 
with new people; the impression made is practically 
always a favorable one. 

Step No. 5. Be a good member. There is no 
greater crime in public relations than, in an organi- 
zation, to become one of the sore-head minority ; to 
be known as a trouble-maker; to constantly force 
one’s opinions upon the group. Model procedure is 
always to be willing to work, always cheerful, al- 
ways happy to give the other man the spotlight. 
Such characteristics are always rewarded. The 
office appliance dealer will not have to play politics 
or push himself forward. He will find himself in- 
evitably gravitating toward offices, 

Such activities always produce local newspaper 
publicity, all of it beneficial. On principle, aside 


from direct merchandising benefits, the office as- 
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pliance dealer should advertise in local newspapers. 
He should show his friendship for editors in this 
way. The returns will come back, never fear. 
Amount of advertising need not be large. 

Step No.6. Sell the right store personality to the 
The office appliance dealer must have the 
enthusiastic cooperation of his sales force in “sell- 
ing’ certain general impressions of his store. First, 
the community must believe that the store 1s abso- 
lutely honest and reliable, and will not misrepresent 


public. 


in order to make a sale. 

Second, the community must know that, rather 
than have a customer dissatisted, the store will go 
a long way adjusting a complaint. Public relations 
experts deem complaints one of the great opportuni 
ties of business men to increase good will. The 
complaining customer is always somewhat fearful 
of the reception he will receive. Instant desire to 
adjust generously makes life-long customers. 
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‘Lhe office appliance store should become known 
for reasonable prices. The office appliance dealer 
may wish to be known as a quality merchant, but it 
is never to his welfare to be known as “high-priced.” 
Sales people must be trained to “sell” quality. Pub- 
lic relations management may dictate that the 
store, for its own protection, carry competitive 
lines, proving that its prices are as reasonable as 
any other store’s. Of course, sales emphasis can 
continue largely behind the quality lines. 

Public relations is a far more vital subject than 
advertising. “I get very little business from the 
wholesale district,” says one office appliance dealer. 
That’s a public relations problem. “I lose out on 
the college student trade,” says another. He has a 
public relations problem, too. 

How are your public relations? Strong is the like 
lihood that your greatest opportunity in promotion 
is right here —B 


“MORE ABOUT COLLECTION LETTERS’ 


by Arthur 4. Johnson, Johnson 


Typewriter Company, Princeton, 


il. 


.¥ ) MANY methods and ideas have been advanced 
in the last few vears upon collection letters and 
methods, that it has most of us “on the fence.” 

As we all are aware, the collection problem enters 
into the sale the minute the customer enters the door 
of our place of business. A good salesman always 
tries to make the customer understand that in tssu- 
ing credit, the salesman’s house is rendering an ac- 
commodation, not issuing promiscuous credit in 
order to get business. Part of the salesman’s job 
is to impress upon the customer in a tactful man 
ner the importance of meeting the obligation when 
it becomes due 

However, the best laid plans go wrong at times 

and an account becomes dormant. This customer, 
having a more or less “guilty feeling,” buys else- 
where, and usually for cash. The salesman won- 
ders “what is wrong.” The credit man writes form 
letters by the bushel and distributes them to all the 
past due accounts. I said distributes them! That 
is exactly what he does! Instead of analyzing the 
situation thoroughly, and taking definite steps to 
pull the customer back in line, he drives him away. 
He sends out form letters like the advertising de 
The only difference is—the advertising 


partment. 
business. The credit man 


department gets the 
often drives it right away again 

Collecting the account is not the only end to be 
gained. That particular customer was once desir 
able timber, and if he can be handled right, he again 
can become more desirable than ever. Simply be 
cause an understanding that should have been made 
at the first—was put off till the last, is no indication 
that the customer cannot be “made over.” He can 


be “made over” so well that you would never rec- 
ognize him as the one you knew before. 

Most people react favorably to plain, ordinary 
’ Just because a man is in another city, 


“horsesense.’ 


The Ideal Collection Letter 

Is One That Collects the Ac- 

count and Retains the Cus- 
tomer’s Good Will 





and he fails to pay his bills on time—that doesn’t 
mean that he isn’t human, just like all the rest of us. 
This man, just like you and me has been educated to 
“buy, buy, and buy.” He has not been educated to 
“buy what you can pay for” and “pay for what you 
get.” 

Along comes the credit man. This Mr. Customer 
is “account No, —” and is placed in the “collection 
follow-up” file. He is not solicited for additional 
business. All efforts are spent attempting to make 
collection. (And how!) A preliminary letter is 
sent. Another follows if the first is not productive. 
Then follows another, and another, until the account 
is closed or until it reaches the legal stage. The 
credit man has done his job well. The customer that 
the sales department pulled in has been “success- 
fully” wound up by the credit man. All that the 
sales department has to do is to keep on getting 
more customers. 

The duties of a thorough credit department in- 
clude keeping that customer, and making a good one 
out of him. Of course, collecting the account is im- 
portant. But that is secondary, when one stops to 
realize that Mr. Customer will in all probability go 
somewhere else, and become a good customer for 
the other fellow. He will become a good customer 
for the other fellow simply because he does not wish 
a recurrence of an unpleasant situation. If this is 
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so (and it is), why cannot he be brought back, with 
a clear understanding, and a feeling of friendliness? 

In those collection letters—don’t say; “We want 
our money!” Say instead; “We need the money to 
pay our bills, and we would appreciate receiving it, 
or a substantial amount.” Don’t say: “You are 
being placed on a C. O. D. basis, etc., until you are 
paid up.” Say instead; “For your safety, Mr. Cus- 
tomer, wouldn't it be better if you would arrange to 
pay for each order for a while, or until we reach 
some definite understanding?” Don’t say; “Upon 
the 10th we are placing this in the hands of our at 
torney, etc.” Say instead ; “If we were to place this 
in the hands of an attorney, it would be of expense 
to both of us, and I am afraid, embarrassing. Isn’t 
there some manner in which you can handle this? 
What suggestion have you to make, Mr. Customer ?” 

To make a long story short—place yourself on the 


The Upper Picture Is a Scene 
in the Grounds of the Califor- 
nia-Pacifie International Exposi- 
tion, Balboa Park, San Diego, 
Calif. Note the perfectly clear 
reflection of the building in the 


Stationers Corporation 
Publicizes San Diego 
Exposition 

An idea, based on a “self 
ish motive,” has brought re- 
Cor- 


sults to the Stationers 


poration, San Diego, and to 


the California Pacific Inter 


national Exposition, which 

will open in San Diego on 

May 29, 
Preferring that “all the peo- 

ple look at our billboards with only a third of the copy 

devoted to the corporation, than to have only a third of 


look at the 


has given to California’s exposition adver- 


1935 


the peopl board with all corporation copy,” 


this company 


tising space on five billboards in and near San Diego 


In offering to the world the California Pacific Inter- 


national Exposition in behalf of California, San Diego is 


presenting a spectacle that is truly enormous, for it in- 
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receiving end. You would be far more receptive 
to a suggestion than to a command. You had done 
business with this company. Evidently something 
about them or their products made a favorable im- 
pression with you. Wouldn’t you rather continue 
with them if possible to do so with harmony? Don’t 
you think some plan could be worked out to fit your 
particular case? 

No business transaction is completed merely 
upon selling an article and receiving payment. That 
is merely an opening that should mark the begin 
ning of a profitable and pleasant business relation 
It’s up to you to keep Mr. Customer “com- 
ing back for more.” Don’t let your collection let- 
ters drive him away. After all, he is human, just as 
you and I. Let’s be human for a while, and use 
some of that “horsesense” we all have. We'll go 
further, and have a much better time on the trip. 


ship. 


water of the lagoon. The lower 

picture shows one of the five bill- 

boards used by the Stationers 

Corporation of San Diego to ad- 

vertise the exposition and them- 
selves. 


cludes all of the manifesta- 
tions of man’s restless ener- 
gies, his eternal quest for 
beauty and romance, his in- 
curiosity to pierce 
unknown, 


satiable 
the realm of the 
his search for adventure. 
This great spectacle, inter- 
national in scope, will be con- 


ducted in Balboa Park, a 
1,400 acre reserve of floral 
grandeur in the heart of San Diego. In this park is a 


magnificent arrangement of buildings of Old Spanish archi- 
tecture, which for more than a year forward looking San 
Diegoans have been quietly preparing to house the exhibits. 
Thus in the score or so of magnificent structures already 
in Balboa Park and in nearly fifty more to be erected, the 
wonders of the world will be brought together to be dis- 
played when the gates of the 1935 exposition are opened. 
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and finally, brethren 


In which Mr. W. Rae Myers in 
Rebuttal Brings to a Close the 
Case ‘‘Wood Desks vs. Steel,’’ 
Decision of Which Rests with 
the Readers of the Articles 

















Cal Cameron 


W. Rae Myers 


who opened the case with an 


Avery C. Adams 


whose reply to Mr. Myers to Mr. Myers 


whose reply 


article in the November appeared in the December appeared in the December 
number. number. number. 
Note.—Readers will recall that in the November issue Mr. Myers presented 


the case for wood desks and in December Mr. Cameron and Mr. Adams fur- 
nished briefs for steel. The arguments were offered in good spirit and out of 
them readers who handle steel and wood desks can get good material for use in 
hew sales work 


N REPLY to the articles of Mr. Cal Cameronand Well, that is news. The only lumber regions I know 


Mr. A. C. Adams in the December issue, I have 
tried to make fair analyses of their answers to the 
points in question. 

In Mr. Adams opening argument he speaks of 
“Loyalty to the local product—lumber,” and names 
it as one of the Pacific Coast States chief products 


of on the Pacific Coast are the few scattered camps 
in Northern California, mostly spruce and redwood, 
and the pine forests of the state of Oregon. Neither 
of these woods 1s used in the construction of wood 
I believe Mr. Adams tis mistaken, Our chief 


desks. 


industries are oil production and agriculture. 
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Regarding Mr. Cameron’s qualifications of nearly 
twenty years selling both wood and steel desks it 
would appear that a very small part of that time was 
applied to the study of wood desks. I also have it 
on good authority that competition is about the same 
the country over, whether it be in Youngstown, 
long Beach, or hard boiled New York. If there is 
a spot in the country where selling is easy, | would 
be glad to know about it. 

Fire Protection.— Mr. Cameron asks, “\WVhere ina 
desk is there oak the diameter of logs used in a fire 
place’? I'll bite. But that was not the point | made. 
It was that oak regardless of its size or shape is 
very hard to ignite and burn. The same heat neces 
sary to ignite a piece of oak, would long before have 
penetrated through metal and destroyed the con 
tents of the desk. 

Strength and Durability.—Little has been men 
tioned under this heading except that the legs of a 
steel desk never splinter and a wood desk does. That 
was more or less true until the wood desk manufac- 
turers began rounding the inside legs of the desk 
to eliminate splintered edges. 

Finish.— Mr. Cameron gives us an illustration of 
bending a piece of painted steel until it breaks with 
out any damage to the finish. He contradicts him 
self in the next paragraph when he says that it takes 
less skill to touch up a steel desk than “burning in” 
wax on a wood desk, because he has doctored up 
many of each. He adds that a steel desk can be 
anded and sprayed over night and ready for use the 
next morning. That may be true of a green finished 
desk, but a grained surface is not quite as simple 
as Mr. Cameron would have us believe. First comes 
the ground color, then the actual graining process 
itself and then the finishing coats, all of which takes 
time and require the services of an expert. As a 
rule a wood desk can be easily refinished, ready for 
use the next day. The grain is already there and 
with a little color, if necessary in the lacquers, the 
job isa simple one. Most scratches on wood desks 
are surface scratches which can be easily touched up 
with various penetrating stains. The process of 


“burning in” wax is only used where there is a 
gouge in the wood. Now the same blow which 


makes a gouge in the wood desk, leaves a dent in a 
metal desk. 

Upkeep.—| have kept a record of the large users 
of wood desks in this territory and of the service 
calls required to keep this equipment in first class 
condition, I find that the calls necessary are amaz- 
ingly few. Sticking desk drawers depend a lot upon 
the drying and treating of woods prior to desk con 
struction and upon the method by which the drawer 


Installation of Art 
Metal Card Record 
Equipment in the 
Offices of A/S Blad- 
kompagniet, Copen- 
hagen, Denmark. 

This installation 
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operates. It must be remembered that there are 
many grades of wood desks on the market today, 
and the reference to sticking drawers are generally 
found in the cheaper grades. In this discussion it ts 
only fair to compare wood and steel desks to some- 
what equal price value. 

Noise.— Mr. Adams tells us that it is no more nec 
essary to close the drawers of a steel desk with a 
bang than the office door. I agree with him. Door 
checks are nearly universal equipment because the 
office door continues to get slammed, and so desk 
drawers are still slammed shut. 

The vibration of noise in steel desks has long been 
a problem. Noises are quickly transmitted from one 
part of the desk to the other, and in the process of 
vibrating the noise is magnified many times. In 
wood desks we do not have noise and vibrations be- 
cause wood is a non-conductor of noise. Steel drawer 
rollers which become worn and loose add to the 
music of the steel desk. 

Health.— Mr. Adams passes lightly over this phase 
when he states that this criticism has been thor- 
oughly disproved. Let me repeat, that the body con- 
tacting metal, regardless of what may be said to 
the contrary, is not healthful. 

Termites.— Desk destruction by termites is very 
rare. Most reference made of termites is of the 
specie that survives in damp earth and causes de- 
struction to buildings. This type of termite does not 
cause damage to wood furniture for it cannot live 
except where there is darkness and moisture. For 
Mr. Adams’ benefit the desk destroying termite is 
technically referred to as the lyctus beetle, and is 
seldom found in the United States. The building 
termite, which is the common variety, is known as 
the Recticuletermes Hesperus. Thus when we hear 
of destruction caused by termites it is generally 
destruction of buildings and not of furniture. It 
must be remembered that steel is not entirely free 
from destructive agencies. Rust in steel is a prob- 
lem more important than the termite in a wood desk. 

Beauty.— There are still many people who demand 
office furniture of a different type. I refer to vari- 
ous carved reproductions similar to Spanish, Eng- 
lish Renaissance and Jacobean’ period pieces, 
wrought by master craftsmen. There has been no 
attempt to copy in steel these beautiful patterns. 
Nor would the buyers of this class of furniture ac- 
cept attempted substitutes. Each wood desk has its 
own individual grain. As it often has been said ip 
reference to the grain of wood—Nature never dupli- 


cates. Quit a difference | would say to the machine 
stamped grains of steel. And after all, the American 
people do not like imitations. 


was made by A/S 

Systema, Kristians- 

gade 22, Copen- 

hagen, Art Metal 

Construction Com- 

pany agents in Den- 
mark, 
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Exclusive Agencies 


Some Arguments Based on the Experi- 


ence of Dealers.—General Approval of 


HE commer- 
an station- 
ery business is 
built around 
three general 
types of manu- 
factures which 
total several thou- 
sand items. The great majority of 
articles are small utilities or staple 
goods of everyday use. While in- 
dividual sales of these items are 
small in amount their aggregate is 
large. 

Some believe that anyone can sell 
these staples. And so they can. But 
initiative and enterprise, and a 
study of these small things develop 
methods of selling that not only in- 
crease the unit sale, but also in- 
crease the satisfaction of the pur- 
chaser. And the latter is highly 
important. 

Among the staples are certain ar- 
ticles which, because they are rivals 
in the market of certain other ar- 
ticles for the same use, may be con- 
sidered as belonging to a second 
group—the competitive items. These 
articles offer differences which af- 
ford grounds for comparison with 
others designed for the same pur- 
poses. The well-selected commer- 
cial stationery stock usually in- 
cludes only one kind or one brand 
of such articles. 

Not all items in the staples class 
yield a profit that justifies the ex- 
pense of stocking and selling them, 
but they are kept for much the 
same reason the grocer sells sugar— 
not to have the item is equivalent 
to inviting the customer to go else- 
where. These may be termed the 
accommodation items. 

Group one touches group two. 
There is a definite demand for both 
groups, but the market for them has 
a saturation point because every- 
body needing such items has them 
and renews only when they are con- 
sumed, outworn or broken. The 
engineer, for instance, will not buy 
a slide rule unless the one offered 
is better than the one he has. 

The Exclusive Agency 

The key to expansion in the sta- 
tionery trade lies in articles which 
the individual dealer can control on 
an exclusive agency basis for the 
city and district from which he de- 
rives his patronage. Among such 


“controlled” articles are office fur- 


the Exclusive Agency Contracts When 


Carried Out in Right Spirit 


niture in wood and steel, specific 
machines, systems of visible index- 
ing and other lines. These fall gen- 
erally into the class of specialty 
items. Conspicuous among specialty 
items sold on the exclusive agency 
basis are the visible indexing sys- 
tems, portable typewriters, dupli- 
cating machines, etc. 

The argument for the exclusive 
agency involves more than the im- 
mediate profit derived from the sale 
of the controlled line. It places 
upon the dealer the duty of covering 
his territory thoroughly with prac- 
tically all forms of local advertising, 
and by competent salesmen who 
have trained themselves to demon- 
strate the line. The sales possibili- 
ties of the district will determine 
the number of men necessary to 
cover it. For a restricted territory, 
one energetic man may be enough. 
Before taking on an important ex- 
clusive agency, the wise dealer will 
arrive at some estimate of the 
number of machines or systems he 
can sell. This depends to a degree 
upon the specialty. He might find 
a market of some thousands for one 
type of duplicating machine, while 
the same territory would not absorb 
half-a-dozen of some other system. 
Each type of machine has its spe- 
cific uses, to which certain prospects 
are susceptible and others are not. 

Another consideration is the deal- 
er’s duty to the manufacturer. It is 
said that exclusive or semi-exclusive 
dealerships are the most economical 
method of distribution for limited 
lines of specialties. The objection is 
raised that the dealer having other 
irons in the fire, does not always 
devote the concentrated attention 
to an exclusive specialty which its 
sales possibilities deserve. The argu- 
ment is one which should stimulate 
the dealer to increased effort for his 
own sake and for that of the manu- 
facturer, for if the manufacturer is 
tempted to establish a branch office, 
he may find that he sells more ma- 
chines, but that the overhead eats 


up the profit. In 
the meantime, his 
former dealer 
may have taken 
on a competing 
line, which he will 
push with vigor, 
feeling aggrieved 
by having had the first agency 
taken away from him. There will 
always be competition. Usually 
there are several lines or machines 
intended for the same purpose, each 
seeking the same market. The ex- 
clusive dealer will be best advised if 
he competes on the basis of service 
and quality. The harvest of orders 
almost always goes to the one who 
knows his merchandise best and 
can make others see it in the light 
of his own enthusiasm. 

Exclusive specialties lend individ- 
uality to a business. They promote 
confidence, increase contacts with 
customers, make it easier to meet 
competition, and enhance prestige. 

In Cal Cameron’s article in the 
November issue of this journal— 
Selling Without Price Cutting—the 
author suggests that the dealer 
should go over his stock and deter- 
mine what lines would present an 
advantage were he able to obtain 
an exclusive agency for them. 
Where he finds that other dealers 
are competing with him on certain 
lines, let him discard those lines 
and replace them with non-com- 
peting lines, if possible. If volume 
warrants, let him discuss with the 
manufacturer the feasibility of an 
exclusive agency. 

“So long as others handle the 
same brand,” says Mr. Cameron, 
“the dealer is constantly faced with 
the probability of one or more 
of his competitors cutting prices. 
* * * Of course, exclusive arrange- 
ments cannot be made on every 
line, but by pushing the items that 
are handled on such a basis and 
carrying others as an accommoda- 
tion to customers, a start, at least 
has been made toward black ink 
operation.” 

Mr. Cameron stressed the im- 
portance of instant, thorough and 
accurate knowledge of every exclu- 
sive line. The dealer should never 
forget that when a man wants 
something badly enough he will 
buy it. The salesman’s problem is 
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to make the prospect want the 
equipment more than he wants 
what a competitor has to offer. 
Given any article of practical com- 
mercial value, it is possible to dis- 
cover somewhere qualities in it not 
found in any similar article. * * * 
If two things appear to be the 
Same, but the seller can show vast 
differences between them in use, 
then price becomes a_ decidedly 
secondary factor. 
What Some of the Dealers Think 

An Emporia, Kansas, stationery 
dealer has taken on several exclu- 
sive agencies in the office equip- 
ment field, including lines of two 
of the leading typewriter com- 
panies; a well known ten-key add- 
ing machine; office desks, a rotary 
duplicator, steel safes, cash reg- 
isters and other valuable products. 
These exclusive agencies cover 
Emporia and sometimes six sur- 
rounding counties. 

This dealer points out that an 


exclusive agency cannot always 
maintain its exclusiveness to the 
letter. The exclusive agency has 


two sides, he says, for if some cus- 
tomer should demand a file, for in- 
stance, that the dealer did not 
carry, the latter would do his best 
to get it. 

“Then, too,” he continued, “deal- 
ers in neighboring cities trespass on 
our territory, and we have to do 
the best we can. A real exclusive 
agency gives prestige. A divided 
outlet does not, at least, not to the 
Same extent. From district head- 
quarters of the lines we distribute 
we receive leads to guide us upon 
whom to call. This has brought in 
a lot of business not only for the 


specialties, but for related and 
other lines.” 
Sometimes as many sales per 


dealer may be made, says our cor- 
respondent, on a _ semi-exclusive 
basis as on the exclusive dealership 
plan because of increased public- 
ity by the several dealers. 


A leading stationer of Oak Park, 
Ill., is of the opinion that nationally 
advertised specialties can be sold 
profitably in an open market. He 
believes exclusive selling arrange- 
ments to be desirable if the dealer 
can produce sufficient volume to 
make the contract worth while to 
the manufacturer. 

“Exclusive agencies are so ad- 
vantageous,” remarked a _ Sioux 
City, Ia. dealer, “that we put be- 
hind them our best sales effort. At 
frequent intervals we send out cir- 
culars covering our principal items. 
This results in good business for 
ourselves and for the manufactur- 
ers whom we represent. An exclu- 
sive agency enables us to maintain 
prices which leave a satisfactory 
profit. Specialty items properly 
put before those who can use them, 
will sell. The exclusive agent need 
not fear the price-cutter.” 

A dealer in Michigan City, Ind., 
is of the opinion that exclusive ter- 
ritory, properly covered, is the only 
desirable method of specialties sell- 
ing. It is advantageous to dealer 
and to manufacturer alike. Few 
specialties are sold profitably in an 
open market, for it is not profit- 
able for several dealers to send out 
men to call on the same pros- 
pective customers with identical 
machines. Such a situation invites 
price cutting. 

A former two-term president of 
the National Stationers Association 
whose house handles a number of 
leading specialty machines and sys- 
tems approaches the _ exclusive 
agency proposition from a differ- 
ent angle. He concurs in the state- 
ment that exclusive agencies are 
profitable when carried on with in- 
telligence and industry, and he 
adds that there is another advan- 
tage where there is likelihood of 
more goods or machines of the 


same kind. “We do everything we 
can to obtain first installations,” 
he said. 
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A Portland, Oregon, house—one 
of the leaders and pioneers on the 
Pacific Coast, began reaching out 
for specialty lines on the exclusive 
basis where possible shortly after it 
became evident that business was in 
for a long dry spell. The house 
figured on keeping up the volume 
of business as far as possible by 
multiplying meritorious non-com- 
peting lines and keeping their sales 
staff active by supplying new and 
desirable products for the inspec- 
tion of customers. 

New England is apparently one 
with the rest of the country in re- 
garding exclusive distribution of 
specialty lines as a_ practical 
method of circumventing one of the 
principal evils affecting the trade. 
A dealer of influence in New 
Haven, Connecticut, says that the 
exclusive agency system favored 
by manufacturers enables dealers 
to sell at fair prices. Specialty 
machines and systems aren’t sold 
by weight. They are sold for the 
work they will do and the eco- 
nomies they will foster. 

A well known dealer in the Sun- 
flower State comes forward with 
the statement that if the product 
is worthy it will be best sold under 
an exclusive agency arrangement 
—best for the dealer and for the 
manufacturer also. With proper 
cooperation from the manufac- 
turer the dealer will do everything 
he can to forward their mutual 
interests. Where lines are not pro- 
tected there is usually little profit, 
our informant believes. 

Belief in the desirability of ex- 
clusive agency arrangements seems 
to be universal among the office 
equipment dealers. The _ differ- 
ences in views are nowhere vital. 
The exclusive agency circumvents 
the price cutter, upon whose head 
the vials of wrath are poured. It 
increases volume, enhances prestige 
and brings collateral business. 


Using the Observational Faculties 


NE of the 
O corner- 
stones of good 
salesmanship is 
the power to ob- 
serve surround- 
ings and to inter- 
pret details cor- 
rectly. The fac- 
ulty can be developed by prac- 
tice until it becomes instinctive. 


Some Comment by W. G. FARRAR, 


The Farrar Office Supply Company, 


Nashville, Tenn. 


Facts correctly deduced from con- 
versation and environment often 


lead to sales. In 
fact, such deduc- 
tions arrived at 
from observation 
are the keys to 
successful sell- 
ing. 

“Nearly all spe- 
cialty salesmen,” 
said Mr. Farrar, “will at some time 
or other come in contact with a 
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prospective customer who is thor- 
oughly satisfied with the line of 
office equipment and supplies he is 
using, not necessarily because of 
their superior quality, but because 
he has used them for a number of 
years. 

“It was several months ago when 
I called on the purchasing agent 
of one of the largest concerns in o 
city—we will call him Mr. Miller— 
and I found him in the frame of 
mind I have just described. He was 
thoroughly well satisfied with the 
several brands he was using and he 
could see no reason for changing. 

“It so happened that it was neces- 
sary for me to pass through the bill- 
ing and bookkeeping department to 
get to Mr. Miller’s office and on the 
way out from my last unsuccessful 
call I decided to stop and find out 
just how the billing was handled. 

“I discovered that they were us- 
ing four billing machines with con- 
tinuous forms, making four copies 
each with sheet carbon. I saw at 
once that if they used carbon twice 
the length of that which they were 
using, they would get three times 
the service out of it. This would be 
accomplished by a carbon-handling 
attachment on the machine that at 
that time was not being used. I also 


noticed that the carbon the firm 
was using was an inch and a half 
too wide and considerably too light 
in weight. 

“After explaining these points to 
Mr. Miller, he consented to give my 
carbon a trial, with the result that 
I was able to show him a fifty per 
cent saving in his carbon cost. 

“This has proved to be one of the 
most profitable experiences I have 
ever had. Not only am I selling this 
concern a large volume of office sup- 
plies, but I have traced a number of 
orders I have received from others 
to Mr. Miller’s recommendation.” 

In the foregoing incident there 
are several points to be considered— 
first, Mr. Farrar called a number of 
times on the assumption that Mr. 
Miller was getting everything out of 
his equipment he ought to receive. 
It was only after he had exhausted 
the stock arguments that he began 
his campaign of observation, with 
the happy result that he discovered 
a service of real value he could per- 
form for his prospective but indif- 
ferent customer. The fact that the 
latter discarded the brand of carbon 
he had been using for the brand Mr. 
Farrar carried indicates, not that 
one carbon was better than another, 
but that the first salesman had 
fallen short of his opportunity in 
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not seeing where he could have 
given the same service Mr. Farrar 
discovered. He was, perhaps, too 
intent upon the order to follow up 
the service possibilities. Then again, 
perhaps he was unfamiliar with the 
working of the machine and did not 
think of making a study of it. The 
too-short and too-wide carbon pa- 
per worked and beyond that nobody 
seemed able to go until Mr. Farrar 
put on his thinking cap and anal- 
yzed the situation. 

Undoubtedly situations not unlike 
the foregoing come up frequently 
and the man who finally makes the 
sale is the one who uses the best in- 
telligence in handling the condi- 
tions he finds. Nowhere is there 
better opportunity for sound think- 
ing than in the field of office spe- 
cialty selling. It is well if the anal- 
ysis precede the effort to sell, but it 
must come somewhere along the 
way if the salesman is to reap the 
reward of an order and the custom- 
er the advantage of a superior serv- 
ice. 

Taking certain details for granted 
without making sure that there is a 
better way has spoiled uncounted 
sales. 

Be sure to use the observational 
faculties! 


Put Yourself in the Buyer's Place 


HAVE often heard it said that 

salesmen are not made, but are 
born, and in a considerable measure 
this is true. But there are excep- 
tions to all rules, even to this. 

The art of selling is truly an art, 
if ever there was one. It goes be- 
yond talent and when one analyses 
the proposition deeply there is very 
little art in the sense we under- 
stand it. Tact is a much better 
term and along with tact much 
work, not work with the body, al- 
though a certain amount of that is 
necessary to be really successful, 
but head work. The successful man 
has trained his mind so that he 
takes in a situation quickly and 
without any commotion at the same 
time talking and visiting with his 
prospect. 

In the office equipment and office 
specialty line one should and one 
must use all the resources he has 
if he wishes to make success of his 
job. The salesman must place him- 
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self in the position of the man to 
whom he is selling. Perhaps this is 
rather an odd way of putting it, but 


it is true nevertheless. The sales- 
man should not let his prospect 
feel for a moment that he is being 








32 


sold something; rather must the 
salesman convince the prospect 
that he is endeavoring to render 
a real and valuable service and 
then he must go ahead and prove 
his point. 

What the article the salesman is 
selling will do for the customer is 
the big idea the salesman must put 
across. Absolutely nothing. else 
counts. When the proposition is 
presented in this light convincingly, 
price has no place in the picture at 
all. I have proved this to myself 
time and time again. The business 
man is as a rule willing to be shown 
and when he has been convinced 
that the article offered will do what 
the salesman says it will, then the 
rest is easy. 

The filing cabinet has a place all 
its own in every well regulated 
modern office. If there are none in 
the office the salesman is visiting, 
then the job is all the easier. The 
Salesman has a clear field with no 
obstruction. The job becomes a real 
selling job and nothing else, because 
the filing cabinet is the most 
widely used item in all offices. 


The safe comes in the same clas- 
sification. Salesman have the 
rather pleasant job of selling fire 
protection with all past fires and 
losses as their background to assist 
them in selling a safe. Of course, 
the salesman must not waste valu- 
able time and effort on a supposed 
customer who has no use for his 
goods and has not perhaps the 
money to pay for them if he did 
need them. The alert salesman will 
figure this important factor ahead 
of his scheduled sales effort. But 
there are so many items that can 
be and should be used in an efficient 
office that the ambitious salesman 
has plenty of territory to work in no 
matter where he may live, in a small 
city or large one. 

Office equipment is a real factor 
in the success of any business; but 
the great trouble lies not with the 
executive of the business but with 
the office equipment salesmen who 
call on him every week with their 
eyes closed, not letting him know 
what he can buy to improve his 
working conditions. There are 
other reasons why more modern 
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equipment is not being sold. Put- 
ting across the service idea is a big 
selling point and it is the biggest 
factor in closing the average office 
equipment sale. There are certain 
obnoxious factors which hardly 
need mention. The salesman should 
always be neat in appearance, and 
should keep himself posted on what 
is going on in the world in order 
that he may talk intelligently with 
his customers when this is the thing 
to do. Another error, and a grave 
one it is, on the part of many so- 
called salesmen, that they never 
know when to leave the prospect, 
and sometimes a man of his type 
will actually talk himself out of a 
Sale. 

As I said before, salesmanship is 
a real art, but it can be cultivated 
and it can be mastered. Confidence 
in one’s self is all important as a 
factor in selling success. All of 
these essentials combined with 
head work and a certain amount of 
leg work will produce a successful 
office equipment and office specialty 
salesman. 


Time Control in Specialties 


HEN we say 40-40-14-4, we 
are not giving the readers of 
Office Appliances the lucky number 
of a lottery ticket. On the contrary, 
it hasn’t the slightest relation to 
gambling, but it is the surest thing 
for any salesman to depend on. It 
is a time control chart. 
Knowledge of your line 
thing, control of your time is 
another. Many executives work 
more than forty hours a_ week. 
Many lawyers spend extra hours 
preparing data on the case coming 
up the following morning. Why 
then should not salesmen work at 
least forty hours? Of course, it is 
out of the question to spend forty 
hours a week canvassing, but adopt- 
ing the first forty of time control on 
a system basis will be of great help 
in realizing the balance of 40-14-4. 
Being a typewriter salesman the 
writer’s remarks cover application 
of the principle to salesmen of that 
fraternity. Unlike the business ex- 
ecutive or the lawyer, our hours for 
selling are limited—from 9:00 to 
12:00 and from 1:00 to 4:00. Six 
short hours. That is about the limit 
of our time for selling. Control of 
that time is what counts. 


is one 


Selling 


By H. M. HALVERSON, Halverson’s 


Typewriter Sales & Service, Inc., Kala- 
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One-half to an hour’s time spent 
in the evening planning your route 
for the next day is preparing con- 


trol of that precious time. Getting 
down to the office in the morning 
early enough to check over that list 
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you prepared the night before is 
more time control. In the morning 
while one is fresh is the time to 
study his line of attack on certain 





your machine to his problem or 
needs. If you plan to call on insur- 
ance concerns that day before 
starting out be sure that you know 
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Time While Not Activel 


prospects to be called upon, to pre- 
pare a convincing sales talk as to 
why your typewriter will better 
serve him. Study the application of 


y Engaged in Selling 


all the reasons why your typewriter 
will handle the insurance job better 
than their present equipment. A 
physician will not write a prescrip- 
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tion without first knowing all there 
is to know about the case. By the 
same token, a typewriter salesman 
should be prepared to give a dem- 
onstration best fitted to the par- 
ticular needs of the prospect. 

In planning the day's work, list 
more calls than you really plan to 
make. This will allow for the “not 
in” percentage. List say, fifteen 
calls; if eight of these are contact 
calls, calls where you actually 
talked typewriters, you will average 
forty contact calls per week. From 
that number of contact calls you 
should place fourteen trials and 
from that number of trials you can 
count on at least four sales. 

The principle of four hours, forty 
calls, fourteen trials, four sales is 
not a new idea. The writer knows 
of its successful application to sev- 
eral other lines of business than to 
typewriters, and earnestly urges 
that every salesman check his 
activities to see how close he comes 
to striking this average which, by 
the way, is minimum. Obviously, 
all typewriter salesmen know four 
sales from fourteen trials is not a 
high average, but if one would make 
it an ironclad rule to make forty 
contact calls each week, it would 
not take long to far exceed the 
fourteen-four percentage. 


Arranging the Specialties Window 


- OU have given me a broad 

subject which includes every- 
thing in the office specialties line. 
In view of this, it is impossible to 
cover everything with suggested 
methods of display. Taking some of 
the principal items, we have found 
a degree of success in arranging 
them after the manner I am about 
to describe. For instance, in a 
Mimeograph display, use the Mim- 
eograph machine and the Mimeo- 
scope. Also with the foregoing 
make use of the stencils, ink, styli, 
lettering guides and any other ac- 
cessories that may go with the out- 
fit. Mimeograph paper can be 
worked in very nicely.” 

Note.—It has been suggested that 
when using machines in an office 
equipment window, it is well to have 
them in operation. We refer the 


reader to an article in the present 
issue where the user, a prominent 
stationer, employed his Mimeograph 
in the production of folders to be 


By H. L. HEYMANN, The H. L. Heymann 
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sent out with packages of merchan- 
dise. He used this machine either 
in the window or on the floor of the 
store as circumstances indicated 
and found that he not only pro- 
duced highgrade advertising mat- 
ter but gave convincing demonstra- 
tion of the machine as well. 


* * » 


“Let us next take the subject of 
typewriters, particularly new type- 
writers. We think that in a good 
display of typewriters, whether it be 
the large machine or the portable 
or both, nothing else is needed. The 
modern typewriting machine is a 
handsome affair. It is symmetrical, 
business-like and compact — the 
very acme of efficiency in looks as 
well as in performance. A good dis- 
play of typewriting machines al- 
ways attracts attention.” 


The editor, who indulges himself 
in the privilege of occasional com- 
ment, had it in mind to suggest that 
a human operator might be of use 
in a typewriter window to demon- 
strate the different machines. It 
is just possible that this might 
block the sidewalk and cause an- 
noyance and police interference. 
We believe that some stores have 
tried this out with success. In any 
event, the new machines which are 
coming on the market are even 
handsomer than their predecessors 
and are extremely quiet in opera- 
tion. Might we venture to suggest 
that some one with a good voice be 
put before the microphone to give a 
talk on the new machines which are 
displayed in the window? 


“In displaying adding machines,” 
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continues Mr. Heymann, ‘‘they 
Should not be mixed with other 
merchandise, but should be fea- 
tured alone. 

“The cabinet type visible indexes 
should have a complete set-up of 
the system. That is to say, a cabi- 
net and indexes necessary for any 
one system. The visible index of 
whatever type makes a most at- 
tractive display and never fails to 
gain the attention of passers-by. 

“Contrary to what one would nat- 
urally infer, it pays best to feature 
typewriter supplies alone instead of 
in connection with typewriters. 
We have no opinion to offer on the 


why and wherefore of this situation. 

“Coming back to visible indexes, 
we find that the book type visible 
index can be best displayed by hav- 
ing a complete set-up of the sys- 
tem. That is to say, show a book 
that is set up for some one system. 
These books are very ingenious and 
their operation is readily grasped. 
It is understood that there should 
be in the store some one clerk ex- 
pert in the operation of book type 
as well as cabinet type visibles in 
order that customers may be prop- 
erly received and given the right at- 
tention by some one expert in the 
indexing art. 


The Magic Sample 


CCORDING to the Thousand 

and One Nights there was once 
a poor sailor who, while wandering 
one day along the seashore, found 
a mysterious earthen bottle tightly 
stoppered. Removing the cork he 
saw heavy smoke emerging from 
the mouth of the bottle and taking 
shape as a terrifying, but benignant 
djinnee, who, in gratitude to the 
sailor for setting him free, became 
the sailor’s servant and brought 
him the fulfillment of his fondest 
wishes. 

The queen's highly illuminated 
story is of course a bit more re- 
markable than the results which 
have emerged from’ salesmen’s 
sample cases and portfolios filled 
with well-selected photographs, 
catalogues, descriptive circulars and 
perhaps small office specialties. But 
in the hands of a competent sales- 
man the magic case traveling from 
office to office achieves much. It is 
an evangel of the better way. The 
observant salesman discovers what 
his customers lack and from his 
magic case he adroitly produces ful- 
fillment. 

As a concrete example there is the 
story of man well known in the field 
for his performance as a salesman 
and an executive. 

In his youth he started selling 
specialties for a leading commer- 
cial stationer. 

At first he went out empty- 
handed—and failed to sell enough 
goods to make his salary. He was 
without selling experience, and had 
no background to give him confi- 
dence. After discouraging weeks, 
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“In arranging a window for any 
one specialty we do not think it ad- 
visable to put too much on display. 
A crowded window always appears 
complicated. Be explicit about the 
few things that you do putin. You 
will find that you will have more 
comments on such a display than on 
one that is crowded. 

“As to price cards, we do not deem 
them advisable, except on extreme, 
special occasions. 

“Motion in displays is all right 
once in a while, but it should not be 
used too often. If constantly used, 
the effect of novelty wears off.” 


Case or 


Some Considerations Suggested by a 


Few Words of Comment by M. E. HAN- 


SELL, II., of F. F. Hansell & Brother, 


New Orleans, La. 
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he hit upon the idea of showing 
samples. It was a last resort, so he 
went to a pawnshop and picked out 
the best sample case he could find. 
It cost nearly all the money he had. 
He took it back to the store and 
filled it with the lines he had chosen 
to sell. From that time on he began 
to sell goods. He was a good-look- 
ing lad, square and sincere, and he 
made a good appearance, carried a 
presentable case and showed lines 
of general utility. In many cases 
he could make deliveries on the 


spot, and, in any event, the presence 
of actual merchandise stimulated 
his customers to place orders. Be- 
fore long the young man was mak- 
ing money, and in due time received 
promotion until he finally became 
general manager. In reflecting on 
the incident today, he realizes how 
very much came out of his first 
sample case. Like the spirit in the 
stoppered bottle found by the Arab, 
it was a friendly servant that led 
him to success and advancement. 

But—back to Mr. Hansell’s sug- 








JANUARY, 1935 


gestion. It is that the sample case 
not only be well filled but that par- 
ticular articles or lines be chosen for 
a definite period. By this method 
the salesman always has something 
special to present to the prospective 
buyer rather than a general line 
with no particular objective in view. 
The philosophy of the suggestion is 





sound. And—incidentally, says Mr. 
Hansell, II, the cases are themselves 
good “specialties.” Therefore, the 
salesman should carry high-grade 
up-to-date containers. Many of his 
prospects for other things may be 
interested in the cases. 

And always, he says, the case or 
portfolio should be an advertise- 
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ment of quality and a recommenda- 
tion for the house of the salesman 
who carries it. In short, the goods 
should be shown from the finest 
background you can obtain. Take 
the store into the customer’s office 
in the sense of taking the spirit of 
the establishment along with the 
contents of the magic case. 


Office Machines and 


Unemployment 


N observation in a letter from 

Mr. Dickson enters a field of 
speculation which has interested 
many people. He said: “We do not 
see how anybody can dispute the 
fact that typewriters, adding ma- 
chines, duplicators and other office 
machines, as well as labor-saving 
devices in other fields increase un- 
employment. This reduction of em- 
ployment, however, is partly offset 
by employment in the field of man- 
ufacture of these labor-saving de- 
vices. Work is dispatched so much 
faster and with so much less wear 
and tear on the personnel, that no 
one would suggest going back to the 
old methods; and although a lot of 
us would disagree with the further 
reduction of the working week we 
cannot see any other cure for un- 
employment.” 

* * + 

In the middle years of the Eight- 
eenth Century there was a statisti- 
cal philosopher who asserted and 
proved that in another hundred 
years the people of the world would 
be faced with starvation. His rea- 
soning was sound except that it 
failed to make allowance for the 
great advances in science and in- 
vention which the future held in 
store, concealed from the knowledge 
of mankind. Malthus proceeded 
upon one of those assumptions to 
which most of us are prone, viz.: 
That the world has reached the 
apex of its development and will go 
on henceforth along the accepted 
paths. Prophecy failed to see even 
the steam engine then on the 
threshold. The only true prophet 
of the age was Mother Shipton, 
whose poem foreshadowed most of 
the wonders of the last hundred 
years, and was received by her con- 
temporaries as the utterance of a 
fantastic imagination. 

If the world had been obliged to 
go on horse back and by stage 
coach, each man to plough his acres 
with a common plough drawn by 
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oxen or horses, perhaps many mil- 
lions of people would be starving, 
just as some of the people of Orien- 
tal countries are today—people 
whose industry, manners and cus- 
toms are the same now as they were 
2,000 years ago. 

Somehow, we cannot go along 
with the idea that the machines 
have, in the long run, made less 
work for men and women to do. We 
must face the whole proposition, 
which goes far back, or not argue 
the matter at all. We are confront- 
ed with the savage who first drew a 
bow and sent an arrow into the 
heart of a buffalo. He made the 
capture of food a one-man job, and, 
according to modern theory, threw 
out of jobs three of the four men 
formerly required to capture such 
an animal. What really happened 
was that the three men and all 
their male relations straightway 
provided themselves with bows and 
arrows and increased the food sup- 
ply. Within the narrow confines of 
their nomadic lives they produced 
a pattern of the future. By the use 
of reliable weapons they brought 
home more meat and more skins. 
They had more clothing and warm- 
er tepees, and the men had more 
leisure. 

” * * 

Once a pound of cotton cost so 
much that only the rich could af- 
ford cotton garments. The rich, be- 
ing few, made only a small market. 
Along came Eli Whitney with a ma- 
chine for taking the seeds from the 
raw cotton, and the price soon 
slumped, but production increased. 
Before very long millions were 


wearing cotton garments. The ma- 
chine for the time being threw some 
people out of work—people who had 
been engaged in picking out the 
cotton seeds—but it put hundreds of 
thousands at work in the mills to 
supply the demand for cloth. More 
thousands were making garments. 
Increased demand brought greater 
acreage, employing more people 
still, all because of one machine, 
not to mention the increase in office 
work made necessary; the greater 
shipments which demanded more 
cars and more and more men to 
handle them; and more men to 
cover every use to which cotton is 
put, even to the making of explo- 
sives, which are a long way indus- 
trially from the plantation and the 
cotton gin. And as a bi-product, we 
have great quantities of cottonseed 
oil and oil cakes for stock food and 
many other purposes, all requiring 
human help in some measure. 

And so it seems to us that many 
are looking at an immediate effect 
and attempting to put into the pic- 
ture only those employed in the pro- 
duction of labor-saving devices as 
an offset to those whose occupations 
the machines take away, never con- 
sidering collateral effects which 
often overshadow all others. 

It occurs to the writer of this 
comment that many peopie fail to 
follow through to ultimate result in 
the use of machinery. The differ- 
ent uses of machines have made it 
possible for people to live on a much 
higher plane than they ever lived 
before within historical times. 

Readers will recall that Christo- 
pher Latham Sholes said if he had 
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done nothing else he was satisfied 
that his invention of the typewriter 
would give work to thousands of 
women. In Sholes’ time about the 
only avenues of work open to wom- 
en were house work, teaching and 
sewing. It wasthe typewriter that put 
women in the offices of the world at 
rates of pay they could not hope to 
obtain in other vocations. The type- 
writer did replace the pen in cor- 
respondence to a very considerable 
extent, but it did not drive the pen 
off the desk of the executive. The 
writing machine is an example al- 
most of pure gain for civilization. 
Without it, sentenced to write with 
pens, there would be much less writ- 
ing done and business would be re- 
Stricted to narrower channels. The 
typewriter fills all the filing cabinets 
by the aid of the carbon sheet and 
thus has greatly stimulated the of- 


fice furniture industry in wood and 
steel. Every new business means 
new typewriters, new typewriter 
desks, new operators and new fur- 
niture for filing and finding the 
products of all the machines whose 
letters come in from all points of 
the compass. 

Once upon a time, there were 
agencies with mailing lists which 
had to be written out by hand, ne- 
cessitating a number of people 
working long hours at very low 
wages. These people are now doing 
something else. They are not part 
of the army of the unemployed, but 
long since have been absorbed into 
the industrial fabric of the nation. 
We might go on and on and show 
the ultimate benefit of the adding 
machine, the bookkeeping machine, 
the duplicating machine and other 
specialties, the uses of all of which 
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machines have ramifications which 
go far beyond the immediate effects 
of their employment. 

The paper mills, too, are busy 
turning out high-grade paper and 
relatively high-grade paper for use 
in the millions of typewriting ma- 
chines and other office mechanisms. 

We cannot avoid the suspicion 
that animadversions against the 
machines are not the result of 
sound thinking. In lands where 
men and women drag the plow, 
famine and pestilence are rife, and 
where whole families must work in 
the field to make a bare living, there 
is little time for education. 

The reader is urged not to view the 
machine in a superficial way, but to 
follow its uses and its products out 
into all the ramifications of indus- 
try which machines have made pos- 
sible. 


The Machine and the Office 


ERSONS who thoughtlessly say 

that the depression was caused 
by machines replacing or displacing 
workers, are not familiar with the 
use of business machines in offices. 
Business machines in offices have 
made office help more valuable, 
workers more valuable and better 
paid, and their jobs more secure. 
They have made for cleaner, quick- 
er, happier and more efficient work 
and for shorter days. It is not good 
reasoning to say that if these ma- 
chines were taken out again, several 
employes would be needed to take 
the place of each machine. That 
could only be done if machines in 
the producing end of the business 
also were discontinued, in which 
event production would be so re- 
duced that the office staff would not 
be greater, but in fact would be 
smaller, than at present with all the 
machines in operation. Further, if 
it is true that bookkeeping ma- 
chines and other speeding-up de- 
vices have displaced employes, this 
slack has been more than taken up 
somewhere else where the book- 
keeping machines and all other of- 
fice devices are designed, manufac- 
tured, advertised, demonstrated, 
sold and serviced. 

Modern offices do not install ma- 
chines simply to save the wages of 
office workers. I think none of us 
any longer talks that as a selling 
point. There was a time, not long 
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past, when in stage comedies and 
the moving pictures, the shrivelled, 
dependent, meek old bookkeeper, 
sitting on a high stool and working 
on his books was used to typify the 
nadir of nothingness in the way of 
jobs. He had had no past to speak 
of, no present and there was no 
hope for the future. The office jobs 


in the old days must have been 
something like that or so many 
authors and dramatists would not 
have chosen of all possible charac- 
ters, the bookkeeper, as the personi- 
fication of monotony and routine 
and nose-to-the-grindstone. 

Today the office worker is an in- 
dependent sort, quite confident of 
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his or her worth to the present em- 
ployer and quite confident of find- 
ing employment in another modern 
office. The modern office machine 
has elevated the status of the mod- 
ern office worker and has made of- 
fice work a desirable profession and 
one with very satisfactory rewards 
in salary and in opportunity. Office 
work is clean, enjoyable, usually well 
paid and is a profession in which 
good office workers take pardonable 
pride. This is due wholly to the 
modernization of the business end 


of retail or industrial institutions by 
the introduction of time-saving, la- 
bor-saving and error-saving ma- 
chines. The more modern ma- 
chinery an office has, the more 
service that department or office 
offers to the organization of which 
it is part, and the better quality of 
work produced, the better are the 
jobs in that office. Machines have 
not meant cheaper, less responsible 
office employes. That’s an anti- 
quated protest long since disproved 
everywhere. Machines on the con- 
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trary have meant a higher type of 
office help, as well as a vastly im- 
proved type of office production. 
These are the considerations we 
who sell office machines must pre- 
sent and prove to prospects who are 
still sparring with us and deferring 
the complete modernization of their 
offices. To these considerations, of 
course, is added the further fact, 
easily enough proven, that ma- 
chines pay for themselves not in re- 
duced wages or diminished staffs, 
but in greater production, better 
production and greater efficiency. 


Using the Hobby Attack with 


SHORT time ago a salesman 
A applied the hobby attack to me 
and before he made much progress, 
I was about ready to throw him out 
and would not have been very par- 
ticular where he landed. The pros- 
pect’s hobby may be an asset or a 
liability as a business getter. It 
depends on the other fellow, the 
hobby and the salesman. 

Some years ago, it was my happy 
experience to learn a real lesson on 
the subject of hobbies. The matter 
came up accidentally. None of the 
conditions that led to the result de- 
sired was planned for or thought of. 
The story is short, but it contains 
a moral. So here it is for what it 
may be worth to the reader. 

A bank in my territory had 
elected a new vice-president, a Mr. 
V., to whom was assigned the duties 
of purchasing agent among other 
responsibilities. On my first visit 
to the bank after Mr. V’s election, I 
found him out for the day. But 
while talking to another person in 
the bank I noticed a large bouquet 
of very fine roses on Mr. V’s desk. I 
mentioned this fact and made the 
remark that Mr. V surely had a 
good friend, but was told that he 
raised the roses himself, and that 
he was very proud indeed of his 
rose garden. Now, I, too, like roses 
and very often wear one, and on 
my next trip to the bank it just 
happened that I was wearing a rose 
in the lapel in my coat during my 
first call on Mr. V. While talking 


Discretion 


An Interesting Experience Related by 
BERT G. COBB of Okmulgee, Okla. 





Bert G. Cobb 


to him I noticed the roses on his 
desk and remembered that they 
were his hobby. In mentally com- 
paring my rose with his, I wished 
that the former were in the waste 
basket or somewhere else. Feeling 
this way, it would be natural for me 
not to bring up the subject of roses. 
Mr. V., however, brought up the 
subject himself and realizing that 
he knew so much more about roses 
than I did, I let him do practically 
all the talking. I was really inter- 
ested in what he had to say, paid 
strict attention and asked some 


questions. Mr. V. became a good 
friend and customer until the day 
of his death. 

In analyzing the above experience 
after the call, the thought occurred 
to me, let the other fellow talk on 
his hobby. I have made it a prac- 
tice to do this. I believe it is good 
salesmanship and good business to 
play to the other fellow’s hobby, 
but do not bring up the subject in a 
direct way. Lead up to it indirectly. 
In all cases, be the amateur. Make 
the other fellow the expert. It pays. 
I know it does. 
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Cultivating New Fields for Office 


N my two decades of experience 
I in selling office specialties I have 
encountered and overcome many 
obstacles by way of sales resistance, 
and many times I have turned what 
seemed to be a hopeless situation 
into a profitable sale, at the same 
time making a Satisfied customer 
for my establishment. I want to 
lay emphasis on the words, “sat- 
isfied customer,” because the mak- 
ing of such customers has been the 
principal object of all my efforts 
and experiences in selling. If one 
sells an article to a customer and he 
is not satisfied with it—if it is not 
useful in his special line of business 

the salesman has done no good 
for himself and certainly none for 
the customer. On the contrary, real 
harm results, because the customer 
is left in an unsatisfactory frame of 
mind and will never thereafter rec- 
ommend the salesman or his house. 
Such sales always do more harm 
than good—there are no exceptions 
I can think of. There is no choice 
in specialty selling between honesty 
and part honesty. The salesman 
must go all the way in square deal- 
ing if he and his house are to re- 
main in business. A _ dissatisfied 
customer cannot be figured as 
among the assets. 

I always regard my first sale to 
a new customer as the most im- 
portant one, because on the first 
sale depends whatever repeat busi- 
ness the customer may bringin. It 
is, so to say, the cornerstone of a 
future edifice built on mutual re- 
spect and confidence, leading into 
all the lines in which the store can 
serve. 

People to whom I have sold spe- 
cialties which they didn't think they 
needed at the time of buying have 
sometimes thanked me for my per- 
sistency in making the sale, for they 
found, as I insisted they would, a 
very real and immediate advantage 
in saving labor and facilitating 
work. Often customers have said to 
me: “Every time I use that (ma- 
chine or system) you sold me I 


think of you and am glad I bought 
it.” 


Specialties 
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Naturally, when they think of the 
salesman with kindly regard, cus- 
tomers will buy regularly from the 
salesman other merchandise they 
need, and their good will won't 
stop there for they will recommend 
the salesman to their friends or to 
anyone who may happen to ask 
them about the article which has 
given them satisfaction. 

Now, in observing the needs of his 
prospect, the salesman will natur- 
ally have to know as much or more 
of the actual requirements of his 
customer as the customer knows 
himself. In order that the sales- 
man may be sufficiently posted he 
must analyze the prospect’s busi- 
ness and find out in what par- 
ticulars his equipment is lacking 
and what class of special equipment 
he needs to make his work easier 
and his business more profitable by 
reason of the economies which the 
salesman’s machine or system will 
effectuate. 

It is not always easy for the sales- 
man to discover what he wants to 
know about the business of a pros- 
pective customer because if the 
prospect does not open up and 
answer the questions put to him, 


which he not always will do, then 
the salesman must adopt some 
other line of attack. The way I 
have done many times is this: I 
have made it a point to go to the 
prospect's office when he was not in 
and talked to one of his employees. 
And very often, in the majority of 
cases, indeed, I found out just what 
I wanted to know for the reason 
that the prospect's secretary or the 
head of the department that will 
use the specialty I have in mind to 
offer him will acknowledge the need 
for it and one can really find out 
more from such a person than from 
the prospect himself. 

After obtaining information in 
this way, I usually go to my office 
and map out a course of attack or 
procedure knowing ahead of time 
the situation of my particular cus- 
tomer. When again I call, he will 
be surprised to learn that I know 
so much about his business and per- 
haps nine times out of ten I will 
succeed in making the sale, because 
I have convinced the customer that 
I really know what I am talking 
about. 

There is another thing a sales- 
man must keep in mind when talk- 
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ing to acustomer. That is, he must 
always make the customer feel that 
his way of doing business is all 
right. Never ridicule or belittle his 
way or in any manner step on his 
pride because nobody wants to be 
ridiculed by a salesman or by any- 
body else for that matter. The way 
I overcome any tendency or suspi- 
cion in a situation like this is to 
compare the article I have to offer 
with other improved articles in 
other lines, such as radios, automo- 
biles, airplanes and many other 
things now in use. I try to con- 
vince the prospect that the article 
I want to sell him is just as much 
improved as the radio and the au- 
tomobile of today compared with 
like things ten years ago. The 
article I stress for comparison is one 
that he is more familiar with than 
the one I am trying to sell him. 
When I place this comparison be- 
fore him I must know that he 
knows something about the article, 
such as the automobile or radio as 
that will help me in making my 
point clearer than it would if I com- 
pared with my article something 
that the prospect does not know 
anything about. If I do not make 
myself understandable to the cus- 
tomer, then I am no better off 
than if I compared my specialty 
with the machines or system he is 
using. 


Specialties for Unexpected 
Purposes 


Many times I have sold specialties 
for different purposes than those 
for which the manufacturer in- 
tended them. For instance, wire 
stapling machines were intended to 
be used in offices to fasten papers 
together, but I have many times 
sold them to grocery stores and de- 
partment stores to fasten or seal 


paper bags of candy, potato chips, 
etc. Another item that I have sold 
for unusual purposes is a line of 
inexpensive bathroom scales, selling 
around five dollars. I have sold 
these scales to farmers to weigh 
milk, potatoes and other vegetables 
and to small grocers in place of 
high-priced platform scales. Here 
is another item which while it does 
not relate to office equipment still 
goes to show that an article used 
for one purpose may be made to 
answer many purposes. A certain 
electric refrigerator manufacturer 
came out with a bottle cooler to be 
used primarily for cooling beer. I 
sold as many of these refrigerators 
for other purposes as I have for the 
purpose originally stated. An idea 
occurred to me that if I put in a 
water coil connected with the water 
main the refrigerator could then be 
used for ice water as well as for 
cooling bottles and could be em- 
ployed by restaurants, filling sta- 
tions and small dairies where they 
did not sell beer. By applying a 
little common sense to this item 
alone, I tripled my sales. 

Of course, no two sales are made 
the same way for the simple reason 
that no two prospects are alike. 
Their ways and temperaments are 
different and a good salesman will 
analyze the customer as well as the 
business and proceed accordingly. 

Selling specialties requires con- 
stant study of the other fellow’s 
business. We must not forget that. 
If a salesman confines himself to 
the regular prospects for his spe- 
cialty business, he misses many op- 
portunities and in a small city with 
a restricted territory he soon finds 
sales dwindling to an unprofitable 
minimum. 

A small home bakery bought not 
one but three mixers. I sold the 
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proprietor on the idea that she 
could well afford to have two lighter 
machines rather than to use her 
heavier mixer for whipping cream, 
beating eggs or other processes that 
require little power. 

I sold a small hamburger stand 
an electric refrigerator when the 
owner discovered he could keep a 
small supply of ice cream in the 
freezing compartment sufficient to 
supply a few ice cream customers 
while using the remainder of the 
refrigerator to keep his other per- 
ishable lines. 

A druggist bought a kitchen mix- 
ing machine, because he prepared 
for his trade a remedy that required 
considerable stirring in the making. 

A sign painter has a vacuum 
cleaner and attachments with the 
motor reversed to spray signs with 
fine ornamental powders. 

The specialty salesman must, 
therefore, know something of the 
business, the habits and the activi- 
ties of his customers. This infor- 
mation must come to him through 
casual calls which are not neces- 
sarily selling calls and then if he is 
quick-minded, he may find an open 
market for just the specialty he is 
selling. A small dairy, for instance, 
may use a beer cooling box for con- 
venience in handling drop-in cus- 
tomers. A small hand vacuum 
cleaner is useful in a storage garage 
or in a department store for clean- 
ing draperies, curtains and displays. 

It is up to the specialty salesman 
to keep his eyes open, know his line, 
know what it will do and make 
suggestions coupled with demon- 
strations whenever he sees an op- 
portunity. 





Oh, Mr. Filizola, by the way, how 
about selling the water cooler you 
mention in offices next July? 


OFFICE SPECIALTIES A BOON TO DEALERS IN HARD TIMES 


When difficult times began to manifest themselves late in 1929, a leading house 
on the Pacific Coast began taking on agencies for every salable office specialty it 


could obtain. 


For this action there was sound reason. 


Business had slumped. 


People were practicing economy. New office furniture remained in the stores. In- 


stallations were out of the question. 
Securities were becoming insecure. 


Money had retired. Credit was reduced. 
The dream of perpetual good times was shat- 


tered. However, people had to eat, wear clothing and maintain themselves; busi- 
ness had to be kept going. How to economize and still get enough business to keep 


on without disproportionate expense was the vital question. 


The answer to the 


problem was the office specialty—the addressing machine, the duplicating machine, 
the visible index that economized time; the portable typewriter that every year 


becomes more and more necessary in the home, the camp and the school. 


These 


machines and many others could be sold even in hard times upon their merits as 


factors in the economical conduct of the modern office. 


The Pacific Coast house 


had some bright young men and others not so young, but they all took hold with a 


will and put the specialties across. 


Now that business has grown better they find 


old trade coming back and new business gained through specialties demanding to 
be served. The house was never in the red, but it is much farther away from it 
now than it would have been had it not gathered in those good specialty lines. 
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Service in the Office Equipment 
Establishment 


NOTE. The following letters 
touch upon an important subject. 
Unfortunately, the only word we 
have that comes nearest the idea is 
the word service which by repeated 
use has become somewhat hack- 
neyed. The idea is nevertheless 
correct and discussions of the sub- 
ject often bring out some new 
angles. Office Appliances hopes 
that the four expressions which fol- 
low will be of interest to the readers 
of this journal and that they will 
find in the remarks of their asso- 
ciates here presented food for 
thought on the subject stated: 


HE BARSTOW COMPANY, 

INC., (Bradbury-Barstow Com- 
pany, Inc.) of Yakima, Wash., are 
dealers in typewriters specializing 
on the leading makes of machines. 

Mr. Barstow speaks: 

“Service is the most important 
department in the typewriter estab- 
lishment. A business enterprise is 
gauged as to its success or failure 
very largely by public opinion, 
which is built upon a combination 
of advertising and private opinions 
expressed by customers of the local 
retailers or users of the manufac- 
tured product. 

“Service! Without it, it makes no 
difference what the quality of mate- 
rial or workmanship in the product 
may be, or what the advertising 
may be, it will still be unpopular. 
On the other hand, with proper 
service, even an inferior product 
may become reasonably popular and 
give fair satisfaction. Good sales- 
men may dispose of almost any 
reasonably good and usable product, 
but the initial sale is not what 
brings the large revenue. Repeat 
orders are the secret of business 
success, and repeat orders can only 
be secured through satisfaction 
with the product. Satisfaction, in 
the typewriter industry, means 
service. I do not wish to convey 
the impression that a service de- 
partment is a great financial asset 
in itself. In fact, it is a distinct loss 
if it does not promote sales. 

“Service is a builder of Good Will 
and Good Will is often the greatest 
asset listed by a going business. 


Who among us would buy an auto- 
mobile which was not represented 


Some Comment by H. P. BARSTOW, 


Barstow Company, Inc., Yakima, 
Wash.; F. H. ANKENEY, The Ankeney 
Company, Cumberland, Md.; J. E. 


BARRY, J. E. Barry Company, Okla- 
homa City, Okla., and WILLIAM AL- 


FORD, Alford’s Business Machines 


Service Company, Mobile, Ala. 


H. P. Barstow 


(Portraits of J. E. Barry and 
able at the time 


locally? The same answer applies 
to the purchaser of office ma- 
chinery. 

“As outlined above, the buyer 
may be talked into purchasing a 
product for which there is no 
readily obtainable, dependable serv- 
ice, but he will not be a satisfied 
user and his next purchase will be 
of another make or agency. 

“Recently a deal was pending 
where four machines were to be 
purchased. Two of my machines 
and two competitive machines were 
selected and purchased. The cus- 
tomer was unable to secure any sort 
of competent service on the compe- 
titive product, with the result that 
after only three months’ use, the 
competitive machines were traded 
out and my product installed 
throughout the institution. 





F. H. Ankeney 


William Alford were not avail- 
of going to press.) 


“The fypewriter and adding ma- 
chine have become absolute neces- 
sities in business today. Service on 
these machines is just as important 
to the public as service on automo- 
biles, radios, telephones, etc. 

“One place where the typewriter 
industry is under a handicap is in 
the item of competent service. 
Every salesman or service man will 
promise first-class service, but it has 
been my experience that only about 
one out of ten have the knowledge 
or ability to render the quality of 
service promised or charged for. In 
the item referred to above, I had 
observed unsatisfactory service 
work by my competitor. It was, of 
course, entirely out of place for me 
to cast any reflections on his 
service department during my sell- 
ing. I did ask the purchaser to 
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assure himself of the availability of 
competent service on all equipment 
purchased, and explained that our 
service department was the most 
modern in the state. However, the 
competitor also assured the pros- 
pect of the very best service obtain- 
able. 

“What we need is some sort of 
weeding process whereby those who 
are not competent can be barred 
from victimizing the public. Those 
who do not know how should be 
taught how to properly adjust the 
equipment upon which they work. 

“Our policy has been service and 
satisfaction to the customer. If 
these two items are taken care of, 
there will be no need to worry about 
sales and profits.” 

Mr. Ankeney says: 

“For several years we have been 
agents for the A. B. Dick Mim- 
eograph and with the exception of a 
short time last year have always 
maintained a competent sales and 
service man. During the time we 
were without this service, our busi- 
ness in this department suffered 
greatly, and as soon as we were able 
to give the department the proper 
sales and service attention again, 
our volume immediately started to 
increase and is continuing to do so 
at the present time. 

“While we have never made any 
appreciable profit from Mimeograph 
service, we have through the con- 
tacts made by the service man, built 
up and retained a large volume of 
Mimeograph supply business. We 
believe that by giving prompt and 
efficient service on this equipment, 
we are building up a reputation for 
backing up the product we are sell- 
ing. This reputation naturally 


Specialties 


PECIALTIES embrace an ex- 
= tensive variety of utilities 
which have particular characteris- 
tics or function for better perform- 
ance of routine tasks. Many ma- 
chines—systems—devices—fall into 
the category. But among many 
things for general usage are certain 
ones which have special adaptation. 

The most important development 
in the stationery business was first, 
its separation into “social” and 
“commercial” divisions and _ the 


gradual inclusion in the commercial 


helps us in getting other classes of 
business from our Mimeograph 
users. 

On March 1, 1933, we became sales 
agents for Remington typewriters, 
Remington adding machines and 
Dalton adding machines. At this 
time, we secured a competent sales- 
man who had been with Reming- 
ton for five years, and we also put 
in a complete service department 
and employed an experienced serv- 
ice man. Our service man has had 
considerable experience on_ all 
makes of typewriters, therefore we 
are in a position to go after and 
take care of any work on all makes 
of machines. The profit from our 
typewriter service department has 
been much greater than on Mim- 
eographs due to the fact that there 
are many more typewriters in any 
given territory than Mimeographs, 
therefore a greater possibility for 
business. 

“As to charges—on any job of any 
size, we always present a written 
estimate to the customer for his sig- 
nature. The estimate is made up by 
the service man and checked by the 
head of the department. The sales- 
man then takes the estimate to the 
customer and if he feels that the 
cost of repairing the machine is 
more than should be spent on it, he 
recommends that it be traded on a 
new machine. We have had only 
two instances when the salesman 
did not either sell a new machine 
or get the repair estimate signed. 
On small adjustments or repairs, we 
charge $1.50 per hour with a mini- 
mum charge of $1.25. If the call is 
out of town, we charge actual 
traveling expense, plus a nominal 
amount for traveling time. 
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“We are confident that a dealer 
should not attempt to sell mechan- 
ical appliances without a good serv- 
ice department to back them up. If 
you run into mechanical difficulties 
and cannot properly satisfy the cus- 
tomer, you have not only lost his 
confidence in this particular in- 
stance but in any further transac- 
tion that may transpire. 

“We are making money on our 
mechanical sales because we are 
following through with competent 
service and that is what it takes 
to keep the product sold after it 
has been paid for.” 

Mr. Barry says: 

“T am convinced that it is prac- 
tically impossible to make any 
worth while progress in the sale of 
office machines, unless there is a 
competent service department to 
back up the original transactions. 
That service may be in the case of 
a small dealer rendered by the 
salesman himself. In the case of 
larger dealers, it occurs to me that 
an efficient service man or depart- 
ment is a necessity. I really did not 
know there was anyone who argued 
seriously against a service depart- 
ment in connection with the sale 
of office machines.” 

Mr. Alford says: 

“The service department justifies 
the stocking of machines, but the 
stocking of the machines without 
the service department is not jus- 
tified and is unfair to the public. 
Certainly the service department 
can be classified as a home industry 
of benefit to fellow citizens. As to 
service charges, I am in favor of a 
flat rate the same as is applied in 
the automobile industry.” 


Broaden Service of 


Stationers 


A Brief Resume of What Office Machines 


and Kindred Devices Have Done for 


Stationers 


division of practically all machines 
and systems for office usage. 

No one house handles the ma- 
chines and systems for every pur- 
pose, but with the exception of a 
very few highly specialized mechan- 


isms, all are represented to some 
extent and a considerable range is 
carried by many commercial sta- 
tioners. 

The typewriter has been a feature 
“specialty” of the commercial sta- 
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tionery business ever since its intro- 
duction. In the early days, station- 
ers were its chief distributors in 
many sections. Later, the opening 
of branches by the manufacturers 
reduced the number of stationer 
distributors. 

But the increasing popularity of 
the portable typewriter gave new 
impulse to the “machine” depart- 
ment of the commercial stationery 
store. The “portable” is now a fa- 
vorite “specialty.” 

Portable adding machines fol- 
lowed in the wake of the typewriter 
and are now featured in many sta- 
tionery stores. 

Paragraphic Comment 

Outstanding in the specialties 
group are visible systems. Their 
convenience and economy and their 
general adaptability make them 
tremendously potential for the sta- 
tionery field 

. * > 

There are the filing systems, too, 
which have an important place 
among the specialties and on which 
great skill and study have been be- 


stowed. These make attractive spe- 
cialties and sell well if understood. 
Then, we have the duplicating ma- 
chines, calculating machines, ad- 
dressing machines, and a great va- 
riety of lighter machines and de- 
vices all of which are available to 
reliable, energetic dealers. They 
form a department which is basical- 
ly valuable, broadening the outlook 
and bringing in new customers who 
might never call without the ma- 
chinery inducement. Such machines 
will always have to be sold by sales 
people especially trained for the 
work. 

A good line of specialties well 
serviced adds prestige to the deal- 
er’s business and broadens his con- 
tacts. The number of people in his 
city or district will have a para- 
mount influence on the decision to 
handle a broad or a narrow line. 
The more people, the broader the 
line. 

Most dealers who handle specialty 
machines and systems find them a 
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decided asset. They create a cus- 
tomer interest and lead inevitably 
to sales in other departments if cus- 
tomers are properly guided. This is 
almost the universal experience. 

™ * . 

Every sale which brings good re- 
turns to the customer opens the 
door to the sale of many supplies 
and numbers of collateral items. A 
good machine well sold is an econ- 
omy purchase—it adds to efficien- 
cy in the buyer’s office—and it pays 
for itself in a short time, after 
which its product is clear gain, ex- 
cept for the mere cost of supplies 
and operation. 

* > * 

Modern business and professional 
men look to office equipment dealers 
for up-to-date devices with which 
to furnish their offices. Items of 
use and convenience economize 
time. The up-to-date office appli- 
ance establishment is a perpetual 
business equipment exposition 
which serves the community to the 
remotest limits of its multifold ac- 
tivities. 


Here Endeth the Office Specialties Section of Office 
Appliances for January, 1935. We trust that the 
readers of the several articles, having got 
this far, will take away some ideas that 
will enable them to sell more special- 
ties, the importance of which to 


the commercial stationer is 
becoming more impres- 
sive every day. 


The advertisements of the following manufacturers of office specialties appear in this 
issue on the pages indicated. Though all the companies produce specialties, some do 
not refer to them in their advertisements this month. 


Acco Products, Inc. 
Ace Fastener Corp. 
Acme Card System Co. 
Acme Staple Co. 


Allen-Wales Adding Machine Corp. 
American Numbering Machine Co. 
American Seating Co. 

American Writing Machine Co. 
Artility Metal Products, Inc. 

Bates Manufacturing Co. 

Bickett, L. M., Co. 

Bristow, Stanley R. 

Corona Typewriter 

Consolidated Staple Co., Inc. 
Coxhead, Ralph C., Corp. 
Dick, A. B., Co. 
Dictaphone Sales Corp. 
Downey, The C. L., Co. 
Dunham- Watson Co. 
Duplicator Supply Corp. 
Dura-Flex Co., Inc. 
Elliott-Fisher 

Fibroin Stencil Corp. 
Frankel Carbon & Ribbon Mfg. Co.. 
Graff, George B., Co. 

Hall-Welter Co., Inc., The 

Hanson Scale Co. 

Harding, Milo, Co., Ltd. 

Harter Corp., The 

Heyer Corp., The 

Hotchkiss Sales Co. 

Ideal School Supply Co. 


Victor Safe & Equipment Co. 
Wholesale Typewriter Co., The 22 


% Kensington Supply Co. 116 
138 Markwell Mfg. Co., Inc. 164 
161 Meilicke Systems, Inc. 154 
161 Mimeograph, The 69 
164 Munson Supply Co. . 157 
164 Neva-Clog Products, Inc. 103, 4 
158 Niagara Duplicator Co. 95 

80 Oakville Co., Div. Scovill 106 

82 Parrot Speed Fastener Corp. 129 
115 Peerless Key Co., Inc. 78 
167 Postindex Co. 135 
164 Pruitt, Inc. 163 

71 Reliable Typewriter & Add. Mach. Cp. 162 
132 Remington Rand, Inc. 133 

97 Roosen, H. D., Co. 163 

69 Rotospeed Co., The 143 
139 Royal Typewriter Co. 168 
158 Shipman-Ward Mfg. Co. 119 
164 Sibley, Edward L., Mfg. Co. 137 
150 Smith, L C & Corona Typewriters Inc. 71 
165 Speed Key Mfg. Co. 163 

87, Back Cover Speedprint Duplicator Co. 146 
124 St. Louis Typewriter Exchange 165 
167 Sturgis Posture Chair Co. 91 
102 Sundstrand Adding Machine 
157 87, Back Cover 
154 Toledo Metal Furniture Co. 112 
152 Triner Scale & Mfg. Co. 157 
161 Underwood Elliott Fisher Co. 

169 87, Back Cover 
108 Varityper 97 
115 92, 117 
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These letters were presented to C. KO ORE TO IKK THETR COW, THIS ISULIRT @haT © RANT writer ribbons for the reason, he 
P. Dietz for inclusion in his col- ' " % an 1.6 BOT AME TCR SAVE 11, OBES at first assumed, that the manu- 
me . aT e. 


lection of typewriters by a grand- 
daughter of Mr. Sholes, Mrs. C. L. 


Mr. Dietz and His Type- 
writer Museum 


On the (Guest Book parc of THE TYPE WRITER 
Office Appliances for Decem- 
ber reference was made to a 


museum recently 
established in Milwaukee by 
\lderman Carl P. Dietz of that 


typewriter 


city in recognition of the gen- 
ius of Christopher Latham 

: . Vee TYRRELL «= 
Sholes, who invented the first § ear vat 


tvpewriter to achieve com ~ O1mGR BUAATER---PROSABLY GLIOOEN, 








'* FROe 4OLT, 


facturer “wants to ink every per- 
sons ribbons, and wants no one to 
ink their own.” 


Universal Typewriter Company, New 
{ . ae 


York, 
oe: a Rh od eae , Ford: 1895. Meautnstyens Se, Tees 
Kerman. ©) & ‘ypewriter Company, New ork, 
N 
Fitch: 1886. Inventor. Eugene 
Fitch, Des Moines, Ia. 
Fountain: Manufactured for Sie- 


gel, Cooper & Company, Sixth ave- 
nue, New York, N. Y A wheel-type 
machine. 

Garbell: 1919. Garbell Typewriter 
Company, Chicago, Ill 


1890. 


ece yor, 


OCC. tO, tare, 


aND 4.59 RECEIVED S98 Fane 


| aw wUCH OBLiceED. Gardner : 


PE ARE EN PERI 


cNTIMG@ IN Pee MATTER OF (RES, ANG 4O@E AND © PEC HOLT'S 1* aBece oye Granville Automatic: 1896. Manu 
mercial success tn a large way APOCE, IN @TIG™ CASE GE SAL’ BANT & GREAT COAL, O06 “LK Yare any factured by Mossberg & Granville 
. THER FIND Teak coe SE FANT OTHER COLORS GF ine Oo r* factur » d > 
Both Sholes and his associate, X per Lone ime WORE Tean MEO, A Manufacturing Company of Provi 
“RY BUOAFLE, SEEMS TO GE 4 POP YWL4A COLOR, SAT @€ 486 OFT C8 1S AW FR dence, R 
Carlos Glidden, were Mil at Wut Cony, F AD GRLTEGS THEO LETTER OTH ay IhY OF Tos UamUrasTURE ; 
- rane! & LOUTAEL. OF Tate CITY Hall: 1880. Manufactured by Hall 
- . . 'T (8 Way €* 7LHSi ve, ANDO 4 VERY r “ Me ry pa B kly N y 
waukeeans In the item re FOGRENT AATICLe FAOS Twat OF A, HOLT, 14 0 NOT KRO@ FET EXACTLY BuaT ypewriter Company, Brooklyn, N. Y. 
ferre d to, this jour nal promise d es ome SerTria COG ON, Sur | “9F8 Ff GC SHALL @£ SBLE TO Ware an Hartford: 1894. Double keyboard, 
OROGR SHICH BILE BK PROFITABLE TO OA, HOLT, blind writer 
to publish in the present issue ¢ PREGT 1418 Gar Fem VOU OCLL, 28 tT Leaves OE, 1 wore TH ae : 
the names of the eighty or aT MORE OR 4 FER OATS, THOUGH WY WOVEWERTS amc VERY UNCERTAIN IW THa~r Horton: 1885. Manufactured _by 
; : ss AT Coc an, THE BUSINESS 4eme 16 YEF PN TS INFANC ¥ 480 17S PUT URE Horton rypewriter Company of To- 
more ancient machines then in ROEM AIe. (T 4OWEVER LOOKS ENC URAGING, ANO THE OROUFEECT 1B, Tear 1 ronto, Canada 
his collection, which he has ee ee OD ee ee eee ee International: 1889. Manufactured 
’ ; - LOVE [0 FATes AND TO YOURBEL®, WRITE @£ GWEW Ti¥E abe DROLENAT HO by International Typewriter Company 
made a part of the Milwaukee wRAKT WN CASE { OF ROT COME HONE, of Parish, N. Y. 
. yreues, 
Public Museum. Since the item ew ds & Jackson: 1898. Manufactured by 
| . Jackson Typewriter Company of Bos 
was written the collection has : es 


grown to more than ninety ma 
Dietz has suggested that, instead of publish- 


the 


chines, and Mr 
the 
would be a better plan to publish the names of the old ma- 


ing at present time list of the machines he has, it 
chines he has not been able to secure in the hope that the 
publication of such a list will result in obtaining some of 
the Office Ap- 
pliances agrees with this suggestion, and accordingly the 


subjoined list embodies the names of old typewriter models 


machines now absent from his collection 


not vet shown at the museum. 


Acme Invented by Zalmon G. Sholes, son of ( Latham Sholes 
First named Waterbury Standard. Manufactured by Zalmon G. Sholes 
Cypewriter Company, Waterbury, Conn 

Alexander Manufactured by Alexander Typewriter Company, Endi 


cott, N. ¥ about 1907, later moving to Kansas City, Mo Produced 
again in March, 1914. at Brooklyn, N. \¥ 

Atlas Manufactured January, 1915, by Atlas Typewriter Company, 
09 Broadway, New York 

Automatic Invented by Major I M. Hamilton, Brooklyn, N. Y 


m IR8R3 


Blake Manufactured in 1905 by Blake Typewriter Company, Newark, 
N. J (Formerly Manhattan typewriter.) 

Bennington 1903 Bennington Typewriter Company, Dayton, Ohio 

Blick- Ninety 1919 Blick Typewriter Company Front-stroke bar 
tvie 

Blick-Bar 1913 Manufactured by Blickensderfer Manufacturing 
Company, Stamford, Conn front-stroke type bar machine 

Bostor (Also called World typewriter) Manufactured in Boston, 
Mass, about 1888 

Cas} Produced by Arthur Wise Cash of Hartford, Conn., in 1887: 
later known as The Typograph 

Champion Produced about 1891 

Edison’s Mimeograph Typewriter Between 1890 and 1895 A. B 
Dick Company Chicago 

Columbia: A wheel-type machine, produced in 1883 by Charles Spiro 
of New York (Not the later Columbia-Bar-Lock.) 


Commercial Visible 1898 R. W. Uhlig, inventor Manufactured 


by Commercial Visible Typewriter Company, New York 

Crandall Original Crandall 1879. Manufactured by Crandall Ma 
chine Company, Groton, Universal Crandall, third model of 
above Improved Crandall, 1895 Manufactured by Crandall Type 


Chicago, Ill 


Manufactured by 


writer Company ot 


Daugherty 1890 Daugherty Typewriter Com 


pany of Kittanning, Penna. (Later Pittsburgh visible.) 

Delta Invented by Richard W. Uhlig, Allentown, Penna 

Dollar Manufactured by Robert Ingersoll & Brother, New York 
Also known as Baby Practical, Little Giant, Practical 

Dennis- Duplex 189 Manufactured by Duplex Typewriter Com 
pany, Des Moines, la 

Edland 1894. Inventor, Joseph E. Edland, Brooklyn, N. Y. Man 
ufactured by Liberty Manufacturing Company, New York 

Essex 1890 [ype bars stood upright Manufactured by Essex 


ton, 


1899 A truss-wheel 
Company of New 


Keystone: 
machine Manufactured by Keystone Typewriter 
York, N. Y., with factory at Harrisburg, Penna. 

Knickerbocker: 1912. Factory, Knickerbocker Typewriter Company 
at Niantic, Conn 


Lambert Manufactured by Lambert Typewriter Company, New 
York, N. Y 

Lasar 1898 Manufactured by Lasar Typewriter Company, St 
Louis, Mo 

Long: 1906. A pocket typewriter. Eugene M. Long, Charlottesville, 
a. 

Junior: 1907. Junior Typewriter Company, New York, N. Y. 
Merritt: 1899. Manufactured by Lyon Manufacturing Company, 
New York, N. Y. 

Mimeograph Typewriter: A. B. Dick Company, Chicago. 

Morris Manufactured by Hoggson Manufacturing Company, New 


Haven, Conn 
Munson: 1890 
Company, Chicago. 

McCall: 1906. Manufactured by McCall Automatic Typewriter 
Company of Columbus, Ohio. (Later at Xenia, O.) 

McCool: <A wheel-type machine. Manufactured by Acme-Keystone 
Manufacturing Company at Beaver Falls, Penna. 

National: <A_ blind-writer, with circular keyboard. 1889 
factured by National Typewriter Company, Philadelphia, Penna. 

New England: 1907. A wheel type machine 

Niagara: 1905. Manufactured by Blickensderfer 
Company, Stamford, Conn. 


Manufactured by Munson Typewriter Manufacturing 


Manu 


Manufacturing 


Official: 1901. New York. 

Perfection: 1906 

Pocket: 1894. Small, pocket size. 

Rapid: 1890, and New Rapid, 1892. Manufactured by A. W. Gump 
& Company at Dayton, Ohio. 

Roberts-Ninety: 1922 Manufactured by L. R. Roberts Typewriter 


Company. 
Rochester Portable: 
Inc., Rochester, N. Y 


1923 Manufactured by Rochester Industries, 


_Secor: 1911 Manufactured by Secor Typewriter Company, Derby, 
Conn 

Stallman 1923. New York, N. Y. 

Sterling 1911 Manufactured by Sterling Typewriter Company, 
New York, N. Y. 

Sterling Fox Manufactured by Fox Typewriter Company, Grand 
Rapids, Mich 

lriumph Visible: 1907 Manufactured by Triumph Visible Type 


writer Company of New York, 
Uhlig: 1910. Manufactured at Arlington, N. J. 
Victor: 1894. Indicator type machine. Manufactured by 
Manufacturing Company, Boston, Mass. 


(Factory, Kenosha, Wisc.) 


Tilton 


Visigraph: 1910. Visigraph Typewriter Company, New York, N. Y. 

Wallace: 1912. Manufactured in New York, N. Y 

World 1886 Manufactured by Typewriter Improvement Com- 
pany of Boston, Mass. 

Xcel Excel Typewriter Corporation, New York, N. Y. 1922. 

Yetman: 1907. Yetman Typewriter Transmission Company, North 
Adams, Mass : 

Yost Visible No. 10. 
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EDITORIAL 


Ho friends! 


For your messages of good will at the Christ- 


mas and at the threshold of the New Year, our grateful appre- 


ciation. 


Although wishes can have no effect upon the circumstances 
of your lives, if your hopes for the New Year are realized, our 
wishes for you will have come true. 

May we all, individually and collectively, bring to the New 
Year something bigger and finer than we have ever brought 
before. May good will find ways to translate sentiment and 
ideals into definite action for the ultimate benefit of all. 


Business 


SS4Some persons, even some among those who now 
wield considerable influence in national affairs, ap 


pear to entertain the notion that business is some- 
thing apart from national life and national well 
being: That it is merely an instrument for private 


gain controlled by individuals having no very high 
ideals: That business can be subjected to restriction 
of any nature without injury to any save the un 
patriotic few who control and manipulate it for their 
own selfish ends. And that the more these few are 
better it is for the country. But to 
the great majority it is clear that business is man’s 
essential industry organized to produce and distrib 
ute all of man’s necessities and his increasing re- 
quirements for comfortable living. 
The manutacture and distribution of goods is no 


restrained, the 


more mere instrument for private gain than a 
Ph.D. in economics. Both, to be sure, are under- 
taken as means of making a living and with the hope 


of something more but they are also the mediums 
by which those engaged in them make their contri- 
bution to the common good. 

\ll wealth comes from the soil but earth is pro 
ductive to the extent required only under the intelli 
gent cooperation of man, whether for producing gold, 
roses, wheat, cotton, wool, pencils, typewriters, etc. 

lo be sure, the greatest contributors to the prog 
ress of mankind are not now and have never been 
actuated by of financial gain. For some of 
them up to a few hundred years ago, the reward was 
the hemlock, the cross, the stake and fagots, the 
wheel and rack, chains and the gibbet, anathema, and 


\ hope 


more rec ently derision. 


But it is “business” motivated by profit that makes 
the world aware of the new knowledge and it ts 
“business” that applies the principles which science 
discloses to a thousand things for man’s advantage. 

Remove the hope of financial reward for commerce 
in things or for better work of whatever kind and 
man’s ambition is blighted, leaving him content with 
“the dead level of mediocrity.” 

Desire for personal advancement engenders in- 
genuity and enterprise which even despots, benevol- 
ent or otherwise, can neither inspire nor command. 

Initiative and intelligent industry in business, im- 
pelled by hope of individual reward or gain of per- 
sonal prestige, motivates all material progress. And 
by material progress are developed the arts, science 
and all cultural forces. And all of these have con 
spicuous place in the categories of business. Aside 
from its function, the church is one of the world’s 
finest business organizations. 

We have recorded history from Herodotus of Hah 
carnassus through twenty-five hundred years to the 
Beards of Henry County, Indiana (The Rise of 
American Civilization), because paper making and 
printing are profitable businesses, but not very prof 
itable. 

“Uneasy rests the head that wears a crown,” a dic 
tator’s helmet or a president’s silk head gear, if the 
business of the country does not flourish, for from 
business comes all revenue. 

Languishing business is the underlying cause of 
most of the present distress of nations. 


Price Cutting and the Association 


4S Regional Governor Charles W. Roth of the fifth 
regional district, National Stationers Association, re- 
discussed the subject of price cutting and 
made some interesting observations. The fifth dis- 
trict covers Ohio, Indiana, Kentucky, Michigan and 
West Virginia and, “almost every day,” said Mr. 
Roth, “correspondence has passed between some 
dealer and myself pertaining to price cutting.” 

Mr. Roth believes that such discussions are hope 
less and that all the meetings that can be held from 
lom Come will not change the aspect 


cently 


ow until King 


| 
things as long 


as the manufacturer does not con- 


trol the sale of his product 
Mr. Roth continues: “I personally have investi 
ted e 1 fifty complaints as to price cutting 


and, invariably, the reply has come back from the 
manufacturer whose product has been hawked at 
some absurd resale price, that they do not sell the 
offender and you are out on a limb with no place to 
However, if further inquiry is made, you find 
The jobber in most cases in 


go. 
he sells to the jobber. 
turn sells to anyone who has a rating and who pays 
his bills regardless of reputation as to ethics in busi- 
ness. If I were a jobber, I would do the same thing. 

“The only solution to this vexatious problem 1s 
for the manufacturer to have absolute control of his 
product at all times. A good many years ago I was 


in the manufacturing business and we sold our goods 
at a published price and sold only to the retailer. 
Every dealer who handled our product signed a fran- 
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chise that he would sell at our published prices. Any 
violation of this agreement meant a cancellation of 
his franchise. There are a number of manufacturers 
in the United States doing this today, and they are 
very successful. It seems to me that if 1 manufac- 
tured a product, | would have sufficient pride in the 
product to name a resale price and insist upon it 
being maintained. It isn’t a difficult thing to do. 
Can you buy a cash register other than at their pub- 
lished price? The same applies to automobiles, me- 
chanical refrigerators of reputable houses and other 
items too numerous to mention. 

“In our own industry the steel manufacturers in- 
sist upon the dealers maintaining prices and none of 
the larger steel manufacturers sell the so-called job- 
ber, therefore, holding control of their product. 

“Another grave abuse is some of the jobbers sell- 
ing merchandise at the dealers’ cost. We have 
numerous of these jobbers doing this and when com- 
plaints are made to the manufacturers, they do not 
evidence much interest in the complaint. 

“If manufacturers will control the sale of their 
product through dealers, all evils of price cutting can 
be eliminated. This has been proven in numerous 


. 9 
cases. 


A. B. A. Cooperates with 


@@From Gurden Edwards, publicity director of the 
American Bankers Association, comes a statement 
of the plan of cooperation established between that 
association and the Government’s Export-Import 
Banks. This plan has been put in operation as a 
result of recent conferences between the Advisory 
Committee to the Export-Import Banks of the Amer- 
ican Bankers Association and officials of the banks 
in Washington. 

At the annual convention of the A. B. A. at Wash- 
ington in October government officials asked for a 
committee of bankers engaged in foreign trade to 
cooperate with the Export-Import banks with a view 
to developing the full potentialities of these institu- 
tions. The committee was accordingly appointed, 
known as the Advisory Committee to the Export- 
Import Banks, and a meeting was held in Wash- 
ington in November last with President George N. 
Peek of the Export-Import Banks and other officials 
of those institutions. The committee formulated a 
detailed plan of cooperative procedure, approved by 
Mr. Peek and his associates, and adopted. 

It appears that the work of the Advisory Commit- 
tee will be (1) To provide proper publicity and a 
method of procedure that will promote the coopera- 
tion of commercial banks; (2) To establish an ex- 
ecutive committee that will be at the disposal of the 
officers of the Export-Import Banks to advise upon 
all current foreign transactions; and (3) To use this 
committee or the Advisory Committee as a whole in 
a consultative capacity to the extent that it may be 
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Recently Governor Roth sent out a questionnaire 
in the fifth district asking the dealers certain ques- 
tions concerning the four-drawer steel vertical fling 
cabinet letter size, recently placed on the market at 
$14.50 and thereabouts. He also asked what they 
thought of the reduction in price of steel transfer 
cases from $4.00 to $3.10. Mr. Roth said that many 
replies were received and that ninety-five per cent of 
them stated the dealers would not handle such low 
priced files. That they did not have a demand for 
them. Dealers also objected to a reduction in the 
price of steel transfer cases and recommended that 
the price on letter size steel transfer cases be restored 
to $4. Mr. Roth says that he has had several visits 
from the heads of steel manufacturing plants who 
said they were not making money and that they 
could not without loss turn out a four-drawer file 
to retail at $15 or less. “Where,” asked Mr. Roth, 
“does the retailer get off in selling such a file for $15 
which costs him say, approximately $10? If he 
must pay a commission and look after the upkeep 
forever, the sale is a dead loss to him.” 

Mr. Roth believes that the handful of steel manu- 
facturers in the United States should be able to get 
together and establish retail selling prices that will 
be profitable to themselves and to the dealers as well. 


Export-Import Banks 


desired to study all special transactions involving 
our foreign business that may be suggested to or 
originated by the Export-Import Banks the scope 
of which is beyond the normal foreign business. 

In its suggestions for procedure the Advisory 
Committee proposes that letters or circulars be sent 
to every commercial bank which is a member of the 
A. B. A. explaining that the Export-Import Banks 
were organized by the government to stimulate for- 
eign trade and give assistance to those houses en- 
gaged init. These Export-Import Banks will: 

1. Help to finance transactions of a tenure be- 
yond the length of a commercial bank transaction. 

2. Join in the extension of credit with commer- 
cial banks to handle for a concern doing a sizeable 
business where the amount of the risk might not be 
prudent for commercial banks to handle alone. 

3. In approved transactions, to assume part of 
the risk. 

4. Assist in solving problems of doing business 
with countries where there exists difficulty in obtain- 
ing foreign exchange. 

5. Be the focal point of all the governmental 
activities in assisting to provide the markets for 
American commodities and goods. 

The Export-Import Banks were created early last 
year by executive order of the President of the 
United States to aid in facilitating our foreign trade. 
There is no thought of competing with commercial 
banks, but it is intended to work in cooperation with 
such banks and to handle business that is outside the 
scope of commercial banking. 


Out of the Record 


Mr. Brainard and Friends Bag 
Ducks 
There was a decimation in the wild 
duck population of Canada not long ago 
when George C. Brainard, president of 
Fireproofing Company, 


General 


The 


Youngstown, Ohio, and several friends 
visited the dominion armed with the nec- 
essary legal papers, shotguns, game bags 
and other hunting accessories. 

It is said that Mr. Brainard, who quali- 
fies as a good shot, personally brought 


home the legal limit of feathered game— 
enough ducks to provide for himself and 
family, and quite a number of friends be- 
sides. It is intimated that for several 
days in Youngstown sundry families 
dined on roast duck, duck hash and duck 
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soup ad lib., all as a result of Mr. Brain- 
ard’s prowess with the modern “scatter 


gun. 
eo 


Cellophaned Fish Bait 
A few weeks ago, our old friend, Silas 


Oviatt, territorial representative in part 
of Dixie for the A. B. Dick Company, 
sent us clipping of a newspaper item 
about “Cellophane wrapped cockroaches” 
for fish bait. 

The story originated in Tupelo, Miss., 
and referred to the shipping of a quan- 
tity of roaches to Los Angeles where, 
under a patent process, they are pre- 
served and then packed in cellophane and 
sold to anglers for bait. The shipper 
estimates that he has sold more than a 
million roaches to fishermen at fancy 
prices. 

“Si” suggests extension of the bait in- 
dustry with grasshoppers, crickets and 
angle worms in similar wrappers with a 
“specialty line” of frogs in cellophane 
coat and pants and minnows in cello- 
phane mackintoshes. 

We recommend another old friend, 
that eminent fisherman “born with a fish- 
ing rod in his hand,” Henry Levy of 
Vicksburg, Miss., as “code authority” for 
the new industry. 

ea > 
Governor Witnesses Phenomenon 

Gus Trapp of Curtis 1000, St. Paul, 
Minnesota, Retail Governor of the Sev- 
enth District, had the unusual experience 
of seeing a mass northern flight of Ca- 
nadian ducks last fall, which it is the life- 
time ambition of every hunter to witness. 
While out rabbit hunting between New 
Prague and Montgomery, Minn., Mr. 
Trapp and two other hunters were walk- 
ing along a creek and came upon an all 
but inaccessible lake, called Mud Lake. 
Before coming to the lake it was impos- 
sible for them to see it as they were hid 
den behind a large hill. Suddenly they 
heard a humming like many aeroplanes 
and a sound as though a strong wind was 


coming up. They hurried on their way 
and the lake came into view, where they 
noticed that the sky was filled with ducks 


————E 





G. W. Trapp 


for a distance of a half mile in length and 
the width of the lake. It was all so unex- 
pected that the three hunters had what 
Gus terms “buck fever.”” The ducks were 





Typing at Three Miles a Minute -Theresa 

Borsik, Stewardess on Coast to Coast 

Planes, Is Said to Be the Nation’s Only 

Flying Stenographer. From “Local Odd- 

ities.” a Prominent Feature of The Chi- 
cago Daily News 
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flying so low thev could have knocked 
them down with a broom handle. They 
finally decided to shoot into the ducks 
and needless to say the hunters all got 
their limit at once. 

In this particular section of the coun- 
try these flights occur once in every seven 
years and very few hunters have ever seen 
them. Mr. Trapp is fortunate to have 
witnessed this phenomenon. 

Bank Christens Entrance with 

Ink 

Ink for christening, instead of cham- 
pagne—this is the precedent established 
by a bank in the state of Washington. A 
bottle of ink was broken on the sidewalk 
of Grand Coulee, Wash., where the gov- 
ernment is building a $63,000,000 dam in 
its $394,000,000 Columbia River power 
development project. This ink served to 
christen the new branch of the Spokane & 
Eastern Bank opened in December in this 
rapidly developing center where new bus- 
iness houses and offices are springing up 
as population is attracted by the vast fed- 
eral payroll. Joel E. Ferris, president of 
the Spokane institution, broke the bottle 
of ink for the christening ceremonies.— 
CML 

Hand Painted Mimeograph 

Letters Provide Profitable 
Publicity for Hollywood Film 

The actual cash “take” achieved in the 
mailing campaign on the movie “Kid Mil- 
lions” are now coming in. This unusual 
exploitation, which was described in the 
November issue of Office Appliances, 
centered round a Mimeographed letter 
which was artistically hand-colored in 
water colors. The “sets” of the picture 
were reproduced in their natural beauty, 
as were the costumes. In its first week 
at the Rivoli theatre of New York, the 
film grossed $55,000 — smashing the 
Rivoli’s record for a three-year period. 

One of the accompanying pictures 
shows Eddie Cantor, star of the picture, 





Some Screen Beauties Never Seen on the Screen. 


Scenes In HOLL Ywoop 


Left to right are Misses Virginia Wood, Hope 


Baily, Beatrice Gale, Helen Henshall, and Florence Pine, secretaries in the Paramount publicity 
department in Hollywood. The picture at the right shows Eddie Cantor, star of “Kid Millions,” 


typing notes on his Underwood portable. 
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using his spare time at the studio to type 
notes for stories and gags on his Under- 
wood portable typewriter. 

The other picture shows the steno- 
graphic division of the Paramount Pub- 
licity Department which is headed by 
Tom Baily. Through the use of a sound 
deadener pad under each typewriter and 
a recently installed ceiling of special 
acoustical material, almost complete quiet 
reigns in this office during working hours. 
The “Nu-Wood” ceiling was installed by 
the Accepted Material Company of Los 
Angeles.—ABL 

Petriny Buys New Coins 

Tom Petriny, manager of the type- 
writer division of the Remington Rand 
organization of San Antonio, Tex., en- 
joyed the distinction of being the second 
person in that city to purchase one of the 
new Texas Centennial half dollars minted 
by the government in honor of the one 





hundredth anniversary of Texas liberty, 
which will be commemorated next year. 
Mr. Petriny is an influential member of 
a local chapter of the American Legion, 
which was in charge of auctioning off the 
first coins, and his flier in Texas money 
set him back $24.50. 

All money raised over the face value 
of the coins will go toward a permanent 
exposition of Texas history at Austin.— 
BCR 

Big Game in Wyoming 

The reference to big game in the cap- 
tion has nothing whatever to do with 
cards. It refers to a trip recently taken 
to the Jackson’s Hole country by L. T. 
Wick, cashier of The General Fireproof- 
ing Company, after four-footed big game 
which more or less abounds in that region. 
Mr. Wick and a friend from New York 
bagged an elk and a moose, which they 
brought home, but they, with their two 
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guides, had a narrow escape when they 
were caught by a blizzard in the moun- 
tains thirty miles from Jackson’s Hole, 
short of food and without a tent. After 
incredible difficulties they won through to 
their destination. A blizzard in those 
mountains is a terrifying adversary. Trav- 
eling thirty miles in a roaring wind and 
snow storm with snow and sleet driving 
horizontally in a sixty-mile gale is some- 
thing to test the endurance of the strong- 
est. 

Jackson’s Hole has a history. Once 
upon a time years ago, it was said to be a 
rendezvous for cattle rustlers and other 
outlaws. A peculiar geological formation 
made entrance to the district difficult. It 
is said that there was only one way in or 
out by a narrow pass in the mountains. 
The place is fertile, with good feed and 
abundant water and is now law-abiding 
and prosperous. 


WATCH YOUR STEP 


The Maryland Notes 


Office appliance dealers often take notes containing a clause authorizing a confession 
of judgment if the instrument is not paid at maturity, and the Negotiable Instruments 


Act contains an express provision that such a clause does not affect negotiability. 


Suppose, however, that a note contains the following clause: 
“It is hereby further agreed that at any time judgment confessed shall be entered 


in a proper court against the maker or makers, for such sum as may be due hereon, 


and costs, and 10 per cent additional to said sum as a fee.” 
In ruling that this did not impair negotiability of the note, the Maryland Court said: 
“If the provision was simply that the judgment might be obtained ‘at any time,’ the 


contention would have to be sustained.” 

\ note providing for a judgment “at any time” was considered by the same court 
in a later case reported in 122 Atlantic Reporter, 7, where the court ruled that a con- 
fession clause authorizing the entry of judgment even before the maturity of the note, 
destroyed its negotiability. 

” *~ + 
The Date of the Repudiation 

A Michigan dealer had sold appliances to be delivered on a certain date. 

“In reference to our last order, would be glad if you could delay delivery for two 
weeks,” the buyer wrote. 

“Will be glad to delay delivery, as you request,” the dealer wired back. 

“Have bought elsewhere, so will not require your appliances, and refuse to accept 
delivery,” the buyer wrote a week later, and the dealer sued for damages for the loss 
he had sustained. 

“My first letter was a repudiation of the contract, and the damages must be based 
on the price of the appliances at that date,” the buyer argued. 

“The contract was not repudiated until your second letter definitely refusing to 
accept the appliances,” the dealer maintained, and the Circuit Court of Appeals ruled 
in his favor in 296 Federal Reporter, 9. 

“The second letter was indeed a complete and unjustified repudiation,” the court said. 

* * * 
The Delayed Shipment 

\ Kentucky office appliance dealer had bought appliances, the seller agreed that 
the shipping charges should not be more than a certain amount, which it was shown, 
was the rate for shipment by boat. 

The seller shipped by boat, the appliances were delayed in transit, and the dealer 
sued for damages for the delay. 

“You should have shipped by rail, and in that case the appliances would have arrived 
promptly,” the dealer pointed out. 

“Nothing was said about how the appliances were to be shipped—I guaranteed that 
the shipping charges would not exceed a certain amount, which was the rate by boat, 
and the courts will hold that we contemplated shipping by water,” the seller main- 
tained, and the Kentucky Supreme Court ruled in his favor in 183 S.W. 913. 
well be presumed that, inasmuch as the river rate was mentioned in the 
the court said. 


“It may 
contract, this was in the minds of the parties at the time,” 








NEW MACHINES AND DEVICES 





Sturgis Brings Out New Chair 


“Number 28” is the numerical designation of the newest 
chair just brought out by the Sturgis Posture Chair Com- 
pany of Sturgis, Micl 

Che seat of the new chair is 19% inches square and is 














The Sturgis No. 28 Tubular Steel Chair 


s aped . as to give comtort to the user, the center beings 


rounded out a little lower than the sides [The back is 


scientifically designed to promote the comfort of the sitte 


rewardless of his or her size 

Che chair presents no screw-heads, bolts or nuts to mat 
its symmetry, these, owing t the Stur@is construction, 
being hidden without sacrificing strength 


The tour legs have rubber tips. Metal parts are avail 


able either finished in chromium plate or a variety of colors 


in Dupont enamels 


The No. 28 chair is to be had either in real or imitation 
leather upholstering over genuine curled hair pads. The 
hair throughout is made of best quality materials. Never 
theless it is priced at a figure which should make it attra 
tive to dealers and their customers. It should find use in 

thces, waiting rooms, etc 


—_— > 
Victor Safe Announces Unit Legal Filer 
The Victor Sate & 
wanda, N. ¥ . has 


Li il Filer \ his a your er brother of the Unit 


Equipment Company, North Tona 
sent out descriptive literature on the new 


{ rit 





The D-40 Deep Throated Neva-Clog Stapler 


Letter Filer, several thousand of which have been sold by 
dealers since their introduction a short time ago 
The new Unit Legal Filer is 15 105¢ inches 


high and 17 13/16 inches deep on the inside 


inches wide, 
Outside meas- 
wide, ll 11/16 
Clear filing depth is 17 


urements including handle, 17% inches 
inches high and 1934 inches deep. 
inches. The net weight is twenty-one pounds and shipping 


weight, twenty-five pounds. This new filer is finished in 
olive green with stamped bronze hardware. 
Some New Stapling Devices 

Neva-Clog Bridgeport, Conn., have 
put on the market a new line of Neva-Clog staplers includ- 
ing the Model Model D-30 desk 
type stapling machine; Model D-40 desk type stapling ma 
chine and the Model D-40X extension typ« 

The Model J-30 has a two-inch throat, which enlarges its 


It also has the Neva-Clog ejector bar 


Products, Inc., of 


J-30 stapling plier; the 


field of usefulness 
The concealed safety lever prevents jamming or clogging. 
The device weighs ten ounces and is said to operate with 
unusual ease 


The Model D-30 desk typ« 


signed and has an inclosed safety lever which prevents an- 


machine is attractively de- 


other staple from entering until the channel is clear. It 


operates with a minimum of pressure Either permanent 


or temporary fastening is obtained by a simple backward 


or forward pressure of the body of the machine on the 


base. The machine has satin nickel finish and black relief 
de sign. 

The Model D-40 is a larger desk machine, having the 
same modern design and construction as the D-30. The 


inches from 


stapling five 


throat is deep enough to allow 





The New D-30 Neva-Clog Desk Stapler 


the edge of the paper. Both temporary and permanent 
lever and the 


detail It is 


fastening are obtainabl There is a safety 


machine is accurately constructed in every 
finished in satin nickel with black relief design 


Model D-40X is a deep throat machine with the same 





The New J-30 Neva-Clog Stapling Plier 
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specifications as D-40 except that the machine is mounted 
on a spring arm which allows stapling twelve inches from 
the edge of the paper or cardboard. 


——> 


New File Protects Large Sheets 
A useful method of tracings, drawings, 
Globe-Wernicke 
Cello-Clip map and plan file illustrated below. C. W 
“This 


them-up’ method of filing saves time, valuable floor space, 


filing blue prints, 


art work, maps, etc., is provided by the 


Ham- 


ilton, sales promotion manager, says of it: ‘hang- 


and greatly reduces the amount of equipment required.” 


Sheets may be referred to without removing them from 


the cabinet, but they can be taken out and replaced 
instantly 
The Cello-Clip principle prevents the folds, wrinkles, 








The Globe-Wernicke Cello-Clip Map and Plan File 


friction marks, dog-eared and curled edges that seriously 


damage and deteriorate valuable material. Records and 
drawings are kept clean, flat and accessible. This also 
makes practical the use of tracings, vellum and bond 
papers, saving hours in the drafting room. 


The cabinet is made of structural steel, while the patented 


Cello-Clip device is unusually strong and in laboratory 
tests has been removed from the rods and replaced as many 
as three thousand times without showing signs of dete 
noration 


Se 


Chicago Company Announces New Stencil 
Duplicator 

Duplicator Company, 180 West Wash 

manufacturers of Speedprint dupli- 


Phe 


ington street, Chicago, 


Speedprint 


cators, stencils and inks, are announcing the Speedprint 


duplicator which is sold at a particularly attractive price. 
The design of this duplicator is simple and its operation is 
It is claimed that the new 


positive as well as speedy ma- 


chine will do the work of any stencil duplicator of its type, 
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and that it is really a remarkable value for the money 
asked. 
The machine is automatically adjusted to any thickness 


of stock up to one inch. There is an automatic ink 





The New Speedprint Rotary Stencil Duplicator 


spreader which prevents variation in the tone of the work 
production. The light in 
It is furnished with a metal cover 


and speeds up duplicator is 
weight, a portable unit. 
and carrying case. 

This duplicator is a full size machine, taking postcard to 
legal size paper. There is a patented feed guide, a Speed 
print exclusive feature, which makes the operation of the 
machine very simple. A patented spring suspension of the 
impression roller permits equalized pressure on all parts 
of the paper. 

The impression roller is provided with a drop release to 
remove tension when not in use and to keep the roller free 


from ink eee re SE 


Bittman Patents Line Gauge for Typewriters 

H. U. Bittman, sales manager of A. W. Faber, Inc., 41 
Dickerson street, Newark, N. J., has invented and patented 
a new and simple line indicator or gauge for typewriters 
Compact in design, this little device is intended to take 
the place of the right hand paper finger on the typewriter 
A corrugated wheel in the rear is held against the paper 
in the machine at a tension. As the typist progresses, a 
dial on the front indicates the number of lines written, or, 
conversely, the number of lines from the bottom of the 


sheet. A knurled knob at the top permits of easy adjust 

















The Bittman Patented Line Gauge for Typewriters 


ment for return to zero as a new sheet is inserted into the 
typewriter. 

Mr. Bittman will be happy to supply detailed information 
to any responsible manufacturer who can make and mar- 
ket a device of this character. 

ae A 


The AdjustAfile for Desk Top and Cabinet 


The AdjustAfile Company, 343 South Dearborn street, 
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Chicago, has brought out a useful desk top file under that as 1934. It is declared that the device, which is simple in 

name. The file leaves are made of cold-rolled steel, with operation, will meet the needs of accountants, bankers, in- 

one inch wide chrome steel side rails. They are completely surance companies and others for a popular priced com- 

adjustable, and come in hand-processed walnut and ma mercial calculator 

hogany finishes The device will quickly give the answer to the large num 
Che device is said to perform the functions of a vertical ber of mathematical problems that must be solved in every 

desk rack and a desk letter tray. The weight and rigidity office. It is said to be a leader in speed and convenience 


of the dividers holds contents without sagging, yet permits 
the placing of letters into the file. A touch of the finger 
slants the divider forward, permitting removal of all con 


tents in a section or of one or more letters, as desired 


M & V Announce Improved Dry Stencil 

Mittag & Volger, Inc. of Park Ridge, N. J., offer the 
trade a top printed carbon cushion sheet dry stencil as a 
leading item in their line of Superior brand duplicator sup 
plies. It is stated that the new features of this stencil not 
only save operator’s time, but prevent eyestrain and insure 
entire accuracy when cutting the stencils 

Stencils are blue printed in white and white printed in 


blue as preferred, and assurance is given by Mittag & 





Volger, Inc., that the Hill patent is not infringed 
Che torm and figures are printed on the stencil and not 
3 a — . The Commercial Calculator Offered by Tavella Sales Company 
Ww < 





SUPERIOR 
ey STENCH [It will quickly give the interest on any principal at any 


rate for any length of tims It gives the number of days 


between any two dates, informs the user otf the correct 
selling price of any article to make any desired per cent 
f profit with any per cent of overhead. Problems involy 
ing wages by day, hour or week at any rate per hour are 
handled, also the reckoning of freight rates, cost estima 
tion, string discounts off of list prices and many othet 
problems of every day occurrence 

The Commercial calculator is a perpetual calendar, be 
cause it will give the day of the week for any date 

The diameter of this little machine is five inches and its 


shipping weight is eight ounces 


~ 
New Heavy Duty Package Scale 

The Hanson Scale Company of Chicago recently brought 
out a new heavy duty package scale available in three 
capacities, fifty pounds, one hundred pounds and two hun 
dred fifty pounds The scale is very simple to use, the 
user having to do nothing but put on the packages and 
read the weight. The scale itself weighs nineteen pounds 


Figures are large and readable in black on a white back 


M & V Top Printed Dry Stencil 


n the backing sheet The ink used will not offset on the 
typewriter platen and the stencils are guaranteed not to 
injure the rollers either of the writing machine or the 
duplicating machine Line numbers run down on the left 
} 


and up on the right hand side, showing at a glance W 


many lines have been used and how many more can be 
written \ carbon cushion sheet is inserted in each stencil 
to eliminate the necessity of first removing the usual intet 


leaving sheet and inserting a sheet of carbon paper 


Che company has prepared an illustrated trade price list 
with descriptions of the entire Mittag & Volger line of dry 
stencils, duplicating inks and supplies 

— 





Tavella Company Offers New Handy Calculator 


Che Tavella Sales Company, engineers and drafting room Hanson Heavy Duty Package Scale 
supplies, 25 West Broadway, New York, have perfected 
the Commercial Calculator, which, while it was patented ground Che dial is eight inches in diameter and is pro 
January 17, 1932, has been undergoing changes. The basic tected by double strength glass, while the case is heavier 
patent was granted in the year named, but the scales of sheet steel. Every scale is tested with official weights be 
the calculator are new and were « pyrighted as recently fore leaving the factory and is guaranteed to be accurate 
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New Rotary Duplicating Machine 
The Duplicator Supply Corporation of Minneapolis has 
[ duplicator—the 


\utomatic—having features of interest. To make it light 
machine is built almost entirely of alu- 


announced the advent of a new rotary 
and portable the 


minum. It has a full legal-size drum mounted on ball 
bearings to give smooth, silent action. The automatic paper 
feed, it is said, accurately releases one sheet at a time, the 
registration being controlled by a mechanism involving a 
new principle 

The feed table is built so that it will handle any weight 


1r size of paper, from a postcard up to and including 8% 


by 15-inch sheets 

The automatic inking arrangement includes a closed drum 
containing a selected Chinese boar bristle brush which is 
controlled by an auxiliary handle attached to the handle 
of the machine. This brush gives selective inking. 

The machine is so designed that it will use any standard 
stencil from letter to legal size. 

There is a clock dial set-back counter which enables the 
user to set the dial at any number of impressions wanted. 

rhe machine is said to be simple in construction, every- 


thing unnecessary having been eliminated 





The Automatic Rotary Stencil Duplicator 


All necessary supplies are furnished with each machine, 
including a one-pound can of black ink, six stencil sheets, 
writing plate, stylus pencil, dust cover, bottle of correction 
fluid, and instruction book 

a 
A Filing and Finding System 

The Instant finding series developed by Sales Service, 
Room 1110, Hartford building, Chicago, Ill., includes the 
following: 

The Instant finder, the Instant sorter, the Instant router, 
the Instant desk recorder, the Instant work file and the 
Instant mailing guide. 

The finder is for filing and finding anything filed or 
stored regardless of size or location. It is described as 
an aid to existing systems, not a replacement, providing a 
key consisting of a specially arranged master card or file 
by which things put away can thereafter be located quickly 

The Instant multiple sorting system is intended to do 
the work of the big card-sorting and selecting machines 
used by the railroads and other large business organiza- 
tions. It is said that the system can be adapted to any 
card system now in use. It is designed as an aid in select- 
ing and sorting any number of file cards, the work being 
done with an ingenious but simple color-marking system 
with guide cards. A maximum of 128 different classifica- 
tions can be made with the standard three by five card, 
and 160 classifications with the four by six card. 

An advantage claimed for the multiple or triplicate sys- 
tem is that the master file is never disturbed. It is always 
kept in alphabetical order, but it always carries the same 
selective code information as the cards filed by states and 
The master cards are red or pink, 
Duplicates are white, and are 
The triplicate, 


cities, for instance. 
being permanent records 
kept sorted by states, cities and districts 
or work or field cards, are blue, and are the working rec- 
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ords that are passed around to the several departments as 
needed. It is stated that with the Instant sorting system 
the classification can be changed easily, and cards can be 
marked for classification in any number from one to a 
hundred. 

The Instant router is a self-routing call card system for 
salesmen, collectors, inspectors or field men. The cards 
comprising the system, designed by a field man of thirty 
years’ experience, make it possible for the field man to see 
at a glance just where the next call is. The user can ma- 
nipulate the cards with one hand. 

The Instant desk recorder is a two divisional paper or 
card holder, one division containing paper or cards ready 
for use, and the other paper or cards after notations have 
been written on them. It is designed to protect brief but 
important information such as names, addresses, prices, 
grades, quantities, etc., given or received by telephone or 
otherwise. A supplementary box is provided into which 
each day’s notations are dropped, forming a semi-perma- 
nent record of each day’s calls. 

The Instant work file is intended to show the executive 
at a glance the things that must be done each day or on a 
certain day; the things that should be done at once if pos- 
sible, and the ones that can be left to be done when occa- 
sion permits. This file supplies a schedule of work and 
avoids dependence on memory. 

The Instant mailing guide shows twenty-three standard 
ways of building and maintaining a mailing or prospect 
list. Each of the twenty-three methods is explained in a 
simple, easily understood manner. Each is adapted to 
certain locations or types of business. 

Manufacturing and distribution rights for the Instant 
filing and finding system are for sale. 

a es 


Parrot Announces Fastener No. 7 

The Parrot Speed Fastener Corporation of New York 
ushered in the new year with the new Super “7” speed 
fastener which has received favorable comment from all 
The Super “7” is said to be a new de- 
parture in stapling machines. It is built to withstand hard, 
constant use, the improved type of stroke control enabling 
the machine to take plenty of punishment without neceés- 
The corporation guarantees that the ma- 


who have seen it. 


sitating repairs. 





Parrot Speed Fastener No. 7 


chine will not clog and will last indefinitely, free from rust 
or corrosion. It has an automatic feed control and loads 
two hundred ten staples of standard size. An optional 
opening is provided for bulky material. By introducing 
the newly invented ridge embossed in the side plates, sta- 
ples are firmly controlled, thus eliminating clogging. 

Besides the popular chromium model, which retails at 
$6, there is a gold plated executives’ model which sells for 
$7.50, a very handsome machine. 
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Low Priced Rotary Automatic Feed Duplicator dial number, the number of the kilocycles, the name of the 
Weller-Mundorf Company, 1033 South Broadway, Los program and the network over which it is broadcast. 

Angeles, Calif., has placed on the market the Nuomati [here are spaces tor listing thirty-eight programs for each 

rotary duplicator equipped with an automatic feed. | day of the week 

In addition to single copy sales, the publishers recom- 
mend the Radio-Dex as an advertising gift Its makeup 
is flexible, permitting imprinting on the front cover or the 
insertion of additional sheets printed with special copy as 
de sired 
The retail price of the Radio-Dex is ten cents a copy 
The Nuomatic Stencil Duplicator 

new machine is made in two sizes, Model J for letters and 

smaller, and Model K for legal size sheets 
The Nuomatic is of the open drum type and is said to 

have a printing speed of up to 150 copies per minute. It ts 

mechanically simple having only two adjustments for ac 

tual operation. A trigger releases the press roller and the 


“devil tail” paper feed simultaneously 
Che new machine weighs only 7% pounds and is finished 
n durable, wrinkle-baked black or brown Greater Jeadio 
Che retail price of the letter size Nuomatic is $39.50, and . ” Cnyoyment 
the price of the legal size machine is $44.50 
-— 
Bates Brings Out New Fastening Device 


The Bates Vertical Bag Fastener has recently been of 








ie Bates Manufacturing Company, 








fered to the trade by tl 
20 Vesey street, New York City This fastener is in the 
nature of a special stapler to meet the demands for a 


machine that will staple bags in a vertical position. It ts 


said that this machine has a remarkably easy action and 





Radio-Dex Booklet for Charting Radio Programs 


When sold as an advertising gift the price varies, of course, 
in accordance with volume, printing required, et Sam 


ples are available on request 


— 

Slipsheeter Valuable Adjunct in Duplicator Work 
The Niagara Duplicator Company of Oakland, Calif., 
has recently developed the Niagara slipsheeter which pre 
vents the smearing of ink wher stencil duplicator work is 
done on hard-coated paper. This slipsheeter automatically 


inserts a non-smearing panel or slip sheet between eacl 






two sheets of imprinted stock as they are run through the 
Niagara duplicator. For convenicnee, the panels are louse- 
ly bound in groups of seventy-live \ group ts handled 
as a unit, being inserted in the slip-sheeter with ease, and 
' an be removed from the stock without disturbing the 


Ay z Py 
A 
\ 





Bates Vertical Bag Fastener 


nserts staple s within one-eighth of an inch of the product 
in the bag \t a few dollars additional cost, this staple 
in be equipped with a punch that punches a hole and in 
erts a staple u ne operation 


a 
A Booklet for Personal Charting of Favorite Radio 
Programs 
The new “Kad Dex” chart, copyrighted by Max Green 


span f Rad Dex Publishers, 317 West Monroe street, 





Chicago, Illinois, is designed to provide a convenient means 

if recording, in a readily accessible form, all necessary 

data of schedule of the user's favorite programs on any The Niagara Slipsheeter 

and every day of the week The Radio-Dex is a booklet 

and contains a chart for each dav of the week binding, the whole seventy-five sheets being taken out at 
[The chart provides space for indicating the scheduled one time 

starting time of programs, the stations broadcasting, the Che device is declared to be extremely simple, as well as 
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efhcient, acting positively at all speeds. It is sold with the has an automatic, clog-proof ratchet, and the action 1s 
duplicator or separately for attachment to duplicators in smooth, easy and positive The design gives a stream 
this line already in uss lined effect and the finish is attractive Che machine loads 
—_———a with 210 standard size Hercules staples at one filling. There 
Dictaphone Corporation Brings Out New is an unconditional lifetime guarantee 
Transcriber ——— 
The Dictaphone Sales Corporation, New York, N. Y., General Display Works Present a Dry Stencil 
announces a transcribing machine which has new and inter Coating Machine 


The dry stencil coating machine here illustrated was 
recently built for a large stencil manufacturer by the Gen 
eral Display Works, 145 West Twenty-fourth street, New 





Che Dictaphone Nuphonic Transcriber General Display Works Stencil Coating Machine 


esting features. This new machine was recently announced — york, N, Y., manufacturers of special machines. The ma- 
by the Dictaphone organization in a series of branch man chine is of the semi-automatic type, and delivers fifty-five 
ager meetings held on December 1 throughout the country quires of stencils per hour, coated and dried, ready for 
The Model B 12, as it is called, features Nuphonic repro- mounting. = Ps 

duction which is said to represent a new achievement in 

phonetic reproduction. It is said to provide a new stand General Fireproofing Company Gets Award 
ard of clarity, volume, pleasantness of tone, frequency The General Fireproofing Company of Youngstown, 
range and the reduction to a minimum of all surface Ohio, recently received official notification from the Good 


sounds 
The new transcribing machine includes an automatic 
motor switch, new ejector and lock, new volume control, 


new tone control, new hearing tube and other improve 


ments 2 ~~ 


Consolidated Announces New Hercules Fastener 


Phe Consolidated Staple Company, Inc., 146 West Twen 





G-F Aluminum Stool for Institutional Use 
i 
Housekeeping Institute that its aluminum kitchen stool No. 
4356-30 had been tested and approved. This stool is one 
of a series of institutional chairs which the company is now 





The New Hercules Stapling Machine : ; z : . fer t wae" 
manufacturing following its purchase of the institutional 


tvy-eighth street, New York City, has brought out a new aluminum chair line formerly manufactured by the Alumi- 


Hercules fastener having distinctively useful features. It num Company of America. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 
offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 
and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 
are not so many as at Chicago, there 


While the facilities at New York 


will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In swhscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 


London, December 15, 1934 
The recent Royal wedding ot the Duke and Duchess ot 
Kent has given a good send off for ¢ hristmas trade It is 


festivity has been taken up 


many a long day since a public 


so heartily in offictal and trade circles London was be 


crowded, for even the day 


West 


almost impassable by car so 


flagged and crowded—really 


before the wedding such fashionable End streets as 


Bond street were dense were 


the crowds of visitors. It is estimated that upwards of a 


million pounds sterling was expended in connection with 


the event I haven’t heard of any vast orders maturing 


in the office appliance trade as a direct result of the wedding 


festivities (although I did have a nice little order out of 
them) but this is all money in circulation It is a good 
sign and we, as a trade, are bound t reap the benefit in 
due time 

Throug! kindness of Mr. W. Desborough, O. B. E., 
general manager ot Powers Samas \ccounting Machines, 


| td.. l was abl t see a very compact and well run Powe rs 
| 


four installation in the offices of the well-known (over 
here) firm of McLeans, Ltd., who manufacture toothpast 
and a whole range of other medical preparations. As thet 
business is with retail chemists in the main, they have a 


of small orders for quick execution 


very high percentage 


Close study of their problems by the secretary of the com 


pany, H. G. Lazell, F. C. I. S., has resulted in an almost 
perfect system of invoicing, costing and credit control 
With some 18,000 accounts, of which 11,000 are constantly 
active, they reckon to get all invoices out the day alter 
the goods have left and all statements posted by the second 


| 


working day of the assured by their 


month We 


equipment could handle 
They do not 


were 


accountant that their twenty-five 


percent increase without undue pressure 


rking with the minimum of staff and asking 


believe im W 


work at high pressure his is a principle 


| think is definitely right because when office and factory 
staff work at high pressure mistakes and bad work are sure 
to occur. I] was much impressed by the unhurried efficiency 
evident everywhere and by the courtesy and patience with 
which I was shown the installation 

You may remember my reporting last year that directors 
of Block & Anderson, Ltd 
viga, Poko, 
that the executives of some of their important clients might 


Fired by their 


(distributors of Ormig, Bruns- 


etc.), arranged a business tour to Germany so 


visit a few well known factories and offices 


first success, the directors recently organized a second 


trip. As they have only just returned at the time of writ 
ing, I have not heard of their adventures, but the list of 
the companies represented was a formidable one. One 
cannot but admire their courage in this enterprise 

We have just had the first 


Office Appliances Trades Association since the recent elec 


monthly gathering of the 


tion of chairman and executive. It was purely a “business” 


meeting—although quite informal The luncheon was 
splendidly attended—sixty-seven out of a possible eighty 
nine members being represented This may have been 


to the subject under discussion—exhibitions- 


to the excelle nt 


largely due 
although thanks are also due “whips” put 


on by the chairman, Mr. E. C. Rylands. The speeches 
being largely on domestic matters, it would be out of place 
to discuss them here in detail. The chief aspect of this 
exhibition question centered around the question of the 
association of altering its present policy of running a very 
limited number of big exhibitions in London and provinces 
and leaving the smaller towns for the attention of a small 
exhibition company which is largely, although not wholly, 
track The 


marked of late 


composed of members of the activities of this 


exhibition company have been so that many 
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members felt that the association should alter its present 


policy and take over the control of all business shows 


Moreover, it was strongly expressed that we should get 


larger attendances if we admitted as exhibitors firms outside 
trade but whose 


the strict circle of the products were of 


real interest to office and factory executives—such products 
as electrical and air conditioning plants for example. Any 
us speeches of quite a number of the 


several of the “old bri 


how, after the vigor: 


association members—including 


gade,” past chairmen—I am sure that the new executives 


have plenty of food for thought. In fact, these provocative 








Mr. E. C. Rytanps 

(Carter-Parratt, Ltd.) Chair- 

man of the Office Appliance 

Trades Association of Great 

Britain & Ireland, 1934-5 

views and criticisms will do a world of good. It ts so easy 
to get into a rut and a complacent state of mind that all's 
right with everything 


I hear that the new executive has appointed several strong 


sub-committees—the usual ones and a new one to study 


the question of “improving trade relationship and promot 


ing harmony and mutual confidence between the various 


sections of the industry.” Mr. E. ¢ Rylands, the new 


chairman, is taking his job of work very seriously, from all 
| hear. We have already had one or two innovations 
including the Rotary practice of small tables at the luncheon 

and I believe he has several other ideas for increasing the 
usefulness and prestige of the trad 


} 


\ number of branches have recently been formed of the 


Cypewriter Traders Federation. I have already told you 


something of their activities in London, and one of the most 
recent branches, formed about six months ago, is the Bir 
just held their first big function 


Frank Ford, at 


mingham one Chey have 


a dinner under the chairmanship of Mr 
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London executives and their 


which they entertained the 
wives, the chairman and secretary of the Manchester Ex- 
hibition. I hear the Lord Mayor of Birmingham was also 
invited but had to cancel his visit at the last 
owing to affairs. Afterwards the 
whole of the members and a number of friends, 600 in all, 
retired to a dance hall, which was gaily illuminated. The 
dancing went on to the early hours and as a result of the 
tickets sold and a number of competitions, over £85 was 
raised for charity purposes. I hear Mr. Fred Barlow, the 
honorary secretary of the Birmingham branch worked very 
hard to make this show an undoubted success. 


moment 


pressure of borough 


By the time this is in print Christmas festivities will be 
over and we shall be facing up to a brand new year. May 
it be May we all meet it with courage. 

-VE]J 
———=—____.-- 
Leipzig Fair Dates Announced 

The Leipzig Trade Fair will be held from March 3 to 10 
inclusive, maintaining the schedule followed for over 700 
Indications of a general upturn in world trade are 


a hopeful one. 
Best wishes to everyone 


years 
found in the advance bookings which assure an attendance 
of 100,000 business men from seventy-two countries. More 
than 8,000 exhibits will be contributed by a score of the 
leading countries, including the United States. 

A special effort is being made this year to extend inter- 
national trade relations with foreign countries. The re 
quirements of oversea countries have been carefully studied 
Since Leipzig has been the great clearing house for cen- 
turies, it will lead the way in encouraging internal and for- 
cign trade. Following its ancient schedule, the Fair will 
be held for a single week, making it possible to shop the 
world markets represented in the Fair in a few days with 
important economy of time and money. 


SS ee 


Remington Manager at Leicester Retires 

Mr. W. B 
England, for the Remington Typewriter Company thirty 
A lengthy and serious 
illness made it necessary for Mr. Hempsall to give up his 
with the company as a 


Hempsall, who had been manager at Leicester, 
vears, has retired from business. 
started 


accustomed duties He 
salesman, and became manager in 1912. 


ee 
Londoner Wears Paper Clothing 


The South 
the custom of a riding master of London, who wears riding 
habits of paper, which come to him from the Continent in 
dozens The 
printed, and the suits are complete with buttons. 


African Printer and Stationer commented on 


wrapped in cellulose sheets. patterns are 





Extensive Display of Underwood Elliott Fisher Products at the Exhibition of 
Business Systems Held in Hull, England, October 30 to November 2. 





Swedish Manufacturer of Visible Card Systems 
Changes Name 
manutacturer 


Skandex visible card record system, is now operating under 





Drawer Unit of the Skandex Visible Card 
Record System 


Aktiebolaget at 
The Skandex line of visible equipment was 


name Svenska Skandex 
announced and briefly described in the September issue of 


equipment was available accompanying plate shows 





Dag Bentzen, Underwood Elliott Fisher dealer in Norway, 
with two Oslo business men, after their return from a quick 
tour of southern Norway by aeroplane. 


Bonus by Bar-Lock Company 


all departments of the Bar-Lock typewriter 


rent trading vea 





OFFICE APPLIANCES 


British Industries Fair of 1935 

rhe British Stationer reports that the Department of 
Overseas Trade is employing a record number of languages 
in organizing the 1935 British Industries Fait An official 
identification card has been issued, which entitles the 
holder to reduced travel rates. This card is issued in 
English, French, Dutch, German, Swedish, Danish, Nor- 
wegian, Italian, Polish, Finnish, Czech, Serbian, Hungarian, 
Portuguese, Lithuanian, Estonian and Latvian. A separate 
identity card has been issued in Spanish 

The British Industries Fair opens at London February 
18, and the engineering and hardware section opens at 
Birmingham May 20 

a 

Sengbusch Produces New Counter Display Piece 
A new counter display and selling outfit for Dipaday 
pens was recently released by the Sengbusch Self-Closing 
Inkstand Company of Milwaukee. The case is of wood 
in a modernistic design finished in black and trimmed in 


silver. It is arranged to invite sampling by people who 





~ 


New Sengbusch Counter Display for Dipaday Pens 


come into the store Demonstration, it is said, is the eas 
iest way to sell this type of pen. The display is expected 
to bring about a substantial increase in sales. The case 
displays a dozen pens which includes a complete variety, 
and seven combination units with sockets and ink wells 
In the back part of the case are six compartments for 
storing Dipaday pens and points 

A combination deal including the case completely fitted 
with merchandise has been arranged to introduce the new 
piece to the trade 

- 
Our Debt to the Arabs 

W. G. Sibley, who writes “Along the Highway” for the 
Chicago Journal of Commerce, paid his respects to “The 
Calculating Arabs” in one of his articles 

“The Arabs have been a very learned people who studied 
sorcery, schools, practical science, medicine and surgery, 
astronomy, commerce and invention. Their invention of 
the Arabic numerals alone was sufficient to make them 
immortal in human history. They overthrew the Roman 
numerals, a clumsy and laborious system that made arith- 
metic a holy terror. 

“Pope Sylvester learned the Arabic characters at the 
Mohammedan university of Cordova, and introduced them 
into Europe. The cipher, which follows the 9 was the 
greatest invention among these Arabic numerals, because 
it, added to the other digits, increased tenfold their value.’ 

When we contemplate the perfected mechanism ofa 


modern adding and calculating machine we may realize 


what was spared civilization when the Arabic notation 


was developed 
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New Packaging for Star Brand Typewriter Oil 
Webster 
Mass., is 


Star Brand typewriter oil, made by the F. $ 


Company, 13 Amherst street, Cambridge, now 


offered in modern attiré Che changes are concerned only 
with the packaging and not with the oil itself, which has 
been on the market for many vears 


The new bottk background dotted witl 


blue 


rs gracefully 


with its 


’ 
brilliant Stars, tape 


from base to screw capped 





Counter Display of Webster’s Star Brand Type- 
writer Oil Put Up in Newly Designed Bottles 


top. It is not only artistic in design but efficient and eco 


nomical for consumers’ us¢ 


Special cartons holding a dozen bottles, each in a sepa 


rate compartment, make an effective dealer display. The 


} 


display card itself carrying out the general color schem« 


rounds out the ensembk 


Che manufacturer reports a fine response among dealers 


to the new Star 
telat 

Horder Bowling League Gives Big Annual Dinner 

is a preliminary report of the 


Horder B 


hic ivo, on the 


On page 68 of this issue 


annual dinner given by the wling League at the 


Hamilton Club, ¢ evening of December 27 


Che item bears the title, ““Horder’s Annual Bowling Party,” 


and the last paragraph gives a list of the sponsors of each 


of the ten teams represented in the club 
Each 


bow! under the names 


season the teams participating in the tournament 


of well-known manufacturers—a cus 





Annual Dinner of the Horder Bowling League at the Hamilton Club, Chicago, Thursday, December 27. 
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tom established in the early period of the league, which has 
been in existence for sixteen vears. 

The American “Venus” pencil team, consisting of “Wee 
Roger” Cox, captain, Ed. Kuhlmann, Eddy Floun and Art 
Lovig, won first place, closely followed by the Carter’s Ink 
team—“Don” Willis O. Saunders, Carl Carlson, Tommy 
Aldrich and “Keep Smilin’” Ben Gerber. The other eight 
teams in the league were as follows: 

Matty Fogarette, Al 
George Huber and Tony Dinello 

Eagle Mikado: Phil Lloyd, F 
and Johnny Rauen. 

E. Faber Mongols: 
and Al. Kennedy. 

Gibson Kards: Harold Wilson, Tony Peters, Art Philipp 
and Charles Green. 

Sanford’s Ink: Lee Johnston, Randel Krelle, Ed 
and W. J. Goodman. 

Dr. Scat 
car Tischer and Roy Kirchner. 

Volland Cards: 
Dini and Jo. Sargent 

Wilson-Jones De Luxe: 
Johnny Wilson and H 


Dinner was served promptly at 7:00 o’clock, and during 


Dixon’s Ticonderogas: Fournier, 


P. Seymour, John Amato 


H. G. Horder, Reynolds, Bert Krelle 


Bach 


Refinishers: Charlie Bird, Harry Mueller, Os 


Homer Schulenberg, Eddie Shapiro, S 
Chess Stone, Sammy Siedband, 


Hinson. 


the meal there were no speeches other than introductions 
and words of welcome. The entertainment was exception- 
ally good, and there was good local talent from among the 
teams to add to the enjoyment. 

Bill Cox of The Carter’s Ink Company presided, assisted 
by all the members of the manufacturers’ group mentioned 
in the item heretofore referred to, and by the officers of the 


Horder 


Schulenberg, 


Bowling League—Ed. Shapiro, president; Homer 


secretary; and Benjamin Gerber. 

Thirty-nine of the forty bowlers were present, together 
with sponsors and guests. 

The event was an emphatic success and reflects credit on 
Mr. Cox, his associates among the manufacturers, and the 
bowling league officers. 

The menu card of the dinner, by the way, was clever and 
humorous, and the excellent art work was done by P. D. 
Lloyd of the Horder window display department. 

The second half of the bowling season will be under way 
about the middle of this month, and the league will consist 
of ten five-men teams selected entirely from the personnel 


of the Horder stationery stores. The teams bowl every 
Tuesday night throughout the season beginning at 6:45 at 


the Bensinger Randolph street bowling alleys. 


Horder’s Bowlin Leaque 
Nine of the 


ten manufacturers’ representatives who sponsored the teams are standing at the rear. 
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New York Manager F. E. Van Buskirk and London Manager H. E. Stiles of L. C. Smith & Corona 
Typewriters, Inc., Atop the Empire State Building, New York, N. Y. 


“Higher Ups” of Typewriterdom Higher Up 


England, manager for L. ( 


Harry E. Stiles, London, 
Smith & Corona Typewriters, Ltd., since 1928, visited 
the United States in December. While in New York City, 


he called on his old friend and associate, Francis E. Van 
Buskirk, New York metropolitan manager of the Smith 
Corona organization, having charge of the five boroughs of 
New York City and of with Westchester 
ounty on the North. 

Mr. Stiles and Mr. Van Buskirk have been close personal 
friends through their long careers in the typewriter busi- 
ness in which both started as salesmen and by enterprise 
advanced to important executive positions 


Long Island, 


and industry 
And in the process achieving by good will the high regards 
of those with whom they came in contact 

Che photograph here reproduced is particularly interest 
ing in showing the managers of the L. C. Smith & Corona 
branches in the two largest cities in the world on top of 
the tallest building in the world 

Mr. Van Buskirk that he had 
been to the top of the Empire State building, although it 
street The 
hundred two stories high—twelve hundred 


confesses never before 


is across the from the Smith-Corona office. 
building ts one 
forty-eight feet from the street to the top, affording a mag 
nificent and New York and adjacent 


The Chrysler building, shown in line with the 


impressive view of 
country 
telescope, is between two and three hundred feet less in 
height than the “Empire State East River, with Welfare 
Island and Queensborough Bridge can be clearly seen at 
the right of the Chrysler building. The famous Hell Gate 
is at the upper end of Welfare Island 
—_—»— 
The Neva-Clog Mystery Story 

In last month’s issue we hinted that the stork was about 
to fly Neva-Clog Products, Inc., and 
bring something entirely new to the field of stapling de 
shown presents steps in the 


over the factory of 
vices Che illustration hers 
campaign to interest the public in the coming event. Six 
picture pieces are presented in colors showing a stork fly- 
ing through a question mark and bearing a burden; a hand 
holding something that looks like a shadow of a stapler 
with a fierce and powerful jaw; another picture showing 
something that looks like a fortification but is a desk sta- 
pling machine; another view of a different stapling ma 
much shadowed, and finally, in yellow, a soft 


chine very 


picture of a new type of machine for stapling purposes 


The pictures are all soft and shadowy except the picture 
of the stork flying across what seems to be the face of the 


moon. Yellows, blues, etc., are used for these different 





The Neva-Clog Teaser Campaign Mailing Pieces._This is 
a reduced reproduction of the final piece and is made up 
of the five preceding pieces. 


mailing sheets which are nine inches wide by twelve inches 
long. 


The new machines are being announced this month. 


enininsaitiatenanaee 

Alford Wins Trip to Factory 
C. A. Alford, a typewriter salesman of Remington Rand's 
organization in San Antonio, but working out of Austin, 
has been awarded a special trip to the factory in apprecia- 


tion of his high sales volume.—BCR 
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Texas House Celebrates Half-Centenary in 
Unusual Way 


By C. B. Bailey 


The Dorsey Company of Dallas, Texas, on November 22 
last celebrated the 
the business by an elaborate program for the benefit of the 
company’s customers and other friends in Dallas and the 
surrounding territory. The celebration really started on 
November 19, when the 
unusual window attraction which brought out the features 
of the office of 1884 as compared with those of the modern 
This window display, which lasted from Monday 


curtain went up, so to Say, on an 


othce 


inclusive, stopped an estimated 12,606 people, 


to Saturday 
and during Thursday, which was celebration day, 600 peo- 
ple visited the and from 2:00 until 5:00 P. M. were 
shown through the entire establishment, where they saw in 
of the most complete merchandising and 
Lone Star state, 


store 


operation one 
manufacturing plants of its kind in the 
including all store departments, and typesetting, printing, 
engraving, lithographing, ruling and blank book making 
departments 

The window display contained two ofhce groups—one in 
the mode of 1884, and the other in that of 1934. Six unem- 
ployed young people were hired as “actors” in the anni- 
versary week 
1884 there was an office manager or president, his secre- 
tary, and a bookkeeper who sat on a high stool before a 


window presentation. In the office as of 


high-topped desk and pored over several canvas-bound 


ledgers. Both president and bookkeeper wore clothes of 
1884 style, and their upper lips were 
long, black The 
wore an old fashioned high necked dress with long mutton- 
Her 
There was an 
1860 by a 


founders of the Dorsey business, an old 


ornamented (?) with 


woman secretary 


moustaches young 


leg sleeves and the merest suggestion of a bustle. 
hair was done in a coil on top of her head 
iron safe in the office which had been used in 
forefather of the 
clock, an ancient roll-top desk and other accessories of the 
office of fifty years ago 

Contrasted with the above was a modern office with a 
smartly dressed executive at his flat-top walnut desk, the 
equipment, present day 


modern stenographer and her 


mechanical and accounting devices electrically operated, 
filing cabinets and all the other essential equipment of the 


modern office 


fiftieth anniversary of the founding of 
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Two of the actors were given copying to do. The others 


pretended to be working. One of the men with a mechani 
cal counter kept watch of the crowds in front of the win- 
dow and counted the number of persons who stopped each 
day to examine the display. Notes were also taken of the 
weather conditions, and the record for the week disclosed 
the following facts and figures: Monday, rain, 824 persons 
examined window; Tuesday, one and one-half hours rain, 
3,679 persons; Wednesday, one hour of rain, 2,401; Thurs- 
day, cold weather, 3,023; Friday, fair, 2,979; Saturday, 
closed at one o'clock, 600. 

The actors were kept in the window 
morning until six at night, except on 
house day, when the window was animated from 2:00 to 
9:00 P. M. 

The 600 persons who registered on Thursday received 
useful souvenirs and were served with refreshments. 

For the occasion 2,200 large rolled invitations 
somely printed, were mailed in tubes to country customers 
urging them to attend the celebration on open-house day, 
when business would be suspended and the resources of 
the company would be devoted to entertaining. Radio pro- 
gram announcements were also included on the invitation 
and those unable to attend in person were urged to tune 
in for the luncheon program of the Dallas Salesmanship 
Club which would be dedicated to the Dorsey Company’s 
country customers, 

Smaller engraved invitations were mailed out to all Dal- 


from ten in the 
Thursday, open- 


hand- 


las customers and friends. 
Thirty-six floral 
Henry Dorsey and his company 


received congratulating 
on their fifty years of 


pieces were 


service to Dallas. 


0 
Shaw-Walker Franchise at South Bend 

Business Systems, Inc., 112 West Washington avenue, 
South Bend, Ind., has received the sales franchise of The 
Shaw-Walker The principals are Maurice 
Tucker, Julius Tucker and Jay See Getz. While this com- 
pany is a new organization, its personnel is no stranger 
to South Bend or to The Shaw-Walker Company. B. A 
Tuttle, whose business has been absorbed by the new firm, 
He brings to Business Systems, Inc,; 


Company. 


continues with it. 
a wide acquaintance in South Bend business circles, as well 
Mr. Getz, who 
Bend after a 


as throughout the national association. 


heads the new company, returns to South 
number of years devoted to spreading the gospel of “S-W” 
systems and equipment in other cities. 





Dorsey’s FirtietH ANNIVERSARY WINDOW 
The portion of the window at the left gives a concrete idea of how the office and the 
employees of The Dorsey Company looked when the firm was organized a half century 


ago. 


In striking contrast is the modern office at the right. 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY ACTIV- 





ITIES FOR THE MONTH IN EVERY DIVISION OF THE INDUSTRY 


Pa NEWS 


¥ [| | 
— 


MISCELLANY 


L. A. Hawkes Releases the Reins Hawkes Manufacturing Company, manufacturer of thumb 
tacks, which later became the Hawkes-Jackson Company 


\fter over thirty years of active and progressive service 
, S so rest t ‘atherweight Eveshade 
to the stationery field, Lewis A. Hawkes has given up He was al interested in the Featherwe aA 


the affairs of the C. Howard Hunt 











Company 
In 1902 the reorganized Hunt Pen Company prevailed 


upon Mr. Hawkes to take a monetary interest in the busi 


active participation in 
Pen Company, Camden, N. J., to enjoy release from the 





daily grind of business He will continue as a director 
and officer of the corporation, and also to give it the bene ness and undertake the management Later he became 
fit of his experience and judgment secretary and a director. He continued his active interest 
Mae Blewkes wae horn at Salem in 1858 The family in the business until the close of the world war At that 
moved to Jersey City when he was three years old; at the time George Bartol, Jr., entered the business; he is now 
its president 
Che inception of stationers’ associations in the United 
States as we now know them was due to a conversation 
with Arthur Jackson, his partner. The associations of that 
day lacked some of the elements of success, especially the 
fraternal feeling The suggestion was made that each sta 
tioner boost his friends in the business. Here was the be 
ginning of the “Boost Clubs,’ which included stationers 
all over the country in their memberships, and helped to 
lay the groundwork for an association of national scop¢ 
The Stationers Association of Philadelphia was organ 
ized by Mr. Hawkes, the late Charles Mann and William 
J. Coane, Philadelphia manager of the Joseph Dixon 
Crucible Company. Mr. Hawkes was vice-president of the 
Philadelphia association nearly fifteen years 
Mr. Hawkes accepted an invitation from Fletcher B 
Gibbs of Shea Smith & Company, Chicago, to create the 
Poni beginnings of what is now The National Stationers Asso 
ciation and was one of its directors at the inception of the 
; . organization. 
age of hiteen, following the completion of his education, - 
\s a good citizen, Mr. Hawkes devoted time to the posi 


he took up the trade of making gold pens, penholders and 
pencils under the tutelage of John H. Knapp. While yet 


tion of councilman of the town of Merchantville, N. J 


With his charming wife, Mr. Hawkes has been an out 


in apprenticeship he undertook a course at Cooper Union, 
standing visitor to practically every convention of the sta 


New York In tive vears he graduated as a mechanical 

engineer—during his technical schooling he spent part of tioners’ national association, and very many of the regional 
his time with the house of Eberhard Faber in the gold pen meetings of stationers in the United States 

and pencil department. One of his accomplishments dur = ae 


ing this period was the manufacture of a reservoir pen, 
Sheaffer Pays Bonus to Employees and Announces 


Resumption of Dividends 
On December 18, 1,000 employees of the W. A. Sheaffer 


Pen Company, Fort Madison, Iowa, received an unexpected 


which won a medal from the American Institute. 

About 1911 Mr. Hawkes became associated with the 
Blaisdell Paper Pencil Company as a director and secre 
tary. He had charge of the sales. The factory output was 


merchandised through the salesmen of the Hunt Pen Com Christmas present in the form of bonus checks. Since the 


company is the principal industry in Fort Madison, the pay- 


pany, and their activity in promoting sales made a paying 
ment of the bonus checks had a tonic influence upon the 


business of the enterprise. Ultimately the industry ar 


rived at a point where the Blaisdell Paper Pencil Company general prosperity of the community 





organized its own sales force Having enjoyed several wage increases and the shorten- 


Later Mr. Hawkes took up work with the Spencerian ing of hours during 1934, the bonus came as a complete 
Company, continuing with that organization almost twenty surprise to the employees. None but three officials knew 


helped to organize the in advance of the “extra pay.” It amounted to four per 


years During this perioe 
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The Buyer and Seller Agree 
That It Was a Good Transaction. 

The tall gentleman is Roy Me- 
Kenzie, president of the Me- 
Kenzie School of Business, Chat- 
tanooga, which recently pur- 
chased the sixty-five new Royal 
typewriters shown. The other 
gentleman is M. F. Hicks of the 
M. F. Hicks Typewriter Com- 
pany, Chattanooga, who ob- 
tained the order. Within the 
sixty days preceding December 
10, Mr. Hicks sold more than 
one hundred new Royal type- 
writers to the schools of Chat- 

tanooga. 


of the entire earnings of each employee for the whole 
also extended to all Sheaffer branch offices 


cent 
year and was 
throughout America as well as to the sales organizations in 
Che smiling faces of the factory 


Sheaffer plant at the 


union 
workers as they left the 
closing hour with their bonus checks indicated quite clearly 
1934, indeed in Fort 


every state of the 


and office 
that Christmas, would be merry 
Madison 

On the same day that the bonus checks were distributed, 
W. A. Sheaffer, president of the company, announced that 
stockholders in March, 
1934 sales of the 


a substantial dividend will be paid to 
1935, after a lapse of two years Che 
company have gained steadily each month with the result 
that at the close of the fiscal year, February 28, 1935, the 
company expects to report profits substantially in excess of 
net was $236,000.00 The 

he face of the fact that gold, representing 


value of Sheaffer 


1933 when the dividend is to be 


paid in March int 
seventy per cent of the raw material 
products, has advanced seventy-four per cent in cost, and 


that prices to the public have not been increased. 


Mr. Sheaffer share of the company’s 
1934 record to the Plan” 
tends to increase the unit of sale and also increase employ- 


attributes a large 


“Selective Profit-sharing which 
This selling plan has been referred to 
Office Appliances 


entitled “Results 


ment and wages 
issues of 
booklet 
which is briefly reviewed at the close of the article 
Selling Key to 
Office 


in some detail in 
It is 


Count” 


previous 
described in the Sheaffer 
entitled “Constructive Recovery” by Mr. 


Sheatter in the December issue of \ppliances on 


pages 17 and 19 
— 
Standardized Equipment for Carpet Mill Office 
\n installation of steel equipment in the offices of James 
Lees & Sons ¢ 
instance of standardization in office equipment. 


ompany, Bridgeport, Penna., is an excellent 
This com- 
one of the largest manufacturers of car- 


known 


pany is said to be 


pet, woolen and worsted America, and 


widely among consumers for its “Minerva” knitting yarn. 


yarn in 





The office equipment was installed by D. M. Feldman, Nor- 
ristown, Penna. The offices of each department head and 
the general offices are equipped with Shaw-Walker desks 
and files. Seventy “Skyscraper” desks and tables, and 
forty Shaw-Walker free-coasting files are included in the 
installation. Shaw-Walker executive safes and “Fire Files” 
provide protection against fire for important records 

Mr. Feldman stated that originally a “Skyscraper” desk 
was installed for the purchasing agent. He was so well 
pleased with the rounded edges of the top, smooth drawer 
operation and solid construction of “S-W” desks that in a 
had furnished completely his own office, 


short time he 


which engages five persons. From the original installa- 
tion the company worked toward standardization by in 
stalling “S-W” steel desks as the wooden equipment needed 
replacement. When the into its new 
offices the standardization program was completed by in- 


stalling Shaw-Walker equipment throughout. 


company moved 








EXCUSE US, PLtAwes 


Removal Notice Gave Wrong Address 

In an item published in the December issue of Office 
\ppliances, it was that the Miller-Bryant-Pierce 
Company of Aurora, Ll, had leased space at 280 Madison 
avenue, New York, N. Y., to take care of increased eastern 
business. It appears that the address given was wrong. 
The New York branch has moved from 145 Hudson street 
to the Park Avenue building, 2 Park avenue. 





stated 


Apologies are tendered. 


coniinesilaciaiiaasinn 
Not a New Atlas Line 

An item on page 37 of the December issue refers to a 

line of Atlas typewriter covers “recently put on the mar- 

ket” by the Atlas Manufacturing Company, 

Shields avenue at Thirty-third street, Chicago. This state- 

The Atlas people have 


Specialty 


ment carries an erroneous idea. 
been manufacturing typewriter covers for over three years. 








Corner of the Bookkeeping and Corre- 
spondence Department of James Lees & 
Sons Company, Bridgeport, Penna. 
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Changes in Territories of G. W. Salesmen 
Important changes in the territories traveled by Globe- 


Wernick« have just been announced by H. H 


Wittstein, vice-president in charge of sales 


sale smen 
Thess ( hang Ss 


have been made necessary because of the continued im 





A. R. Frey 


provement in business conditions and the enlargement of 


the company’s sales force. 


Handorf, who has been traveling in the middk 


Ceorge J 


west, has been transferred to a newly created Southern 
terr tory. In returning to the South, he is really “going 
back home,” for he spent many years below the Mason 











G. J. Handorf C. R. Laws 


Wernicke and other concerns in the 


office equipment and supply business 


Arthur 


Dixon line for Globs 


R. Frey, who has been doing special work at 
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Cincinnati and in the field during the past year, returns to 
his former territory in Indiana, Illinois, Wisconsin, and 
part of Michigan. Mr. Frey traveled this territory for sev- 
eral years and has a host of business friends who will wel 
come his return 

C. R. Laws, better known as “Jack,” has been appointed 
Globe-Wernicke North Dakota, South 
Dakota, Minnesota, Nebraska, Iowa, Kansas, and Missouri 
equipment and supply 


representative tor 


known to the office 


3efore becoming a “knight of the 


has a 


He is widely 
trade in this territory 
Jack 


knowledge 


grip,” Laws was a retailer, hence he good 
of retailers’ problems 
a a 


November Royal Sales Break Records 


Company, Inc., says that the 


The Royal Typewriter 
month of November was the largest November in the com- 
pany’s history in both standard and portable machine sales 
Che November issue of the “Royal Standard” also had the 
largest list of men selling a machine a day that has ever 
been published, one hundred and four men earning this 
distinction. Each man had to sell twenty-six machines a 
month to qualify for that honor 

[The Portable 
figures for December are the largest in the history of that 


Department also announces that sales 


department and surpass both October and November fig 
ures which had also set new high records for sales 
Both the portable and standard divisions are working 
for the greatest year in Royal history, and the records for 
the past few months indicate they have an excellent chance 
of accomplishing the results sought 
— 
Dunham-Watson Announces New Dealer Policy 
for 1935 


The Dunham-Watson Company, 644 South Clark street, 
Chicago, Ill., who conducted an intensive drive during the 
past year for dealer business, plans to increase efforts along 
these lines in 1935 

The company’s line of “DuWaCo” duplicating inks for 
stencil duplicating machines is said to have gained a fine 


reputation among users. For many years the company 


has enjoyed business from many of the leading industrial 
institutions, public 


railroads, educational 


city, state and federal department 


organizations 
utilities, meat packers, 
of government and Mimeographers for the publi 

The “DuWaCo” 
mail approach to users of stencil duplicating machine ink 
an appeal to patronize the local supply house Chis 
followed up from time to time with 


policy of cooperation involves a direct 


with 
advertising is to be 
circulars carrying the name, address and telephone number: 


LC Smith&Corona 


NEW YREMEALer 
SANE 81 oan 
SENT WITHOUT 
SACRIFICE 





New Philadelphia Office of L. C. 
nut street. 


Smith & Corona Typewriters, Inc., at 1213 Walnut Street.—The old location was 1205 Wal- 
In the new quarters the company has about 6,000 square feet of floor space. Manager H. E. Pogue is in charge 


of this branch. 
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of the nearest dealer. Samples for demonstration purposes 
are also to be distributed 

It is the company’s purpose to establish dealer represen- 
in the United States. 

—— 
Frank Harman Heads Harter Factory 


appointment of 


tation in every cit) 


The Harter Corporation announces the 
Frank factory 
equipment factory at Sturgis, Mich. 

Mr. Harman is well known in the metal furniture 


Harman as manager of their steel seating 


indus 





Frank Harman 


Harter organization was general 
plant of the 


try and before joining the 


production superintendent of the Kenosha 
Simmons Company. 
Harter 


manufacture 


He brings to some twenty-cight years’ experi 


ence in the of high-grade metal furniture and 
has a thorough knowledge of efficient production methods 
SS 
Supreme Court Denies Rem Rand Review 
Che Wall Street Journal of December 11 reports that the 
Supreme Court of the United States denied the petition of 
Remington Rand Business Service, Inc., for review of the 
lower court decision in favor of Acme Card Systems Com- 
pany in a suit involving validity of patents pertaining to 
listing devices and flexible index strips 
eS oe 
Horder’s of Chicago Pays Bonuses 
Improved business at Chicago has enabled Horder’s, Inc., 
half of the five year and ten year bonuses for the 
1934. With the 
honuses to the employees of the W. 
that the 


to pay 
recent announcement of 


\. Sheaffer Pen Com- 


commercial stationery 


calendar year, 


pany, the indications are 
business is picking up nicely. 
me 
Bill Greenleaf Takes New Position 

William H. Greenleaf resigned from his post as executive 
secretary of the Stationers Association of New York on 
December 10, and has taken a position with the Paper, Sta- 
tionery and Tablet Manufacturers Association, Vanderbilt 
hotel, New York 


assistant secretary and will carry on special work along the 


City, and will serve the association as 


lines of promotion and development; of service to the 
papeterie industry, and in code activities. 

Mr. Greenleaf is well endowed by education, experience 
work he Fol- 


studied law in a western 


and natural talent for the has undertaken. 
lowing the academic course, he 


number of years ago he became assistant 


university. A 
secretary and organizer of the National Stationers Associa- 
tion under the direction of General Manager Gibbs. He 
spent a few years in this position, then became associated 
The Carter’s Ink Boston for 


He next went 


Company of several 


with the Stationers 


with 


years \ssociation of 


New York, and from there to his present position. 
Mr. Greenleaf is an eloquent speaker and his services are 


63 


in demand among local and national associations of the 


stationery trade. 
———EE———— 


Two New Officers for Monroe Company 

W. G. Zaenglein was elected vice-president and C. R. 
Britten, was elected treasurer of the Monroe Calculating 
Machine Company, Inc., of Orange, N. J., when the board 
of directors of that company met for their regular meeting 
in December 

Both Mr. Zaenglein and Mr. Britten have been connected 
with the Monroe Company for a number of years. 

Mr. Zaenglein has been supervising the management of 
the Monroe sales organization since 1927, his appointment 
to the executive position following a fews years’ experi- 
ence in selling Monroe products. His first connection with 
the company goes back to January, 1921, when he was a 
salesman in the Rochester, N. Y., district. In October, 
1925, he was made special sales representative for the com- 
pany’s Northeastern Division, and the following year took 
over the managership of the New York downtown dis- 
trict office. In January, 1927, he transferred to the com- 
pany’s general offices at Orange to become domestic sales 
manager and later sales manager. He has been a director 
of the Monroe Company since January, 1932. 

Mr. Britten joined the Monroe organization in Septem- 
ber, 1920, as personnel manager, having been associated 
previously with several well-known manufacturing firms. 
He later became plant manager, and in 1930 was appointed 
assistant secretary and assistant treasurer. 


——— 


The Guest Book 

J. H. (Jack) Hallam, Dayton, Ohio, manufacturer's rep- 
resentative and president of the Central Travelers Club, 
signed The Guest Book on December 5. He had worked 
into the western part of his territory, which extends from 
Michigan and Indiana to New York and Pennsylvania, and 
jumped into Chicago to visit George E. Fox & Company 
and J. L. 
spoke highly of the ability of the regional governor C. W. 
Roth and expressed the belief that the district would have 
Mr. Hallam was gratified over re 


Hanson Company, whose lines he sells. He 


a fine meeting in 1935. 
cent sales results and optimistic about the new year. 

C. A. Goodrich, sales manager of Case Brothers, Inc., 
Highland Park, Conn., signed The Guest Book on Decem- 
be r 8 
the important filing supply centers in the middle west. His 
usual broad smile indicated a satisfactory grist of orders. 
Mr. Goodrich showed some interesting samples of new 
products which his company had developed. 

Charles Ames of New York, Manager of the Eastern Di- 
vision of the Ames Supply Company, Chicago, looked in 
upon us on December 29 and gave us a stimulated forward 
view and a pleasant backward look to the days when 
O A was young and the Ames Supply Company was start- 


He was on a business trip which included nearly all 


ing on its successful career. 

Some old copies of the journal refreshed our memories of 
several events before “Charley” discarded head gear and 
when he was a youth spare of frame and slight of heft. 
And before his elder brother “Art” lost his head gear look- 
ing at the high buildings in New York. Nothing in the 
history of the “Ames” business discloses that either brother 
ever “lost his head.” 

Being average men, like the rest of us, they probably did 
upon occasion “even as you and I.” Caution is a safe- 
guard, but there is a degree of caution against error of 
judgment that retards advance. “Nothing risk, nothing 
gain.” 

Charley and Mrs. Ames combined a holiday visit with 
relatives in Chicago and Milwaukee with some business at 
company headquarters. ; 








MEETINGS—CONVENTIONS—DINNERS 


Office Equipment Manufacturers Institute Meets 


Che quarterly meeting of the Office Equipment Manu- 
tacturers Institute was held on November 22 and 23 at 
the Book Cadillac hotel, Detroit, Mich The association 
was the guest of the Burroughs Adding Machine Company 


at Detroit, and th Standish 


Backus, 
November 22 


president of that company, 


was host at the dinner given on Thursday evening, 


The next meeting of the association will be held at Day 
ton, Ohio, where The National Cash Register Company will 
be host | 

At the last meeting, an interesting program was given 
The activities of Thursday began with informal greetings 
by Vice-President W. R. Greenwood of the Postage Meter 
Lompany Followed then the roll call, treasurer’s report, 
collection of survey cards, committee reports and discus 
sion Thomas Burke, chief of the Specialties Division of 
the Bureau of Foreign and Domestic Commerce, spoke on 
The Foreign Situation and Outlook and was followed by 
other executives wl ave had recent direct contact with 
roreign markets 

Luncheon was called at 12:30, and the speaker on that 
occasion was Charles F. Kettering, vice-president of Gen 
eral Motors 

Thursday afternoon and Friday morning were devoted to 
a sales clini Chis was a round table discussion and im- 
portant points were brought out Topics discussed wer 
nine in number—One, method of selecting sales personnel 
and the necessary qualifications of applicants Cwo, how 
should service departments be coordinated with sales de 


partment, and sales promotion and advertising departments 


with sales department? Three. sales contests How often 
should they be nducted? How long should they last: 
Should there be one or a few prizes or are they most pro 
ductive when all meeting certain requirements can win? 
What contest plans have proved most successful? Four, 
advertising Can old methods of determining amounts of 


appropriations still be successfully used? This was a real 
rehash and discussion of the many plus angles of advertis 
ing Five, methods of combining personal sales efforts 
with the duties of district or branch management. Six. a 
review of the quota subject. Seven, practical methods of 


assigning prospects within a district or branch and methods 
ot obt 7 eae f irae : 

{ obtaining satisfactory prospect. coverage. Eight. further 

‘ Sen ; +} ' T 
discussiot e subject of depreciation Nine, open 
forum 

ite - f +} 

The discussiot [t the toregoing topics was lively, in 
teresting and valuable 

Mr. Kettering f the General Motors Company was 
) ] } } 
formerly with The National Cash Register Company and 


e man who is responsible for the electrification of the 


cash register He is well known to members of the office 
equipment traternity 
souls 
New York Stationers Discuss Codes 
\ spec tal meeting t the Stationers’ Assoc lation of Ne W 
York was held at the Prince George hotel in New York 
City on the fourth of December The meeting was called 


to order by Acting 


briefly the 


President Louis Caracci, who explained 


purpose of the gathering At the close of his 

remarks he it duced R. A. Jonas, Jr., of Oxford Filing 
Supply Company 

Speaking for the manufacturers of filing supplies selling 


hrouc! _ 
through Jonas’ remarks were a discussion of 


“The Filing Supply Code and What the Dealers Can Get 
Out of It Sketching briefly many of the factors involved 
in the preparatior t the code, he said he believed th. 
Filing Supply ¢ appearing about one year after the 


code hysteria of last year, has profited by the mistakes evi- 
denced in other codes 

In the discussion of the code provisions it was very 
early established, according to Mr. Jonas, that some con 
trol on resale prices was essential to complete accord 


manufacturers involved because of their differ- 
Manufacturers who sell direct 


among the 
ent methods of distribution 
are able to keep complete control of prices through jurts- 
salesforces. But manufacturers 


their own 


through the 


diction over 
sell 
control of resale prices 

As a result of many discussions, price schedules were 
com 


who dealer have no such legal means of 


established which would enable all manufacturers to 
pete on even terms. This level of prices necessarily caused 
a revision of discounts to the dealer. 

Mr. Jonas went to considerable length to emphasize that 
the Filing Supply Code was entirely a manufacturers’ code 
which a dealer cannot violate, but which did depend for 


its successful operation on the co-operation of the dealer 


in the maintenance of the published price schedules. The 
heart of the question was the methods and the degree of 
success of the control and enforcement which Mr. Jonas 


acknowledged as a vexing problem and one which needed 
the complete sympathy and accord of every dealer inter- 
ested in the market. The responsibility for 
rectifying violations is squarely on the shoulders of the 


responsibility for the report- 


stability of 


manufacturers, although the 


ing of such violations is largely up to the co-operating 
dealers 

With a parting admonition, Mr. Jonas pleaded for the 
complete support of the dealers both in maintaining sched 


uled resale prices and in reporting violations to the manu 
facturers from whom they purchased their filing supplies 

Wash. L. Jacques, chairman of the Code Authority for 
the Fourteenth District, read a prepared state- 
by the Authority. He spoke 
of NRA and the exact fea 
Just what phases of 


Regional 


ment of the progress made 


of the uncertainty of the future 


tures of the codes as now drawn up. 


tl were to be emphasized and what diminished 


( codes 


were not as yet indicated from Washington. “But,” said 
Mr. Jacques, “whatever the final outcome, I do know that 
if our code were operative in our district great benefit 


would result to all.” So his advice was that all drive ahead 


to that end intensively in the endeavor to make the code 


as near an actuality as possible 

The labor provisions of the codes were very certain to 
stay, in Mr. Jacques’ opinion, based on advices from Wash 
Means for putting this part of the code in 100 per 
The Prac 


tice Complaints Committee was ready for work and would 


ington 
cent operation were being formulated Trade 
welcome the co-operation of all dealers in reporting viola 
parting shot, the York City 


was discussed with a basis for equalizing suggested for 


tions As a New sales tax 
adoption as uniform practice among the dealers 


Wm. H 


presented an inspirational address 


Greenleaf, executive secretary (since resigned), 
In his usual fluent and 
interesting style, he urged closer attention to modern sell- 
ing the 


agencies seeking ways out of the competitive 


conditions and complete co-operation with all 


mire 
The meeting was then thrown open for discussion, dut 


ing which many angles of present difficulties were pre 


sented 
ae _ 


Cleveland Office Machine Dealers Meet 


Che Cleveland Typewriter and Adding Machine Dealers 
Association held their regular monthly meeting at the 
Hotel Allerton with a good attendance. President J. Kenny 


A committee was appointed to draft new by- 


presided 
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laws and a constitution It consists of Walter Hanson, 


Glick and 
\ feature of 
Me Allister, 


organization, wl 


Sidney Harry Katz 
he meeting was an excellent talk by Hugh 
local Ford Motor Company 


spoke on salesmanship, in which he 


manager of the 


weakness of the average salesman, whom 


attitude 


pointed out the 


he said assumed an apologetic when calling on a 
prospect instead of making the prospect feel that his visit 
was of a helpful nature Che talk was illustrated by charts 
those 


interest and 


The association now pays for the dinner of all 


attending the meetings Chere is a growing 


hearty cooperation on the part of members in the organi 


> 


Sengbusch Sales Meeting 


Sengebusch, head of the Sengbusch Self-Closing Ink 


stand Company, Milwaukee, recently held the annual “pep 


fest” of his company’s sales organization for the ensuing 
vear—a meeting of Sengbusch salesmen covering the entire 
country Among those who attended the meeting were 
W. F. “Bill” Vogel, Philadelphia, Penna.; Henry “Henri” 
Riegel, Philadelphia; Clarence “Doc” Johnson, Milwaukee; 
Arnold “Heini Sengbusch, Kansas City, Mo.; Merrill 
Hasty, Wayzata, Minn.; J. G. “Joe” Weiskopf, Chicago; 
\. G. “Art” Schaefer, Milwaukee, and Clarence Sengbusch 


of Milwaukee 


Ward Silliman, a Sengbusch representative from ocean 
to ocean, was in Los Angeles at the time of the meeting, 
but he came in later from Wichita and obtained full infor 
mation on what took place He added a few ideas to make 
the 1935 campaigi still more successful 

*Tis said that the company is coming out with a new 
advertising campaign that will give an added “touchdown” 
to every dealer. 


ee 
New York Royalites Hold Dinner Dance 


The New York office staff of the Royal Typewriter Com 
pany held a dinner dance on November 17 at the Grey 
stone Hotel. It was arranged by Edward Wollmer and 
Miss Virginia McIntyre of the Metropolitan staff. Walter 


Behrens acted as toastmaster in introducing the speakers 


for the evening. Chas. W. Raymond entertained the guests 


by playing several selections on the piano, after which the 
ed to the 


sixty-five ts dar music of the Greystone or- 


rucs 


chestra Louis | Bradshaw, assistant manager of the 


and father of Metro’s Perry Bradshaw, deserves 


+} 


Grevstone, 


much praise for maku e evening a success because of 


the excellent accommodations he gave them for the party 





Eylar Month Celebration Dinner at Manchester, England. 


65 


Chicago Managers Hear Younggreen and Spread 
Optimism 

The regular December meeting of the Chicago Office 
Appliance Managers Association was held on the evening 
of the 14th at Medinah Athletic Club. 

C. C. Younggreen, executive vice-president of Reinecke, 
Ellis, Younggreen & Finn, advertising agents, and former 
Advertising Clubs of the 
He spoke on the 


president of the Associated 
World, was the speaker of the evening. 
Sales Picture of Today and gave some helpful suggestions 
for sales practices. He stated that business would be well 
on its way forward in 1935. 

In urging his hearers to be alert to the new opportunities, 
he remarked that “more people will miss the upturn than 
missed the downturn,” the theory being that business has 
improved and will be improved further before some of the 
sales organizations will be aware of the fact. In place of 
the former high pressure, he recommended the 


basic type of selling, consisting of careful cultivation of 


strong 


the prospect and a thorough knowledge as to how the 
equipment which the salesman has to offer can benefit the 
customer. Knowing whom to see and how to get to them 
he mentioned as particularly important, because of the 
numerous changes in personnel in the last two or three 
years. 

Most office 
Younggreen set as a goal the sale of the products as 


appliances are sold as specialties. Mr. 


staples. That was presented as a problem for both adver- 
tising and selling. Some instances were cited where spe- 
cialty lines with proper cultivation have reached the status 
of staples, just the same as sugar in the home. Advertis- 
ing, he said, should do nothing more than to create a de- 
sire to talk to a salesman. It should prepare the way and 
back up the salesman’s efforts. The times we have gone 
referred to as a test of the 
Those who persisted in maintaining a real message of 


through were home office. 


advertising and selling benefited proportionately. 

As an indication of better conditions, Mr. Younggreen 
cited improvement in railroad travel, the railroads being 
considered an excellent business barometer. He cautioned 
his hearers to pay no attention to those who are opposed 
to new inventions. Instead, he predicted that more mar 
velous inventions were to follow and that the nation would 
benefit from them as it has from so many which have 
preceded. 

Selling tricks were frowned upon. Instead, he recom- 
than 


should start with careful study and should continue after 


mended higher class selling before, selling which 


the sale is made. He recommended several call-backs after 


a sale to demonstrate interest in the equipment sold. By 


?: 9 


A 


0.8 Fe 


v 


Standing left to right: Rear, A. Lorant, F. D. Lehn, M. S. Eylar, E. A. 


Trefzger, J. H. Gent, J. Lecher and R. C. Hofer. 
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omitting these calls, he said, we perhaps miss some of the 
small things count. He gave illus 


made out of a pre 


but the 
that 
serviced than out of cold canvass 


smaller things, 


trations to show more sales are 
properly 
Younggreen made in closing had to do with 


fails to 


vious sale 
\ point Mr 


personalities when a good salesman 


Sometimes 
register with a prospect after a reasonable period of time, 
it pays to have another salesman make the call on account 
of the personal equation. The second man, not necessarily 
a better salesman, may have a personality which will reg 


ister with the He recom- 


prospect where the first did not 
mended continual study for salesmen, personal interest by 
managers in the advancement of their men, and a readiness 
by the managers to set the example in whatever is re 
sales forces 

Following Mr. Younggreen’s talk, a cheering round table 
discussion disclosed the fact that the larger in 
dustrial concerns were buying more freely and that with- 


found the 


quired of thei 
some of 


out exception the members present volume of 


business in the Chicago area steadily improving The 
common expression was to the effect that business in re- 
cent months was better than any time since 1931; with 
some since 1929, and in at least one instance, the best in 


the history of the company 
announced: C. J. Wallace of 
Foxcroft, L. C 
Hogue, Ad 
Corporation; C. E. Morton, El- 


Haverton, Underwood Elliott 


members were 
Sales Book 


['ypewriters, Inc.; J. W 


Five new 
American Company; A. H. 
Smith & 


dressograph-Multigraph 


Corona 


liott Company, and Van W 
Fisher Company 

J. B. Ward, Addressograph sales agent, president of the 
club, was in charge of the meeting, and was instrumental 
in securing Mr. Younggreen, who for nine years has han- 
dled the Addressograph advertising 

Mr. Blackstone, president during 
paid a tribute to Mr. Ward for the energy and determina 
has demonstrated since his election to office 

—_——_@— 


Stationers Square Club 


the preceding year, 


tion he 


\ notice in the form of a summons from the outgoing 
and incoming officers of the Stationers Square Club was 
members on the occasion of the last meeting, 


Thursday, December 20, 


sent to all 


which was held on the occasion 
if officers for the ensuing vear 
and a good dinner was 


East Sixteenth street. 
Von 
the diners with amusing anecdotes, personal references to 
those His wit and rapid fire 


being the election 
There 


served at Sharke’s restaurant in 


was a capital attendance 


During the dinner, Dr. Eric Osterlitz entertained 


many among present, etc 


repartee was the source of much merriment. President 


\. I. Goldberg presided and handled the meeting with his 
usual efficiency. He gave a resume of the progress of the 
club for the past year, thanked the members for their sup- 
port and emphasized particularly the need for cooperation 
among the members for the benefit of the organization 
as a whole 

eloquently complimented the retiring 


Louis Tavernier 


president on his work during his term of office 

Donald McLeod made a stirring appeal for a more vital 
interest in the welfare of the definite task 
of adding to its membership to the end that the club might 


club and the 
increase its usefulness 
On motion, a vote of thanks was extended The Modern 
Stationer for its service in handling the meeting notices 
during the vear 

Charles | 
tion, renewed his affiliation as he is again back in the field 


Jacobson, a former member of the organiza- 


from which he was absent for a number of years 


Donald McLeod 


the nominating committe 


then took the chair and the report of 


Louis Taver 


was presented by 





OFFICE APPLIANCES 


was composed of A. 


Wert- 


nier, chairman The committee 
Gottlieb, Donald McLeod, 
heimer in addition to the chairman 

The ticket for 1935 was presented as follows: 
dent, Lawrence (Larry) Schmidt; first vice-president, Harry 


Irving Levy and Leo 


For presi- 


Yaegar; second vice-president, Ben Josephson; treasurer, 
Howard Shoemaker; secretary, Jack Walder 

The ticket as presented was unanimously elected 

Upon motion, A. I. Goldberg, the retiring president, was 
added to the board of trustees 
Schmidt then 
committee as 
Von Ritter, Hy 


chair. He ap 
Chairman, A 
Bowman and 


took the 


follows: 


President Larry 


pointed a finance 
Gottlieb; L. Silverman, F 
William Donnelly. 

The new president then gave a brief outline of what he 
hoped to accomplish during the coming year and asked 
for the united support in the accomplishment both as to 
finance and entertainment. 

Resolutions of condolence were then passed to be sent 
to the family of the late Alex Forstein of the Arcade Print 
ing & Stationery Company, who recently passed on. 

A discussion was then held as to definitely deciding on a 
regular meeting place for the club and as none of the places 
suggested offered more than the 
Governor Clinton hotel where the club has gathered for- 


attractive inducements 
merly, on motion, it was decided to resume meetings at 
that hotel for future gatherings. 

The treasurer reported the club in sound financial condi- 
tion, and the meeting then adjourned subject to call 

le 
St. Louis Stationers Active 

The Stationers Association of Greater St. Louis is pre- 
paring for a large meeting which will be held on January 5 
to entertain General Manager Garvin of the National Asso- 
ciation. 

At the regular meeting of the St. Louis Association held 
on November 19, a resolution was passed to the effect that 
the members of the association will give their utmost sup- 
port to those manufacturers who establish definite and in- 
flexible consumer selling prices upon their products and 
prove their good faith by selling only to those dealers or 
distributors who cooperate by maintaining the prices thus 
established. It was further resolved that a request be made 
to manufacturers not to print quantity discounts or prices 
in their consumer price lists and to consult some bona fide 
establishing a consumers’ list 


stationers’ committee before 


Congratulations are due to Treasurer Chester A. Ken- 
nedy for the fine showing he made during his short term of 
office as treasurer of the St. Louis Association. The treas- 
than it has 


Kennedy is con- 


ury is in better financial condition been for 
many years and all bills are paid. Mr 
nected with the William J. Kennedy Stationery Company 
of St. Louis. 


Chairman Bob Lewis of the entertainment Committee, 
and his associates, have plans under way for a big inaugural 
party in February, when the new officers to be elected in 
January will be installed. This party, it is believed, will 
be held on a Saturday evening and invitations will be ex- 
tended to all distributors in surrounding territories and to 
many of the manufacturers’ representatives. Mr. Lewis is 


a representative of the Dennison Manufacturing Company. 


Burton’s Art Shop, Kirkwood, Mo., 
nation from the St. Louis Association because they have 


tendered their resig- 


discontinued their commercial stationery department. 
Guests at the November meeting of the St. Louis Asso- 
ciation included Messrs. Murdoch and Graves of the 
Wilson-Jones Company and Walter Kane of the Eberhard 
Faber Pencil Company. 
A. J. Barton of the Shallcross & Stationery 
Company, St. Louis, fs still ailing from a recent automobile 


Printing 
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accident, but expects to be able to release his arm from 
the sling within a few days. 

The December meeting of the association was held on 
Monday, December 17. Dinner was served at 6:00 P. M. 

— 
San Francisco Office Appliance Club Raises 
“Whoopee” 

At the third annual dinner of the Office Appliance Club 
of San Francisco, held in the Clift Hotel on November 15, 
1934 the entire program was devoted to “whoopee.” Each 
number of the program was cleverly worded so as to bring 
in names of members of the club and manufacturers repre- 
Each member and guest was provided with a copy 
of the program (“Copywronged” by Ditto) which read as 


sented. 


follows: 
The Multi-Addressograph 
Solo for Neal Dunlap and Chas. Kengla. 


Blues—an Accordion Wind 

Hope Springs eternal—Fan danced for Ediphone Tom 
Brown, Envelope McCall, Comptometer Warren and Vi- 
sible Records Adams, 


Funiculi, Funicula—sung by the Postage Meter Mail 
Quartet, for Larry Lawrence and Dick Grover. 

Night & Day—sung by two young ladies (for some en- 
tirely unknown reason) to Walter (Ditto) Traud and Chas. 
(F. & E. Checkwriter) Colyar. 

Dance—demonstrated for (Do/More) 
Knight, by a young lady. Guests will kindly retain their 


No names, or telephone numbers given until after 


The Posture 


seats. 
the party. 

Chili-Chili an Underwood Quartet ditty—dedi- 
cated to Cy Young—Lynn Pickler—Jack Fleming and Mar- 
tin Sterud. 

Skinning the Catfish —a Bubble Dance for Ward (Edi- 
phone) Harris and Charlie Hunt (the Scale man). 


Beans 


The “ME-N-U” was also cleverly worded as follows: 


Ediphone Cocktails 
(Mixed by expert stenographers) 
Comptometer Olives Pitney-Bowes Radishes 
Salad 
(Pacific Manifolded Lettuce) 
Noiseless Soup—Underwood Croutons 
Baked Sea Bass 
(with Triner Scales) 
Addressograph Steak 
Sundstranded Potatoes 
Do-More Spinach 
(The Posture must be correct) 
Visible Records Salad 
Ditto (Ice) Cream 
Checkwriter Cakes (F&E) 
Nuts to You 
On the back of the program was listed the names of the 
eighteen members of the club. 


Error-No Coffee 


——__<g——_— 

I, I. Typewriter Men Meet in Davenport, Iowa 

The November meeting of the I. I. Central Typewriter 
and Office Machine Dealers Association was held at the 
Black Hawk hotel, Davenport, Iowa, on Tuesday evening, 
November 20. In the absence of President E. A. Michel, 
I. T. McLane of Clinton, Iowa, presided. The attendance 
was large, one of the highest thus far recorded by the 
association. 

The regular meeting was preceded by a conference of 
the Board of Directors. After introduction of all those 
present, the general meeting opened with the reading of 
the minutes of the preceding general session. H. E. Norris 
of Monmouth, IIl., was then reported as a new member by 
the membership committee. 


According to the report of Secretary Arthur M. Johnson, 
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it was the will of the meeting “to forego the December 
meeting in favor of the one which Santa Claus has and 
meet again in Galesburg on January 15.” At the January 
meeting officers to serve during the ensuing year are to be 
nominated and in February the annual election and installa- 
tion of officers will take place. All Peoria dealers and manu- 
facturers’ representatives will be invited to the January 
meeting. 

Following these preliminaries A. R. Ames, president of 
the Ames Supply Company, Chicago, spoke upon type- 
writer conditions as they are and changes in plans of manu- 
facturers in relation to dealers. Following the address 
Mr. Ames answered a number of questions propounded by 
dealers present. A detailed report of Mr. Ames’ speech 
appeared in the December issue of Office Appliances on 
page 34. 

Following Mr. Ames’ talk, “Prof.” Karcher of Chicago 
and “other places too numerous to mention,” provided the 
group with a display of magic which was unanimously ap- 
proved as marvelous. He used several of those present as 
his subjects. Finally when paper money was called for by 
the “Professor,” a rubber dollar bill was supplied him with 
the expectation that he would be stumped. But he came 
through with flying colors and the owner got his rubber 
dollar back. 

Oe 
Rhode Island Stationers Meet 

The Rhode Island Stationers Association held its Decem- 
ber frolic dinner and dance on Wednesday evening, Decem- 
ber 5, at the Shrine club in Providence. A turkey dinner 
was provided, enjoyed by a hundred employees of the mem- 
bers of the association and also by the members of the new 
steel group of the organization and a number of traveling 
men of the New England Travelers Club. The dinner was 
followed by dancing and other entertainment. The com- 
mittee in charge received many congratulations. This com- 
mittee included Miss Lurena Adams, chairman; Walter 
Dolliver, dinner arrangements, Alexander Agronick, tickets 
and publicity. Assisting the committee were Walter Wil- 
son, Joe Bonney, S. W. Agronick, May Sullivan, Nate 
Weiss. Among the travelers were Frank Horie, Joseph 
McLaughlin, Mal Wheeler, John Dacey, Harry Chandler, 
Al Rebhan, Ted Snow, Chet Cummings, John McGlynn, 
Frank Sanger, Len Goodwin, O. D. Smith, G. Dickinson. 

On November 26 a steel group division of the Rhode 
Island Stationers Association was organized with Earl 
Swift of the Providence Remington Rand office as chair- 
man. Members were present from Providence, Pawtucket, 
Newport, Fall River, Taunton, New Bedford and Woon- 
socket. Two or three firms who have shown no interest in 
any organized association work, were invited to join and 
it is hoped that in the near future the association will com- 
prise one hundred per cent of the dealers. 

Approximately twenty-five of the Rhode Island Station- 
ers Association members attended the Christmas party 
which was given by the Boston stationers on December 10. 

-— 
College Stores Hold Buying Conference 

The first annual buying conference of the College Stores 
of America, sponsored by the National Association of Col- 
lege Stores, will be held during April, 1935, at the Hotel 
McAlpin, New York City. During recent years members 
of the association have been interested in developing a 
cooperative buying system and in otherwise improving 
their buying methods. Recent experience has shown that 
student notebook fillers, examination books, ring books, 
fountain pens and a few other items, can be bought coop- 
eratively to the advantage of the members of the associa- 
tion. Thousands of other items, however, ordinarily car- 
ried by a college store, cannot be bought cooperatively. 
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Many manufacturers have regarded the individual college 
store as being too small to warrant development. This 


handicaps the college store buyer who has no opportunity 


to see great quantities of new items when they first 
come in 

Manufacturers and distributors of college store items can 
distribute their merchandise through 
National Association of College 
York City 

_ 
December Meeting of the Chicago Typewriter 
Dealers Association 


of The Chicago Type 


make arrangements to 
the headquarters of the 


Stores, 2960 Broadway, New 


The resular monthly meeting 
was held Tuesday, December 


Club 


L‘ealers Association 
Medinah Mi higan 


Albright 


o'clock and, following the reading of the 


writer 


ll at the Avenuc 


President called the meeting to order at 8 


minutes of the 
preceding meeting, called upon Robert Ward, the associa 
tion’s attorney, who spoke informatively upon the present 


Ward 


typewriter mechanics 


labor situation. In the course of his remarks, Mr 


pointed out that the problem of the 


strike in Chicago had been passed on by the regional 
labor board to the National labor board in New York 
City. Thus the solution of the problem has been taken 
out of the hands of local companies and manufacturers’ 


branches 

Mr. Ward then referred to the sales tax, which is termed 
an “occupational expense” because the constitution of the 
state of Illinois specifically forbids a sales tax. Formerly 
was to be figured as an item of cost but not 
A new ruling 


this “expense” 
to be added to the 
per cent 


individual retail sales 


permits a two “expense” to be added in any way 
the merchant desires 

Mr. Ward’s address was followed by a general discus 
sion of the strike situation in which it was brought out 


again that settlement had been taken out of local hands 

Reference was again made to the matter of office ma 
chine dealers paying for a Chicago city license to operate 
in 1935, and just before adjourning Mr. Albright reported 
on the cooperation of manufacturers and wholesalers in the 
matter of restricting the sale of parts and used machines 
adjourned at 10:15 P. M 

—»——_ 

Newark Stationers Dine 


stationery manufacturers and dealers were rep 


The meeting 


Leading 
evening of Decem 
Northern New 


resented at the monthly dinner on the 
ber 10 by the 


Hotel Douglas 


Stationers Association of 
lersey at the 
Forty-five stationers were present, including the off 
if the association, Irving H. Howland, president; Charles 
president; William Robinson, secretary, and 
roeder, treasurer All are Newark men. 
New York City, 


management and store displays 


{ rquhart, Vice 
William P. S|] 
Carl M. Shutz. of lecturer, discussed 
store 
Among the manufacturing companies represented wert 


sales manager, Wilson-Jones Company, 


Edward Kastner, general 


of Elizabeth, by Irv 


Waterman Company, by 


ing Mever and Benjamin Okin; Boorum & Pease Company, 


by William Bourcet; Wansco Paper Products, by Irving 
Wansker; National Blank Book, by Paul Buckwalter, and 
the General Pencil Company and the Oxford Filing Sup 
ply Lompany 

‘ ——e 


Seattle Typewriter Men Elect Officers 
elected at the 
Association 


New officers were recent annual meeting 


of the Typewriter Dealers’ Wayne Haines 


was chosen president; James C. Martin, vice-president; 
D. H. Johnson, treasurer, and Edward N. Phelan, manager 
of the Retail Trade Bureau of the Seattle Chamber of 


CMI 


secretary 


Commerce. 
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Horder’s Annual Bowling Party 


In celebration of the closing of the season for the Llorde: 
Bowling League, the ten manufacturers, each of whom 
sponsored a team in the league, tendered a “Return to 


Prosperity Dinner” to all of the forty active bowlers at the 


Hamilton Club, Chicago, on Thursday evening, December 


\> 


as. 

The American Pencil team won first place for the season, 
just managing to nose out the Carter's Ink team. The skill 
of the winning team and individual bowlers was, of course, 
appropriately recognized at the dinner 

Bill Cox of the Carter’s Ink Company was the chairman 
in charge of the event and proved himself an able organizer 


and executive 

Each of the ten four-man teams was sponsored by one ol 
the following manufacturers’ representatives: 

1. Norman Pearce, Eberhard Faber Pencil Company; 2 
Sanford 
Mueller, Joseph Dixon Crucible Company; 4. Bill 
Cox, Carter’s Ink Adams, Gibson Art 
Hamilton Kendrick, American Lead 
Company; 7. O. T. Stahl, Scat Chemical Company; 8 
Volland & Company; 9 Cormack, 
Sahm, Pencil 


Russell Carpenter, Manufacturing Company; 3 
Charley 
Company; 5. Bill 
Company; 6 Pencil 
Lou 
Hancock, P. F George 
Wilson-Jone 


Company 


Company, and Bill Eagle 


———— 
Winnipeg Stationers Hold Election 


The annual meeting of the Stationers Association of 
Winnipeg was held at Carleton Club on Tuesday, Decem 
ber 11, 1934 

In view of the 


important work in hand at the present 


time, it was unanimously decided to request the present 
slate of officers to carry on another year. 

The president, Mr. Irvine, in making his reply, thanked 
the members for their confidence and support 

The following were duly elected as officers for the year 
1935: President, J. C. Irvine, the Willson Stationery Com- 
pany, Ltd.; vice-president, W. M. McCulloch, Richardson & 
Bishop, Ltd.; Nobbs, The Luckett 
Loose Leaf, Ltd.; R. Bradley & 


Company, Ltd 


Vernon 
Dool, G 


secretary, ‘ 
treasurer, F. J 
] ar . 
aiso act as 


arranged, the president will 


Manitoba division of the 


\s previously 
chairman for the Stationers Guild 


of Canada 


— 
Electric Eye Keeps Store Illumination Constant 
Wallach Brothers’ new Fifth avenue store in New York 

City is said to be not only the last’ word in lighting but 


adds a final touch in the automatic control with the elec 
Westinghouse Photolux 
recessed in walls and pillars maintain the 
level of footcandles 


tric eyes controls, inconspicu 


ously general 


illumination at a constant twenty 


Ceiling fixtures are designed in rectangular style and pro 


vide good direct lighting with three two-hundred watt 
Mazda lamps in each fixture [Three prismatic plates 
assure an even distribution of light throughout the store 


Each one of two Photolux units controls one lamp in each 
floor. The third lamp burns constantly 
throughout the day because of the partial lack of daylight 


When the 


thrown to light all three lamps in the fixtures. 


fixture on every 


switch is 
As daylight 
change and 


business day is started, a master 


intensity increases, an electric eye notes the 
turns off one of the lamps in each fixture. Toward midday, 
if the light is normally bright, a second lamp automatically 
Should daylight fail 
the electric eyes are still on the alert to 


turns off suddenly during a storm, 
turn on the light. 
Interior illumination constantly hovers around the twenty 
footcandle level. The lights are so arranged that they will 
turn off by themselves when not needed, consequently need 


no one to come to throw a switch. 
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HIGH-POINT ACHIEVEMENT 
For centuries Orientals have used paper stencils in 
their art work. But it remained for A. B. Dick Com- 
pany to develop the stencil to its highest point of per- 
fection, and apply it to modern commerce and education. 
Fifty years of research and engineering brought forth 
this latest achievement, cellulose-ester stencils, which we 
call Mimeotype. It is our proudest job. We have long 
been the world’s stencil makers; but this quite surpasses 
our other achievements. It not only does superlatively fin 
ork, but it does new things in new ways. See its pictur 
rinting, its fine letterpress. Clear, exact reproductions of a 
inds of forms, bulletins, letters, graphs, line drawings, etc., 
gh speed and low cost. Let us give you latest information 


ning this high-point achievement. Write A. B. Dick Compa 


icago, or see your classified telephone directory for local add 


IMEOGRAP 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Stationers Association 








OFFICERS: 


Harry A. Morgan, Stationers Corporation, Los Angeles, Calif. president; R. A. Maish, Dennison Manufacturing Company, 
Framingham, Mass., vice-president and chairman, manufacturers’ division; B. ]. Bristoll, Koch Brothers, Des Moines, lowa, vice- 
president and chairman, office furniture and office outfitters’ division; R. C. Moore, Columbia Ribbon & Carbon Manufacturing 
Company, Kansas City, Mo., vice-president and chairman, field division; ]. O. Davis, Miller-Davis Company, Minneapolis, Minn., 
vice-president and chairman, manufacturing stationers division; Edward Wobber, Wobbers’, San Francisco, Calif., vice-president 
and chairman, distributors’ and wholesalers’ division; William E. Stockett, ]r., Stockett-Fiske Company, Inc., Washington, D. C., 
treasurer; Woodson P. Waddy, Everett Waddey Company, Richmond, Va., auditor; C. P. Garvin, Washington, D. C., secretary 


and general manager. 


Regional Governors and Retail Directors 


No. 1. A. F. Rebhan, Blake pany, Dayton, Ohio, Gov- 
& uepee Company, Bos- ernor. 
ton, es ’ ; 
_ acs., Governor No. 5. Edwin I. Baer, 


No. 2 E. Van Natta, Baers’, Canton, Ohio, Re- 
Ithaca, N. Y., Governor. tail Director. 
No. 3. John A. Brown, J. No. 6. D. S. Hansen, Carl- 


R. Weldin Company, Pitts- son Brothers, Moline, IIL, 


burgh, Penna., Governor. Governor. 


No. 3. . P. Moriarity, E. No. 6. M. -A. Bredesen, 
Morrison Paper Company, Bredesen Brothers, Beloit, 
Washington, D. C., Retaii Wisc., Retail Director. 


Di tor. 

comet No. 7. L. W. Hamm, The 
No. 4. G. P. Campbell, T. Pierce Company, Fargo, 

H. Payne Company, Chat- N. D., Governor. 


tanooga, Tenn., Governor. 


No. 5. C. W. Roth, Roth 
Office Equipment Com- 


No. 7. G. W. Trapp, Curtis 
1000, Inc., St. Paul, Minn., 
Retail Director. 


General Offices and Information Bureau 


Time and Place of Next Annual Convention 


Code Authority and Committees in the Sixth District 

»f Carlson Brothers, Moline, IIl1., secre 
Authority, says that the 

National Stationers Asso 


now functioning one 


Daniel S. Hansen 
tary of the Sixth District Code 
Sixth Regional District of the 
ciation and its various divisions are 
hundred per cent. In his capacity of secretary, Mr. Hansen 
complete set-up of Code 
the Sixth District: 

W. C. Jacquin, chairman, 


provides the following as the 
Authorities and ( 

Sixth District Code Authority 
Jacquin & Company, Peoria, Ill.; August Hunn, vice-chair 
man, H. H. West Company, Milwaukee, Wis.; Daniel S 
Hansen, secretary Moline, 11] 


ommiuttees in 


treasurer, Carlson Brothers, 


W. G. Bruner, Office Stationery & Equipment Company, 
Chicago, Ill; Harry H. Chumley, Woodworth’s Book 
Store, Chicago, Lll.; W. J. Goodman, Associated Stationers 
Supply Company, Chicago, IIl.; Oscar F. Modene, Mar 
shall-Jackson Company, Chicago, Ill.; V. D. Parker, Th: 
Parker Company, Madison, Wis Frank R. Simmons, 
Springfield, Ill.; Geo. O. Stevens, Stevens, Maloney & Com 


pany, Chicago, II] 


Trade Practice Complaints Committee: August Hunn, 
chairman, H. H. West Company, Milwaukee, Wis.; Dave 
sell, Graver-Dearborn Co., Chicago, Ill.; W. J. Goodman, 


Associated Stationers Supply Company, Chicago, IIl.; Geo 
QO. Stevens, Stevens, Maloney & Company, Chicago, IIl.; E 
\. Nichols, University Book Store, Urbana, II] 

Illinois Booksellers and Stationers Sub-Code Authority 
\. J. Markel hairman, The Book Shop, Joliet, Ill.; Glenn 
McFarland, vice chairman, Coe Brothers, Springfield, IIL; 
A. L. Dunsworth, Dunsworth Book 
store, Macomb, Ill.; J. W Book Co., 
Danville, Ill 

Fair Trade Practice Committe: John Carroll, chair 
man, Galesburg, Ill.: J. W 
Ill.; H. Bell, Decatur, IIL; 
Sam Beck, Elgin, II! 

Stationers Club of Chicago 
Modene, Marshall-Jackson Company, 


secretarv-treasurer, 


Sutton, Woodbury 
Sutton, vice-chairman, Danville, 
Rov Greenwood, Chicago, IIL: 


Authority QO. | 


secretary-treasurer; 


Sub Ci dk 





No. 8. C. M. Meyer, Bur- No. 11. James S. Ball, Kil- 
aap Mazer, Inc., Kansas ham Stationery & Printing 
City, o., Governor. Company, Portland, Ore., 

Governor. 

No. 8. John Ford, Jr., 


P ith Print No. 12. W. F. Johnston, 
eterson Litho & Printing KE OR py 


Compan Omaha, Neb., ’ 
Retail irector. pany, Los Angeles, Calif., 
Governor. 
No. 9. P, T. Pearce, The 


No. 13. J. S. Luckett, Luck- 
ett Loose Leaf, Ltd.. To- 
ronto, Canada, Governor. 


No. 14. A. J. Kerin, Tower 
Brothers, New York, 
Y., Governor. 


No. 14. Henry Frank, Henry 
Frank, Inc., New York, 
N. Y., Retail Director. 


Cargill Company, Houston, 
Tex., Governor. 


No. 9. W. C. Northern, 
Stafford-Lowden Company, 
Ft. Worth, Tex., etail 
Director. 


No. 10. E. Frank Winfield, 


Winfield’s, Grand Junction, 
Colo., Governor. 


525 Investment Building, Washington, D. C. 


October, 1935, Kansas City, Mo. 


\. J. Barboro, Aetna Stationers, Inc.; D. S. Bell, Graver- 
Dearborn Corp.; W. G. Bruner, Office Stationery & Equip 
ment Company; H. C. Burberry, Commercial Stationery 
Company; Cless O. Burras, Oak Park, Ill; H. G. Horder, 
Horder’s, Inc.; Morris Wolf, Utility Supply Company; $ 
M. Zenner, Crown Office Supply Company 

The Fair Trade Practice Committee has not yet been ap- 
Temporarily the executive committee of the Sta- 


pointe d 
Fair Trade 


tioners Club of Chicago is functioning as the 
Practice Committee. 

Wisconsin Stationers Sub Code Authority: Leo J. Blied, 
chairman, Blied Office Supplies, Madison, Wis.; Ed Kusch- 
bert, vice-chairman, Milwaukee, Wis.; William Haefs, sec- 
retary-treasurer, Northwest Office Supply Company, Green 
Bay, Wis.; Sylvester, Appleton, Wis.; Arnold 
Swartz, LaCrosse, Wis.; Harry Thompson, Racine, Wis.; 
M. A 3eloit, Wis.; Al Linde, Jr., Milwaukee, 
Wis.; Stanley Coe, Berndt Printing Company, Fond du 
Lac. Wis.; N. J. Dobson, Marquette, Mich 

Fair Trade Practice Committee: Harry Sylvester, chair- 
man, Appleton, Wis.; H. Brooks, Kenosha, Wis.; N. Dob 
son, Marquette, Mich.; LaCrosse, Wis.; 
Conrad Netzhammer, Milwaukee, 

Garvin to Attend Code Meetings 

Charles P National Sta- 
tioners Association, will meet with the representatives of 
the several code authorities in the Ninth District at Dallas, 
Tex., on January 2. On the following day, he will meet the 
Oklahoma group at a state-wide meeting to be held at 
Oklahoma City. On January 4, he will meet the various 
code authority district at 


Kansas City, and on the fifth, he will attend the meeting of 


Harry 


Bredesen, 


Arnold Swartz, 


Wis 


Garvin, general manager of the 


repre sentatives of the eighth 


the St. Louis Stationers Association in that city 

These meetings will all be devoted to the development of 
the organization of the code authorities and to a program 
for them. 

While Mr. Garvin is in Kansas City, some arrangements 
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LC SMITH 


People have always associated the names L C Smith & Corona 
I 
with guality. “These famous names on supplies inspire conh- 


dence .. . purchases .. . and repeat purchases. 


You will find it profitable to handle LC Smith & Corona sup- 


& C O R 0 N A plies. There’s a complete selection of products and prices to fit 







GHIA that sel] LC Smith & Corona Typewriters Inc Syracuse N Y 


your own particular trade. For details, address Supply Dept., 





supplies, too! 


Ribbons 


Secretarial Brand 
Emerald Brand 


Type Bar Brand 
Pigeon Brand 





Carbon Papers Cleaning outfits, oils, cushion keys, 
Secretarial Brand Type Bar Brand mats, covers, etc. 
Also hectograph ribbons and carbons Also adding machine supplies 




















JUST AS A MAN 


utterly sure of his record 
wouldn't be afraid, if nec- 
essary, to identify himself 
so individually, so 





we do not fear 
to watermark each 





PANAMA 


non-fading 


CARBON 


and to emboss each 


PANAMA 





harmonizing 


RIBBON 


We are proud of the 
responsibility : you'll 
be tickled at the results. 


MANIFOLD SUPPLIES CO. 
188-190 Third Avenue 
BROOKLYN, N. Y. 


7 _LPANAN 
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vill be discussed with reference to the 1935 convention ot 
the National A ciation, which is to be held at Kansa 
Citv in October 
a a 

Business Situation Improves in Ninth District 

P. T. Pearce of The Cargill Company, Houston, Tex., 
governor of the Ninth Regional District of the National 
Stationers Association, reports improving business condi 
tions in the several business centers in his district, which 
includes a large section of the Southwest 

The Houston Stationers Association is making steady 
progress, and never before, says Mr. Pearce, have the sta- 
tioners worked together with such a fine spirit of coopera- 
tion. The association is planning to appoint a_ paid 
secretary 

Local associations throughout the district are function 
ing well, and it is expected that a good attendance will be 
present at the next regional meeting, which will be held at 
San Antonio on March 28 and 29 next. 

a 
Garvin to Meet with Stationers Association of 
Oklahoma 


Chas. P. Garvin, general manager of the National Sta 
tioners Association, is to be with the Stationers Association 
of Oklahoma at an all day session in the Huckins hotel, 
Oklahoma City, January 3, 1935. Frank M. Hughes, presi- 
dent of the Oklahoma group, has called the meeting, which 
will swing into action in the morning shortly after Mr. 
Garvin arrives and continue all day concluding with a ban- 
quet at night. Mr. Garvin is to be the main speaker at the 
banquet 

The Oklahoma City Stationers Association is cooperating 
with the State organization in putting on the meeting. 
Frank M. Hughes is president of the local as well as the 
state group. H. E. Manly is secretary of the state Asso- 
ciation and J. L. Wren of the city Association 

ae 
New Lieutenant Governors for 7th District 

L. W. Hamm, governor of the Seventh District of the 
National Stationers Association has announced the ap- 
pointment of the following two lieutenant governors: For 
lowa, C. C. Holley of the L. W. Holley & Sons Company, 
Des Moines; and for South Dakota, V. A. Hanson of Brown 
& Saenger, Sioux Falls 

SS 
An Unusual Directory of School Supplies 

Bound in limp, ornamental covers is a forty-eight page 
directory of school supplies and equipment for 1935 pub- 
lished by School Management, Inc., 9 East Fortieth street, 
New York This is the second annual issue of the direc- 
tory and is the only one of its kind in the school field. 
This directory, though small, is very comprehensive, and 
is liberally indexed, bearing the names of reputable con 
cerns in the school supphes field. Indexes are both alpha 
betical and classitied 

Those interested in school affairs either as merchants o1 
principals, will find this directory of use 

—»— 
A New Royal Display 

\ new idea in Christmas display material was recently 
sent to all Royal dealers Although the display makes an 
excellent background for a Christmas window, it has the 
added advantage of being useful throughout the winter 
season. Designed by the well-known artist, Millard, it is 
made up of several large units and a number of small 
gnomes which can be spotted about the window The 
novelty of the entire display attracts a good deal of atten 
tion to the windows in which it is shown. It can also be 


used as a counter stand 
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w _= A KEY 
IS A 
LITTLE 


THING... 
BUT IT WILL OPEN BIG DOORS 


Tuts new Roll-Bearing Guide we're introducing 
is a small item. But it’s big enough to open 
doors . . . doors you want to get by .. . and 
pocketbooks, too. Because it has an immediate 
appeal to every filing cabinet owner . .. and 
who doesn’t own a filing cabinet? It not only 
sells itself, at a good profit, but paves the way 
for sales, of bigger and costlier GF products. 





Why? Because it’s something new . . . simple 
... and inexpensive. It speeds up and simplifies 
filing. It makes filed papers and documents 
more accessible . . . keeps them in better con- 
dition . . . lengthens the life of guides .. . 
eliminates the use of guide rods. 


Roll-Bearing Guides operate on channels that 
can be installed in every GF filing cabinet and 
many others not of GF make. An anchor at the 
bottom of the guide moves smoothly in the chan- 
nel. The entire equipment is made of steel, 
strong, sturdy, easy to install in the field. 


These guides are going to make new friends 

. new customers for GF dealers, and those 
who become GF dealers. Put yourself in on the 
ground floor with one of the most promising 
items for the coming year. You'll find it chalks 
up a new high for filing supply sales records. 
Drop us a line and we'll send you all you want 
to know about it. 


THE GENERAL FIREPROOFING COMPANY 


Youngstown, Ohio 

















TRADE-MARK 


ROLL-BEARING GUIDES 
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How to make quick aloo 
(profile with the 


new 5c COLUMBUS 


and 





OU don’t have to “\ 
make lavish claims \_ 
to sell the new COLUMBUS ‘\ 
—nor bewilder your customer, 
with a lot of technical information 
in which he is not the least bit interested. 

Just say to him: “Mr. Jones, this new 5e COLUMBUS is 
produced by the same house that sponsors “Castell” Drawing 
Pencils... . 
sidered the world’s standard of quality. COLUMBUS is made in 
America with the famous A. W. Faber lead in five popular 


degrees. You can see that it is a good-looking pencil with a 


you have doubtless heard of ‘Castell"—it is con- 


bright yellow polish and a red rubber tip that really erases. 

“Try it yourself —see how smoothly it writes, how firm it 
feels in your fingers. Now try the eraser. See how quickly and 
cleanly it works. Send up a trial gross to your office? Very well, 
Sir, they will be delivered promptly. You'll find you have bought - 
the best Se pencil value in America.” 

Note—There is a generous margin of profit 
for you in the sale of COLUMBUS Pencils. 


LUMBUS 


The Ideal Commercial Pencil 


ORDER NOW FROM A. W. FABER, Ine., NEWARK, N. J. 
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NATION AL Oypewriter & Olhice Hachine 





Deckers ASSOCIATION NEWS 





C. Elmer Anderson, President 
104 E. Colorado St., 
Pasadena, Calif. 


G. N. Hammond, Treesurer 
613 J St., 
Sacramento, Calif. 


W. F. Clausing, Vice-President 
231 W. Monroe St., 
Chicago, Ill. 


C. O. Scott, Secretary 
578 E. Main St., 
Ventura, Calif. 





Board of Directors 


A. H, Kelistedt, Peoria Typewriter Com- 
pany, Peoria, Ill.; Theodore Schafer, 
United Typewriter Company, New York, 
N. Y.; A. L. Young, Fred Guy & Young 
Company, Oakland, Calif.; J. P. Ward, 
Sr., Shipman-Ward Manufacturing Com- 
pany, Chicago, Ill.; R. E. Huffman, Huff- 
man Typewriter Company, Aberdeen, 
S. D.,; L. H. Wood, Midwest Type- 
writer Company, Kansas City, Mo.; 
G. W. Boyce, Boyce Typewriter Service, 


Pueblo, Colo.; F. C. Waltz, Waltz Type- 
writer & Adding Machine Company, 
Cincinnati, Ohio; E. E. Thornton, Cali- 
fornia Typewriter Exchange, Los Ange- 
les, Calif.; W. T. Corey, Thomas & 
Corney Typewriters, Ltd., Toronto, Can- 
ada; R. A. Tiernan, Santa Ana, Calif.; 
W. H. Wolowitz, United Typewriter & 
Adding Machine Company, Washing- 
ton, D. C. 







Activities Commence in Typewriter Association 
World 

C. Elmer Anderson, president of the 

writer Company, Pasadena, Calif. and president of the Na- 

tional Typewriter and Office Machine Dealers Association, 


Anderson Type- 


says that the lines are now being tightened up and a pro 
gram of the work is well under way. This will be ready 
for announcement soon. 

Mr. Anderson has appointed as national secretary, Casper 
O. Scott of the Ventura Typewriter Shop, Ventura, Calif 
Mr. Scott is a man of high ideals, very enthusiastic and is 
ideally qualified for the secretarial position. The mem- 
bership may expect to hear from him a little later 

Mr. Scott operates his own business, having pioneered 











\ 


C. O. Seott G. N. 








Hammond 


it in Ventura county with a general line of typewriters as 
well as the Royal dealership in that county. 

With the picture of Mr. Scott is shown a portrait of G. N 
Hammond of the George N. Hanimond Typewriter Com- 
pany, Sacramento, Calif., who was appointed treasurer of 


N. T. O. M. D. A., 
tion in Los Angeles. 


some months after the annual conven- 


—— 
A Message from the Secretary 

Following is a message to readers of Officé 
from Casper O. Scott, secretary of the National Typewriter 
& Office Machine 
headquarters, 104 East Colorado st., Pasadena, California: 


Appliances 


Dealers Association, from association 


I am much pleased to have been selected to fill the posi 
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Send for This New Wood Office 
and Library Equipment Catalog 


WOOD OFFICE 
EQUIPMENT 


The beauty and charm of 
fine wood furniture are com- 
bined with the efficient me- 
chanical features desired in 
modern office equipment 


LIBRARY EQUIPMENT 


In every community our 
dealers find many oppor- 
tunities to sell nationally- 


known Globe-Wernicke li- 
brary equipment. 


Our new catalog of wood furniture, including office and library 
equipment and bookcases, has just been mailed to the trade. It con- 
tains information about a line with rapidly increasing opportunities 
for sales and profits in every community. 


Through many years of experience, our skilled craftsmen have ac- 

quired a distinctive technique in woodworking that has maintained 

our leadership in this field. Highest standards in materials and work- 
BOOKCASES manship and unexcelled production facilities make it possible for us 

Theviedd to duliiiiiearence to combine to an unusual degree—beauty, dignity, efficiency, 

of the home and office economy, and quality. 

oe Does ee O° If you have not received a copy of the new wood furniture catalog, 


damage — and permit ex- . 
pansion to meet individual we will gladly send one upon request. 


Globe-Wernicke 


SECTIONAL 





Cincinnati, Ohio 
WY ane © on, Gn ©) cme @ AYA on. ur 20101 00e OS On om, Y Ons oe On DD oe De a Oe 8 oe ot 0 On on 


Special Steel 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 
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HEN you sit down and analyze storage 
filing, you discover at once that certain 
needed a storage filing box. 
These are safety, correct insurance 
against dust and mildew, convenience, trans- 
portability, easy reference, strength and 
durability of materials, and on. The 
LIBERTY Storage Box has been built to 
embody every one of these features— it is for 
that reason the best solution of the storage 
filing problem. In proof of its superiority, it 
is far and away leader in its field. In ma- 
terials, in construction, in service, and in 
satistied users, it has no equal. 


W 


features are 


sizes, 


so 





This is the transfer time, for certain numbers 
of LIBERTY Boxes, the peak selling season 
of the year. A special request is made to 
every LIBERTY dealer at this year-end to 
see that every user and prospect is reminded 
of transfer needs. We have just prepared and 
published a new “DEMONSTRATION 
BOOK” to aid salesmen in making calls and 
demonstrating LIBERTY Boxes. Mailing 
folders are available. Now is the time of all 
the year when sales efforts pay best. Can we 
count on you? 


sy 44, ns 
Ow Oe Tee 


As many copies of the ““DEMONSTRA- 
TION BOOK” as you need to supply each 
of your salesmen will be sent promptly on 
request. No charge. Sent to firms only 
on order. 











or wires 


break, « 


hard to 
shown 
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ee 
to be | 
loope ~d 
the 
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effici 
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steadily 
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cluding 
good d 
for full 








“The biggest little thing you can buy 
to package 
quick, efficient.” 
market and spl 


| IBERTY String Binders are 
4 used in place of rubber 
bands, ordinary string, straps 


noyance 


tension 
movement semi-seals the pack 


so widely 


a to offer dealers, in- 


String @ | 
BINDERS 





records—simple, 
A live item with a wide 
endid sales possibilities. 


small 


COLLAPSIBLE — 
Storage Filing Boxes 


**The lowest-cost, systematic way to do storage filing 


and transfer work”’ 





This New Book Will Help You 


Increase Your Sales 


Gives all the facts about LIBERTY Boxes, shows 
photogra phs of installations, answers obj ections, 
3oxes, is 


carries a complete « catalogue of LIBERTY 
for use by ae *n in making demonstrations. A 
typical demonstration is given on which or out of 
which you can build your own. Well worth having 
and studying. Le will mean more sales and better 


income 





Rubber bands rot and 
wdinary string is an an 

straps or wires are 
use and expensive As 
by the illustrations 
TY String Binders are 
placed over the records 
vackaged, the string 
around and drawn under 
button A single 





othing is easier or more 
ent atis why 
rY String Binders are 
used ‘hey repeat 
Made in three styles. 
ve a very interesting 


us make 


and 
today 


sales cooperation 
tscounts Write 


particulars 

















dealer and salesman whose efforts have helped us to make 
Boxes leaders in their field 
standing, with full recognition that profits must be fair to every one, let 





At this year-end, we want to express our appreciation toevery LIBERTY 
LIBERTY 


Through cooperation and mutual under- 


1935 our best year 


BANKERS BOX CO., INC. 


536-538 S. Clark Street 
CHICAGO,‘ ILLINOIS 


ESTABLISHED 1918 
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tion of secretary of the National Typewriter Dealers Asso- 
ciation and to be given the opportunity to put my shoulder 
to the wheel of association progress along with other 
workers. 

The job of secretary, if filled rightly, should do much 
to cement the intricate working parts of such a varied 
mechanism as a National Association, and I feel somewhat 
awed, this being the first experience in connection with a 
National program, when I think of the space between the 
farthest points of Florida and California and realize that 
the problems of the dealers in each of these localities are 
almost identical and that the methods of solving these 
problems must be the same, generally speaking 

The main issue as I sec it, in the problems of any associa- 
tion is a united front. That has been taught to us down 
through history and it becomes truer as the ramifications 
of business become more technical. One dealer cannot 
stand alone; one small association cannot stand alone, and 
yet advance to the high degree necessary to compete with 
everyday programs in other industries. 

I have seen the day, although I have but a record of a 
short fifteen years in the office equipment field, when the 
decision of a dealer in a town, say for instance, Austin, 
Minnesota, would be the sole decision handed down to the 
customer, perhaps regarding price or any factor regarding 
the purchase of equipment, and the word usually stood as 
law within that community as far as the customer and 
dealer were concerned. But in this day of radio and air- 
plane, when a man breakfasts in Los Angeles and dines in 
New York, the decision of any one dealer goes for naught. 
This is the time when we indeed need a united front to 
retain the confidence in the office equipment industry that 
has been built up over many decades. 

My job as secretary is to see that you dealers who are 
members are ever kept acquainted with the workings of 
your organization, to keep a record of the wishes of the 
majority, and to see that the ruling of the majority of this 
association is carried out. Further than that, as I see it, I 
am to be kept busy trying to help educate those who are 
not affiliated with this organization so as to make them 
realize that by such an affiliation they will be benefited 
This I shall do with the best of my ability, but I cannot do 
it alone. You as an individual can do much to point the 
way wherein I must go and I shall welcome your sug- 
gestions. 

It has been my pleasure to have known C. Elmer Ander- 
son, president of this association, for a period of years and 
to have become acquainted with his thorough method of 
doing things and I can say that I am exceedingly happy to 
have the opportunity to work with him.—Casper O. Scott, 
secretary, National Typewriter and Office Machine Dealers 
Association, 104 East Colorado street, Pasadena, California. 








WEDDINGS 
Whalen-Willoughby 


Miss Rosemary Joan Whalen was married November 19 
at Tower House, Los Angeles, Calif., to William Howard 
Willoughby, of Ventura. Miss Whalen is the daughter of 





Fred L. Whalen, Pacific coast manager for The Carter’s 
ink Company. 
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Master Hamill Arrives 
With his face wreathed in smiles, W. G. Hamill of the 


Royal Typewriter Company's sales force announced to his 








associates that a new baby boy had been added to his 
famuly on December 15 Mr. Hamill is now the proud 


father of three boys and three girls 








Canada writes both English 
and French... 
When errors in either are made, 
Canadians wise, 
Merely reach for TRI-PLYS 
And readily blunders evade! 


RASERS differ as greatly 

as languages, but the 

whole world knows — and uses —- Weldon 

Roberts Erasers. This is the result of Weldon 

Roberts quality—-completeness of line—easy 

salability to all kinds of customers for all 
kinds of uses. 


These features, that give Weldon Roberts 
Erasers world wide popularity, make them 
the erasers that are most profitable to you. 
TRI-PLY No. 399 is an example—a popular 
office and stenographer’s eraser because the 
one eraser takes care of typing errors on 
original and carbon and can be used for cor- 
recting pencil or pen mistakes as well. 


Put a few TRI-PLYS and other Weldon 
Roberts Erasers where your customers can 
see them. They’ll not only sell fast but you 
can count on them to repeat 

and it’s repeat sales 
that build your busi- 
ness. Send for a 
catalog now! 





WELDON 
ROBERTS 
RUBBER CO. 


America’s 
Eraser Specialists 


Newark, N. J. 


Waerdon Rotertr 





GLorroct mirtaker in aun Janquage 














You’ll Sell More 
PEERLESS KEYS 
Because They Give 
You More to Sell 


Your customers are going to think about 
the features of the items they're offered. 
And they buy those with the most points 
of superiority. 
In rubber typewriter keys there is only 
one name that has everything—guaran- 
teed quality, good packaging, good ad- 
verlising, complete range of selection, 
and the exclusive SECURITY feature. 
That name is PEERLESS and the big 
reason dealers sell more Peerless Keys is 
that Peerless Keys give them more to sell. 
Learn about the Peerless SECURITY 
feature,—a hard rubber collar fused to 
the soft key top, that forever prevents 
Peerless key tops from becoming loose or 
turning in the bases. Learn about the 
Peerless line, the Peerless helpful sales 
policy, the Peerless merchandising ideas. 
Write us now! 
Peerless Twirler e 
Rings Moulded 
with YOUR 
NAME Will Pep 
Up Your Sales 






















There's nothing like a 
useful gift to build good 
will and advertise your 
business. Why not let 
Peerless Twirler Rings, 
with your name moulded in the rubber do 
that for you this year? Send the coupon 
for details. 











PEERLESS 
;KEY CO. inc. 


complete line of rubber 
kevs sold through dealers 


176 Fulton St. 
New York City 
~~ “PEERLESS KEY CO., INC., 176 Fulton St. | 
New York City 
Please send full details of the Peerless line, a sample 


Peerless SECURITY Key and your proposition on 
Iwirler Rings with moulded dealer's name. 


















Name 






Address 
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Carnegie Foundation Presents Second Award 
for Typewriter Development 
further perfection of the 


Continued development and 


Dvorak 
recent second award of $3,700 to the 
ington by the Carnegie Foundation to continue the typing 
Education Hall, and the experiments of 
Dvorak, who developed the 
illustrated in 


system of typewriting has been assured by the 


University of Wash- 


laboratory in 
Prof. August 
keyboard 
columns heretofore. 

Three separate experiments will be made with the fresh 


new scientific 


which was described and these 


funds by Professor Dvorak: 

First, how useful the typewriter is to the student will be 
accurately determined, with twenty-one new typewriters 
added to the extensive University typing room which was 
made possible by the previous $3,700 of Carnegie funds. 

Second, close comparison of his new teaching system with 
standard methods of typewriter instruction will be made, 
with public classes in which a large number of students 
will be enrolled, starting right after the first of the year. 

Third, the efficiency of certain methods of teaching will 
be determined. 

In international typewriting contests in Chicago, in which 
Dvorak students pitted typewriting skill against all comers, 
his trained pupils captured four first, four second and three 
third places, although none of these students had used the 
system more than a year. The average student, it is said, 
Dvorak method in half the time of the older 
typewriter teaching forms.—CML 


—— 
“Some Quotable Quotes” 

From W. A. Wallender of the Wallender-Pennington 
Company, 151 West Main Decatur, Ill., comes a 
business card and a little journal entitled “The West Main 
Buzz,” each carrying some pithy comments wel! worthy of 


learns the 


street, 


quoting 


On Mr. Wallender’s card appears the quotation, “Let Us 
Teach Your Dollars to Have More Cents.” Need more 
be said? 

In the littke magazine under the heading, “It Has Been 


Said, By Little Phil Osophy,” appear the following thought 
provoking sentences: 
“Impatience causes as many failures as stupidity. 
“Think only of yourself and others will soon forget you 


“Many 


great difficulties 


men owe their greatness to the surmounting of 


“The weapon most dangerous to a fool is his own tongue 


“The 


usually is not giving enough 


man who complains he js not getting enough, 
“Few of us get anything without working for it 

“If you would have your dreams come true, wake up 
“It isn’t the fat man that’s unpopular—it’s the fathead 
‘Avoid excuses, look for reasons 


“Service does not cost—it pays.” 


>. 


Cooper Heads Sales of Foote & Davies 
John M the stationery 


trade of the 


Cooper, widely known among 
United States, 
stationery department of the Foote & Davies ¢ 
of Walter O. Foote, has been promoted 


of general sales manager of the company. 


who became manager of the 
ompany last 
year on the deat! 
to the position 

Gus Stroecker takes Mr 


Atlanta store 


Cooper's former place as man- 
JHR 
> 
Birmingham Stationer Heads Commerce Chamber 
printing 


ager of the 


lames G. Smith, president of Roberts & Sons, 


and oftiese apphance concern has been elected president 
of the Birmingham, Alabama, (Chamber of Commeres He 
i t tormer president of the Rotary Club of that city 


GHW 
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Security Steel Equipment Corporation 
Avenel, New Jersey 


Our New 
Ul p-to-the-Minute 


Write today for your copy and secure the 
complete story of our new products and 
improvements in the various lines. 





THE EQUIDME NT THAT 





Catalogue Is 
Ready for You 


You will find our Dealer-Agency policy 
particularly attractive. 

















from TYPEWRITER MEN to TYPEWRITER MEN 


APPLIANCES 


A Happy, Prosperous New Year! 


OFFICE 


The sincere wish of AWMCO is that the coming 
year be filled to the brim with health, happi- 
ness and prosperity for its dealer friends every- 
where. 











Looking back—1934 wasn’t such a bad year, was 
it? True, it gave us all some pretty hard nuts to 
crack. And to the men of AWMCO, it is a matter 
of wholesome pride and satisfaction that they 
have been privileged to help those in the type- 
writer business to meet and solve the problems of 
the year just passed. 









REINHEIMER — San Francisco Branct BYRON HAINING— Detroit Bra Mar 
‘ AWMCO. “Bill” ie known by every AWMCO. Someone «aid t 


typewriter in his hand—he's be 





Looking ahead—we all enter the new year with 
confidence and optimism. Certainly, in view of 
the progress made in 34, this feeling is justified. 
And the men of AWMCO pledge the same helpful 
cooperation, the same friendly interest, the same 
spirit of service that has made our business rela- 
tions so thoroughly enjoyable and mutually 
profitable. 


In wishing you all, the fullest degree of happiness 
and prosperity for the days to come, may we ex- 
press the hope that we may continue to have a 
part with you in making 1935 a truly happy and 
prosperous New Year. 


AMERICAN WRITING 
se Me ee MACHINE COMPANY 


Aw NEW YORK CIT) | BRANCHES IN ALL PRINCIPAL CITIES 
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New Liberty Box Demonstration Book 


shed by its scope and clarity, instructive, prac 


Distineul 
ly 


“Liberty’ 
Book ol 


takes a distinctive 


tical, rn of the experience of years in selling 


boxes, the new twenty-four page Demonstration 


the Bankers Box Company of Chicago 


place among sales manuals. It is a sales manual and more, 


and is the happy result of months of labor by D. R. Pinney, 
the company’s director of sales and editor of “Liberty 
Slants,” the excellent house publication of the Bankers 
Box Company 

Che book is intended to be studied by dealers’ salesmen 
who handle Liberty boxes as one of several lines they 


following outline of its con 


Che 


to all who handle 


represent to their trad 


tents will be of interest Liberty boxes: 


1. The book contains a complete analysis of the patented 


onstructive boxes, with reasons for 


and « features of these 


the type ot construction adopted. 


2. What Liberty boxes to sell and to whom to sell them. 

3. Points to emphasize in making a demonstration. A 
typical demonstration is given. 

4. Two questions and answers covering sales 


pages of 

policies and possibilities, special sized boxes, etc. 

5. Pictures of nine typical installations in various types 
Useful in making demonstrations 


» meet objections of hard-to-sell 


of businesses 
6. Specific information t 
prospects 


A method recommended for systematic storage filing, 





The Liberty Storage Box Sales Manual 


with illustrations drawn to scale showing how shelving 
should be used to the best advantage 
8. A complete illustrated catalogue of the twenty-two 


tandard sizes of Liberty boxes and their several uses 


9. A table 


ten 


of more than one hundred representative users 


covering classilications. 

10. A dimension chart, including prices 

Dealers may obtain without charge copies of this Demon 
stration Book for their salesmen by writing to The Bankers 


536-38 South Clark street, ( hicago 


Box Company, Inc., 
— 
Tucson House Opens New Plant 
In an exceptionally attractive folder, nine by twelve 
inches, the F. H. Keddington Company of Tucson, Ariz., 
announced the formal opening on December 15 of a new 


plant with large quarters and improved production facilities 
organization, 


fortified with the newest equipment,” says the 


Che skilled craftsmanship of the Keddington 
company, 


‘will maintain new and higher standards.” 
The company was established in 1923 and in prosperity 
as Wwe 1] as depression has Lone ahead steadily. The new 


is the fruit of the policies on which the company is 
The company deals in stationery, office supplies 
does 

7? 


address is 20, 22 


plant 
founded. 
high-grade printing and book- 
24 North Scott 


and specialties, and 


binding The new and 


Street. 
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TART 1935 with a careful investigation 
of the methods which have made this line 
“different.” Every merchant interested in the 
highest ultimate satisfaction of his customers 
should know just WHY, with a complete line 
in fewer basic numbers than any other com- 
pany, OLD TOWN absolutely and com- 


pletely serves the needs of modern offices. 


Our recent expansion in space and equip- 


has one significance for you... 


ment 
better ribbons and carbons, better service, 
additional confirmation of our well known 


reputation as “The Company of the Future.” 


Old Cown 


RIBBON & CARBON COMPANY, Inc. 

AAA 

JOHNSON & PRINCE STREETS 
BROOKLYN, N. Y. 


A A A Manufacturers 





RQ? 


New! 
A Revelation 
um Comfort! 





Artility is again equal to the 
demand for the ultimate in 
sitting comfort. 


Sottex 


An entirely new type of upholstery 
so soft, so resilient, so restful, that the 
body never grows conscious of con- 
tact. It adjusts itself to body move- 
ments as easily as though it were part 
of the individual, yet it never clings, 
for it is properly ventilated to prevent 
that common upholstery _ short- 
coming. 

Softex upholstered Artility Posture 
Chairs—easily self-adjustable—have 
been thoroughly tested and enthusi- 
astically approved by both dealers and 
consumers. 


Artility Metal Products, Inc. 


102 Monger Building, Elkhart, Indiana 


1934—A. M. P. I, 
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Sales Way Up at Gill’s 
even the substantially accelerated pac« 
1934, December the J. K. Gill 


far ahead of the Decem- 


Outdistancing 
of business during sales at 
Company of Portland, Or« 
ber a year ago, just prior to Christmas, according to Wil- 
company. 


, were 


liam A. Montgomery, general manager of the 


For the first eleven months of 1934, statistics of sales 
showed a 23% per cent increase over the sales of the first 


eleven months of 1933,—but December sales were running 
more than forty per cent ahead of figures for 1933 Decem- 
ber. There were 150 well-trained sales folk in the Decem 
ber sales era, 50 having been added for the Christmas rush. 

Thus William Montgomery finds a pleasing business out- 
look as He also finds a growing 
demand for the better class merchandise as the new year 
He is, moreover, 


1935 comes into view. 


opens, and a waning “sales resistance.” 
exceptionally proud of the sales record of the new book 
written by his son, Richard G. Montgomery, assistant man- 
ager of the Gill store. He is proud of his son's authorship 
of this outstanding biography, “The White Headed Eagle, 
—Dr. John McLoughlin,” and the reception by the public, 
since its sales have exceeded all expectations—CML 
a 
John K. Prather Returns to Office Machine Field 


Supply 


Prather, who established the Typewriter & Office 
Company, 116 Mills street, El 
returned to that business after an absence of several years. 
The company has been operating over twenty years. It is 
local representative for the L. C. Smith & Corona Type- 
Inc., handling L. C. Smith 
and the Corona portable and 

It also handles rebuilt and used typewriters and 


services 


Paso, Texas, has 


writers correspondence ma- 


chines Corona adding 
machine 
adding machines of most of the standard makes; 
and repairs typewriters and adding machines, manufac- 
tures rubber stamps, and carries office furniture and office 
supplies. 

The mechanical staff includes David Chavez, typewriters 
and adding machines, and Frank Bentley, chief typewriter 
formerly with the local branch of the Under- 
Willis Ransom has joined the 
He has been in the type- 


mechanic 
wood Typewriter Company. 
organization as sales manager. 
writer field over twenty years, and was formerly a district 
sales manager for the Underwood Typewriter Company. 
a Ss 
Max B. Potter Company Expands 

From the time of its establishment three and one-half 
years ago, the Max B. Potter Company, Tenth and College 
streets, Bowling Green, Ky., has been steadily increasing 
its business to the point where it was recently necessary 
to take additional store space to provide adequate room 
for its enlarged business departments. Mr. Max B. Potter, 
president of the company, expresses an interest in hearing 


from manufacturers desiring representation in Bowling 


Green. 
——— 
McCamish Recovering from Auto Accident 
Early in December H. F. McCamish, manager of the 


Remington Sales Agency at Greenville, S. C., was in an 
automobile wreck which resulted in his being laid up for 
Mr. McCamish was badly battered up and his 


He is on his feet again 


two weeks. 
car was smashed beyond repair. 
and expects to start traveling his territory regularly in a 
short time. 
—— 

Houston Stationers Appoint Executive Secretary 

The of 
pointed Henry M. Ellis as executive secretary. 


Houston, Tex., has ap- 


He holds a 


Stationers Association 


similar position with the graphic arts industry. 
Mr. Ellis maintains offices at 417 Shell building 











Working Under 
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May be irksome to some. 
but a fair. honest trial will 
convinee everyone that a 
Code is something industry 
has long required. Some 
people just can’t be satis- 
fied unless they are har- 
pooning someone else. 


How foolish. 


MONROE ff ClO” MicniGaN 























Why Metal Tabbed Guides 


Because they are so well and strongly made that they outlast 
any other kind of an indexing guide—are therefore more ac- 
ceptable to the user and their use also proves to be an economy, 


even tho’ the first cost is a little higher. A correctly indexed 
file makes for quicker and more more accurate filing—which 
means a saving in time and energy. If your clerks and sales- 


men are not now equipped with our Metal Tabbed Pressboard 
sample sets write us for sufficient number. They show the 25 
point pearl gray pressboard; the three widths of metal tabs; 
show how the tabs are attached to the pressboard and also have 
complete information regurding sizes and prices—one can do 
the selling right from sample sets. Also free imprinted circulars, 
which you can use in outgoing packages and mail; also hand- 
some display cards for window and counter use. 


The Weis Manufacturing Company 


Monroe. Michigan 


New York 4.H.Denny, Inc., 356 Broadway Chicago: Associated Stationers Supply 


Boston Adams, Cushing & Foster Ine. 


























Why Duo-Top Filing Folders? 


Because with the top of the folder double thick where the wear is 
greatest, this type of folder wears longer than a single top folder. 
If one is using a heavy weight single top folder to secure the 
strength and wearing qualities, you can safely recommend the 
use of a medium weight double top folder, save in cost of the 
folders and still secure the long wearing elements that the user 
desires. Weis Duo Top Filing Folders are made in Letter and 
Legal Cap widths, straight cut or tabbed, medium or heavy 
weights. We have a sample set which should be in the hands 
of everyone selling filing folders. Furnished free, also handsome 
eight page circulars, with your imprint, for placing in outgoing 
packages and mail as well as display cards for counter and 
window. Duo Tops is one item for which there is a real 
market and which carries a liberal profit. 


The Weis Manufacturing Company 


Sf uo 


Monroe. Michigan 





New York: A. H. Denny, Inc., 346 Broadway Boston: Adams, Cushing & Foster, Ine. 


Chicago: Associated Stationers Supply Co. 























Fibre Board Storage Cases 


Made Without Gummed Tapes 


Just What Your Customers 


Have Been Waiting For 


VICTORYS 


Made to stand the gaff and give universal satisfaction. Extra heavy, 
solid fibre board with water-resisting outside surface. Will not fray 
out, dry out or become brittle like the straw-content fibre board. 
The amazing feature in the construction of this Vicrory case is the 
absence of any gummed tapes. Wherever it is necessary to attach 
one part to another, it is copper stitched—therefore nothing to catch, 
nothing to wear, nothing to come loose. It’s made to stay and it 
stays. ‘To open or close a Vicrory you don’t have to unlock or lock 
the front and back. There’s only one fastener—on the side, within 
easy reach and done in a jiffy without exertion. And this one lock 
does the job as well as two and holds the case dust and vermin proof. 
Vicrory cases are shipped knocked down, but what a revelation when 
you start to set them up. No sponge, no water, no fuss to set up a 
Vicrory. Made in 22 sizes. Send for demonstrating sample and 
and imprinted circulars for distribution. You'll like to sell Vicrorys. 


MONROE ff ete MICHIGAN 




















JANUARY, 19 87 


3 Point Contror 


¥ E WwW Underwood Sundstrand @ ’ 2 ‘y & 


Feature simplifies machine figuring 


... Greater Speed by 15% to 25% 








1. Adding 

2. Subtracting 

3. Non-Adding 

4. Sub-Totaling 

5. Totaling 

6. Printing Credit Belences 


ADDS— SUBTRACTS 
MULTIPLIES —DIVIDES 












UNDERWOOD ALL 





HE Underwood Sundstrand Adding- 
Figuring Machine, always famous for 
its simplicity, speed, accuracy and durabil- : dee. 
ity, reaches a new high peak of simplicity a 
and speed with the advent of the newest 
exclusive Underwood Sundstrand devel- 
opment...3-POINT CONTROL. 


3-POINT CONTROL, in combination 
with Underwood Sundstrand 10-key op- 
eration, makes it possible to write figures 
on the tape 15% to 25% faster! 

3-POINT CONTROL permits three 
miracle keys to perform six distinct op- 
erating functions. 

3-POINT CONTROL, because it 
makes operation simpler, also makes 
the operator more accurate. It reduces 
fingering errors to the absolute minimum. 


3-POINT CONTROL provides amaz- 


ing new short-cuts in multiplication and y, 
division and actually brings machine AMUMERAL 
addition and subtraction within the capa- 
bilities of a child. ON LY KEYS 
See the new Underwood Sundstrand - ~~ that: Wi 
at the nearest Underwood Elliott Fisher —“— Ss 7d. / 
Lor, . 


Branch or ask for a demonstration in 
your own office. Remember, in addition 
to 3-POINT CONTROL, Underwood 
Sundstrand offers you the boon of 10 
numeral key operation. 


Adding Machine Division ; 

e Ev 00d 
UNDERWOOD ELLIOTT FISHER COMPANY ° Every Underwood Sundstrand Machine 
Adding Machines... Tepewviters is backed by nation-wide service facilities 


Accounting Machines 
Carbon Paper, Ribbons and other Supplies 


342 Madison Ave., New York, N. Y. 


ADDING-FIGURING MACHINES 
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TRANSFILE 


“RADE MARK 


YOUR WAY TO GREATER 
STORAGE FILE PROFITS @ 









Of course, you want to sell your customers the very 
latest thing in storage files. That’s TRANSFILE. 





LETTERS 







You don’t want to spend hours trying to convince your 
customers of the merits of a file—you want it to sell 
itself. TRANSFILE does. 


You want to be sure the file will stand the gaff in your 
customer's quarters. TRANSFILE will. 


Your customers will want corrugated files 
that can be built up into batteries which 
will remain rigid. TRANSFILES can. 


Your customers will demand easy drawer 
action for accessibility. TRANSFILE has it. 


Your customers will want good appear- 
ance as well as utility and durability. 


TRANSFILE has it. 





The DE LUXE 


With a complete front of steel and the entire outside of the case 


And TRANSFILES will show you the way to beautifully finished in olive green, this new DE LUXE TRANS- 

4 4 FILE is a “‘hot’’ number. It’s a “‘ bearcat’’ for >unish tt . All 

greater corrugated storage file profits if -~ latest pane ee Sa ee wey Steel sclafesuemant off oft olen of 

° * the case; steel roller aring drawer suspension; 2-way Interlock; 

you will push it. Be sure you have a good and the Follow Block to keep records upright even when the drawer 
stock on hand. You will need it. is practically empty. ‘ 


THERE IS A TRANSFILE FOR EVERY NEED AND PURSE 


Only in TRANSFILE can you get steel roller bearing 
drawer suspension and steel reinforcement of all 


edges of the case. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, 
NEW YORK CITY 






The SUPER-TEST TRANSFILE 
is a real heavy duty file for semi- 
active records. Steel_ reinforce- 
ment of all edges of the case, steel 


Manufacturers of the renowned 
GUSSCO Line of filing supplies. 


roller bearing drawer suspension, 
2-way Interlock and the Follow 
The REGULAR TRANSFILE gives Block. 

strength, rigidity, safety and accessibility at 
minimum cost. For economical storage of 


inactive records 
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New Book on Installment Selling 


johu T. Bartlett and Charles M. Reed are the jomt 
authors of a new book entitled Methods of Installment 
Selling and Collections, just published by Harper & 
3rothers. This book relates that in 1934 the installment 
sales volume was placed at over $2,500,000,000 Americans, 
it is said, buy over sixty per cent of new automobiles on 
time; seventy-five per cent of their furniture, electrical 
goods, radios, etc., forty per cent of their farm machinery 
and twenty to twenty-five per cent of their jewelry. Half 
a hundred or more of other devices and appliances are sold 
on the installment plan, even to services of professional 
people 

It is said that eighty-five per cent of all retail time pay- 
ments are made on or before the due date. The percentage 
of repossession is only 7.1. The installment credit rating 
of school teachers is 89.3, heading the list, but followed 
closely by chain store managers and office employees. 
Doctors are rated at 84.9; lawyers at 66 per cent and col- 
lege students at 59.6 per cent. Restaurant employees are 
rated at 37.4 and printers at 30.5. 

Mr. Bartlett, one of the authors, is editor of the Bartlett 
Service, Boulder, Colo., and Mr. Reed is president of the 
National Retail Credit Association. 

The authors conclude as a result of their investigation 
that installment selling has proved a boon to business and 
a blessing to humanity and that “the economic rise of the 
United States has been the rise of installment selling.” 

——@——_ 
Business Improving in Baltimore 

Russell H. Schmidt, secretary of the Baltimore Sta 
tioners Association, informed Office Appliances early in 
December that the trade was busy preparing for the Christ- 
mas season and that all signs indicated a larger Christmas 
business than has been experienced for the past few years. 
Greeting card purchases began Thanksgiving week. All 
stationers were happy to report an increase in sales over 
the last year. 

Mr. Schmidt said that in filing equipment, loose leaf, 
blank books and general office supplies, the indications are 
that there should be a larger volume than in January, 1934. 

————— 
New York Concern Takes New Quarters 

The Adding Machine Service Company, formerly at 16 
West Twenty-third street, New York City, has removed to 
44 West Thirtieth street. They required more space for 
the enlargement of their service department. Now they 
are prepared to offer a more complete repair service with 
new equipment than they have ever been able to offer be- 
fore Che company carries new and reconditioned type 
writers, adding machines, calculators, et« 

—~ —~<G — - _ 
Wiggs to Sell Royals for M. F. Hicks Typewriter 
Company 

I. L. Wiggs, who for some twenty years has been asso- 
ciated with another typewriter company, has joined the 
sales force of the M. F. Hicks Typewriter Company in 
Chattanooga, Tenn. The Hicks Company is the Royal 
ypewriter Company representative in Chattanooga and 
the surrounding trade territory. Mr. Wiggs is devoting his 
entire time to selling Royal machines. 

Philadelphia Concern Moves to New Quarters 

Frank Wolf, Inc., has moved to larger premises at 921 
Walnut street, Philadelphia. He was formerly located at 
924 Walnut street his change was made necessary on 
account of increasing business. The company now occu- 
pies the main floor and basement, extending through to 
Sansom street, and the new store is said to be attractive 
in every way. 












For many generations Esterbrook steel pen 
points have been a “best seller.” They have 
made new customers and repeat sales in hun- 


dreds of stationery stores th roughout the coun- 
try. The name “Esterbrook” means writing 
perfection to thousands of customers who in- 


sist upon steel pen efficiency. Now Esterbrook 


introduces two new improved writing instru- 


ments backed by the name “Esterbrook”’. 


RE-NEW-POINT 
FOUNTAIN 


PEN 


Through the use 
of Solid Dura- 
crome, a new 
non-corrosive 
metal,thefamous 
Esterbrook pen 
points have been 
duplicated in a 
fountain pen. 
Solid Dura- 
crome gives the 
writer Ester- 
brook steel pen 
efficiency with 
fountain pen 
convenience. 
Re-New-Pointshave 
been designed for 
specific uses, in 
commercial, school 
and social writing. 
*The Esterbrook 
Fountain Pen is the 
ideal stationer’s 
fountain pen, for 
distribution follows 
the same channels 
as Esterbrook steel 
pen points, 

A choice of 
Re- New - Points 
renewable by the 


user. 


RETAIL 
$700 
AND UP 
EXTRA 


RE-NEW-POINTS 
25e« EXTRA 





RELOADING 
PUSH-PENCIL 





This is the first 
great improve- 
ment in pencils 
in man ears. 
Just mm | P ie to 

to feed the lead. 
Feeds 2 feet of 
lead continu- 
ously; reloads 
automatically. 
This “no - stop” 
push- pencil is 
particularly pop- 
ular with stenog- 
raphersandsales- 
men and order 
clerks. In sizes 
and colors to 
match the Re- 
New-Point foun- 
tain pen. Sell in 
sets. Make two 
sales in place 
of one. 


RETAIL PRICE 
$ 1% 
AND Up 


Gstatrvk = 


STEEL PEN MFG. CO. 


86 COOPER STREET 


CAMDEN, N. J. 


or Brown Brothers, Ltd., Toronto, Canada 
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The Double-Top 
Expanding 
File Jacket 


JUST IN TIME FOR THE 
TRANSFER SEASON 


Be the first to sell 
these to your trade 








> 

















Made in letter and legal sizes with 
1°— 1)" and 2” Expanding Gussets 


NOW! 


The Logical Filing Container for bulky | 


correspondence, contracts, orders and 
grouped letters. QUALITY BILT Re- 


inforced Tabs insure greater wear 
SEND FOR SAMPLES NOW 


Quality Park Envelope Co. 


11-116 Merchandise Mart 
CHICAGO 


hk ene Factories at St. Paul 





| 


| 
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Richard Montgomery Adds New Laurels 


\nother honor has come to Richard G. Montgomery of 
the J. K. Gill organization in Portland, Ore. He is receiving 
more fame over his latest biography “White Headed 
Eagle.” This distinctive work of the stationery company 


executive who writes best-selling non-fiction in his spare 
time, which was released this Fall, has been marked as the 
first book of a Pacific Northwest author to be chosen by 
the Catholic Book Club for one of its monthly selections 


CML 





“Hitters-Uppers” Down South.—Dur- 
ing an intensive sales campaign re- 


cently, Frank W. Weeks (left) and Leo 


M. Ebeling (right) were finally in- 
duced to stand still long enough to be 
“shot” by a photographer. Mr. Weeks 
is factory representative for the Colum- 
bia Ribbon & Carbon Manufacturing 
Company of Glen Cove, L. L, N. Y., 
and Mr. Ebeling is president of the 
Columbia Products Company, Inc., 
New Orleans, Columbia dealers in 
Louisiana and Mississippi. 


a 


A Supplementary B & P Price List 
A supplement to Dealer’s Buying Price List “D” has just 
been issued by the Boorum & Pease Company of New York 
City. It gives prices and descriptions of standard B & P 
loose leaf books and forms. There are no illustrations. 
There are twenty-seven pages, each alternate page being 
blank. This permits of making notes and additions. The 
back pages are perforated and each strip bears notification 

of a price change on a certain page of the “D” list 

anssieneliinieidanin 

Aberdeen Man Appointed to Important Position 
Fred Green of the News Printing Company, Aberdeen, 
S. D., has been appointed a member of the regional code 
policy board to represent the South Dakota Commercial 
Stationers Association which organization is headed by 
J. H. McKeever, president of the South Dakota Associa- 


tion and of Searle Brothers Printing Company at 
Aberdeen. 
—— 
Dryden Appointed Reliance Pencil Company 
Representative 


James B. Dryden, 532 Ringgold street, Cincinnati, Ohio, 
has been appointed representative of the Reliance Pencil 
Company in the states of Ohio, Kentucky, West Virginia 
and parts of Indiana and Pennsylvania, 
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MAKE 1935 PROFITS 


SELLING 


STURGIS POSTURE CHAIRS 


“A MODEL FOR EVERY NEED" 


FEATURES 


Easy, quick adjustments 
‘no tools. But provi- 
sion made for perma- 
nent adjustment for 
those who want it. 


Rubber bumpers on 
back posts an exclusive 
Sturgis feature. 


Without question the 
most complete and out- 
standing line sold ex- 
clusively through 
dealers. 

Quality materials and 


workmanship for those 
who want the best. 





No. 515 
Stenographic Model 
“This Saddle Seat is popular" 


- 
02. Reasonable prices — 
prompt shipments. 





No. 275 
Secretary Model 
“A Coiled Spring Seat is mighty comfortable"’ 


NOTICE 


We manufacture and sell a complete line of 
Posture Chairs and Stands—not a franchise. 


Six years of progress during a depression 
period means just one thing: Dealers are find- 
ing a profitable market for Sturgis products. 


A franchise is one thing—a quick selling prod- 
uct another. The former may or may not 
result in profits. The latter makes profits a 
certainty. 

Hundreds of dealers are finding Sturgis Chairs 
and Stands profitable, and you will too. 


Exclusive sales rights available in certain 
territories if stock for demonstration and dis- 
play is kept on hand. 





Ne. 200 WRITE FOR YOUR COPY OF OUR 
Executive Model 
NEW 18-PAGE CATALOG 


"Sell the executive first" 


STURGIS POSTURE CHAIR CO., STURGIS, MICHIGAN 











Rand All Transparent Mak-ur-own Index 
Tabs Give You All Four of These Major 
Selling Points Combined in One Tab---- 


nt 








1—ALL TRANSPARENT SKIRTS 2—FLEXIBLE SKIRTS will not tear 
cannot hide any information. the Index Sheet. 


ANY INDEX) _ 


Ss Sf 


t 




















3—-AUTOMATIC STOP 4—CHANGEABLE INDEX LABELS 
Fold in skirt assures uniform Readily adaptable to any Indexing 
exposure of all tabs. System. 


PLUS—A Complete Line, Including Six-Inch 
Blank Strips —Printed Insert Tabs —Shield Tabs 


Write for prices and samples 


THE VICTOR SAFE AND EQUIPMENT COMPANY, INC., 


NORTH TONAWANDA NEW YORK 
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Business Equipment Bargains Moves 
Business Equipment Bargains, Inc., 167 West Lake 
street, Chicago, Ill., has moved to 124-26 West Lake street 


This is a block east of the location which this business 
occupied when it was established. 
In the second hand furniture market of Chicago this 


store holds a rather unique position in that it is merchan 


dising used, de-standardized or shopworn equipment on a 
fixed price basis. Tags properly marked permit the buyer i 
to do his own shopping—truly an innovation in second 
hand stores. There are to be found on the floor of Busi 
ness Equipment Bargains, Inc., all types of steel and wood 


filing equipment, desks, tables, chairs, storage cupboards 


and sates—either used or shopworn floor samples. Fine eee and Mo re 


bargains are available to business men who can take this 


merchandise C. O. D.—no accounts are carried bv this 
business » 
= O f jk Cite 


F werstoK dealers the country over 
are able to offer a FiberstoK envel- 
ope, folder, filing device or wallet for 
practically every business requirement. 


FiberstoK has been the leader for 
more than twenty years. That is 
why you always get repeal sales with 
this line. FiberstoK customers are 
always satisfied. . . . They buy year 
after year. 


Dealers say: “It’s Easy to Sell.” 
WRITE TODAY 


Get the Fiberstok Catalog. Let us 
show you how to MAKE MORE 
FIBERSTOK SALES. . . . This 
The New Handy Ring Display Box Offered to Dealers by means MORE MONEY FOR YOU! 


The E. W. Carpenter Manufacturing Company, Bridge- 
port, Conn.—This display box contains the No. 1003 as- 
sortment and includes rings of five different sizes. The 
display box and the assortment are the subject of a mail- 
ing piece sent out recently by the E. W. Carpenter Manu- 
facturing Company. The circular carries the heading 
“School Time is Ring Time,” and also points out many 
other uses for rings, in addition to the needs of students. 





<< 

Typewriter as Gift in 1896 
Printers’ Ink Monthly for December reprinted some 
advertisements in “Our Family Adv’g Album,” show- 
ing what was good form for gifts in the last vears of the 


nineteenth century. One of the items shown was a “Ford” 


typewriter—no relation to the motor king. This was a 
three bank machine, and utilized aluminum in its construc 
tion 

—>—_ 


New Bedford House Holds Business Show 


The Keystone Office Appliance Company of New Bed- 








ford, Mass., announced “a bigger and better business show” 
at the New Bedford hotel, on December 3, 4 and 5. The NATIONAL FIBERSTOK ENVELOPE co. 
public was cordially invited and responded well, taking 429-447 Moyer Street, Philadelphie, Penna. 


reat interest in the examination of modern business svs Chicago Branch e New York Office 
54 W. Leake St. 125 Church St. 


Ss, cle vices and equipn ent 
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CORRUGATED BOARD 


STORAGE 
CASES 


K. D. Construction 
Letter -- Legal -- Bill Sizes 
24 Inches Long 





EASY TO ASSEMBLE 
EASY TO OPERATE 


Here is the best designed, strongest 
and most economical corrugated 
board file it is possible to build. 
Shell of the case is made of double 
strength corrugated fibre-board to 
insure the extra rigidity necessary 
for stacking and easy drawer opera- 
tion. 

Drawers are made with triple thick 
front and back. Double thick wire 
stitched sides. Cut low to permit 
quick easy reference. Recessed 
drawer front protects contents from 
dust. Equipped with large wide 


drawer pull. 


Send for sample and price 


IMPERIAL 
METHODS CO. 


FOREST PARK, ILLINOIS 
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News Notes from Do/More 

F. D. Fields, secretary of the Do/More Chair Company 
since its incorporation, and actively identified with the 
company from its early days until the summer of 1933, has 
returned from Toronto, Canada, and resumed his former 
duties in the home office at Elkhart, Indiana. 

r. O. Johnson, who has been one of the office personnel, 
will become field sales representative on January 1. 

Carl Schuchardt, manager of Do/More Seating Service, 
Milwaukee, Wisconsin, was a visitor the middle of De- 
cember at the Do/ More offices in Elkhart. Mr. Schuchardt 
looks for increased business activity in his city after the 
first of the year. 

Do/More Seating Service of St. Paul, Minnesota, re- 
cently acquired space in a prominent location in the down- 
town section of that city for the purpose of displaying 
Do/More chairs and demonstrating the advantages of cor- 
rect seating 

W. S. Ferris, president of the Do/More Chair Company, 
Elkhart, on a recent trip to the eastern states, called on 
the E. S. Pierce Company, Hartford, Conn., Do/More 
agents in that city, and on the factory branch in New York 

George Whitney, field representative of the Do/More 
Chair Company, is back in Elkhart after a trip through 
the southeastern states. Some new dealers appointed by 
him are the Perry & Buckley Company, New Orleans; The 
Spencer-Moore Company, Charleston, West Virginia, and 
The H. & W. B. Drew Company, Jacksonville, Florida. 

Do/More Seating Service, New York City, has moved 
into new offices in the same building Business in that 
area is stepping up, and J. H. Barfoot, manager, had to 
find larger quarters 

The Do/More Chair Company has a new catalogue just 
off the press and ready for distribution which illustrates 
and describes the entire line of the company’s posture 
chairs, and shows the late improvements in design and 
upholstery. It is in loose leaf form, size 8%”x11", and 
is printed in sepia and royal blue inks on India enamel 
stock. 

—— 
Royal Agency Gets Boost in Alamosa Paper 

Not long ago a reporter for the Alamosa (Colorado) 
News visited Elicker’s private business studio, which occu- 
pies one-half of the second floor of the Sheesley building 
on Main street. He came away enthusiastic over the equip 
ment and personnel of the school, which had the largest fall 
enrollment of students in its history. He also mentioned 
three new Model H Royal typewriters which the school had 
just installed in the typewriting department. 

Mr. Elicker has the agency for the Royal standard and 
Royal portable machines, which, he states, are meeting with 
much success in his district 

actin: 
New Office Equipment Store on Long Island 

Under the name Royson, an office equipment business 
has been organized at 21 Monument Square, Southampton, 
N. Y. In addition to carrying a stock of office stationery 
and general equipment the company has established a com- 
plete Multigraphing service, said to be the only installa 
tion of its kind on the east end of Long Island 

The Multigraphing department of the Royson business is 
in charge of R. Harrison, who has had a successful back 
ground of direct mail advertising experience Other 
phases of the business are under the direction of J. B 


Royce, a practicing accountant. 


a 
New Stationery House at Birmingham 
Phe Birmingham Stationery Company has opened for 


business with Charles P. Davis as manager. Offices are at 


mt are HH \ 


1 


2030 Fourth avenue, North Associated witl 


Weaver and W. C. Rappe—GHW 
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5815 Third Street 


NIAGARA MODEL AF ELECTRIC and Slip-Sheeter 


Marvelous Accuracy 

Direct Front Feed 

Automatically Elevating Feed Tray 
Ream Feed—-Feeds Very Last Sheet 
Automatic Roller Release 

Selective Inking—Closed Drum 
9-Inch Printing Range Adjuster 


95 


HERES He DupLicator 





NIAGARA is the MODERN dupli- 
cator. Modern in appearance, mod- 
ern in PERFORMANCE, 

Above is the 1935 duplicator cabi- 
net, developed by NIAGARA for an 
exacting trade. A Trade that wants 
efficient duplicators, and wants 
them to look the part. 

On this new Motor-Driven Cabinet 
you see the NIAGARA AF (Auto- 
matic Feed) Duplicator and Slip- 
Sheeter that have made NIAGARA 
a sensation in the duplicating field. 
Sound business judgment is 
prompting the use of NIAGARA 
new profits to the user, and new 
profits to the dealer. Only this 
combination and outstanding per- 
formance could have brought the 
NIAGARA Duplicators forward 
with the rapid successes they 
have attained. 

The NIAGARA company asks each 
new dealer to demonstrate to his 
most exacting customers FIRST. 
It asks that demonstrations be 
made against the strongest compe- 
tition in the field 

It takes more than courage to suc- 
ceed under this policy. It takes a 
better duplicator. A duplicator, in 
fact, that only NIAGARA can offer 


you! 


Re-Set Counter 

Slip-Sheeter On or Off in 10 Seconds 
Receiving Tray Stacks Work Accurately 
4-Speed Electric Drive 

Any Speed Instantly 

Beautiful New Walnut Finish Cabinet 
Sharp, Clear Reproduction 

and Many Other Features! 


NIAGARA 


NIAGARA DUPLICATOR CO. 


San Francisco, Calif., U.S. A. 


Cable Address: NIADO 
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For Loose Leof Sheets on the | 






- 


VYolier* 
Car* 






ty 


TWO-PIECE 
COVER CONSTRUCTION 


MARKET 













Ce 


No. 11f 





EZYPUNCH 










Vv 








A mediam priced, serviccable punch of 
pressed steel, lacquered a rick olive green 










Mas ste! cxticrs ~ short drive handle 
fever = center merk amd aickelplated 
side gauge < and « tray which oom be 
7 removed when punch be screwed to 
table 













Te BEV PE VEE Le meee mellow he eee pete tee 
othe etm popula MAID Ne te 


$1.50 each 
{@ 


A000) PROD CTS, INC. 
Se ee er 

















. Accopress Binders 


Durable, genuine pressboard; long-wearing 
cloth hinges; colors—Red, Grey, Black. 


Bound with the 
ACCO PAPER FASTENER 


Standard of the World; for all loose-leaf 
sizes and centers of punching; complete with 
Acco Fasteners, or without fasteners. 


Above BF 2507, letter size, binds up 


to 6 inches for 


30¢ 


LOOSE LEAF Dealers: Send for display easel, or sample. 


FOR 


For Accopress Binders see pages 
20 and 21 of Acco Catalog No. 433 


ee | 6 ACCO PRODUCTS,INC. 


GET YOUR 


LONG ISLAND CITY, N. Y. 


CANADA EUROPE 
SHARE Acco Canadian Co., Ltd. Acco Company, Ltd. 
454 King St., West, 18 Whitefriars, St. 





Toronto Tanase wont London, E. C. 4. 
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Purchasing Agents View Office Equipment 


thee supplies were attractively featured by a nuribes 
of leading exhibitors at the recent annual Advertisers 
Nicht of the Washington Purchasing Agents’ Association 
in Seatth Thes« displays were the center of interest in 


the annual evening at the Hotel Olympic, when the pur 
chasing agents of the state were given a thorough oppor 
tunity to become acquainted with the merits of many spe- 
cial products 

Among those exhibiting were the H & M Ribbon and 
Carbon Company, with the exhibit under the direction of 
Sam McElfatrick and Jack R. Thomas of that company; 
and The Northwest Envelope and Manufacturing Com- 
pany, George W. Milne and Frank R. English. Mr. Milne, 
a trustee of the Manufacturers Association of the state, 
was honored at the head tabl 

Other outstanding exhibitions were those of the Pacific 
Coast Stamp Works, featured by William Dunning and 
Frank Longo for that company, and that of the pioneer 
stationery house of Lowman & Hanford Company of Se« 
ond avenue, Seattle, under the direction of L. N. Hanford 
and Owen Bayliss of that organization. —CML 

> 


Notes of the Northwest Travelers 
By Fred C. Schaefer, Correspondent 


Stanley Griebel of the Yawman and Erbe Manufacturing 
Company, offers an interesting prize which will be given 
to the dealer’s salesman on his territory who sells the most 
Yawman and Erbe products up to and including January 
10. The prize is a regulation size football autographed by 
every member of the Minnesota 1934 Golden Gophers, na- 
tional championship football team. The football was auto- 
graphed by the members of the squad partly through the 
good othces of Francis “Pug” Lund, who is known as the 
“sparkplug” of the Minnesota offense The ball was dis- 
played for a week in the windows of the agents in the con- 
test, which is based on the sales of direct name systems 
\ twenty-five subdivision will represent a ten yard gain 
Chis yardage increases to a hundred yard run for a system 
of one hundred sixty divisions. Larger systems will be 
rewarded with touch downs in proportion to size 

x * * 

Larry Hamm of The Pierce Company, Fargo, N. D., gov- 
ernor of the seventh district, was greeted in Minneapolis 
on the afternoon of December 6 by Bill Braden, Karl 
Kiesel, Stanley Griebel and Fred Schaefer He could not 
accept the invitation to afternoon tea! 

: 

Bill Braden of the Stationers Loose Leaf Company 
closed a good vear in the Twin Cities on December 6, leay 
ing that same night for the factory and then on to his 


home in Kansas City 


Mr. and Mrs. Karl Kiesel and their daughter, Virginia, 
spent the first half of November touring the east, where 
they visited the principal cities They called at the home 
office of The Carter’s Ink Company in Boston 


* 


Mr. and Mrs. John Daugherty of St. Paul visited at the 
home of Karl Kiesel in Madison and attended the Min- 
nesota-Wisconsin football game November 24. Mr. Daugh 
erty is connected with the H. C. Boyeson Company 


Miss Jean Spurlock, daughter of Harry Spurlock, came 
to Lincoln, Nebr., from her home in St. Joseph, Mo., to 
spend a week-end with her father and attend the Pitts 
burgh-Nebraska football game in November. A number of 


travelers were present at the game including Homer Sheets 





VARITYPER writes the finest stencils 
for Mimeograph printing. The quality 
of work reproduced by this process 
compares very favorably with type-set 
printing. VAR/TYPER writes with per- 
fect uniformity independent of the 
operator's touch. Due to the instantly 
interchangeable type and various spac- 
ings, VARITYPER is the only machine 
which writes with proper typography. 


Hundreds of concerns are saving con- 


siderable by this combination of VAR- 
ITYPER and Mimeograph. It is ideal 


for bulletins, office forms, etc. 


VARITYPER will broaden the field of use 
of your Mimeograph. 


Certain territories are open for good 


dealer representation. 


Let us send youspecimens ofwork with- 


out obligation. Write to- 
RALPH C. COXHEAD CORPORATION 
17 Park Place 


New York,W.Y. 


This Adisentirely composed on one Varityper 
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CARBON PAPERS 
INKED A 





NATIONAL 
DISTRIBUTION 
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BBONS 


MADE IN U-S’A- 





Inked ribbons and carbon paper for every pur pose. 


Exclusive dealers and stationers who desire to 
build successful distribution of carbon papers and 
typewriter ribbons with the assurance of satisfied, 
permanent customers, as well as dependable profit, 
will find the outstanding quality and extra points 
of value built into OLD DUTCH LINES will pay 
big dividends in consumer confidence and attending 
good will 


Old Dutch Line of carbon papers and inked 
ribbons are engineered to meet a broad spread of 
consumer requirement and price range. We have 
scientifically allocated each quality number of 
carbon in formula charts as to weight of tissue, 
strength of write and price range, which will enable 
your sales organization to readily prescribe the 
correct quality for a given requirement, thus 
rendering a superior service which builds good will, 
wins repeat business with attending profits 


If there isn’t an Old Dutch dealer in your city, 
write for details of ae aler franchise 


i 





OLD DUTCH CARBON & RIBBON CO. 
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DIVISION OF NEIDICH PROCESS COMPANY 


ST.LOUIS, MO. 









OFFICE APPLIANCES 


of the Wilson-Jones Company; Al Nordstrom of the Smead 
Manufacturing Company; Carl Kaufman of the National 
FiberstoK Envelope Company and Karl Kiesel of The Ca 
ters Ink Company Rudy Johnson of the Omaha Sta 
tionery Company, and Al Charleville of the Carpenter 
Paper Lompany, completed the rest of the party 

* * * 

Blied Office Supplies, Inc., Madison, Wisc., recently made 
some timely and attractive changes in the arrangement of 
their store. Immediately back of the retail store, a beauti 
ful room has been fitted up, entirely carpeted and devoted 
to an attractive display of office furniture. The office of 
the store, formerly located in the room now devoted to fur- 
niture, was moved to the extreme rear of the store 

~ * . 

Bill Goff Office Equipment & Supplies has moved into 
larger quarters at 1 West Main street, Madison, Wisc. This 
firm is the Madison distributor for the Yawman and Erbe 
Manufacturing Company M. H. Lovell is now with the 
Goff concern and L. Forbord, formerly with The Berger 
Manufacturing Company, is now on the Goff sales staff 

= 
Northwest Travelers to Meet Before Twin Cities 
Banquet 

rhe attention of the members of the Northwest Trav 
elers Club is called to the annual meeting of that club at 
the Radisson hotel, Minneapolis, at 2:00 P. M., Saturday, 


January 26. Matters of importance will be discussed at 
this meeting. 

Plans are going forward for the Twin Cities Stationers’ 
banquet which will be held on January 26 at the Radisson 
hotelin Minneapolis. Art Grayston of the Thomas & Gray- 
ston Company and Ed. Hansen of the Miller-Davis Com 
pany, Minneapolis, committee in charge, are confident that 
the evening will show the largest attendance ever present 


on a similar occasion 
a 


Journalism College Output 

The Irish Printer commented on journalism schools, 
quoting Eric P. Kelly, professor of journalism at Dart 
mouth college on the number of students who can adapt 
themselves to news writing. In five years he found two 
men out of 300 who possessed an actual news sense. About 
a dozen of that 300 were able to write good lead stories 
Prof. Kelly believes that the one text book in a journalism 
college should be a good newspaper, studied from day to 
day. 

—— ~G —<—t:t:~— 
Impressive Mailing Card 

Office Appliances is in receipt of a folder from James D 
Headley, Inc., 818 Third avenue, Seattle, announcing an en 
larged and remodeled store and a distinctive display of of 
fice furniture. Everything for the office that will make 
one’s work more efficient and pleasing is available here, it 
is said 

— 
Brief Notes from Cleveland 

Maggee and Lauffer have opened a typewriter business 
at 508 Rockefeller building 

* * . 

The Typewriter Exchange has moved from 1218 Pros- 
pect avenue to 19 Colonial arcade, where they have larger 
quarters. J. Kenny is proprietor —AED 

Ee 
New Store in Rockefeller Center 

The Rockefeller Center Typewriter Company has opened 
a store in the Concourse of the R. C. A. building, 30 Rocke- 
feller Center, New York City. The company is operated by 
William Schenenga and George Riley, and deals in type 


writers and typewriter supplies 














9Q9 


JANUARY, 1935 


” Columbus 
Reheat: 





Ow LINTNEn 


x0 c=RC N 
BUSINESs SYSTEMs Cc MME RC TAL AN 
FILING DE VICES 


LEAP SYSTEMs 
Girr AND A YOVE es 


COLUMBuUs, OHIO 





Decembe, 10, 1934 
The Shara lice» Company 
®g0n, 
Michigan 


Attention; Mr. R, E, McGowan 


Dear yy « Mc Gowan; 


We have @always } 


been a Strong believer in "Flowers for ¢ 
@nd with + 





he Living» 
“218 thought in ming We want YO and your Company to know 
how Pleaseq We are With the Shaw Wa lies. line, 

Just two and One-half Years azo wo tok on the Shaw—Wa li. 

for Columbus €nd vicinj ty. We b i 


Over fifteen y 


e. 
© We have NOt gold 4ll oy, Old Users, we 

Y high Percentage Of them Shaw jy, lker “quipment to 
8 tack @lons Side or the ©qUipment they Were already USing ang in 
been Completely S8tisfieg, 

tal Pleasur, to sel] Shaw —Wa lice» ©quipment, The very 
Name Shaw—Walicn Seems to register With the CUS tome r as Standing for 

1 this ig a lecideg help in breaking 

on @ deal hat ig Aighly COMPetitive, 


2tS and Consider the TAY that We decideg to 
Of the Sright SPOts in 
Ntime for MAny , MAnYy ; 


W. RB, MacDonald :Pr 





ont a 





hise is 

o ? Our franc 

his “happen” to yout tell you about 

How can thi wer. We'd like to ange of our 
swer. ide r 

part of the para show the wide 

; ata 

it. Our ¢ 


11.” 
“ ., sf lo sell. 
easteés 
how why they are dress us today? 
‘ icts, J < ei vot ac ae 
GHA “WALKER : 5 ither or both, why no TIN THE WORLD 
W: ” For e adnan | 
G EQUIP ~ 
ND FI ut N es 
USKEGON, MICHIGAN (CE FURNITURES AMR £25.2e, 
M F OFF 4 : - 
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Scripto 
created 

a new 
market ~ 


—and is constantly enlarg- 
ing that market through 
forceful national advertising 
and consistent sales promo- 
tion, 

Most stationers prefer to 
sell Scripto because it combines 
a product of proven merit and 
sound merchandising policies 
with national advertising. 

The increasing millions of 
Scripto Pencils, Leads, and Erasers 
sold annually are evidence of the 
growing demand for the long-lead, 
long-writing mechanical pencil. 

When Scripto was introduced, it 
marked a NEW DEAL in writing effi- 


ciency and economy. But Scripto was ps 


not content to make a quality product. 
Scripto also made a market. Today’s de- 
mand was created by Scripto — for Scripto. 

In 1935, Scripto continues to build demand through 
advertising such as appears in the December Ist issue 
of the Saturday Evening Post. The Post and Time 
Magazine will carry the Scripto story alternately every 
two weeks throughout the year. 


9 v? 


OFFICE APPLIANCE 


“Of course, we 
S R . 
“a feature Scripto 


wat” 


ane — because our customers expect 

gre pe us to furnish them with the best 
cn oe and most efficient equipment 
nace © R no? available. In featuring Scripto, 
i ie Moe we follow our policy of stock- 
ee ing lines which are recog- 
* com nized leaders and which are 


backed by national adver- 
or tising. Our prestige is 
never in danger when 
we sell nationally ad- 
vertised merchandise 
of proven merit.” 


Says 
IVAN ALLEN 


Past President 

National Stationers 
Association and President 
of Ivan Allen- Marshall 
Company, one of the 
country’s large and success- 
ful commercial stationers. 





The Scripto advertisement which 
appears in the December Ist issue 
of the Saturday Evening Post. 


Scripto Smooth Writing Long Leads are contributing a 
greater share to vd ularity of the Scripto Pencil than 
is generally realized. The consumer expects the same 
superior smoothness and strength in the refill leads as he 
found in the lead which came in the Scripto Pencil. It 

ays not to wre customers. Sell only the genuine 
Scripts Smooth Writing Lead. 


SCRIPTO MANUFACTURING COMPANY ee ATLANTA, GA. 
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Fine Store to Open in Cleveland 
What will be one finest office appliance st 
ywwn Cleveland is being opened by Wirtsafter’s, Inc., 
at 1040 Prospect 
at the c 


of the res in 


downt« 
avenue. The new 


wrner of East Ninth 


who are now located 
Erie building 


The re W ill be 


location is in the 
avenue approximately 
ympany will occupy the first and 
second floors and basement. They 
printing plant at 1105 B« Road with an 
feet, but this will not be moved 


street and Prosp« ct 


6,000 square feet. The c 
also have a modern 
ylivar area of 4,000 
squar¢ 
The company 
Multigraphing C: 
until 1922, when the business was expanded and the nam« 
Office Supply After a 


as the 


started in 1914 Ideal 
and operated under that name 


business in 


ympany 


changed to the Ideal Company. 


period of four years the business was moved to its present 
location, 1024 Prospect avenue. In 1932 the Wirtsafter 
Printing Company and Ideal Office Supply Company were 
consolidated and known as the Wirtsafter Office Supply 


and Printing Company 

In spite of the depression the company has made excel- 
William W. Wirtsafter, the founder of the 
and S. I. Glick, 


incorps yrrated under the 


lent progress 


business, is still president, secretary and 


treasurer. The is now 
name of Wirtsafters, Inc., 


In addition to a complete line of office supplies the com 


company 
with the same officers. 
does a large business in new and used typewriters 


-AED 


pany also 

and repairs 
— 

Nashville House Seventy Years Old 

\mong the stores at Nashville, 

equipment lines is the pioneer house 


Tennessee, showing elab 
rate holiday office 
of Marshall and 


1865 by 


Bruce Company, a store established in 
Marshall and J. H. 
28 Deaderick street with 


both now de- 
a small 


\ndrew Bruce, 


ceased They opened at 


plant, at first doing only bindery work. In 1869 a printing 
department was added. In the years of progress engrav- 
ing, lithographing, printing and publication printing, library 


The 
concern has printed many law books, briefs and documents 
for the state, 1895 their 
plant burned. In S year they moved 
North 


re-binding, office supplies became important features 


and business firms. In 
of the 
building at 306 


counties 
eptember same 


into their new four story College 


street, now North Third street. They are now housed in 
an immense fireproof building at the corner of Tenth ave- 
nue, North, and tle oy street The firm manufac- 
tures all the record oks they sell and the equipment is 


one of the st va ite in Dixieland.—CG 


—- 
Royal Branch at Minneapolis Celebrates Holidays 
Appropriately 
F. W. Fogg, manager of the Minneapolis branch office 
of the Royal Typewriter Company offered a turkey to each 


More 
f the sales staff quali- 


salesman who made his quota before Thanksgiving. 


than fifty per cent of the members « 
fied for bird 

that he was 
spirit, Mr. Fogg tendered 


f the 


a prize 


lo prove really imbued with the holiday 


a Christmas party to the em- 
ployees ( 
22 Che party 
tributed to 


salesmen 


Minneapolis branch on Saturday, December 


was held in the office and gifts were dis 


all members of the office force as well as the 


SS 


L. B. Downing Represents Majestic Lounge 
on West Coast 

The Majestic Lounge Ci 
appointed L. B. D 
cisco, Calif., 
west. Mr. 
ered the 
turers fi 


ympany, Jamestown, N. Y., has 
50 Hawthorne San Fran- 
as representative in the territory from Denver 


owning, street, 
Downing is an energetic salesman who has cov 


western territory for office equipment manufac- 


r several years 


oe a AI 
Sell Your 


ustomers 
Com plete 
Filing Service 
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THE SAFEGUARD 
FILING PLAN...... 


Sell the complete filing service provided by 
the Globe-Wernicke Safeguard filing plan 
and you will increase sales and profits, while 
making permanent, satisfied customers. It is 
a simple arrangement—the result of many 
years’ experience in solving filing problems 
—meets every requirement for speedy filing 
and finding—easy to understand and oper- 
ate—saves time and money. 


Globe-Wernicke guides, ‘Tuftear" manila 
folders, and gummed labels are built to give 
unusual service with hard use. A reputation 
of fifty years of high quality is behind them. 
They are available in several kinds of tabbing 
and the various styles of indexing to meet 
the requirements of all standard filing sys- 
tems. 


Write today for complete information. 


Globe-Wernicke 





Cincinnati, Ohio 
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Excellence that 
Compels Recognition 


has been built into Graffco Products for 
many years. We constantly strive to 
surpass their increasing standard of ex- 


cellence. 





This policy sells 
a growing circle of 
enthusiastic 
users, to the de- 
light of dealer and 
manufacturer 
alike. 

Nineteen hun- 
dred and thirty- 


Graffco 


Vise Signals 

Viz Signals 

Cellugraf Signals 

Cellu-Vise Index Tabs 

Cloth Gummed Tabs 

Transparent Cloth 
Tabs 


o Vise Clips 
four has been a Wien Eaton Dabo 
year of progress, Maptacks 
due in no small Flathead Tacks 
part to the sup- Marking Tacks 


Hi-Speed Rulers 
Patch Placer 


port of our dealers 
whose cooperation 
is gratefully ac- 
knowledged. We 
are confident that this same team work 
will produce even greater results in 1935. 
NEW this month is the Graffco 
PATCH PLACER, an improved device 
replacing the popular Press-A-Patch, 
but selling at only a 
fraction of the latter's 
cost. The recently in- 
troduced TRANSPAR- 
ENT CLOTH TABS also 
merit your attention. 
Ask our representa- 
tive to explain the fea- 
tures of these new prod- 
ucts, or write direct 
to the George B. Graff Company, 64 
Washburn Ave., Cambridge, Mass. 


A SUCCESSFUL NEW YEAR TO YOU 


CO 
PRODUCTS 


SOLD EXCLUSIVELY BY DEALERS 
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OFFICE APPLIANCES 


Attractive Christmas Suggestion Booklet 

The Berndt Printing Company of Fond du Lac, Wis., has 
favored this journal with a handsome brochure containing 
gift suggestions from the stock of the store. There are six- 
teen pages including covers, and a considerable variety of 
goods appropriate for gifts are described and illustrated, 
as well as office furniture and kindred lines. 

The booklet a stationer can do to 
attract holiday business 
all the homes in and around Fond du Lac, and in addition 
to this they broadcasted twice a day over the local radio 
station. At the time of writing the ultimate effect of the 


demonstrates what 
It was mailed on December 1 to 


catalogue and the broadcasts could not be determined, but 
it is of interest to know that sales for the short period were 
much better than the company anticipated, and a nice vol- 
ume of Christmas gift business was expected. 





W. E. Phillips, Sr., New York accounting 
machine salesman, who recently sold 
seventeen Elliott-Fisher automatic elec- 
tric double cross-footing machines to the 
Metropolitan Life Insurance Company. 


a en 
New Firm in South Bend 


Announcement was made December 8 of th opening of 
the Consolidated Business Service in South Bend, Ind., as 
exclusive sales representatives in Northern Indiana and 
Southern Michigan for the Hanna Register, Inc., 
Envelope and Lithographing Company, International Tag 
and Salesbook Company, and the Nebraska Printing and 


Bowers 


Salesbook Company. 

Harry Fixler, who has been sales representative in the 
territory for some time for several of the firms, is assisted 
in the new enterprise by Carl D. Piowaty of South Bend 
Offices are at 661 Associates building. Stocks are to be 
carried for servicing autographic registers, bookkeeping 
machines, and other business devices —-WCH 
a 


Exceptional Pencil Catalogue 
The 1935 Dixon catalogue of pencils, crayons, erasers and 
penholders is remarkably complete and well illustrated. It 
describes the various products faithfully and clearly. It is 
coat-pocket size, being five inches wide by nearly seven 
Each one of the products is taken up and de- 


inches long. 
Individual 


scribed in detail and illustrations are shown. 
pencils, sets, etc., are clearly presented. 






























































Announcing 


NEVA CLOG 


\ new Stapling Plier with 
2” throat and the famous 
NEVA-CLOG Ejector Bar. 
Is light in weight and oper- 
ates with unusual ease. 

A remarkably efficient 
machine at a representa- 
tive value. Satin nickel 
finish. Black relief design. 
Guaranteed. 





Model 'D-30 


\ new attractively designed 
neered Desk Stapler at a popular price. Oper- 
ates with minimum pressure. Made with great 


accuracy to assure excellent performance. 

\ unique construction allows either permanent 
or tempor fastening. Satin nickel 

Black relief design. Base folds back for use as 


a Tacker. Guaranteed. 





MODEL J-30 STAPLING PLIER 


and well 


$3.00 


Price $3.50 


Price 


engi- 


Model D-40 


This larger Desk Machine has the same modern 
design and construction as the D-30. Throat 
allows stapling 5” from edge. Accurately con- 
structed in every detail. Satin nickel finish. 


New Stapling Machines and Staples 


Brand new stapling 
machines which have de- 
signs and features quite 
out of the ordinary. 

With these new machines 
and the other NEVA- 
CLOG models, you can 
serve practically every user 
of Stapling Machines and 
Staples and develop many 
new markets. 





finish Black relief design. Base folds back for use as 


a Tacker. Guaranteed. 





These new machines embody unusual 
features in operation, mechanical im- --% 


provements and designs. Model D-40X 4 ; 
' Price 
ww $4.50 


THIS 
Stock Size 


\LOG 
12” Depth. 
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FIRST CLASS 
PERMIT NO. 308 


(Sec. 510 P.L.&R.) 
Bridgeport, Conn. 


























BUSINESS REPLY CARD ae 
No Postage Stamp Necessary If Mailed in the United States 
| 2c. POSTAGE WILL BE PAID BY— ama 
| Write for this NEVA- ihe atte 
| comuie aie ot ae NEVA-CLOG PRODUCTS, INC. ee 
| new machines and other BRIDGEPORT, 
SR 


important iniormation on 
Stapling Machines and 
Staples. 


CONN. 
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NEVA-CLOG PRODUCTS, INC. THIS CARD WILL 








NEVA[W CLOG 


SALES PLANS 


FOR YOUR OFFICI 
pte raglan NEVA|||( CLOG 


\ new complete catalog is ready to send you. 


Fasten-things together 


Describes these new machines, the complete NEVA- 





CLOG line and gives valuable suggestions on the 
sale and use of Stapling Machines and Staples. 

: : NEVA-CLOG 
FOR YOUR SALESMEN STAPLING PLIERS 
A new sales manual which will help them analyze 
the market and develop new business at a profit 


for you. 


FOR YOUR WINDOWS 

These new colorful displays will attract business. 
Unusual in design and construction. Appropriate 
size for counter use. Ready to ship with your 


orders. 


FOR YOUR SALES PROMOTION 
Circulars imprinted with your name will help you 
stimulate sales on NEVA-CLOG Products. 





NEW DJ-340 STAPLES 
[These new NEVA-CLOG Staples are specially made for 
use in the four new machines illustrated. Made with pro- 
per wire thickness, temper and adhesion. The strips are DISPLAYS 
firm and will not break with ordinary handling. Points are 
sharp. They fit no other machines than those noted, assur- 


These displays are processed in 
fade-proot paints on heavy board 
Se a in four colors. Attractive and 
Silver box, printed in black and red. durable. Die-cut to fold and set 
ce ONE te Bow up easily. Unusual in design and 

color combination. Will enhance 


Price 30c per M—$1.50 per box list. the appearance of your window 
or counter. 


ing protection on your sales 
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BRING US YOUR 
BRIDGEPORT, CONN. MESSAGE POST PAID 





Please send your new complete catalog showing full line. 





You may enter our order tor ..... ee 7 ee Aer Re machines 
a REE EEE SD ‘nsiisigisitmenaniid staples. 
Please send display No . FREE. (Order displays by number. ) 
Cee IED sadndepccciasiecipsaubanktebenibernctentsundunteebensiin 
a ceeeeebeSSSSEneSCCOSRORERESCCS —«- PSR RGERSORESECOR Ee CeoccenenonEsensenesecoonsecoonenesenneonsescees New eight-page Folders, 
al eels iaiati tial aliiehaieail eli ienaa eae showing the six popular 
Lis eae ‘ NEVA-CLOG Models and 
ncwcecbeccesovccccccesecescecebeseesocccescccocsesceceenese — Stescerarenncenconsescncceesoossoosossasocsosoococoosceseoscesoss Staples, furnished imprint- 
SE ee PERE ESAS NTE SS SL Se ed and shipped with your 
[ : orders. 
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space ior any other message — 
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YOURS for a PROSPEROUS 


NEW YEAR! 


1935 LOOKS GOOD!—and improved business 
needs and wants improved record-keeping equip- 
ment. That is why you will find these new National 
values profitable. They are easier to sell because 
users are quick to recognize their extra values—at no 


higher cost. 


IT WILL PAY YOU TO PUSH THESE 
NEW “NATIONALS” 


END-BOUND COLUMN BOOKS, 2780-82-88 Series 
END-BOUND ACCOUNT BOOKS, 2764 Series 
LOOSE LEAF LEDGER SHEETS, 7148A-D-E Series 
LOOSE LEAF COLUMNAR SHEETS, 7048-2E Series 
LOOSE LEAF RING BOOK SHEETS, 5920E Series 


TUMBLER ANALYSIS PADS, 5209E Series 
Sheets Turn Back Easily—Lie Flat (coil wire bound) 


TUMBLER NOTE BOOKS, 3734 Series 
Lie Flat—Stand Upright (coil wire bound) 


STEEL HINGE RING BOOKS and RINGFOLIOS 
BI-LOCK POST BINDERS 

ALADDIN BI-LOCK LEDGER BINDERS 

27 NEW UNIT ACCOUNTING FORMS 
IMPROVED VISIBLE AND MACHINE 
BOOKKEEPING EQUIPMENT 


ATTRACTIVE SALES PROMOTION 
MATERIAL TO HELP YOU SELL 


Unique and convincing Window Displays and Sales 


Literature are available without cost. 





aC NATIONAL BLANK BOOK COMPANY 4 


NEW YORK 


Bound Books—Loose Leaf—Visible Records—Machine Bookkeeping Equipment WE 00 OUR Past 
HOLYOKE, CHICAGO 
MASS. 328 S. Jefferson St. 


100 Sixth Ave. 


5 
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Oxford FILES 
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HEAVY DUTY FILE STANDARD FILE 














lands ° . 
2 styles and I7 sizes for the economical storage 


filing of all commonly used business records 





Here is the file set-up to have behind your sales efforts this transfer time. The file that’s 
first and finest! Oxford originated the sliding drawer corrugated board file—perfected it 
offers you the file that business prefers! Its economy appeals to the purchasing agent, its 
efficiency wins the approval of the experienced file clerk. 

With two styles and 17 sizes of Oxford files, there’s no problem of business-record storage or 
filing that you can’t meet more than half way with a recommendation that will save time, 
money, and trouble for your customer. 

We've stated it all in a new illustrated booklet—pictures of big installations—point by point 
comparison with other files. Send for your copy today—Ask for Form 68.7. 


OXFORD FILING SUPPLY COMPANY 
340-A Morgan Avenue - - = = = Brooklyn, N. Y. 
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Gilmore Leaves United Autographic Register 
Company 

\fter three years as sales manager of the Continuous 
Forms Division of United Autographic Register Company, 
Hugh B. Gilmore has resigned and is now on an extended 
vacation in Mexico City He started with The Globe 
Register Company ten years ago as sales manager and con 
tinued in that capacity until the Globe company was ab 
sorbed by United He remained in charge of the Glob« 
division for about a year before assuming the direction 
of sales for the merged companies, and for the last three 


years has had complete charge for United 


Hugh B. Gilmore 


Mr. Gilmore’s earlier experience was principally with the 


Elliott-Fisher Company He was a salesman in Chicago 
for eight years during the time Clyde Bryant was man 
ager For a short time after leaving Elliott-Fisher, he 


was western district manager for the Rand Company with 
headquarters in St. Louis. When Rand and Kardex were 
merged into the Kardex Rand Company, he consolidated 
the offices of the two companies for his district 

Mr. Gilmore has made some excellent sales records. His 
volume for 1934 was the best in five years 

The Chicago sales organization and members of the 
executive staff gave farewell parties in his honor. He re 
ceived a number of long distance calls from branch offices 
of the company, expressing regret at his leaving the or 


ram calls for a return to Chicago 


ganization His pri 
about the first of February. His plans for the future are 
indefinite 
a 
Remington Sales Agency Takes New Quarters 
in Greenville, S. C. 

Che Remington Sales Agency in Greenville, S. C., is now 
located at 110 West McBee avenue with quarters twice 
the size of those formerly occupied. H. F. McCamish, 
agency manager, reports that the additional space was 
needed because of increasing business which also required 
the hiring of an additional salesman and an extra service 
man The new salesman is Howard Waldrop. J. M 
Barnett, the new service man, is an experienced mechanic 
who was connected with the Burroughs Adding Machine 
Company branch in Greenville for the past sixteen years 

~~ 
Ziegler Organizes New Firm in Cincinnati 

Fred W. Ziegler, for eleven years connected with Ziegler, 
Redeker & Dick, Inc., Cincinnati, Ohio, has resigned from 
that organization and established a new business under the 
name Ziegler, Inc., at 538 Main street, Cincinnati 

Mr. Ziegler is president of the new business. Associated 
with him are James G. Sampson as vice-president and 


Frank L. Clasgens as secretary and treasurer 
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It is economical to consolidate purchases. Dealers 
eager to increase sales and profits should take full 
advantage of the following fast selling *‘leaders”’ in 
the’*M&V” line: 


rade SUPERIOR 
TOP PRINTED, DRY STENCILS 


Blue or White, as preferred, with carbon cushion 
sheet inserted. New sales impelling features to 
save time, prevent eyestrain and insure absolute 

accuracy. Duplicating inks and all other duplica- 
tor supplies are unsurpassed in quality and guar- 
anteed to produce best results and greatest service. 


CORRECTION FLUID | 


For all stencil papers. A new pink 
colored fluid which forms a perfect 
coating over the error—its transpar- 
ency gives complete visibility for trac- 
ing and typing. Packed in handy | 
bottles with bakelite screw cap 
equipped with convenient brush. 





ALPHA OIL 


Unquestionably the finest oil for use 
on typewriters and other delicate 
office machines. Entirely odorless 
| and will not gum. Furnished in 1 
oz. and 2 oz. bottles with bakelite 
cap and wire dropper for convenient 
use. 


The ““M&V” line of 
“ROUND BOX” 


Trade Mark 
TYPEWRITER RIBBONS AND CARBON PAPERS 


is most complete and the wide price range offers dealers 
the unusual opportunity of meeting not only the needs 
and requirements of every business office, but the buying 
habits of each customer. The ““M&V”’ reputation for 
Quality and Fair Dealing is unchallenged and dates back 
for half a century. It is a recognized fact that the in- 
tegrity of the maker is always the best guarantee for the 
product and insures full value for every dollar. 








Wrile for catalog, prices and complete informa- 
tion. You will find it to your advantage to get 
better acquainted with the*‘M & V” organization. 





 MIEITTAG & VOLGER INC. | 


PRINCIPAL OFFICE AND FACTORY 


PARK RIDGE, N. J. 


AGENCIES THROUGHOUT THE WORLD 
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4 > rot! 
Don’t Order Yet! PASSED AWA Y 
e ° G Walton Sear! 
The Big News Will Come | ccorse watton seartes, president of the National Desk 


Company, Herkimer, N. Y., passed away December 25 





€ was seventy-six vears old, descendant of a family which 
H t ld, d lant of af l hicl 


in FEBRI IARY settled in Boston in 1634. Surviving are his widow and 


HOTCHKISS wants 
your business now and 
all the year round. But 
HOTCHKISS realizes 
the importance of keep- 
ing your stock up-to 
date. So, unless you 
need some machines to 
fill out your line (especi- 
ally the 1A Models) 
= don’t order any stapling three daughters, Mrs. Mary White, Miss Elizabeth Searles 
: machines until you get St nk Sites ths Mies 


Che news of Mr. Searles’ passing reached us as this issue 





SN eT 
The Late George Walton Searles 
(From an old photograph) 


was being put to press, and time did not permit awaiting 
an extended obituary notice 
ee 
Paul Sherwood Jones 
Paul Sherwood Jones, sales manager of the Remington 
division of Remington Rand, passed away suddenly De- 


cember 3, succumbing to a heart attack, while dining in his 


the HOTCHKISS home at Buffalo, N. Y. Mr. Jones was born at Ilion, N. Y., 

announcement next = | October 1, 1879. He was graduated from the Ilion high 

month. In February school class of 1896. His career with the Remington Type- 
HOTCHKISS will nage aca gpm ee See 
again pioneer the in ; 
dustry with refine 
ments that will put new 
life in your stapling ma- 
chine business. And, as 
always, HOTCHKISS 
will lead in demand, in 

sales, in progress. 

. > Wait until February 
and get the big news 


from HOTCHKISS! 


enlisted for service in the Spanish-American war, in 





The HOTCHKISS SALES CO. 


The Only Complete Line 


Available from One Source 


NORWALK CONN. which his health was impaired. After his military service 


Mr. Jones recuperated from his ailment in the Minnesota 


The Late Paul Sherwood Jones 
(From an old photograph) 


woods, hunting big game. Later he returned to Ilion, 


working at the Remington factory until he enrolled at Cor- 
nell University in September, 1900. He continued his col- 
lege work two years, and then resumed his work in the 


typewriter field. In January, 1910, Mr. Jones was a sales- 


STAPLING MACHINES man of the Remington branch at Albany, N. Y. Later 


he was made manager at Winnipeg, Man., going from 


wil mtn ATT HUNRTTT ANT that city to Des Moines, Iowa, in 1915 as resident man- 


























JANUARY, 193 109 


Milan, Italy Sydney, Australia 


In 


THE 
FOUR CORNERS 
HIS is the specific reason OF THE EARTH are now located in New York, 


why there IS a difference London, Milan and Sydney. 
between COLUMBIA RIB- Each is built upon the corner- 


BONS and CARBONS stone of the manufacture 
and others. This differ- COLUMBIA of quality ribbons and 
carbons in its respective 


ence is outstanding in 
an industry where many BUSINESS “corner of the earth. 





are engaged but where Why experiment with 
relatively few are really HAS BEEN BUILT doubtful-value ribbons 
experienced. and carbons of meaning- 


UPON A less brand name, when you 


In 1905 the Columbia or- can safely and profitably 


ganization was founded. CORNER STONE sell Columbia ‘‘experi- 
International growth and a ence’ —a real value that 
training have _ subse- knows no substitute. 
quently developed a type OF EXPERIENCE Call on Columbia for all 


of highly skilled artisan of your regular and spe- 
unknown and unavailable to the small, local cial requirements. Get the industry’s out- 
manufacturer. Extensive Columbia plants standing value NOW! 


COLUMBIA 


TYPEWRITER RIBBONS 
AND CARBON PAPERS 


COLUMBIA RIBBON & CARBON MFG. CO.), Inc. Export Department 
Main Office and Factory, Glen Cove, L. I., N. Y. 305-313 East 45th Street, New York City 





Glen Cove, N. ¥Y., U.S.A. 


London, England 





“000083 09) eer ees ee ee 





THERE is A DIFFERENCE IN TYPEWRITER RIBBONS AND CARBON PAPERS 
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* 
A Year and a Half Ahead 


(OUR 27 YEARS OLD SLOGAN) 





ET US, for a moment, give a thought to the 
backbone of your Filing Cabinet business 


**Supplies.”” 


You know the importance of customers coming 







YS back for more, the advantages of having cus- 

ox tomers with a fixed habit of reordering from you when sup- 

YN plies for filing cabinets are needed. That’s what builds up 
Ss a permanent and profitable trade. 


») Os Sp 
A444: Yb 


In no business is dependability and service so important as 
in the Filing Supply business. In no business should a 
dealer be more careful in lining up with the right source of 
Supplies. 

Browne-Morse have, in their new catalog, eliminated con- 


fusion and complications from filing supplies. A solution 
of indexing problems is clearly presented in a definite 





Sy, manner. 
IYRY NY Browne-Morse Supplies are truly works of thought, effi- 
~~ ~ ~~ A ° . . 
SUSY SYR: ciency and unexpected quality, even down to methods of 
URGE wrapping and packing. 
y Y YA : INT i _ . ; i i 
YUNG Ny} lhe Browne-Morse supply catalog lists all indexing supplies: 
WY; 
VERTICAL GUIDES CARDS STEEL TRANSFER CASES 
VerticAL Foupers Carp GUIDES AND \IISCELLANEOUS STEEL 
First Grape “Jurire” KSPECIALLY RULED AND COUNTER Goops 
SECOND GRADE “ FoOLbITE” PRINTED CARDS 


{ copy of this new Supply catalog is ready for you. Ask for it. 


Browne-Morse Company 


MANUFACTURERS OF DESKS, FILING CABINETS AND SUPPLIES 


CHICAGO, ILL. Home Office and Factory NEW YORK CITY 
35 East Wacker Drive MUSKEGON, MICHIGAN 140 Maiden Lane 
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ager. Further managerial positions came to him at Kan 
sas City, Mo., Albany, and Buffalo—as typewriter man 
ager of both the Buffalo and Albany regions. In August, 


1931, Mr. Jones was made typewriter division manager of 
the Buffalo branch. Further executive positions followed 
rapidly—assistant sales manager and New York state su 
pervisor under Paul C. Kellogg, then typewriter sales man 
ager. When William H. Matthews was appointed general 
manager of the typewriter division Mr. Jones became sales 
manager. Mr. Jones was a member of Gutenberg Lodg« 
No. 737, F. & A. M.; Temple Chapter No. 5, R. A. M., 
Temple Commandery No. 2, Knights Templar at Albany, 
and Arrat Temple, Mystic Shrine, Kansas City, Mo. He 
was also a member of B. P. O. Elks, No. 49, Buffalo, and of 
the Wanakah Country club and the Buffalo Canoe club 
Chere was a deep feeling of affection for Mr. Jones in the 
Remington organization, which was broadened by the wide 
range of contacts he made in his years of affiliation with 
the Remington personnel 

Surviving are his widow, Mrs. Jennie Brainerd Parkhurst 
Jones, and one daughter, Miss Elizabeth Parkhurst Jones 

Funeral services were held at Buffalo December 5, at 
tended by many Remington Rand executives and associates 
of Mr. Jones 


v 

z 
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Arthur Eaton 

Arthur Eaton, chairman of the board of the Eaton Paper 
Corporation, Pittsfield, Massachusetts, widely known manu 
facturers of fine papers, died on November £0 at the home 
of his daughter and son-in-law, Mr. and Mrs. Winthrop M 
Crane, Jr., at Dalton He would have been eighty-two 
years old on December 1. He had returned recently from 
Atlantic City and was with Mr. and Mrs. Crane for the 
winter 

A native of Cornwallis, N. S., Mr. Eaton came to the 
United States as a young man and entered the employ of 
the East Hartford Paper Company, of East Hartford, 
Conn., and while there served in the Connecticut Legisla 
ture. In 1883 he reorganized the Hurlbut Paper Company, 
of Southlee, of which he became president 

Coming to Pittsfield in 1892, Mr. Eaton organized the 
corporation that bears his name. For several years mem- 
bers of the Crane family, of Dalton, were identified with it 

Mr. Eaton was twice married. His first wife, Mrs. Katha 
rine Learned Eaton, died in 1930. Surviving, besides his 
daughter, are two sons, Colonel William H. Eaton, of Pitts 
held, and Arthur C. Eaton, of San Francisco, seven grand 
children and five great-grandchildren 


Y Y Y 
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Edwin Binney 

Edwin Binney, head of Binney & Smith Company, New 
York, N. Y., passed away December 17 at Gainesville, Fla 
He went to his winter home at Fort Pierce for the season, 
and had gone to Gainesville to visit a grandson at the Uni 
versity of Florida 

Mr. Binney was born at Scrub Oak, Westchester county, 
N. Y., November 24, 1866, descendant of colonial stock \t 
the age of seventeen he became a traveling salesman for a 
paint manufacturer; later he organized the Binney & Smith 
Company with the aid of a cousin. He was instrumental 
in the organization of the Columbian Carbon Company, 
manufacturer of carbon black 

Surviving are three daughters and seven grandchildren 

hom 
Mrs. Louise M. Hoagland 

Mrs. Louise M. Hoagland, wife of Warren L. Hoagland, 
vice-president L. C. Smith & Corona Typewriters, Inc., 
died on Tuesday, December 11, in New York City 

Mr. and Mrs. Hoagland had been abroad several months 


in the interests of the company and had arrived in New 
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Biggest National Magazines 
Back Up This Profitable 


FAST-SELLIN 
Cutepont DISPLAY! 


WERFUL advertising in most important National mag- 
azines with a combined circulation of over 7,300,000 copies 
is sending pencil users to you, looking for AUTOPOINT and 
REALITE pencils, with the famous exclusive AUTOPOINT 
features. They know about the patented Grip-Tip and the 
exclusive, trouble proof AUTOPOINT mechanism. You’ll find 
that folks to whom you offer AUTOPOINTS are already sold. 
Tie up with this advertising! Put the smart E-102 display, 
shown above, on your counter and watch it empty itself.” It 
carries six each of the six fastest-selling numbers in the AUTO- 
POINT REALITE line, in the price range that interests most 
people—25c to 75c. And there’s— 


BIG PROFIT FOR YOU! 


We've designed this hard-hitting display, with its specially attrac- 
tive profit, solely to induce you to test this AUTOPOINT line. 
We know that after you’ve had a taste of AUTOPOINT’S fast 
sales, good profits and customer-satisfaction, you'll make AUTO- 
POINTS your feature line. The entire display of 36 pencils costs 
you so little you'll get the surprise of your life. You'll find it’s the 
quickest, easiest way to make a handsome profit you’ve seen in a 
long time. Each of these fast-selling numbers can be reordered 
separately. Send for details. Get this display up now: Put one in 
the window, too! Order direct or through your jobber. 


o 


‘The B Better Pencil 


Autopoint Company,!2£01 Foster Ave.,Dept.OA-1,Chicago, Il. 


In Canada: Brown Bros., Ltd., Toronto, Canada 











the sales advantages 
of a specialty and the 
volume and economical 
handling of a staple 


item— 


**Postur=Chair~° 









No. 8500 
“Postur-Chair”’ 








Because it serves the seated office and factory 
worker in a unique and distinctive way and at 
the same time fits into myriads of situations 
and is simple and easy to present and demon- 


strate, UHL “Postur-Chair”’ 


offers a remark- 


able opportunity to office equipment dealers. 
It is a pioneer in correct posture seating, a 
hundreds of installations 


success proven 
long in service. 


UHL **Postur-Chairs,’’ **Little Da 


ndy”’ 


stands, UHL file stools and tables, cafeteria 
chairs and tables, ete., have many points of 
superiority, are sold both in sizable installa- 
tions and single units. Office equipment mer- 
chants have had and now have good UHL busi- 
ness by keeping a few numbers in stock and on 


Write 


display, and re-ordering as required. 


for details. 


The Toledo Metal 
Furniture Company 


1566 Hastings St.,Toledo,Ohio,U.S.A. 












No. 9606-17 
“Postur-Chair”’ 
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York on December 4. Mrs. Hoagland became ill on the 
return trip to New York and upon arrival was taken to a 


hospital 


George H. Skeeles 

George H. Skeeles, well known in the commercial! furni 
ture field, succumbed to a severe asthmatic condition 
which took him away at Los Angeles, Calif., November 27 
Pneumonia developed, which caused his untimely end. In 
terment was at Scranton, Penna., his family home. Mr 
Skeeles was representative of The Globe-Wernicke Com- 
pany on the Pacific coast and the Rocky Mountain states 
for some time. Previous to handling that territory he had 
covered some of the western states, including the Dako 
tas, Nebraska, Iowa, Minnesota, Wisconsin and Illinois 
for “G-W.” Before taking up territory in the field, Mr. 
Skeeles had been attached to Globe-Wernicke branches at 
Boston and Washington, D. C., spending about five or six 
years in all with “G-W.” 

Of recent years Mr. Skeeles was representative of the 
Commercial Furniture Company, Chicago, Marble & Shat 
tuck, and some household furniture lines 

A wide circle of friends in the commercial furniture 


field regrets the passing of George H. Skeeles He was 


about fifty-four years old, and is survived by his mother 
and a sister 
ole oe rls 


H. S. Stark 


H. S. Stark, secretary of The Korner and Wood Com- 
pany for the past thirty-one years, died December 11 at his 
residence, 2985 East Derbyshire road, East Cleveland, fol- 
lowing an illness of nine months. Mr. Stark was born in 
Newburg seventy years ago and had lived in Cleveland all 
of his life. 

He was a thirty-second degree Mason and president of 
the Past Commanders Association, Knights Templar. He 
was also a member of Holyrood Commandery, of which he 
was a past commander; Lake Erie Consistory; Al Sirat 
Grotto; Al Koran Shrine, and Woodward Council 

Funeral services were held at the parlors of Charles 
Melbourne and Sons by Holyrood Commandery Sur- 
viving are his widow, Mrs. Addie Stark, and a daughter, 
Mrs. Grover C. Snyder.—AED 


Mrs. G. S. Thorne 
Friends of G. S. Thorne, assistant manager of The Paul 
Anderson Company, San Antonio, Tex., deeply regret the 
passing of his wife, Amy Thorne, and the sorrow that has 
come upon Mr. Thorne and daughters 
Mrs. Thorne died at the family home December 4, fol- 
lowing a long illness. The deceased was thirty-four years 


of age and is survived by her husband and their two daugh 


ters, Amy Ruth, sixteen, and Betty Jane, twelve BCR 
ole De ole 


Warren Yancey 

Warren Yancey, one of the veterans of the typewriter 
industry, passed away some weeks ago at his home, St 
Petersburg, Fla. He had retired from his chosen activity 
some six or seven years ago. His last connection with the 
field was as director of the L. C. Smith & Corona Type- 
writers, Ltd., London, England. His widow survives 

y 
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Roy Boynton 
Roy Boynton, proprietor of a rubber stamp business at 
210 Arch street, Philadeiphia, Penna., passed away sud 


denly several weeks ago. 


ols ols 7) 


Wn. H. Leffingwell 
William H. Leffingwell, internationally known as an ex 


pert on office management, passed away at Westfield, N. J., 
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Here’s the way to 
of the storage file 


Advertise and display PRONTO Files. The 
storage file that has not only greater strength 
but has that finished front office appearance. 


With PRONTO Files you can offer your cus- 


tomer a file for his every need. 

PRONTO Files interlock like sectional book- 
cases. Additional files can be added when 
necessary. 

Remember PRONTO Files are the only cor- 
rugated storage files with 100°/, rigid shells 
and steel reinforced corners in every drawer. 
And PRONTOS are finished in grained walnut 
as well as olive green. 


PRONTO Files will help you get your share of 
storage file business. 


This new sliding follow block makes 
PRONTO an active cabinet. It pre- 
vents records from sliding and slump- 
ing when the drawer is but partly full. 


List Price 40c each. 


PRONTO FILE CORPORATON 


636 BROADWAY, NEW YORK 
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¢ COLLAPSIBLE 
e STEEL REINFORCED 
e STEEL DRAWER FRONT 


get a good share 
business we tt ai 
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Looking Ahead 
in 1935 


The trend to bigger and better business for 1935 is 
clearly indicated by statistics which show a steady 
increase in the typewriter industry during the last year. 
Business houses are already planning to spend thou- 
sands of dollars for much needed office equipment. 
Typewriters must be rebuilt or replaced. Right now 
is the time for dealers to get started on their share of | 
this new business, which, to be permanent and profit- | 
able, must be built up with a quality reputation. | 
Typewriter dealers everywhere have accepted | 

| 




























“AMESCO” as the recognized quality leaders for 
platens, parts and supplies. These dealers have 
built up steady customers who depend upon the 
quality of their supplies and workmanship. 


“AMESCO” platens and parts are constantly 
winning and holding the good will of all who buy 


and 


“AMESCO” service has the authority of rep- | | 


utation and testimonial behind it. 


















If you are not using AMES complete service—start 
now. A trial order will convince you. 











Ames Supply Company 


37 Murray Street 564 W. Randolph Street 583 Market Street 
New York, N. Y. Chicago, !Il. San Francisco, Calif. 


























Atlanta Cleveland Houston Los Angeles Minneapolis Seattle | 
Boston Dallas London, Eng. Mexico, D. F. Philadelphia Toronto, Ont. 
Pittsburgh Washington, D.C. | 






Cincinnati Denver 
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December 19, aged fifty-eight. He was the organizer of the 











pany 


into commodious new quarters, 


in which to 





Leffingwell-Ream Company, New York, N. Y., and was re 


sponsible for many advancements in office practice 


Y Y ¥ 
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Fred W. Chamberlain 


Fred W. Chamberlain, who had been associated many 


years with Library Bureau and Remington Rand at Detroit, 


Mich., passed away some weeks ago. His Library Bureau 
er began in 1897. His widow survives 
<= 


HULL STATIONES 


24 WEST 


How Hull Told Customers About What Goes Into Webster 
Ribbons and Carbon. On the same day that the Hull Sta- 
tionery & Printing Company, 204 West Sixth street, Austin, 
Tex., put in the above display they sent a letter out to all 
customers calling attention to the exhibit and its educa- 
tional value. The colored cellophane streamers in the 
display led from bottles containing the various oils, waxes 
and other material used in the manufacture of carbon 


paper and inked ribbons to points on the large map indi- 


cating the geographical origin of the different materials. 
The display aroused a wide interest, particularly among 
students from various public schools in the city. It is 
reported that even whole classes came at one time to view 
the exhibit. Mr. A. 5S. Hull reports a distinct increase in 
the sale of Multikopy carbons and Star ribbons during 
the period that the display was kept in the window. 


> 


Dando of Seattle Has “S-W” Franchise 


Che exclusive sales franchise of The Shaw-Walker Ce 


Office Equipment Company. This organization has moved 


business furniture and filing equipment; in addition the 


company carries a full line of stationery supplies 


> 


Portable Typewriter Prices Revised 


The December mailings of the typewriter manufacturers 
indicate a slight increase in the retail prices of portable 


typewriters. 





at Seattle, Wash., has been entrusted to the Dando 


which afford ample space 


New York Office . . 


carry a representative display of Shaw-Walker 


‘This 


Mun-Kee Business 


is no joke 





Model 2A, Opens with a touch of the finger 


ELIEVE it or not, sales of 

Mun-Kee Silent Stamp Pads 
and Mun-Kee Ink up to date this 
year are just about double last 
year’s figures. 

Here is a really fine profit for 
you plus the satisfaction of selling 
the world’s finest stamp pad. 

Don’t be timid about the price. 
Push the Mun-Kee line. Your 
customers will look up to you, and 
thank you for introducing them 
to real quality. 


The 


Bates Manufacturing Co. 


Orange, N. J. 
20 Vesey Street 
Makers of Bates Numbering Machines, 


Bates Staplers, Bates Eyeleters, Bates 
Indexes, Bates Ink, etc. 
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The KENSINGTON 
TOPPRINTED STENCIL 


Stimulate your stencil business by 
offering your customers the KEN- 
SINGTON TOPPRINTED DRY STEN- 
CIL, with the form printed on the 
stencil and not on the backing sheet. 


The convenience to the operator is 
apparent and invaluable. The line 
numbers are always in plain sight, 
being printed on the top of the stencil. 


\ccuracy is easy. 


This will be new to your trade and will 
minimize competition as topprinted 
stencils are not offered. 
Don’t let the grass grow under your 
feet. Realize on this opportunity to 
go back and see those you have not 


generally 


sold. 
Send for samples, now! 


The form and figures are printed on 
top of the blue stencil in white and 
on the white in blue. The ink will 
not offset on the platen or rubber 
roller of your typewriter. 


KENSINGTON SUPPLY CO. 


20th STREET & 4th AVENUE, NEW YORK, N. Y. 








| 


| 
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Australian View of Modern Progress 

Che Booksellers, Stationers and Fancy Goods Journal 
1f Australia, printed the following comment on things 
modern 

* * * 

\ friend writes from Adelaide that he does not agree 
with the slogan that appeared in these columns recently 
to “do without the things our fathers never had.” 

“Could one do without the typewriter, the sewing ma 
chine, the telephone, the wireless and other things our 
fathers never had, as well as the motor car and lorry, 
and go back to the bullock dray period?’ 

Granted that there are many things we could not cut 
out except at great inconvenience and loss of time, it was 
the matter of unnecessary luxuries that the slogan was 
meant to cover 

Che typewriter and stenographer are aids that few busi 
ness men could do without. Just fancy, if we had to go 
back to the time when most business letters were hand 
written, some well written, most only middling. Reminds 
me of a letter | once wrote which brought me the reply, 
“Kindly type this letter; I cannot make out a sentence.” 

[ always write so poor a hand that when a lad I used 
to “set” love letters to my sweetheart in a small script 
type, print a copy on a deckel edged perfumed paper, and 
post it to her at the next town. She was so proud that 
she showed it round the workroom to the other girls. So 
| got another sweetie 

It is stated that the great Duke of Wellington wrote a 
letter to the head of a government department that none 
of the officials could decipher, so an undersecretary was 
Che Duke’s 


answer was: “It is my duty to write you letters; it is 


dispatched to the Duke to ask him to read it. 


your duty to decipher them.” 

It was said that Horace Greeley, the great American 
editor, wrote such a bad fist that a discharged employee 
used his letter of discharge as a reference for many years 

Some pressmen [news writers] wrote such illegible stuff 
in the old days that compositors were paid one-third extra 
for setting their MSS. The worst copy I ever handled 
was that of a bishop 

Most newspapers today make the staff use typewriters 
It is easier for the sub [editor] and the linotypers, who 
have to read at six times the pace of the handsetting days 

\nother vogue is to type as well as write the signature 
to letters. It gives the person signing the opportunity of 
working in something that no one can decipher and the 
receiver knows without guessing who sent the communi 
cation 
Motor cars and lorries are certainly an improvement on 
the bullock dray. So, too, are the telephone and wireless 
1f benefit. They are certainly time savers. But the slogan 
referred to other things not time savers 

a oe — 
Support Your Association 

In these times there is a tendency to draw away from 
support of chambers of commerce in the interest of econ- 
omy May I suggest that if chambers of commerce and 
trade associations are valuable and necessary in good 
times, obviously they are more valuable and necessary in 
depressed times. I do not think there is any better in 
vestment a business man can make than in the support 

f his chamber of commerce or trade association, and, 
certainly there is no place where his energy, intelligently 
exerted, can produce better results.” 


Silas Strawn, of the Chamber of Commerce of the 


United States. 
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RAND VISIBLE 


RECORD EQUIPMENT 








i 
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Rand Visible Record Equipment is easy to use, easy to demonstrate 
convincingly, and easy to apply to your customers’ record prob- 
lems. 
No matter what your customers’ needs, there is a Rand Visible 
Record Unit that will serve them effectively and with utmost 
satisfaction to both Buyer and Seller. 

VISIBLE CARD SECTIONS VISIBLE TUBE ROTARY STANDS VISIBLE TUBE WALL PANELS 


VISIBLE CARD BOOK UNITS VISIBLE TUBE WALL BRACKETS VISIBLE TUBE SWITCHBOARD BRACKETS 
VISIBLE CARD WALL PANELS VISIBLE TUBE DESK STANDS VISIBLE TUBE SECTIONS 


Write today for Illustrated Price Book 


THE VICTOR SAFE & EQUIPMENT COMPANY, Inc. 
NORTH TONAWANDA NEW YORK 
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LARGE STREAMER 
re 


‘VACUUM 


POPs FEPTL ExPey 
Cweeuium tam 


50¢ 


5 DOUBLE 
ERASERS iS 





DISPLAY 
DISPENSER 





DURABLE, USEFUL 
SIMPLE 


OFFICE APPLIANCES 


1000 
WORDS A DAY 


FOR ONE YEAR 
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WINDOW 
SPOT 


VACUUM 






































Wil 
/ PENCIL -»+50¢ 
12 4mcn LEADS. 20¢ 


3 DOUBLE 
ERASERS .. . 1S 


TOTAL VALUE. > 85¢ 


1000 WORDS A 
DAY FOR A YEAR 





< 'sOURAND WORDS A DAY FORA Yi an 





WINDOW CARD 


VACUUM PENCIL DEAL 


.. » For the profit of 5 ordinary sales! 


PUSH THIS 


It’s the sensation of the industry this new 
Vacuum Pencil Deal! For 49c you can offer 
your customer a 50c pencil with 12-4 in. leads. 
(20c value) enough for 1,000 words a day for a 
whole year and 3 double erasers (15c value). 
A total value of 85c for 49c! At one time you 
are making the profit you would make on 5 
ordinary sales. This is better than selling a 
cheap pencil and counting on your customers 
to return several times for leads and erasers. 
Get the profit on a year’s supply at one time. 
Show the customer he is really getting a 50c 
pencil on this deal for only 14c. Push this new 
money-maker— stock it heavily it’s a _ fast 
seller. Window material in beautiful 4 colors, 


shipped with each order. Place your order now 
while it is still possible for us to fill it without 
delay! The deals are packed in gross, half gross, 
4 dozen and 2 dozen packagesall with plenty 
of window and counter display material. Full 
page Saturday Evening Post advertising in 
which deal figures prominently. 


The Vacuum pencil uses either round or square 
leads, although round are preferred for their 
greater strength. The pencil uses a 4 inch lead, 
has substantial clip with full chromium trim, 
large double eraser and propels-repels-expels by 
turning the cap. Made in the Pen and Pencil 
Capital of America. 


VACUUM-FIL PEN COMPANY 
FT. MADISON, IOWA 
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Wadsworth Pioneer Among Office Equipment 
Salesmen 

G. O. Wadsworth of the sales department of the Art 
Metal Construction Company, New York branch, is said to 
be the dean of office equipment salesmen 

In 1890, Mr. Wadsworth took a position as contract 
salesman with the Office Specialty Company of Rochester, 
N. Y., in which capacity he served until a short time after 
the consolidation took place and the name of the Art Metal 
Construction Company was adopted 

In 1898, Mr. Crane, the New York manager for the Art 





G. O. Wadsworth 
(Underhill Photo) 


Metal, applied for a capable contract man and Mr. Wads- 
worth was appointed, serving in New York City until 1900 
At this time Mr. Hine, general manager of the Art Metal 
Construction Company, appointed Mr. Wadsworth to cover 
the state of New York. Having been provided with sample 
trunks, drafting board, etc., Mr. Wadsworth covered every 
county in the state securing all contracts from _ banks, 
libraries, court houses, etc. This continued for twelve 
years. In 1912, Mr. Crane requested Mr. Wadsworth to 
help out in New York City because a number of important 
matters were developing there. Here Mr. Wadsworth stil 
continues and says that up to the time of “going to press” 


he is still going strong 


oa 
Loose Leaf a Topic at Toronto 

The Canadian Bookseller and Stationer reported that the 
meeting held December 6 by the Toronto Commercial 
Stationers Club was addressed on the subject of Loose 
leaf S. J Luckett, of The Luckett Looss Leaf, Ltd., 
speaking informally, presented an absorbing talk on the 
growth of the loose leaf industry. He sketched the his- 
tory of the various manufacturers who have developed the 
loose leaf devices which are now an important factor in 
the transaction of business in practically all countries. Mr 
Luckett’s familiarity with the subject, and his enthusiasm 
in picturing the extensive future of loose leaf, was inter- 


esting and highly informative 


; S—— 
Tinker Now an Underwood Star Salesman 

W. L. Tinker, manager of the Underwood Elliott Fisher 
Company branch at 54 South Third street, Columbus, Ohio, 
has been named one of tlie company’s “star salesmen,” of 
which there are about 15 in the country, it was announced 
recently 

Tinker, who lives at 515 Eastmoor boulevard, has been 
associated with the Underwood typewriter organization in 
Columbus for about 25 years and is the first Columbus 
man to win the honor 

His organization exceeded its 1935 quota by about 17 per 
cent during the year. In recognition of the feat, Tinker 
will be given a trip to New York in May or June of this 
year. There were more than 1000 salesmen entered in the 


contest, an annual affair 
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Shipman- Ward 


Complete Services 


ere FD HO 


10. 


11. 
12. 


Manufacturing Co. 





12 


All Makes of Typewriter parts 


Typewriter Tools and Ac- 
cessories 


Super-Grade Platens (all 
makes) 


Retyping (Underwoods only) 
Enameling (anything) 
Nickel Plating (anything) 
Welding (anything) 


100% Rebuilt Underwoods 
and Royals 


Crusader Grade Underwoods 
and Royals 


Blue Ribbon Rough Under- 
woods and Royals 


Underwood Fanfolds 
100% Rebuilding 


Write for our Latest 


Parts Catalog and 


Typewriter Prices 


Shipman-Ward 


4401 Ravenswood Ave. 
CHICAGO, ILLINOIS 
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That’s CARBON SELLING 


with the 


IMPERIAL MERCHANDISER 


“Simplify our selling and you'll increase 
carbon business’’—such has long been the cry 
of dealers everywhere. 


IMPERIAL has done it. You can now sell car- 
bon paper intelligently, accurately, easily. 

You can prescribe for each and every customer's 
needs without memorizing an encyclopedia of 
carbon paper details 

You can impress with your knowledge, with your 
service . . . 

You can build good will and sales and profits . . . 
Because the IMPERIAL MERCHANDISER puts 
all the information you need at your fingertips. 
The IMPERIAL CARBON PAPER MER- 
CHANDISER (patent applied for) is a handy, 
pocket size portfolio that enables you to show 
your customers instead of just telling them. It 
will help you and your salesmen to sell more, 
hold present customers, get more new customers, 
increase turnover, make your carbon section one 
of the most profitable in your store. 


Send for particulars NOW! 


IMPERIAL 


MANUFACTURING CO. 


“The Manufacturer with the Dealer’s Viewpoint”’ 


401 Mulberry St. Newark, N. J. 





B-C ! Forty-second street, New 





OFFICE APPLIANCES 


“Helping Your Child to Success” 
Che Typewriter Educational Research Bureau, 100 East 
York City, has published and 
Child 


greater 


a valuable booklet on “Helping Your 
by Mrs. Franklin D The 
of this booklet delivered broadcasts, 
sponsored by the Typewriter Educational Bu 
November and December, 1934 addi 
Mrs 


copyrighted 
to Success,” Roosevelt. 


part was in radio 
Re search 


reau during “Some 


tions have been made,” says Roosevelt, “amplifying 
the thought presented.” 

Che particular chapter which most interests the readers 
of Office 
tion, particularly to the typewriter 


“Manual kind,” Mrs 


“the development of arts and crafts, new ways of teach- 


\ppliances refers to mechanical aids to educa- 


training of any Roosevelt, 


Says 


ing, rhythm and music, led gradually to the realization 


that there might be other aids to education, such as phono 


graph records, moving pictures, radio, typewriters, cam- 


eras. For instance, the Typewriter Educational Research 


Bureau had a study made over a period of three years by 
a group of independent educators to determine the value 


of elementary schools. Fifty-odd class 


rooms in twelve cities in the United States were equipped 
do pari 


type writers In 


with sufficient typewriters to allow each child to 


of his writing with a machine The teachers who par 
ticipated in the experiment gave their time to keep records 
and make reports on the use of the ‘writing machine.’ 


Almost universally the report was that these young chil 


dren quickly learned to type quite neatly and attained an 


interest and independence in their work which they had 
not shown before 

“Some may oppose the use of the typewriter by young 
children on the ground that if they should later desire 
to become expert typists what they had learned would 
probably have to be unlearned, for in vocational schools 


the students are trained in the efficient touch method, 


whereas young children using typewriters do so more or 
This 
does not 
walk, or 


to run, jump or skip 


to 
to 


‘unlearn’ 


sweet will seems 


child 
to 


their own 


objection \ 


less according to 


me to be a silly have 


‘unlearn’ crawling before he learns 


walking before he begins Expe ri 


ence has shown that a child who learns to type with one 


finger is not handicapped if he or she wishes later to 
learn to use all fingers on both hands 

“The other objection is that typewriters will tend to 
prevent children from learning and practicing longhand 
writing. This would be a calamity My feeling is that 
our schools do not devote enough attention to teaching 
good handwriting as it is. 

“I should greatly deplore any tendency to cut out of 
our school system any instruction or urge to write long- 
hand. I do not see, however, why it is necessary. In tests 
directed by Dr. Ben D. Wood of Columbia University, 
and Dr. Frank N. Freeman of the University of Chicago, 
it was found that a large group of elementary school chil 
dren who used typewriters, actually wrote more by long 


hand, in pencil, than did the children of an otherwise sim 


ilar group who did not use typewriters. One explanation 


of the increase in handwriting by the first group is that 
the typewriter gave the children who used it a greater 
interest in writing generally, with the result that when 
they did not have access to typewriters, they made use 
of other writing tools. The fact that I enjoy certain mov 
ing pictures does not mean that I do not enjoy paintings, 
etchings or prints. The fact that I take a photograph 
has never made me feel any less anxious to have a sketch 


[ think, 


or a water color of a scene which I have enjoyed 
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YAWMAN > FRBE MFG... 


1155 JAY STREET 


Steel and Wood Filing Cabinets . 








- » Steel Desks . . . Steel Shelving . . . 
Office Systems and Supplies . . - Visible eaten Equipment .. . Bank and Library 
Equipme 


ROCHESTER, N. Y. 
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Te a 


Your customer demands a guarantee 
when he buys a rebuilt typewriter. 
Rightly so. He must protect himself. 


But—if you sell “make-believe” re- 
builts—the same guarantee that 
¢elinches the sale may sneak away your 
profit. 


MASTER GRADE 


UNDERWOODS 


REMANUFACTURED — GENUINE REPLACEMENT PARTS — PRECISION 


offer the only iron-clad guarantee— 
the most dependable rebuilt type- 
writer performance modern machin- 
ery. skilled men and proven methods 
can produce—a guarantee of satisiac- 
tion to your customer and a guarantee 
of profit to you. 


Cable: SALETYPE, NEW YORK 
© 


The world’s headquarters for rebuilt 
and select rough UNDERWOODS. 
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What do you mean. guarantee? 





ADJUSTMENTS 


THE WHOLESALE TYPEWRITER COMPANY 


FACTORY AND GENERAL OFFICES: 155 SIXTH AVENUE, NEW YORK CITY, U. S. A. 
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like everything else, it is a question of making the machine 


serve its proper purposes, but of not letting it become 
master by wiping out what is an art, and a us« ful art, the 
ability to write well with one’s own hand There is no 


question, however, that the ability to use a typewriter will 


be a great help to any child from the very early grades 
right through school life and on into later life.” 
oe 
E. N. Dollin Forms New Corporation 

In keeping with the policy of the American Type Found 
ers Company to confine its activities to the printing indus- 
try and kindred trades, it has discontinued its die casting 
division 

Edgar N. Dollin, former president of the Allied & Acme 
Die Casting Corporations has organized the Dollin Cor- 
poration, Sager place, Irvington, N. J., to take over the 
discontinued die casting division, and at the same time 
taking over the die casting division of the Lionel Corpora- 
tion. Associated with Mr. Dollin are J. L. Cowen and 
Mario Caruso, well known manufacturers and business 
men. Mr. Dollin has been actively connected with the die 
casting industry since 1912 

All the dies, equipment and tools of the two organiza- 
tions and the sales force of the American Type Founders 
Company have been taken over by the new corporation. A 
program of expansion has been mapped out which includes 
the use of a new process of die casting and the develop 
ment and presentation of new alloys. 

William Gebauer, former chief engineer and production 
manager of the Allied Die Casting Corporation, holds a 
similar position with the Dollin Corporation 

lien 
Changes in Ruxton Sales Force 

K. G. Kirk, formerly afhliated with the F. S. Webster 
Company, has been appointed sales representative by Rux- 
ton Products, Inc., Cincinnati, Ohio, in the states of Mary- 
land, Virginia, North and South Carolina, Florida, Georgia, 
Alabama and Tennessee. Mr. Kirk is well known in this 
territory, which he has traveled for many years 

C. H. (Jack) Johnstone of the Ruxton sales force has 
been transferred to the middle west where he covers the 
states of Louisiana, Texas, Arkansas, Oklahoma, Missouri 
and Kansas. Mr. Johnstone has been carrying the banner 
of the Ault & Wiborg Company for the past two or three 
years and is widely acquainted throughout the south. His 
new assignment is a promotion which involves developing 
business in a new territory. He has proved himself to be 
exceptionally capable in this type of developmental work. 

tliat 
Zummach Joins Hexcel Radiator Company 

John G. Zummach, mechanical engineer has joined the 
staff of the Hexcel Radiator Company as chief engineer in 
complete charge of the commercial and air conditioning 
branch of the business. Mr. Zummach returned to the same 
plant after a lapse of thirteen years. He is again associated 
with Fred M. Opitz who headed the original Perfex Radi 
ator Company and is president and general manager of the 
Hexcel Radiator Company 

Che company is moving from Milwaukee to Racine, Wis., 
where it now occupies a modern daylight building. Plans 
are in progress to develop air conditioning equipment that 
will be especially adapted for offices 

— 
Hanson Exhibitor at Informashow 

Hanson Business Machines, Inc., exhibited their many 
lines at the Cleveland Purchasing Agents’ Informashow, 
which was held at the Hotel Cleveland, November 15 and 
16 

Lawrence Delaney, Miss Katherine Hanson and Walter 


“Doc” Hanson were in charge of the exhibit 





123 





Globe“Wernicke / | 


New Improved | 


UTILITY INDEX TABS 


Heavy Celluloid Back 
Provides stiff reinforce- 
ment that keeps tab rigid, 
preventing cracking or 
breaking. Strongest where 
strain is greatest. 


All Celluloid... 
They Index Everything 
Hide Nothing... 





Transparent Flexible Apron 
Front apron of transpar- 
ent, clear celluloid. Easily 
applied—sticks tight— 
positive automatic stop 
assures perfect alignment. 
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Shield Type 

Can be typed with Ideal for indexing Recommended for 

any indexing desired books and records indexing books and 
in alphabetical or- records subject to 


Strip Type Indexed Type 


ng OF © OU . Be Indexing constant handling. 


Furnished with blank printed on cellu- Inserts are remov- 
insert labels. loid—no inserts. able. 


New, improved Globe-Wernicke Utility index tabs meet all in- 
dexing requirements. Their convenience makes them appeal to 
every customer. Send us an order for some of this fast-moving 
merchandise that offers generous profits and brings repeat busi- 


Globe“Wernicke 
Cello-Clip Map and Plan File 










ee ae 


— clip 
CellO >) were | 
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au.s-* eens!” 
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The Bekeiamesd 


Cello-Clips are easily 
attached to paper, 
board, or cloth sheets 
intended for filing and 
give many years of good 
service. Easily snapped 
on or off the rods. 

The Cello-Clip file provides a loose-leaf, vertical filing 
system for large sheets, blue prints, drawings, maps, etc. 
It is practical, convenient, and efficient—saves time and 
money—prevents loss and damage. 

Send for additional information about the opportunities 
to sell Cello-Clip files in your community. 


Globe-Wernicke 


Cincinnati, Ohio 


r ey 8 
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Upon ‘Your Morehandise 
depends Youn Juco 


a 


Another year has gone, leaving your 

books to tell their tale of profits or losses. 
With a new year ahead, in which to grow, it is time to ask 
yourself . . . did the quality of your stencils and duplicator 
supplies back up the sales efforts of your salesmen 
what volume of voluntary repeat business did you enjoy? 


Many dealers asked themselves this ques- 

tion during 1934 . . . and changed to 
FIBROIN. They go into the new year assured that FIBROIN 
quality will hold the customers they have gained, and that 
the FIBROIN name will pave the way to greater sales volume, 
and profits, during 1935. Have you that assurance of making 
money this year? 


an 


FIBROIN stencils are manufactured under 

controlled conditions that assure you that 
each quire purchased by your customer will be uniform in 
color, weight, fibrous toughness and the ability to produce 
many thousands of clean, clear-cut copies per stencil. 


Start the new year with FIBROIN stencils 
and duplicator supplies in your stock, and 
know that your sales volume will constantly increase with 
repeat orders from satisfied customers. Write NOW for 
samples and full information about the FIBROIN line. 


FIBRIN, 


STENCIL CORPORATION 


306 WEST ADAMS STREET... ...JACKSONVILLE, FLORIDA 


Branches: BOSTON, CINCINNATI, DALLAS, LOS ANGELES 
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Remington Rand Portland Store Burglarized 

Breaking into the Remington Rand Company store at 
128 Southwest Broadway, Portland, Ore., recently, thieves 
made away with a cash box from the office, as well as 
a quantity of cash and a large amount of checks. Police 
of the city have been working on the case 

The Portland police in December arrested the typewriter 
thief stole thirteen typewriters from the Corbett 
schoolhouse. Within a short time they were on the trail 
of a 34-year-old man, arrested him, and found typewriters 
They were immediately on his 


who 


stored in his hotel rooms 
trail when it was learned that he was trying to dispose of 
the machines. They taken from his hotel room to 
the police property there identified as stolen 


were 


room and 


property. 

There have been a number of burglaries in Seattle also 
of typewriters taken from classrooms of commercial de- 
partments of high schools. It is believed that some young 
racketeers are responsible —CML 

se 


Ames Supply Company News Notes 

The home office of the Ames Supply Company at Chicago 

is being remodeled to provide more efficient arrangement 

of the desks of the office staff. The remodeling involves a 

change in the main entrance to the office. The new entrance 

door now opens on an aisle flanked by desk high partitions 

which divide the office space just about equally. The ulti- 

mate plan provides for complete redecorating and installa- 
tion of uniform lighting fixtures 
* , . 

Mr. ¢ H. Ames of the New York office of the company 


and Mrs. Ames spent the holiday season in Chicago 


* + * 
Hazen Ames, who, it will be remembered, transferred 
his activities to the New York office of the company last 


fall, is back in Chicago, taking up again his duties at the 


main office. —— 


Ray Fritz Recovering 
Fritz, who represents the Fulton Specialty 
pany in New York, New England, Pennsylvania and part 
of Ohio, recently contracted a severe case of acute rheu- 
matism which threatened to curtail his usual contacts with 
lines 


Ray Com- 


dealers on Fulton daters and other 

Returning to business after six weeks, he was just in time 
to care for the holiday trade in his territory on stamping 
and coloring sets, the popularity of which arises in part 
from two new numbers of the series, Mickey Mouse, Three 
Little Pigs and Little Red Riding Hood. 

January is the biggest month for daters, stamp pads and 
inks — 


Seeley Returns to Work After Accident 

M. A. Seeley, assistant to M. S. Eylar, vice-president of 
the Underwood Elliott Fisher Company, New York City, 
has returned to his desk, having fully recovered from seri- 
ous injuries sustained in an automobile accident on August 
22, when a truck skidded on a wet highway and smashed 
into the car in which Mr. Seeley and his family were riding. 
Mr. Seeley suffered a broken leg and other injuries, and 
Friends of 


Mr 


the other members of the family were also hurt 
the Seeleys rejoice in the fact that all have recovered 


Seeley declares that he is almost as good as new 


> 


Valuable Pencil Price List 
The Pencil Sales Department of the Joseph Dixon Cru- 
cible Company, Jersey City, N. J., has issued a price list to 
on Dixon pencils, crayons, erasers and pen- 


This price list contains twenty-four pages includ- 


the trade 
holders 


It is a comprehensive affair, and all the lines 


ing covers 
are neatly illustrated and clearly described 
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* With the beginning of the new 
year, Art Metal entered its 47th 
year of business. Nearly a half cen- 
tury of active business life! 

In 1888 the universal use of steel 
office furniture was just an idea. 
How sound that idea was is evident 
from a glance into any modern 
office today. 

In 1888 the problems of office 
management were simple. Today 
business is complicated, record keep- 


ing is a matter of major importance 


- 





in every enterprise, and how smooth 
the flow of work through an office is, 
may well be the factor that deter- 
mines the success of a great cor- 
poration. 

Art Metal has survived and 
grown because it met a need of 


business the need for well de- 


«x Art Natal \ 


a kmestOwn New York 
USA 





signed and durable desks, files, 
cabinets and safes. 

Art Metal continues to be at- 
tuned to the changing needs of 
modern business. Dealers who push 
Art Metal have the advantage of a 
line with a tradition of honest value. 

A few territories are still open to 
reputable dealers. Write for com- 
plete information. 

Agency Division 


ART METAL CONSTRUCTION COMPANY 


Jamestown, N. Y. 


LARGEST AND OLDEST MAKERS OF STEEL OFFICE FURNITURE 
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ANNOUNCING 


THE 


DIPADAY 


a perpetual sales maker The Sengbusch “Dipaday 
Merchandiser” attractively displays stainless steel 
Dipaday pens in every point. Men and women, by 
the hundreds, who d: uily enter your store, will be at- 
tracted to this unique and fascin: iting display—they 
will ‘try’’ the Dipaday Pen—they will select the pen 









OFFICE APPLIANCES 


GBUSCH 


MERCHANDISER 


your sale is made. 


they like 
The Merchandiser also displays and suggests to your 
customer” the importance ite using with that Dip: adi Ly 


’ Line Dipad: iy Sets, 
An addt- 


pen one of those popular 7 
a Socketop Inkwell, or a Py seal Socket. 
tional sale for you without resistance. 





SELLS » » » 


DISPLAYS 





Here i } Ww you ket the DIPADAY Merchandi er 
The COMPLETE DEAI 
1. The Merchandiser Display Case 


Nineteen (19) Stainless Steel Dipa 


the following 


(Value $10.00) 
lay Pens. $9.50 


inclu les 
$10.00 


4, One (1) No. 91 Socketop Inkwell 1.00 
i. One (1) No. 92 Socketop Inkwell 1.00 
5 Two { >) Pyran id Sockets 1.00 
6. One (1) No. 171 Dipaday Set 1.00 
Total Value of Merchandts 16.50 
TOTAL VALUE OF DEAI $26.50 
The total Net Cost f the deal to you ts so little, you'll get 


the surprise of your life. Be the first to Profit. Write Today 
I 





Order Today 








» » » STOCKS 


Finished in Black and Silver. 


Modernistic in Design 
A convenient, 


Just what YOU have wanted and needed! 
concentrated compartment (in the back of the case) to stock 
and store your Dipaday pens and stainless steel pen points 
I verything orderly and out of sight. 


SENGBUSCH SELF-CLOSING 
INKSTAND CO. 
MILWAUKEE . WISCONSIN 


In February we will announce a complete new 


1935 Sengbusch Dealers’ Window Display Tie-up. 
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Some Items from the Mid-West Travelers 
Che following travelers dropped into headquarters office 
Ward Silliman, Seng 


and W 


ompany, Milwaukee 


at Kansas City during December 
Self-Closing Inkstand Company, Milwaukee, 


ose Leaf 


buscl 
R. Braden, Stationers Li 
Mr. Braden reports a v: 


fice the 


ry pleasant trip to the home ol 
first part of December 

* * @ 
h Self-Closing Inkstand 
Luke’s hospital, Kansas 


December The last report 


A. F. Sengbusch of the Sengbus« 


Company was operated on in St 


City, Mo., the early part of 


received is that he is doing very nicely, and is now re 


1ome in Kansas City However, he does 


back to 


time in February a 


cuperating at his | 


not expect to be able to go business until some 


The Kansas City, Mo., branch of the Columbia Ribbon 
& Carbon 


tracted with the 


Manufacturing Company, Inc., recently con 
state of Missouri to supply carbon paper 
and typewriter ribbons to the several state institutions and 
rendered through distributors 


departments, service to be 


throughout the stat 


——— 
Royal Activities at Chicago 

with L. C. Smith & Corona 
McClellan, son of the late 


many years in the typewriter in 


James 
Typewriters, Inc., and George 
McClellan, for so 
dustry, have taken important loop territories for the 
McClellan was 


Keenan, formerly 


Creorge 


Royal 


[Typewriter Company The younger Mr 


also recently associated with the Smith-Corona organiza 
tion 

On December 24 the Royal Chicago office held its annual 
Christmas party \s usual, the party included everything 
tree, Santa Claus, presents, et 
business volume 


of 1933 


Manager Paul Jones reports that the 


for the Chicago office in 1934 is double that 


On January 4 Mr. Jones ig to conduct a general sales 
meeting of the entire Chicago district staff The meeting 
will begin with a luncheon and be followed by fifteen 


minute talks on important subjects by well qualified men 

Mr. Jones is to address the group on “Planning 1935.” 
> 

Coast Ribbon and Carbon Concern Expands 

Planning to double the output and sales of its office sup 

plies in 1935, and to open a number of additional markets 

abroad, the Stenno Ribbon and Carbon Company of 3207 


Ss. W 
Victor as its sole factor for all 


has appointed Hugo 
Victor 


’ortland that sales for the current 


First avenue, Portland, Ore., 
business Mi 
recently pointed out in | 
vear were the largest in the history of the company, but 
1934 volume will be doubled in the 


business in the 


it 1s expected that the 


coming year Besides expansion of the 
United States as the domestic market absorbs more type- 
writer ribbons and carbon papers, Mr. Victor will extend 
the business abroad, opening new markets principally in 
Europe and the South American republics —CML 


> 
Enthusiasm in Paper Mill Rag Room 


Che Strathmorean, published by the Strathmore Paper 
of the 


found $20.00 in the 


Company, reported that one young women in the 


mill rag room a pair of 


pocket ot 
trousers which was on its way to become paper pulp of 
ordinary grade Che women in the rag room remove but 


tons, fasteners and other attachments from old clothing 


before it is converted into 


pulp 
Steno Notebook a Burglar Tool 
\ grand jury at New York indicted a man on the charge 
of possessing a burglar’s tool, which happened to be a 
\ detective caught him break 
»%k around the 


stenographer’s note book 
ing into a parked car, wrapping the notebos 


handle, thereby getting sufficient purchase to snap the 


lock 
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OLUMBIA 


Colonial Line 


The Columbia Colonial line will appeal to your 
trade, increase your sales of steel equipment, 
and build good will for you. 


The Colonial line embodies the features for 
which all Columbia products are noted: All- 
around quality, fine workmanship, easy drawer 
operation, attractive appearance, and wide 
variety. 


The Colonial is for buyers who desire a pro- 
gressive suspension file of high grade and low 
cost. It offers the maximum obtainable in its 
class. 


In the Colonial line, five, four, three and two 
drawer height files are furnished, while all the 
best-selling inserts are available in any opening. 


Write today for detailed information and 
prices. A large six-page folder is ready for you. 





WE BO ove pant 


Columbia Steel Equipment Co. 
Office and Showreom 
Lincoln-Liberty Building 
N. E. Cor. Broad & Chestnut Sts. 

P. 0. Box 2244 Philadelphia, Pa. 


























She is the judge 
and jury 


OU are getting down to the fundamentals of 

the stationery business when you impress 
the girls behind the typewriters with the facts of 
Ruxetone quality. Quality appeals to their busi- 
ness judgment but Ruxetone’s beautiful pack- 
ages are accessories before the fact. 


Unless the franchise is already taken in your 
city, you can have the Ruxetone line as your own. 
Write for details TODAY! 


Rux-tone 


CARBONS «+ RIBBONS «+ INKS 
ADHESIVES » POSTER COLORS 


Ruxton Products, Inc. 
430 New Street. Cincinnati, Ohio 
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New “Invincible” Catalogue Fine Piece of Work 


The Invincible Metal Furniture Company, Manitowoc, 
Wis., has just issued Catalogue No. 41, done in loose leaf 
form in flexible covers. The front cover page bears the 


picture of a plumed and armored knight, with broadsword 
and shield, the latter bearing the words, “The Invincible 
Line,” in black on a red diagonal band across a black field 
edged with white. The sword points to the words, “Invin 
cible Steel Furniture,” at the bottom of the page. The pre 
dominant colors are blue, orange and black 

The pages are designated by letters and numbers, begin- 
ning with 1-A and ending with 2-L. The opening gun is an 
index to the line above a striking picture of the Invincible 
factory at Manitowoc. The next page shows three views of 
the emphasizing their attractive equipment 
and a brief dis- 
cussion of the 1000 line, some of its special conveniences, its 
1 illus- 
the 


factory offices, 


arrangement. The following page bears 
describe an 
the 


utility and beauty. Succeeding pages 


trate by text, halftone and diagram features of 
complete Invincible line, its constructive advantages, etc., 
1000 Line cabinets straight through to and includ- 
desks, 


waste baskets and steel-built accessories. 


from the 


ing steel office typewriter desks, tables, costumers, 
wardrobes, 
The book contains about seventy pages, and it is a com 
plete and very instructive presentation of the line. 
The Metal 


branch distributing offices in New 
Los elie 


Furniture Company has direct 


York City, Chicago and 


Invincible 


Angeles — 


San Antonians Optimistic 

outlook for 1935 is the outstanding 
feature of the stationery trade in San Antonio and vicinity 
While business during 1934 has been 
improvement in 


Optimism over the 
“spotty,” present in 


dications point to an general business 


benefit the 
Antonio and other communities in the 


which will materially stationers. Reports show 
that business in San 
ninth district is in good shape. 

W. ( 


sociated with The Clegg Company, reports that their busi 


Clegg, past chairman of the ninth district, and as 


ness has shown an increase of approximately fourteen pet 


cent over that of 1933, and that they look forward to a 
further upturn after the first of the year 
G. S. Thorne, assistant manager of The Paul Anderson 


Company, reports that their business has shown improve- 
all lines and that they believe there 
better business in the New Year 

\l Eiseman of the business equipment department of 
Maverick-Clarke 
dropped off during the past few weeks, but that previous 


ment in will be even 


Litho Company reports that business has 


to that it was good. His firm looks for ood business in 
1935. Last year there was an increase of approximately 
ten per cent over 1933.—BCR 


> 


Sumner, Wash., Printer Adds Office Supplies 


Since many persons expect their printer to carry office 


supplies and many telephone demands have been made 


upon them, the Sumner News-Index has established in the 
a department with 


bank building at Sumner, Washington, 


a line of office supplies which is being expanded as demand 


grows. Commencing with a line of carbon papers, the 
Sumner News-Index has increased this line to include type 
writer ribbons, second, sheets, letter files, indices, ledgers, 


ML 


journals, and is still enlarging its stock.—( 
— 
Royal Office in Knoxville Increases Sales Staff 
[The newly established factory branch of the Royal Type 
at 618 South Gay Knoxville, 


Rouser in a 


writer Company, Inc., street, 


has acquired the services of Howard 


It is reported that Mr 


| enn., 
sales capacity Rouss ris exceeding 


is quota in the sale of Royal machines each month 
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REINFORCE 
Your New Year's 
Profits with the 

REINFORCED 


PPARR VACUUM CUP 
FINGER TIPS 





O stock Parr Vacuum Cup Finger Tips 

means sure-fire profits for the New Year. 
These sturdy, Latex, Rubber tips will build 
your sales as they have done for so many 
other dealers. 
Made of real live, red or amber colored rubber, 
soft and pliable, they fit snugly to the finger 
and perform their tasks without irritation. 
They’re well ventilated to keep cool and vac- 
uum-cupped, so that they really grip. 


MAKE THIS TEST YOURSELF! 





grip both ends and pull hard 
see how easily it stretches. 


134.000 TIMES 
A DAY! 





























attractive, colorful display container. 


For New Year’s business, write immediately to 








Be ITH Latex Featherweight amber colored 
Rubber Tips and Latex red rubber tips come in 


four popular sizes—packed twelve tips to a 





handsomely designed box—twelve boxes in an 


Parrot Speed Fastener Corp. 
363 Broadway New York, N. Y. 


ly the course of an average working day 
a fairly rapid typist touches approxi- 
mately 134,000 characters. 











arr RUBBER 
TYPEWRITER KEYS 


relieve strain on eyes, fingers and 
body! 
—and they SAVE the fingernails, too! 


Parr Keys are accurately made of pure, live rub- 
ber, in a restful, neutral green color. The fingers 
fit nicely into the concave surface, and the 
instantly-visible white characters are inlaid to 
assure long wear. 

Parr Keys are easily and quickly attached and 
more than pay their cost in a short time. 

Parr Keys are packed in a handsome box and sold 


with a written, file-enumbered guarantee to give 
complete satisfaction for one full year. 





There are Parr Key 
Sets to fit all makes of 
typewriters, billing and 
adding ma- 
chines. 















An attrac- 
tive Parr 
Key Display 
furnished 
free to dealers. 


This beautiful display will make easy sales for you. 
It is given free to dealers stocking Parr Rubber 
Typewriter Keys. 


For more information write to 


Parrot Speed Fastener Corp. 
363 Broadway New York, N. Y. 
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Its name is 5/4 file. And it lives up 
to its name. Here are just a few of 
many reasons why &/é file is a better 
file... why it is the file for your 


trade: 


1. Quieter. Drawers are noiseless in opera- 
tion. Heavy live rubber cushions silence 
every contact. It is the quietest file 
made. 

. Easier to operate. Drawers siide on a 
patented new suspension—coasting on 
hardened steel balls. Under the heaviest 
loads, they move with a fraction of the 
effort required by other cabinets. 


N 


3. More attractive in appearance. Distine- 
tive styled hardware, of solid cast bronze, 
especially designed for this file; modern, 
dignified, different. 

1. Everlasting. There is nothing in this file 
to ever wear out. It has ne springs, no 
ball bearings, no rollers. 


The illustration shown gives but a hint 
of the distinctive design, the sturdy 
construction and the true craftsman- 
ship of “Ak file. We suggest that you 
write for full details today. 


Metal Office Furniture Company 
Grand Rapids Michigen 
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Salesmanship Stimulators from Victor Safe & 
Equipment 

rhe Victor Safe & Equipment Company, North Tona 

wanda, N. Y., has 


of inspirational matter to help boost the sales of the Victor 


sent to its dealers a number of pieces 
products carried by almost all stationers 

A broadside points out the fact that police departments 
in the larger cities consume quantities of guides and tabs 
in connection with the identification records. These rec- 
ords are interchanged between the departments of the va- 
Frequent handling of these records 


furnish “Mak-Ur-Own” it 


rious imporant cities 


gives dealers opportunities to 
dex tabs in quantities 

A sample of the Victor reinforced manila folder shows 
of the 
flash a strip of color, with the typed indica in strong con- 


the us¢ Victor color bars or gummed labels which 
trast 
A folder: 


are furnished free of charge 


lists a large variety of dealer sales helps which 
These include envelope stuf 
display material, mats and electrotypes of 


fers, window 


advertising appearing in national publications, reduced in 
size to use in local newspapers, house organs, mailing fold 
ers, et 
—— >_> —— 

Thanks to Marcus Harwitz for Useful Book 

rhe editor of Office Appliances is indebted to Marcus 
Harwitz, general manager of the Regal Typewriter Com 
New York, for a capital memo and day book, 


de sk 


telephone 


pany, Inc., 


combining the uses of a calendar and appointment 


pad, memorandums, numbers and addresses 


Che book is spirally bound in imitation leather. Each page 


contains a calendar for the month and an arrangement 


of days which permit memoranda to be inscribed on the 
date desired 

In front of each month is a special sheet giving valuable 
advice to dealers on various pertinent topics. The sheet 


That tor 
trade-ins. In 


for January, for instance, discussed trial orders 


February advised the dealers to go out for 


March, the dealer is advised to cultivate the small mer 


chant, and in April it is suggested that he circularize his 


prospects and so on throughout the book at the beginning 


of every month, and so on 


The book is in reality a compact diary. It is eight inches 


long and five and one-half inches wide and the back sheets, 


which are intended to be devoted to names, addresses and 


telephone numbers, are fitted with a thumb index, alpha 


betically arranged 


> —- 
International Raises Minimum Pay 
December 21, according to an Associated Press news 


Binghamton, N. Y 


seven thousand employees of the 


story trom was Christmas day for 


International Business 


Machines Corporation scattered through seventy-nin¢ 


countries 

Watson, of New York, president of the cor 
addition to the 
that 


Thomas J. 
million-dollar 
Endicott, 
beginning immediately, minimum wages for both men and 
International 


poration, dedicated a new 


company’s main plant at and announced 


women employed by the Business Machines 
Corporation would be increased thirty-seven and one-half 
per cent, or in other words, from forty cents an hour to 
hour 


hity-fhve cents an 


The company has also increased from one thousand dol 
lars to two thousand dollars the paid-up life insurance 
policies provided for each employee. 
Of the 
ployed at the Endicott plant 
Mr. Watson 


the depression period is de finitely over 


seven thousand workers affected, half are em 
IBM is concerned, 


He called atten 


said that as far as the 


tion to figures showing heavy increases in the company’s 


business both at home and abroad. 
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...and 


now 
CEN-TIR-KOTED 


‘‘The Carbon Paper that combines 
every modern idea”’ 











@ @ @ made of the finest tissue in the world 


@ inked with the finest ink we have produced in our 
entire 25 years of experience 


@ @ @ sizes 8'4xl11%, and 8%x13%; the extra % inch 
forming a natural “tab’’ for removing carbons 
quickly 

@ @ @ made with uncoated margins for greater cleanliness 
and to assure non-curling 

@ @ @ upper left and lower right corners are cut to facili- 
tate removing carbons from copies (both corners 
are cut to allow changing carbon around for in- 
creased wear) 

@ @ @ every box contains one of our new, perfected Back- 


ing Sheets and Alining Fold*, which has three per- 
forations near the bottom on both sides, to warn 
the typist that she is nearing the end of the letter- 
head. By using this sheet, all copies and carbons 
are easily and properly alined; “‘treeing’’ is elimi- 
nated; the platen of the typewriter is protected 
against pitting. 

*Also each 25 sheets is packed in one of 
these improved Backing Sheets and 
Alining Fold. 

Here is a carbon paper that will “Repeat” and 
“Repeat” and ““REPEAT.” Samples will be sent 
you upon request. 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON AND 
RIBBON MFG. CO. 


J. FRANCIS O'CONNOR, Pres. 
Head Office and Factory: 

1451 Harrison St., San Francisco, Calif. 

Chicago Office: New York Office: 

608 So. Dearborn St. 42 Exchange Place 


Boston Office: Los Angeles Office: 
66 Franklin St 406 So. Main St. 


Denver Office: Atlanta Office: 
1030 15th St. 503 Volunteer Bldg. 


Send for BOOKLET 
WRITE FOR YOUR 
COPY OF “CARBON PAPER 


FACTS” Containing interesting data concerning the 
manufacture and use of carbon paper and typewriter rib- 
bon—this booklet will help to increase your sales. It’s 


free and yours for the asking. ¥ 
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THE 


HERCULE 


FASTENER 


It's here! The stapling machine of 
tomorrow—a full sized machine at a 
half-pint price. 


You're going to like to sell it. Your 
customers are going to like to use it. 
Just glance over these features: 


Automatic clog proof ratchet 

Smooth, easy, positive action. Beau- 
tiful stream lined design and finish. 
Absolute minimum of parts. Loads 
210 standard size, Hercules staples at 
one filling. Unconditional Life Time 


Guarantee. 


But you have to see and use this new 
Hercules to appreciate its real merit. 


Unconditionally 


. today! 
Guaranteed Send a sample order today 


With all the latest proven fea- 
tures, a full size machine and 


at this extremely low price, 
you can’ go wrong. Do your- 
self a favor and begin with 


Hercules, now! 
® LIST 


CONSOLIDATED STAPLE CO., Inc. 
146 West 28th Street NEW YORK CITY 


Staples! 


. 
f. € ~ Gis a - 2] We make over 25 different types 


j and sizes for all makes of sta- 
pling machines, pliers and 

tackers. Standardize on the 

Consolidated Line. 
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Alois Senefelder, Inventor of the Litho- 


Stoneprinting 
A very interesting sketch was published recently about 
litho-stoneprinting invented by Alois Senefelder. The in- 


ventor was the son of an actor. In Mannheim attending 
the high grammar school to become a lawyer, he was writ- 
ing theater plays and was also seen on the stage. After 
Munich to ask for an 


the death of his father he went t 
engagement by the court theater, without success. He was 
engaged for some time with a country travelling stage. 
Coming back to his mother in Munich he started to write 
A Munich editor ordered a theater play to be written by 
him. It met with no success. The printing took such a 
long time that Mr. Senefelder began thinking about new 
ways to have printing done in a quicker manner and to do 
it himself, if necessary. 

It was in 1796, Mr. Senefelder was twenty-five years of 
age. His mother earned some pennies by washing for 
other people. On a certain occasion Mr. Senefelder was 
in his room thinking about a new method for printing. 
He had no practical knowledge of printing at all. Pictures, 
notes, handwritings, etc., he thought are wanted to be 
duplicated. It could be done through the use of engraved 
copperplates. But this was very expensive. Having a 
piece of Kelheim marble slate to rub away the color from 
the engraved copper plate it occurred to him to use this 
stone for the same purpose. His mother, coming into the 
room, asked him for a piece of paper and a pencil to note 
the pieces of washed goods for a client. Not finding a 
piece of paper nor a pencil and the inkwell having dried 
out, he took the pen and dipped it in the color used for 
copper plate printings. He wrote on the marble slate 
stone with it. He wondered what would happen by apply- 
ing aqua fortis and following the same procedure as with 
wood engravings for printing. On making atrial he found 
that the writing appeared quite prepared for printing pur- 
poses. He was very happy about the result. It showed 
him the method of cheaper printing for which he was 
searching. Although he had no money to develop his in- 
vention, Mr. Senefelder had made a start toward the devel- 
opment of lithography 

To get some money for experimenting he decided to be- 
come a soldier to replace another fellow and get 200 Gul 
dens. But he was not accepted. He then found a com 
poser who ordered his compositions done by Mr. Sene 
felder. The resulting printing was very satisfactory. The 
first copy was devoted to the Grand Duke, who paid 100 
Guldens to Mr. Senefelder. He took this money to buy 
new equipment and by and by developetl the well known 
lithography process 

In his way of speaking Mr. Senefelder was spitting some 
moistures which fell on the used stones, and he observed 
that this part did not take the color. He developed this 
observation by using gum arabic. After three-days’ trial 
he made the finest copies possible. This meant the inven- 
tion of offset printing. In 1799 Mr. Senefelder was ac- 
quainted with Mr. Andre in Offenbach a. M., who made all 
efforts to acquaint the world with the invention of Mr. 
Senefelder, which promised to revolutionize the invention 
of Gutenberg 

Because of his invention Mr. Senefelder received official 
recognition from the state of Bavaria He was made a 
state functionary and head of the newly erected State 
Mapp-Printing Mr. Senefelder died on February 26, 
1834—ERB ———— 

Canadian Stationers in Public Eye 

Stationers of London, Ont., are active in civic and politi- 
cal affairs. The Canadian Bookseller and Stationer re 
ported that Frank Gay was re-elected to the post of city 
alderman. J. Bevan Hay has been elected a director of 


the Kiwanis club. 
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NEW REMINGTON NOISELESS 


RECORD ASSURANCE 


POWERS PUNCHED CARDS 


ELECTRIC PORTABLE ADDER 





























NEW REMINGTON NOISELESS TYPE- 
writer with 23 improvements; betler 
looking letters; sharper carbons, feather- 
light touch. 


RECORD ASSURANCE now provided for 
valuable records; write for convincing pic- 
torial evidence disclosed by recent Chicago 
Stockyards fire 


NEW ELECTRIFIED PORTABLE ADDING 
MACHINE for desk use; lists, adds, mullti- 
plies, weighs less than 20 lbs. 10 key 
accuracy. Electric fast; reasonable price 


POWERS PUNCHED CARD METHODS give 
quick, accurate control analyses as a no 
cost, by-product while routine accounting 
is handled faster 


Again leading the World in 1935 


HE Remington Rand line of complete office 
equipment again takes the lead in the 1935 
business parade of dealer profits and cus- 


NOISELESS PORTABLE 


L. B. FOUR DRAWER FILE 





tomer satisfaction. 

For there is no other line—or group of lines 
that so thoroughly, adequately and economically 
meets the needs of business as does that long list 
of world famous products bearing the name, 
Remington Rand. 

Dealers, the world over, have proved this to 
their own profit—and to the profit of their cus- 
tomers. 

Some territories are still available for responsible 
Address 


dealers. 


Remington Rand Ine. 
EXPORT GROUP 
BUFFALO, N. Y., U.S. A. 





THE REMINGTON NOISELESS is beyond all 
doubt the finest portable typewriter ever 
built. Superb writing performance, plus 
quiet. 


LIBRARY BUREAU 4 DRAWER FILES are 
unequalled for capacity, convenience, ease 
of operation and absolute satisfaction. No 
better file is obtainable 


ELECTRIC BOOKKEEPING KARDEX VERTICAL VISIBLE KARDEX CONTROL REMTICO SUPPLIES 








VVAMAAALE? 


— 
ws 
— 
oT 




















NEW ELECTRIFIED BOOKKEEPING MA- 
CHINE posts ledger, customer's statement, 
makes columnar distribution al one 
operation. Completely electrified. 


IMPROVED KARDEX VERTICAL VISIBLE 
brings to ledgers speed, accuracy, econ- 
omy, plus the signal control feature, of 
visible methods. 


KARDEX provides the fastest, most con- 
venient and accurale method of manage- 
ment control for any department of any 
business. 


FAMED REMTICO CARBONS, RIBEONS in- 
sure clean, sharp originals and copies; 
ask aboul analysis methods which cut all 
typewriling costs. 
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WHAT THEY ARE SAYING ABOUT 
Cleangrip 


C A R B 0 N P A P E R (Patent Applied for) 








FLASH—PACIFIC COAST: 

**I have been using a sheet of CLEANGRIP here at 
my desk and what you say about it not curling is 
true alright—-other sheets that I have been test- 
ing have 


“ROLLED UP AND AWAY” ( ep 
but the CLEANGRIP is flat and ready to use. So CARBON 


even in this climate CLEANGRIP holds its head 
high.”’ dd 
FLASH—MIDDLE WEST: 


“I might say that I did get wonderful response to 
the CLEANGRIP feature everywhere I showed it 
and believe it has immense possibilities.” 
FLASH—EASTERN COAST: 

“The more that I see and show the new sheet 
CLEANGRIP) the more I am sold on it. Every- 
one likes it and it is a winner. I have sold a lot of 
it so far.”’ 


DEALERS: THINK what it would mean to you to 

supply typists with CURL-RESISTANT Carbon tt hoe xv Cc 

Paper—clean to handle—free from wrinkling and + S tormis ompany 
treeing troubles. 


There may still bea CLEANGRIP Makers of ‘‘The Complete Line” of Carbon Papers and Typewriter Ribbons 


H.M.StTorMs Co 


N.Y 





Manufactured Exclusively by THE PERFECT CARBON SHEET 


ACT promptly. ’ 
Agency open in your City. Write now for detailed 561 Grand Avenue Br klyn, mw. Y. 


information. 











THE 
“CHALLENGE” 
O EYELET PRESS 





EVELET REMOVER 





“ 7 . ® . 
So Sensible: Simply place a *“*Challenge”’ Eyelet 
on the perforating pin, insert the material, and squeeze the 
handles twice. No first perforation is needed nor desired. 


So Efficient: On a fair amount of paper the 
**K-O” does exactly as fine a job as does the **Challenge” Eye- 
let Press, which is conceded to be the fastener par excellence. 


So Convenient: This tool also removes and re- 
deems set **Challenge”’ Eyelets, whether the work has been 
done with the **K-O” or with the Press, more sheets may be 
added and the original eyelet reset. 


It lists at $2.50, individually packed, with a box of 200 No. 1 
“Challenge” Eyelets. 5-Year Guarantee. 


Edw.L. Sibley Mfg. Co. Inc. 


BENNINGTON VERMONT In Two Sizes: No. 1 50 Sheet Capacity 
No. 2100 * ~ 
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United Accounting Company Sold 
An item in the St. Louis Post-Dispatch reported the d« 
tails of the transaction by which Remington Rand acquired 
the business of the United Accounting Machine Company 
“Sal f the United Accounting Machine Co., in which 


about 850 St. Louisians have invested $800,000 during the 


last thirteen years, Was anne unced today by Collector 
Edmond Koeln, president of the company Remington 
Rand, Inc., manufacturer of accounting machines and other 
business equipment, is the buyer 

“Under the terms of the sale Remington-Rand will take 


over assets of the company, the compensation being the 
agreement to pay the company’s debts of $61,000, and to 
pay royalties to stockholders of the United company 

‘The United's accounting machine is a device which per 
mits direct multiplication of figures without the interme 
diate steps required in other machines 

“Sale of the company became necessary, Koeln said, be 


cause it had been unable to market its machines on a large 


scal Proper promotion would have required a $1,000,000 
sales campaign, Koeln said, and the money was not avail 
ible 

“While the company has been in existence for thirteen 


vears the early years of its life were devoted to « xperimen 
tation, and only since 1927 have its machines been on the 
market. Koeln said thirty had been sold, and had proved 
the worth of the device by the manner in which they func 
tioned 

“Remington-Rand is to take over the company’s $30,000 
building at 716 Sidney street, its dies, patents and materials 
In assuming debts of the United company up to $61,000, 
Remington-Rand will leave miscellaneous small debts of 
about $2,000 to be liquidated by United stockholders, 
Koeln said 

“Rovalties will he or the basis ot $50.0 ) tor eacl ma 
chine made by Remington-Rand which duplicates those 
produced by the United company, and $18.00 for each ma 
chine which employs any part of the patented devices of 


the United company 


The United’s machine was invented by Luther A 
Waters, and perfected by Adolph Baumanr Principal 
stockholders, in addition t Koeln, are Edgar Littman, 
Henry L. Pollvogt, ( H. Kammann, Oscar R. Witte, 
August Schoenberg, Emil Nathan, George ( Hitchcock 
ind the estate f Edward W. Forstel 

ome <—-———— 


Mr. Haefs Parodies Old Song 


‘Bill’ Haets, of the Northwest Office Supply Company, 
Green Bay, Wisc., offered the following clever parody on 
an old song at the Kiwanis meeting, Monday noon, Decem 
ber 24, at the Hotel Northland. Green Bay: 

God rest you, merry gentlemen, 
On this glad Christmas Day; 
Come, turn aside from all your cares 
Rejoice and sing and play 
On Monday noon we'll gather round 
Che festive board and tree; 
Roast turkey, song and mirth shall make 
An hour of jollity 
Paul Schenk, the High School ‘Prof.’ will bring 
The flute and stringéd lyre; 
His players with their Christmas strains 
Will all our hearts inspire 
Earl’s wife will bring her ‘Junior’ corps 
To act “A Christmas Chime,” 
\ play that thrills and stirs the heart. 
Its theme—the Child sublime! 
“God rest you, merry gentlemen, 
let nothing you dismay, 
For Christ, the son of Marv, 


Is born on Christmas Day!” 
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¥%& Postindex dealers have found that constructive 
home office support makes Postindex visible record 
systems easy to sell even when good sized orders are 
involved. 

One dealer found that the treasurer's office in a 
large eastern city was a prospect for record installa- 
tion. He advised the home office of the prospect's 
needs. Complete data, prices, and records of similar 
installations were immediately forwarded to the 
agent. He quickly secured an order for $151.00. 
Another order for 3309.00 is to come shortly, making 
a total sale of $460.00. 

Postindex dealers know the advantages of home 
office support. Without being put to the expense of 
special training, they secure large orders and over- 
come competitive arguments. Postindex knows the 
kind of assistance that salesmen need, and is ready at 
all times to supply complete information. 

There is a definitely growing demand for Postindex 
because of its many features: Compactness, 4 sides 
to write on, convenience and speed of posting, and 
rapid rearrangement of cards. 

Good territories are still open to agents. Write 
today for complete information. 


AGENCY DIVISION, THE POSTINDEX COMPANY 
JAMESTOWN, NEW YORK 
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Meet the 


COLLEGE STORE 
BUYERS 


at their First 





Single 


NATIONAL ASSOCIATION 


Fo r 


DONALD G. LYMAN, Executive Secretary 
New York, N. Y. 


2960 Broadway 


Buying 


1935 


HOTEL McALPIN 
Rooms with bath from $2.50 


DIRECTED BY 


OF COLLEGE STORES 


Here will be assembled buvers and managers 
from all important college stores, from the 
Middle West, South and East, to inspect 


merchandise and place orders 


A $20,000,000 MARKET 


College Stores buy over twenty million dol- 
lars’ worth of goods annually. Buyers who 
represent at least one-half of the trade’s 
total purchases are expected to attend this 
Conference They are vitally interested in 
new lines—many of them will place their full 
season’s requirements during the time of the 
Conference Manufacturers may contact 
these buyers by the highly effective means of 
exhibiting their lines right at Conference 
headquarters 

Exhibit costs will be low. For as little as 
$50.00 a completely equipped sample room 
may be had for the three days of the Buying 


( ‘onference 


Full Information, Address 


Conference 


APRIL. 





OFFICE APPLIANCES 


Browne-Morse Filing Supply Catalogue 

The Browne-Morse Company, Muskegon, Mich., has 
mailed to the commercial stationery and commercial fur- 
niture trade a very attractive and well arranged filing supply 
catalogue. In this new publication “B-M” lists a complete 
line of vertical file guides; two grades of manila folders 
known as “Jutite” and “Foldite,” index cards, card guides 
and miscellaneous steel counter goods. 

“B-M” “Service” and “Simplex” indexes for filing corre 





Filing Supply Catalogue of The Browne-Morse Company 


spondence are attractively reproduced in life-like appear 
ance. This catalogue is loose leaf in form, and indexed 
for convenient reference. The catalogue is claimed to be a 
complete book of filing necessities, and to be of great help 
to dealers in the promotion of filing supplies business. 

Dealers interested in this new catalogue are invited to 
write direct to the home office of The Browne-Morse Com 
pany at Muskegon, Mich 

—_—>— 


New York Office Furniture House Gets Important 
Order 

The Dependable Office Furniture Company, 419 Broad- 
way, New York City, dealers in office furniture and office 
partitions, were recently awarded the contract by New 
York City to furnish and erect in three departments 
over five hundred linear feet of wood and glass office par- 
titions 

oth L. D. Mantell, president of the company, and 
Y. Manookian, vice-president, have worked for such an 
order for a long time and finally were given it after sub- 
mitting various samples of the company’s work. The con- 
tract amounts, it is understood, to over three thousand 
dollars. 

The Dependable Office Furniture Company occupies 
three floors in the lower Broadway financial district. In 
addition to office partitions and woodworking business, 
they carry a full line of new and used office equipment 

a os 


Small But Useful Desk Calendar 
Hall & McChesney, Inc., manufacturers of loose leaf de 
vices, Syracuse, N. Y., recently sent to their customers and 
other friends a small 1935 calendar designed to stand on 
the desk, or shelf, or wherever convenient. The calendar 
below the name and Jocation of the donor contains three 
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SOMETHING MORE than PRICE to SELL 


is Count up the selling advantages of the Oakville Yellow Box 
‘=x= Line. One—each item is designed to speed the pace of business 
through quick, easy application. Two—all wear a nationally-known name with a wide reputa- 
tion for quality and value. Three—all are soundly constructed and sturdy enough to be used 
over and over again. Four—each is packed in a neat, strong, appropriate container, handy to 
store and use. From any angle, the Yellow Box Line gives you more to talk about, more to 
actually sell. 
omg sere 
‘ 3} Now list the buying advantages: Fair profit. Sound dealer- 
“=== manufacture cooperation. Active merchandising helps. Order 
savings: one order, one shipment covers many items—saves duplication, time, and extra 
expense. 


& The Oakville Yellow Box Line is the biggest name in small 
=== metal wares for the office, because it has something more than 
price to sell. And prices are right as well. If you do not know the whole line, write for infor- 


mation on recent additions. 

,) DK 
lv $39 Ss © 
1g i a A 

| 

















FOR FASTENING CHECKS 


| — 2 a 
) T V YJ a FOR ENCLOSING FOLDERS 
THE YELLOW BOX LINE INCLUDES PAPER FASTENERS FOR EVERY USE: 


Oakville “‘O. K.”’ Improved Fast- Oakville Round and Flathead Fasteners Oakville “O.K.”’ Fasteners. Sure 
eners. Rust-proof — made of flexi- Rust-proof—made of brass. Exceptionally bright grip. Easy to insert. Flexible metal 
ble brass. For temporary or permanent finish. Smooth, pliable metal shanks. Strong allows them to be used over and over. 
fastening. Point may be bent over for grip when attached. Supplied with either round Three sizes—0-B, 1-B, 2-B. Packed 












































permanent fastening. Three sizes— of self-piercing points. Smooth-edged heads— 100 per box, 10 boxes per carton. 
0-B, 1-B, 2-B. Packed 100 per box, 10 can’t tear paper. 10 sizes Round Head—9 Flat 
boxes per carton. Head. Packed 100 per box. 


Washers. Rust-proof—made of brass. 2 sizes fit 
all fasteners. Used to protect bottom papers 
when fastener shanks are spread. Packed 100 
per box. 


0 AK V . 2 


DIVISION SCOVILL MANUFACTURING COMPANY 
WATERBURY "4 CONNECTICUT 


PINS, CLIPS, FASTENERS, THUMB-TACKS, TAK-A-PINS, ETC. 


NEW YORK CHICAGO SAN FRANCISCO 
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BUILT T O STAN T HE STRAIN 
EIGHT POINTS OF SUPERIORITY 
] ADDED STRENGTH 5 INDEX TITLES 
lubular Reinforces Easily Inserted 
ai 2 NON-WARPING 6 HUGS AND HOLDS INSERT 
Tubular Prevents Flat Sides Prevent Shifting 
3 DURABILITY 7 EDGE FORMS GRIP 
\ = Splitting Eliminated For Turning Pages 
—" { LINEN HINGE 8 STREAM LINE 
Tightly Woven Adds Neater Appearance 


THE ONLY TAB WITH TUBULAR EDGE 
Tubular Advantages G. J . A | G N E R CoO AA PA N y ne x 


at NO EXTRA COST ; 
Samples Available 503 S. JEFFERSON ST. CHICAGO 











NEW STAPLING MACHINES COME AND GO 


But Sales on ACE, PILOT and CADET Stapling Machines are 


showing a great increase from year to year. 


Dealers do not hesitate to stock up on this proven, 
successful and fast moving line. Not one cent has been 
paid by any customer or dealer for repairs because ACE, 
PILOT and CADET Stapling Machines are built for service 


and not to be serviced. 


Retail Prices -ACE $6.00; PILOT $4.00; CADET $3.00. The 
new Ace Staple Remover—Retail Price 60c. (Prices apply 


East of Rockies. ) 


ACE FASTENER CORP. 
3415 N. Ashland Ave. Chicago. Hlinois 
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hundred sixty-five sheets—a sheet a day for the year 1935 
The 


Davs of 


calendar is ornamented in blue with red trimmings 
the f month and 


name of day 


month are in black with name 
of week in red 
ee 


The Y and E Idea Resumes Publication 

of November, 1934, The Y and E Idea, house 
publication of the Yawman and Erbe Manufacturing Com 
pany, Rochester, N 7. 
of about two 


Under date 


resumed publication after an inter- 


ruption and one-half years 


The present number was done by the Callitypy process, 
and is a neat and readable piece of work 
The opening article, “Old Friends Meet Again,” was 


written by Francis J. Yawman, president of the company, 


who expressed satisfaction over the reinstatement of The 
Y and E Idea, and followed with some interesting inspira 
tional ideas. 

There is a short report of the Centennial Anniversary of 
the city of Rochester, with a picture of the Y and E ex- 
hibit at the 
a certificate of award for outstanding merit. 


Rochester industrial show. The exhibit received 


Other pages contain news and articles pertinent to the 


business of the company, illustrations, cartoons, etc., all of 
interest. The front cover bears a group picture of twenty 
seven agency and dealer salesmen who recently took 
Y and E training in system selling. 
a 
Kroubalkian Seeks Office Equipment Line 
Gilbert Kroubalkian, who has resided in the United 


States about fifteen vears, during all of which time he has 
the 


a manufacturers’ 


been associated with typewriter business, is establish- 


ing himself as agent and wishes to secure 


‘fice equipment lines to represent in and around Roch- 


ester, N. Y., and in Buffalo and Syracuse. He is at present 


operating a typewriter service for users. 


Mr. Kroubalkian is a son of Kh. Kroubalkian, a well 
known manufacturers representative for American office 
equipment machines and devices in Constantinople, Tur- 
key [The younger Mr. Kroubalkian has had a wide ex- 


perience in this field, too. He spent six years as a repair 
and eight years in selling typewriters, mostly with 
His last 


of branch manager for 


man, 


the Royal Typewriter Company, Inc position 


Royal was that the com- 


Elmira, N. Y 


Kroubalkian will appreciate 


with the 
pany at 
Mr 


ment manufacturers who 


word from office equip- 


wish to be represented in the ter- 


ritory named 


<__ ——— 


Manning Now Secretary Pittsburgh Kiwanis 

\t the recent annual meeting of the Pittsburgh, Penna., 
Kiwanis Club, Raymond L of the Pitts 
office of L. ( Inc., 


Manning, manager 


burgh Smith & Corona Typewriters, 
was elected secretary 


Mr 


otmece on 


Manning appointed to his managerial 


May l, Prior to that appointment he had 
been head of the Smith-Corona supplies division 


Was 


1933 


present 


He quali- 
fies as an old-timer in the typewriter business, having been 


branch manager for the Smith-Premier, Remington and 
Smith-Corona in several middle-western cities from 1909 
down to the present time. It is Mr. Manning’s habit, 


] 


wherever located, to get into local, civic and business activi- 


him for 


ties. His experience and sound judgment qualify 


executive positions 


> 


Buckeye People Publish Interesting Booklet 
The Buckeye 


Ohio, has 


of Cleveland, 
1935 booklet 


marketing car 


Ribbon & Carbon Company 


just issued the company’s new 


which it is declared will aid the dealer in 


bon paper and ribbons 
Office Appliances hopes to publish in the February issue 
‘klet, 


valuable suggestions. 


a resume of this box in which we expect to find many 





A dividend of several hours of executive 
time for creative planning is headed 
your way. 


All you need to do to collect it, is to ask the 
Dictaphone manager in your city to loan you a 
Dictaphone installation. 


Ask him to give you the names of other busy 
men like yourself, who have doubled their 
ability to get things done with this dictating 
machine. If you are like most executives, only 
about 10% of your dictation is for outside cor- 
respondence anyway. Make him show you 
how Dictaphone takes care of the other 90%. 


It lets you take the daily management job in 
stride. It keeps hustle-and-bustle from cheat- 
ing you out of time for creative planning. 
When you have an idea; want to make a memo 
of something; be reminded to keep an appoint- 
ment, just say so to the Dictaphone—and it’s 
no sooner said than done. 


More Dictaphones are being used than ever 
before. People aren't buying them just for 
fun. They are doing it because they get results. 
Call the Dictaphone manager today and make 
him prove it. 


DICTA PEON 


*The word DICTAPHONE is the peatterne Trade-Mark of Dictaphone 
Corporation, makers of Dictating Machines and Accessories to which said 
Trade-Mark is Applied. 


DICTAPHONE SALES CORPORATION 


Ln 

205 Graybar Bldg., New York, N. Y. 

| 

I want to see your representative. p Bs | 
OA 


Please send me your “Progress” Portfolio. 


Address 
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Your Customer's Interest in 


OFFICE CHAIRS 


The chairs we are now producing for offices, banks, libraries, 
schools and pub slic buildings, embody new and useful ideas in 
construction and upholstering. They are actually better mer- 
chandise—more than ever “The Right Chair at the Right 
Price.” Our recent catalog No. 9 illustrates and describes 
these fine chairs in detail, BUT, to get the right slant on this 
outstanding office furniture opportunity, send us your order 
for a few of these popular designs. Putting them in your 
showroom puts you in position for most effective selling. 


JASPER CHAIR COMPANY 


JASPER 
INDIANA 


Chicago Representative: 
W. H. Brown, 

708 Glenwood Ave., 

Tel. ROGers Park 3644 














No. 847 
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Metwood Office Furniture Concern in New Quarters 

The Metwood Office Furniture Corporation is now es- 
tablished in new and larger quarters at 30 West 
New York City This is an up and coming 


which has rapid prog 


Twenty- 


first 
concern 


street, 


made ress in establishing 


its business 


On Saturday, many friends and customers 


December 15, 


accepted their invitation to a house warming in their new 


quarters. The writer, forgetting to read his invitation 


carefully, arrived on the scene an hour early, for which 


we were grateful as it gave the representative of Office 





New Home of the Metwood Office Furniture Corporation. 
Above is the attractive store front. Below is a view of 
the display floor. 


with E 


partners in the 


renew acquaintance 


opportunity to 
Moe 


Appliances 


Gilbert and Turman, the 


English 
enterprise 

displays of the products of 
Art Steel Company, Inc., 
Peerless Steel 


Gunlocke 


The observer noted fine 
Che Globe-Wernicke 
Steel Equipment Company, 
Equipment Company, The Macey 
Manufacturing Company and the Jasper Chair Company. 
Che arrangement of displays was impressive and simplicity 


Company, 


Columbia 
Company, 


and harmony constituted the general effect 


On the floor below the street level, the room is 


storage 
located, also the receiving and shipping rooms, covering 
12,000 square feet in all. 

A word or two about the 
Mr. Gilbert, after a number of years as a member of The 
Globe-Wernicke Company of England, came to New York 
in 1920 and joined the city sales force of the same com- 

1927, he hung out his own shingle, operating 
same name as today on East Twenty-third street 


Gilbert's 


partners will not be amiss 


pany. In 
under the 
The business grew and prospered through Mr 
enterprise and initiative 

In 1933, he 
although 


Moe Turman, 


business, is 


formed a partnership with 
new to the office equipment 
salesman. The 


who, 


born 


endowed with the qualities of the 


concern is a happy combination of two wide-awake men 


and their present success augurs well for the future. 
—__<g—___ 


UEF Specimen Ad in Printers’ Ink Monthly 


A feature article in Printers’ Ink Monthly for December 
headed “Dramatization in 


ads which brought drama into the business field 


Advertising” reproduced several 


One of 











JA 





NUARY, 1935 141 











SLUTS TESTE ISIE ISDE DESDE DS TS IE DEDEDE IE DE DE SE DELE DEDEDE DESDE DDE LN@) 


J 


VVEVEDE IDI IETS IEE ISIE IESE IE ISIE ISIE ISIS IS ISIS ISIS 


DTN NONOTN 









‘i That Order Is Important! 


Nox ONLY should it be filled promptly, but it must secure 
goods that will give complete satisfaction, influence 
repeat sales and inspire customers to recommend your 
store to others. Vail products enhance your prestige. 


/ Formed of highest quality materials, they give extraor- 
r dinary service; and their attractive finish and reason- 
Y able prices make for maximum sales. When making up 
your next order for 


= PAPER CLIPS PINS 
BRASS FASTENERS 
STAPLES THUMB TACKS 


“MAIL IT TO VAIL” 





Write for Price List 1134A illustrating, de- 
scribing and quoting our complete line 


Vail Manufacturing Company 
1752-58 East 75th Street, Chicago, Il. 
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No. 246—a new and popular de- 
sign with genuine walnut and 
genuine mahogany tops, panels 
and drawer fronts. 















Business men understand and approve the 
power and stability built into the various 
designs of JASPER DESK CO. DESKS. 
The product of an organization sixty years 
young inspired by the thought of well 
founded and worthy origin and of famous 
designs introduced and improved for busi- 


ness service, this furniture is of durability T H E JA S P E R 
assuring a lifetime of usefulness. D E ~ K e O 
7 


The merchant who places his faith upon 















Sixty Years 


of continued production support a wisely selected stock of JASPER DESK JASPER, INDIANA 
lai ' = “2 CO. DESKS, adds to his profit opportunity. 

our claim of superior service Catalog No. 421 fully illustrates and de- Chdeane. Masnieuntietion 

for JASPER DESK CO. DESKS ecribes this excellent line. Louis H. Farber, 7610 Phillips Ave. 


Telephone: SAGinaw 5027 
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niture 


There’s added assurance 
ff 


= ss . liana tt 
ea. ~pecializZation 


facturing facilities make 
that you will appreciate. 


tors’ tabl 
tat ; 


Complete 


+ 


IMPERIAL 


before you buy any 
Executive Office Fur- 


of satisfaction when 
tify Imperial executive office furni- 
long experience, and 
eative designing, guarantee distinction and 

irpassed quality. And superior manu- 
ke possible economies 
The Imperial line is 
‘omplete, including desks, accessories, direc- 
‘s, chairs, costumers, and telephone 
lescriptive catalog 
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IMPERIAL FURNITURE COMPANY, Grand Rapids, Michigan 





















This new 
all-metal 


REVOLVING 
DISPLAY 
CABINET 


is given free to dealers who 

order the popular assort- 

ment of 72 Window-front 
Packets of 


Moore Aluminum Push-Pins 
Moore Glass Head Push-Pins 


Two sizes and 


Moore Push-less Hangers 


Four sizes 


Although the demand for these Cabinets 
has been very heavy, your Jobber may be 
able to supply you without delay. 

Send him your order as early as possible. 


MOORE PUSH-PIN COMPANY 
113-125 Berkley Street Philade!phia, Pa. 


Originators of these world-famous devices to hang 
up things in offices, homes, clubs, schools, stores, 
art galleries, etc. 
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For More 
and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 

The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


If you want more and bet 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 
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The Office Appliance Company 
417 S. Dearborn Street 
Chicago, III. 
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the ads shown was that of the Underwood Elhott Fisher 
Company titled “Jacob Ruppert Brought his Accounting 
Problems Out from the Shadow of the Pen.” Readers are 


familiar with this advertisement 


> 

Eberhardt Covers Metropolitan District for Acco 

Robert W. Eberhardt is now covering the metropolitan 
district of New York for Acco Products, Inc. of Long 
Island City, N. Y 

Mr. Eberhardt is a graduate of Mercersburg Academy 
and Princeton University, class of 1933. He is a resident 
of Lincoln Park, N. J., 
serve officers corps 

Mr. Eberhardt comes to the office equipment field with 


and is second lieutenant in the re- 











R. W. Eberhardt 


a fine record of accomplishment since graduating from 
college He has been engaged in selling for the H. D 
Catty-Franz Euler Corporation, manufacturers of aluminum 
foil and kindred products, and he is no stranger to sales 
problems 

Mr. Eberhardt will take over the territory formerly 
covered by Bill Boyd, now manager of the Chicago district 
for Acco. Mr. Boyd's fine record in New York presents 
a high mark for Mr. Eberhardt to shoot at. His employers 
are confident that he will make the grade 

Office Appliances extends its hearty greetings and good 
wishes 

> 
Twin Relics 

Reader's Digest] There’s an antique shop in Fifth ave 
nue, we are told, run by an old fellow who gets rid of a 
lot of “objets d’art” by cold bloodedly making up stories 
about them. A middle aged lady, pecking about his shop, 
picked up an old inkwell. “That inkwell, Madam,” said 
the storekeeper, “belonged to Napoleon and he used it 
whilst on St. Helena to write his diary. It came into my 
possession through my father, who was a personal friend 
of the ‘Little Corporal.’” 

The woman was excitedly pleased when he was pre- 
vailed upon to part with the inkwell for $25.00. 

Shortly after this transaction, a gentleman found an 
identical inkwell somewhere around the littered shop and 
asked the price rhe proprietor gave him the same song 
and dance, and then, much to his confusion, observed that 
the woman purchaser had not left the store. She came 
rushing up. “I heard everything you said,” she cried ex- 
citedly. “I'll take that one too. It would be interesting 
to have both of them.” 


—<-—____ 
C. A. Sparks Opens at Youngstown 
C. A. Sparks has opened the L. C. Smith & Corona Sales 
and Service at 19 Federal Arcade, Youngstown, Ohio. He 
Smith & Corona products 


has the dealership for L. C, 
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GO INTO (935 


WITH THE MACHINE THAT’S 


PRICED : VOLUME! 





sss ROTOSPEED 


Built to BIG machine standards 
to sell at SMALL price! 


Designed for the times! Every RETAILS AT 


store, church and business, 


no matter how small, is an ~ 50 
A-l prospect. * 

The * Junior’” ROTOSPEED — 
is a rotary, letter-size dupli- 


eator. Quick re-inking from __ — 
inside the perforated cylinder COMPLETE 
without lifting stencil. 
Morocco black finish, strong sturdy construc- 
tion. GUARANTEED FOR FIVE YEARS. 

It looks twice its price and is practical and 
complete in every way. You give a Rotospeed 


ART and IDEA BOOK with every machine you 


sell. 
OTHER MODELS * *® 


A legal size printing surface, same model as 
above, $35.00. 

For the slightly bigger business sell the Model 
**A.”° legal size, $58.00. 

And for ‘“‘top-notch prospects push the 
Model **B”’ with automatic paper and ink feed- 
ing, automatic roller release and stop plate 
feeding, at $165. 


* * AND SUPPLIES 


Supplies of all kinds for all duplicating purposes 
that will keep your repeat business at a new high 
level. 

Sell the fact that ROTOSPEED SUPPLIES ARE 
UNCONDITIONALLY GUARANTEED. 


* WRITE TODAY! *® 


for information on any or all ROTOSPEEDS and for 
supply facts. 


The ROTOSPEED CO. 


341 S. WILKINSON STREET 
DAYTON, OHIO 


oh) 
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TheNew BURNS 


AUTO-LINER COPYHOLDER 








“LINE GUIDE mad 





With A **Remote-Controlled’’ 





Here’s a 1935 copyholder that promises 
substantial profits to stationers. It has 
every feature that a stenographer wants 
and every sales point that a stationer 
needs. It has a *‘remote-controlled” line 
guide—dual copyholding fixtures—firm, 
non-tippable base—easy quiet operation 

and, best of all, a retail price of only 
$12.50. 


The outstanding feature of the new 
Burns Auto-Liner is the ‘“‘remote-con- 
trolled” line guide. The control lever 
extends to the right of the typewriter 
keys and permits an easy, smooth adjust- 
ment of the line guide that does not in- 
terfere with the typing rhythm. It is 
equipped with a mechanical stop and 
may be adjusted for single, double or 
triple spacing. 


Full details about the new Burns Auto-Liner, Burns Tele- 
phone Brackets and other Burns Office Specialties are con- 
tained in our 1935 catalog. We will gladly send copies, 
toaether with discount sheets, to all stationers, without 
obligation. Write for yours. 


AMERICAN AUTOMATIC 
ELECTRIC SALES COMPANY 


1033 West Van Buren Street CHICAGO 
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Style Variety in An Office Suite 

Recently a Philadelphia correspondent of The Christian 
Science Monitor described the new offices of a large ad 
vertising concern opened a short time ago in one of the 
city’s big office buildings, and showed pictures of tour of 
the offices with different types of treatment. The article 
will interest office equipment dealers. Here it is 

When a home takes on the proverbial austerity of an 
office, the result is far from pleasing When offices are 
made as beautiful and inviting as the most attractive of 
homes then something new in decoration has been found 

Recently the offices of the Al Paul Lefton Company 
have been opened in Philadelphia, covering an entire half 
floor of a new and large office building. The decorator’s 
aim throughout was to create business quarters which 
would be distinctive and individual, avoiding the usual 
stereotyped furnishings and lack of color so prevalent in 
the business world. 

Each room was considered with the thought of its func 
tion uppermost. <A range of individuality and comfort, 
while rugged masculinity and bold tones of color and de 
sign are dominant. Also, each room was approached with 
the tastes and interests of the occupant in mind. Some ot 
the art directors, for these are the officers of a large ad- 
vertising concern, felt that they would prefer a modern 
setting for their environment; that they could do better 
work if surrounded with contemporary design in color 
and line \s a result several striking rooms of this sort 
have been furnished for them 

Mr. Lefton, the president of the firm, cherishes a fond 
ness for the traditional in furnishings. In addition, he 
asked for plenty of space in his office, desires that resulted 
in a Georgian room of large proportions. Color schemes 
were chosen that give vivacious vistas of tone in looking 
irom one office to another, at the same time the entire 
group is held together by a harmonious relationship. The 
styles of furnishings and decoration have also been varied, 
but within judicious limits of a unified suite 

While each office is of interest in itself, far above the 
usual, the pleasant surprise of passing from one to an 
other provides mild excitement that is as welcome as it 
is uncommon 

~> 
Horne, Jr., Promoted 

W. A. Horne, Jr., who has been associated for the last 
vear with his father, W. A. Horne of the Horne Desk & 
Fixture Company, Atlanta, has been promoted to the posi 
tion of office manager of the company. Mr. Horne, Jr., 
is a graduate of the George School of Technology, class 
of 1932. After his graduation, he joined the United States 
Marine Corps for a year seeing service at many points in 
the Caribbean. Of recent weeks, Mr. Horne has been in 
charge of the disposal sale of the stock of the Lester Book 
& Stationery Company, which he purchased recently on 
the closing out of that business —JHR 

a 

German Statutes Prohibit Typewritten Wills 

The Buro-Bedarf Rundschau (Berlin) states that the 
German statutes do not permit typewritten wills or testa 
ments. The writing machine may be used in the prepara 
tion of all other documents. Wills must be holographic, 
or in the handwriting of the testator. This requirement is 
imposed to assure the authenticity of the will \ll other 
documents are acceptable when done in typewriting, with 
the customary witness signatures 

—_-——~<>__-—_ 
International Calendar Due in 1939 
Papier Zeitung reports that some time ago an inter 


national congress was held in Turkey to reform the calen- 


dar. It is expected that this will become effective in 1939 
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Shipments 
pooled with New 
Indiana Chairs 
offer worthwhile 


vineed. 


savings in time 


No. 900 series combines good 
design and materials with 
sturdy construction, and is priced 

to appeal to the man who appreciates 
exceptional value. All face veneers 
are a good grade of sliced American 
black walnut and alljexterior exposed 
parts, excepting the posts, are also 
genuine American black walnut; the 
drawer fronts are five-ply veneers of 
the same type as other parts of the No. 900 series is mmade 60x32, 
desk. Order a desk or two and be con- 54x30, 50x30, and 50x26, also 












double flat top 60x48, single 
pedestal 42x30 and 36x26, ped- 
estal and drop-head typewriter 


— DIANA DESK COMPANY sia" atsc Si 
match, from 72x34 to 36x26. 


Phone stand, costumer and waste 


JASPER, INDIANA basket are made to match. 









A New and Im 
proved Sherman- 
Manson Tubular 
Steel Stand with 
adjustable ma 
chine rests in 
place of the usu- 
al solid top. 


Can be equipped 
with raised or 
flush, inter- 
changeable right 
and left side 
shelves 


Fits . 
Any lLypewriter 


or Hand Operated Adding or Calculating Machine 


- _= } y one T 
{ Write for further particulars and prices } 


SHERMAN-MANSON MBG. CO. 
621-31 S. KOLMAR AVE., 
CHICAGO 








NEW INDIANA 
Office CHAIRS 






Alive and profit- 
able line for 
Office Furniture 

Dealers 


These fine chairs are made to har- 
monize with the new desk designs 
now in vogue. They can be stocked 
profitably, combining quality and 
beauty with exceptional value. 
They can be included in pool ship- 
ments with Indiana Desks. Catalog 
and details on request. 


NEW INDIANA CHAIR CO. 
JASPER, INDIANA 
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STEEL CARD CABINETS 


The widest assortment of stock sizes to meet every regular 
card filing requirement. 


STOCK SIZES (16” depth) 


WIDER THAN HIG HIGHER THAN WIDE 
335. 1-drawer, 3° H. x 5” W. 364. 1-drawer, 6° H. x 4° W 
346. 1-drawer, 4° H. x 6” W. 385. 1-drawer, 8° H. x 5” W_ 
358. 1-drewer, 5° H. x 8” W 396. 1-drewer, 9” H. x 6" W. 
369. 1-drawer, 6” H. x 9” W 3264. 2-drawer, 6" H. x 4” W. 
3285. 2-drawer, 8° H. x 5° W 
3352. 2-drawer, 3° H. x 5” W. 3296. 2-drawer. 9” H. x 6” W’ 
3462. @-drawer, 4° H. « 6” W. 3364. 3-drawer, 6" H. x 4” W’ 
3582. @-drawer, 5° H. x 8” W. 3385. 3-drawer, 8° H. x 5° W 
3692. 2-drawer, 6” H. x 9” W. 3396. 3-drawer, 9” H. x 6" W 
3353. 3-drawer, 3° H. «x 5° W ’ 
3583. 3-drawer, 5” H. « 8” W. FOR STEEL CARD 
3693. 3-drawer, 6" H. x 9” W CABINETS SEE ASCO 


ART STEEL CO: 
INC. 


300 E. 145th St. 
NEW YORK 





Now The Speedprint 


Dupl icator 








Investigate the new SPEEDPRINT, the lowest 
price, full size rotary stencil duplicator. Prints 
everything from postal card to legal cap. Design 
and construction make for uniform ink distri- 
bution and fast, easy feeding to accurate regis- 
ter. Automatic adjustment for equalized pres- 
sure. Inside inking. Has no gears or complicat- 
ed mechanism to get out of order. Light weight, 
sturdy and strong. Write for proposition and 
samples of work — also details of our quality line 
of stencils and inks for all makes of duplicators. 


Speedprint Duplicator Co. 


180 West Washington St. Chicago. Ulinois 
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INGENTO CUTTERS 


ee = 





*) ie 
™ 7 a 
\oeo 8 sizes 
2 lels 


«- moc 


A Necessity and 
a Convenience 
Saves Time and Labor 


Whether it be a small card or photo, or heavier 

materials, such as corrugated board, cloth, leather, 

rubber, sheet metal, etc., one or more of the eight 

sizes (6 to 30-inch blades) will do the cutting job 
perfectly. 


Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8346 Birkhoff Avenue 
CHICAGO, ILLINOIS 





























Sharein Better-Than- Average Profitsfrom 


A Growing Demand for 
Fine Executive Suites 





No. 1667—From 
“The Canterbury” Group 





@ As business recovery continues at quickening speed, executives 
are showing keen interest in finely executed suites for their private 
offices . . . in suites like Imperial’s distinctive Canterbury group. 
No. 1667 Desk of the Canterbury suite is furnished in Genuine 
Walnut, with beautifully figured Butt Walnut 4-way matched top, 
Butt Walnut drawer fronts and diamond-matched panels, or in 
Quartered Oak. 


You can realize a better-than-average profit by catering to the 
market for handsome executive suites that can be sold at the 
reasonable price of Imperial’s Canterbury group. Write today for 


details. A study of the Imperial catalog will reveal new oppor- 


tunities for office furniture profits. 


IMPERIAL DESK COMPANY 


EVANSVILLE, INDIANA 
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Legality of Rubber Stamp Signatures 

The office of the Wisconsin States Attorney General 
has answered a query from a county clerk regarding the 
use of fac simile signature stamps on county checks issued 
in payment of WERA and other relief bills. The answer 
is “yes.” * * * The supreme court of Wisconsin in 
Dreutzer v. Smith, 65 Wis. 292,296, in considering the 
question of a county clerk’s authority to use a rubber 
stamp where the statute directs that he “write” his name, 
said: “* * * The statute requires that ‘he shall by print 
ing his name, ete., assign * * and the question is 


tt write his name within the 


whether a person may ne 
meaning of these words, in any other way than with a 
pen, by forming the letters thereof separately Does he 
not, when he takes a stamp upon which the letters com 


posing his name are fixed in their proper order, and 


especially if the letters on the stamp are a fac simile of 
the letters as they would be formed by him if made there 
by an ordinary pen, and stamps his name with one mo 
tion of his hand, as effectually write his name as though 
he made these letters separately?” The court held that 
a rubber stamp affixed by the clerk was a writing In 


view of this decision it was held in Vol. XII O. A. G. 68 
that the state treasurer could lawfully “sign” state checks 
with a rubber stamp. See also VII O. O. A. G. 419 and 
with a rubber stamp. See also VII O. A. G. 419 and 
IX O. A. G. 82, 86. In LaMaster v. Wilkerson, 136 SW 
217, 218, 143 Ky., a case cited in the county clerk’s letter, 
the court said: “In legal contemplation ‘to sign’ means to 
attach a name or cause it to be attached by any of the 
known methods of impressing a name on paper with the 
intention of signing it. See also Cummings v. Landes, 
117 N. W., 22, 23, 140 lowa, 80. In view of the authori 
ties set forth the attorney general’s department agrees 
with the county clerk’s opinion that he may use a fac 
simile signature on checks issued in payment of WERA 
and other relief bills Note: The last sentence tells the 
story, divested of the legal phraseology, that fac simile 
rubber stamps can be used for the documents mentioned 


Se 
Centenary of German Shorthand Writing 

\ celebration of 100 years of German shorthand writ- 
ing was held in the Berlin University Aula the latter part 
of last year. The most prominent shorthand writers and 
teachers were assembled. The gathering was in com- 
memoration of the publication of Mr. Gebelsberger’s in 
struction for German shorthand 100 years ago. One of 
his pupils, Mr. Stolze, created the German shorthand 
known as Stolze system, and one of his pupils, Mr. Schrey, 
who is over eighty years of age at present, created the 
Schrey system. Messrs. Stolze and Schrey amalgamated 
their systems and some time ago the Stolze-Schrey and 
Gabelsberger systems were amalgamated. There is now 

only one recognized German shorthand system. 
At another meeting of shorthand writers for the same 


purpose, over 1,000 were present.—ERB 


~ 
Harter Corporation Enlarges Offices 

The Harter Corporation of Sturgis, Mich., has just built 
an addition to their offices. New private offices are included 
in the alteration plans, and display space has been pro- 
vided for the extensive line of seating equipment and stands 
produced by the company 

Business has recently rapidly increased as the company 


gets into production with the new 1935 lines 


niescnindtiiamained 
Burke with Ivan Allen-Marshall Company 
Eugene Burke, formerly manager of the stationery de 
partment of the Bennett Printing & Stamp Company, has 
become associated with the Ivan Allen-Marshall Company 
of Atlanta, on the sales force of that company.—] RH 
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Avoid the Necessity of 
Frequent Replacements 








Get the Quality That 
Stands Up Year AFTER YEAR 


When you buy file guides and folders, you want a 
quality that is going to last a long time. That's why 
you specify "Pressboard" on your order. 


But that isn't going far enough to give you complete 
protection—to assure you of the quality you really 


want. 


You want the highest quality pressboard used for 
your filing supplies because you want durability. 
And what is more, you want to know that you are 
getting it. 


You can be absolutely sure on that point if you will 
only specify “Case Brothers Pressboard’ on your 
order. Then you'll get that hard, rigid, glossy board 
of such unusual strength that you won't have to order 
any replacements for years and years. 


So on your next order avoid the necessity of early 
replacement. Specify Case Brothers Pressboard and 
get the quality you have every right to expect. 


CASE BROTHERS, INC, 


HIGHLAND PARK, CONN, 





= Compare CASE Quality 


CASE BROTHERS, INC., Highland Park, Conn. 
Please send sample guides made from Case Brothers Pressboard, that 
we may compare them with guides we usually get. 


PIPED ccccvecicncteeeegssanventnbheendenstabager nas beeen 


Attention of Mr. ...... R §u.» wie Eades bite 





' REE: ewssexes ; racesenanue 
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[A DEALER WRITES 


THAT) CREEN-EDGE 
STORAGE FILES 















INSURES 











HAVE YOU| MANY REPEAT ORDERS 
OUR NEW ‘*The many repeat orders we have already 
CATALOG? received indicate that the GREEN EDGE 
Storage File with its special features of con 
struction and many conveniences give post 
tive assurance that our customers once USINg 
this popular file will be sure to specify 
PRODUCERS GREEN-EDGE when their requirements 
D return again.” 
Up Send for sample file and complete details for your 
Ar further inspection and comparison 
TutnpEx |WE INVITE YOUR INQUIRY 
T : 
Ex |C. L. BARKLEY & CO. 
VERTICAL MANUFACTURERS 
FILE FILING SUPPLIES 
FOLDERS | 517 SO. JEFFERSON ST., CHICAGO 















“OO” TEMPOGRAPH 


- em — —— 


MT otk | 








HAND FEED 
PRECISION REGISTRATION 
BEAUTIFULLY FINISHED 


LEGAL SIZE 
EASY TO OPERATE 
ALUMINUM FEED TABLE 
Open Drum—with brush inside for distributing the ink. 
\ cover plate for open part of drum keeps Ink free from 
dirt. Paper is fed off a stack up to the drum. Takes 
Post Cards, Letter and Legal Size Paper. Colored 
work can be quickly and easily produced on the Model O. 


Weighs 25 pounds—-Substantially Built 

Retail Price $45.00— Guaranteed 
Here is a machine that gives you all the advantages of 
the higher priced, open drum, hand feed machines. 
\ Real Duplicator—No Servicing Required. 
Liberal Discount to Dealers. 

TEMPO DUPLICATOR & SUPPLY CO. 

435 N. WELLS ST., CHICAGO, ILL. 


Manufactured by 


MILO HARDING CO., LTD. 


1362 S. Hill St. Los Angeles, Calif. 
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Globe-Wernicke Issues Handsome Catalogue 


An attractive catalogue covering wood furniture—office 
has just been issued 
It is 


details 


and library equipment and bookcases 
by The Globe-Wernicke Company, Cincinnati, Ohio 
profusely illustrated, and not only gives complete 


of the large line of wood furniture made by this concern, 
but also shows examples of many fine installations 
The catalogue three major 


devoted to wood office equipment and featuring the new, 


new has sections—the first 


improved Globe-Wernicke wood filing cabinets. They are 
described by H. H. Wittstein, vice-president, as “master- 
pieces of fine craftsmanship, combining the charm and 


natural beauty of wood furniture with the latest and best 
mechanical features desired in efficient filing equipment.” 
Nearly forty pages are devoted to library equipment, in 
which field Globe-Wernicke has long been recognized as 
There are also many pages describing sectional 


this 


a leader 
bookcases, one of the best known products made by 
company 

Although thousands of these catalogues have been mailed 
out the this 
who has not received one, is invited to write to the 


past few days, any dealer interested in line 
com- 
pany at Cincinnati, who will be glad to send a copy, to- 


gether with current prices 
—~> 


Two Veteran Missouri Houses 


Che Missourian Printing & Stationery Company of Cape 
Girardeau, Mo., began its existence as a printing houses 
thirty years ago, but the office supply store was opened 


when the company moved into the new Missourian build 


ing in 1925. The company is widely known in southeastern 


Missouri and is prepared to outfit an office complete in a 


very short time [The company features steel files, desks, 
aluminum chairs, blank books, wood desks of the Evans 
ville Desk Company and Murphy chairs 

Together with the Southeastern Missourian daily paper, 


the Missourian Printing & Stationery Company had its be- 
1904 that until March, 1924, the 
job department was under the direction of Naeter Brothers 


ginning in From time 
In 1920, a special corporation was organized with George 
Naeter, Fred Naeter, W H 

Ernest Stehr and Walter Hager. 
the commercial printing department of 


Kiehne, Ernest Goehring, 
This company took over 


Nat ter 


Missourian and 


Brothers, 
publishers of the that 
time has operated as the Missourian Printing & Stationery 


Southeastern since 
Its territory extends into southern I]linois, parts 
Arkansas and Nebraska.—CG 


‘ 


Company 

of Kentucky, Tennessee, 
—< 

New England Travelers Hold Christmas Party 

The 


mas party at the 


New England Travelers Club held its annual Christ- 
Kenmore hotel, Boston, on Friday eve- 
There 


everybody had a good time All the 


gathering and 
brought 


ning, December 21. was a large 
members 
gifts which, with a collection, were turned over to a local 
charity. 
President McLaughlin had charge 


There will be a meeting in January to plan events for 
the coming year 


i ae 


Jackson Bank Opens Beautiful Offices 

The National Bank of Commerce, Jackson, Tenn., for 
mally opened its new banking quarters on December 30 
The bank is located in a beautiful stone building with base- 
ment and main floor working space about fifty feet square 
rhe entire structure is larger and a portion of it is let out 
commercially 

Budde & Weis of Jackson supplied the 
-CG 


interior work, 


furnishings, etc 
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“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(U. &. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 

cations. 


Kilian Manufacturing Corporation 
107 North Franklin Street Syracuse, New York 




















——— 











Be sure your stock of 
WARSHAW INDEX CARDS 


will care for your demand 


Don't be caught short this year. Get a 
full stock of Cellophane-wrapped WAR- 
SHAW full rotary cut Index Cards. Bet- 
ter do it now while you think of it. 
Perfect quality, competitively priced. 


WARSHAW 
MFG. CO., Inc. 


ONE MAIN ST. 
BROOKLYN, N. Y. 





FOLDERS! 


Strong grade manilla 
—round cornered—accu- 
jus rately scored—excellent 

















lau WOrkmanship — competi- 
tive prices. 
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CARTER’S MIDNIGHT 
SPARKLES WITH CHEER 





@ No wonder typists get such a kick out of using it! 
Not only is the box gay with this smart, modern 
design, but every sheet wears it in silver. Carter's 
Midnight makes an instant appeal, and is never forgot- 
All weights for type-bar and noiseless machines, 
Is clean to handle, and makes sharp, 


The Carter's Ink Company, Boston, 


ten. 
for all uses. 
clear copies. 
New York, Chicago. 


Carter’s MIDNIGHT CARBON 





MORE WIDELY 
USED THAN ANY 
OTHER LINE 





The BERKSHIRE TYPEWRITER PAPER LINE consists of seven 
grades—giving a selection of papers for every business re 
quirement 


All grades expertly created specially for typewriter use and 
not primarily for printing purposes as are most bond papers, 


Each ream gueranteed to give entire satisfaction, meaning 
satisfied customers and repeat business. 


| Write for Sample Book and Price List 


EATON PAPER CORPORATION 
PITTSFIELD, MASS. 
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fire strikes quick! 
Twenty minutes after fire had been discovered in 


the Kerns Hotel in Lansing last December, it 
overwhelmed the building, cutting off all escape. 

But a Schwab Safe would preserve its contents 
through such a fire without slightest danger of 
loss. Schwab Safes provide that protection so 
essential to business records, that cannot be 
obtained in any other way. The Schwab dealer- 
ship offers opportunity to live office equipment 
salesmen. If you have the contacts and qualifica- 
tions and are interested in the work, write us in 
detail and we'll respond with further informa- 
tion. 


The Schwab 
Safe Company 


Lafayette, Indiana 


SCHWAB 
SAFES 





am DT, 
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Announcing 


The outstanding Duplicator 
for the 1935 Market 


qv? MASTER AUTOMATIC 





“Truly a Master among Duplicators.” 
Note these outstanding features: 
@® AUTOMATIC FEED—Entirely new positive 
registration device, from post cards to legal size. 
@® AUTOMATIC INK—Closed drum and internal 
ink brush for selective inking. 
® CLOCK DIAL SET BACK COUNTER. 
® REMOVABLE DRUM-—Ball Bearing equipped 
for smooth and silent action. 
@® POSITIVE PAPER STRIPPERS. 
® BUILT TO USE ANY STANDARD STENCIL 
Letter or legal size. 
® PRICE $99 RETAIL—Liberal dealer discount. 
Investigate Agency Opportunities now. 
Vanufactured and Distributed by 
The Duplicator Supply Corporation 
MINNEAPOLIS, U.S. A. 














qualify 
for 
greater 
profit 
with 


“Little” 


CARBON & — 
RIBBONS. & 


The merchant's sales ability and reputation for service, 
important and essential as they are, cannot make up for 
lack of being “ready to deliver the goods.” Profitable dis- 
tribution of typewriter ribbons and carbon paper, like 
any “supplies” merchandise is a matter of repetitive sell- 
ing. The uniform quality of “Little” carbon and ribbons 
is most effective in building the dealer's business. The 
standard of comparison for nearly fifty years, “Little” 
products offer a service outstanding in exaciness, dependa- 
bility and value per dollar invested. 

Don't neglect this important supplies business. If you 
believe yourself capable of building up its sale in your 
territory, write us of your present connections and sphere 
of activity. 


A. P. Little, Inc., Rochester, N. Y. 


New York Office: Bible House, Astor Place 














‘ 


300 


NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. ‘ 


Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


If you want to keewin touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


417 South Dearbern Street 
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Are Stationers Stationary? 

An article in The South American Printer and Stationer 
developed the theme, “Are Stationers Stationary?” Ref 
erence was made to the fact that the stationers have not 
capitalized their position in the respective communities in 
adopting modern items as they appear on the market, and 
merchandising them effectively 

“What has been the 


Take typewriters and typewriter ribbons, carbons, etc 


istory of the trade in the past? 


Che trade as a whole refused to handle them, and the busi- 
ness was forced into other channels. Nowadays stationers 
moan because the direct manufacturer and no-stock agent 
pinches all the orders. It is their own fault They were 
stationary when they ought to have been stationers 
“The same happened with general office appliances. It 
isn’t the fashion to go to stationers for office appliances, 
but it is the stationer’s own fault; he let others get the 
business while he was standing still.” 
—~>—- 
Mohican Pencil Company Entertains 
Honeymooners 
Late in October, the Mohican Pencil Company of Phila 
delphia had the unique pleasure of entertaining at the fac 
tory Mr. and Mrs. David I. Shaw of the Fidelity Specialty 
Company, Cambridge, Mass. Mr. and Mrs. Shaw were in 
Philadelphia on their honeymoon At the same time, Mr 
and Mrs. Guy G. Blake of the Blake & Rebhan Company, 
3oston, in Philadelphia to celebrate their twenty-fifth anni 
versary, also visited the plant. They all inspected the fac- 
tory and were greatly interested in the manufacture of this 
popular line of pencils 
~——— 
Joplin Dealer Displays Old Typewriters 
The Joplin Typewriter Company of Joplin, Mo., pre 
sented recently a holiday display of its old typewriters, a 
feature which attracted more than a little attention 
The oldest typewriter in the district, an 1870 model, was 
shown. Streamers of typewriter ribbons running from the 
different machines to explanatory notes on the window 
added much to the display. On the 1870 model and the 
“Mae West” model of 1890, the notes gave the names of 
the users of the machines. The display was completed 
with different types of machines used in the early part of 
the century, together with a showing of portable and office 
size new model machines—HDR 
ee ae 
Complaint Against Birmingham Concern Dismissed 
\ complaint by “certain employees” of the Birmingham, 
\la., Paper Company against the company before the 
Birmingham panel of the National Labor Relations Board 
was recommended for dismissal on December 18. The 
board said that the evidence in their opinion failed to in- 
dicate any violation by the employer of Section 7A of the 
NRA. The board also set out in its report that the wages 
paid out by the employer exceed the rate paid by nineteen 
of the approximately twenty-four similar industries in the 
southern part of the United States 
The company voluntarily announced that it would pay 
its employees a Christmas bonus equal to five per cent 
of the employees’ earnings in 1934.—GHW 
a 
Ozark Typewriter Man Heads Community Fund 
Division 
Orville S. Traylor of the Ozark Typewriter Company, 
Springfield, Mo., was chairman of the employees’ division 
in the community chest campaign recently held in his city 
Che company’s force was one of the first to be reported 


as one hundred per cent subscribed —HDR 
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UTSTANDING amid a market 
crowded and confused, you will find 
this superb line of writing inks possess- 
ing all the uniformity, the quality and 
the reliability that the name HIGGINS 
has signified fer over half a century. 

In writing inks, these are the most im- 
po rtant assets. 


CHAS. M. HIGGINS & CO.,, Inc. swine 
271 Ninth St., Brooklyn, N. Y. 
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| 
| METALSTAND COMPANY 
H 


AN ADDITIONAL LINE 


#1200 Olive Green 
#1300 Walnut 
#1400 Mahogany 
#1500 Oak 







A New Large size Metal- 
stand... 17x 24. 
Revolutionary New Con- 
struction. Far more Rigid. 
| 





Shipped K. D. 


Manufacturers 
9 Walnut St. Philadelphia, Pa. 
























ERE’S your oppor- 
tunity! Cash in 
NOW on the BIG SALE 
that the enormous demand for FULTON DATERS, STAMP 
PADS and STAMP PAD INKS invariably creates during 
January~the year’s best sales month for this merchandise. 
February and early March are not far behind. 
EASY, TIE-UP SALES GIVE YOU TWO PROFITS 
INSTEAD OF ONE! 
Whenever you sell a stamp pad, an opportunity presents itself for the easy 
sale of a dater and vice versa. Stamp Pad Ink, too, is closely tied up with 
these other items. Arrange a group display of all in your window and show 
case and watch them sell! 
Last minute orders will receive our prompt attention! 
SERVICE DATERS FULTON DATERS 
; The world’s best value at a low 
the world’s finest Heavy silk price, possessing many features 
steel finish. Deep moulded live 


bt } i found only in high priced daters 
SSaSes SSNS Calty GE yous. and numberers. 


DRI-KWIK STAMP PADS 


For smudge proof, quick drying 
impressions. Have no odor—give 
great wear. Will not injure rubber 


SPECIALTYCO, Fvrron SELF.ANKING 


FULTON SELF-INKING 
STAMP PADS 

ELIZABETH, N. J. The trade's standard utility stamp 
SALES OFFICE pad. Contains pure — — 
9 , " me rpé d urity and strengt 
200 Fifth Ave., NewYorkCity Ofcoor 


Write NOW for circular on FULTON-made Daters and Stamp Pads 








The Filing Supply Industry 


Is Based upon the Alphabet and Its Subdivisions 





Yet VW AGEMAKER ALONE OFFERS 


a complete set of these subdivisions, and only 
Wagemaker dealers can match the size of all 
competitive subdivisions, as shown below. 


WAGEMAKER Other Manufacturers 





Four Four Three 
25 Division > =a 25 25 
40 Sub-division 40 40 
no ad 50 
60 ” 60 
75 * 75 
sO ” sO so 
100 ” 100 
120 ” 120 120 
| ino a ino 
iso od 160 160 
200 ” 200 
240 ” 240 240 
12 Number of Divisions up te 
240 6 6 7 


It is much easier to step up a sale to the next higher 

division, if it’s a short step. 

It is much easier to beat competition, if you can 
meet it. 

It’s much easier to fit a file with the right size index 

if you have a choice of sizes. 


| 
| Grand i 
| Rapids Michigan | 











OFFICE APPLIANCES 


Some Notes from Here and There 


The Austrians claim a first inventor of the typewriter in 
of Peter Mitterhofer, to whom they 
Vienna. It is averred, we 


built 


the person recently 


erected a monument in under 
that Mitterhofer 


out of wood, 


stand, a practical writing machine 
It worked, and is still 


date of the 


with rude characters. 


preserved in an Austrian museum. The inven- 

tion is 1864, years after several other inventors had worked 

out writing machine inventions, perhaps the most notable 

of which—that of Burt in the United States 

in 1829. The Mitterhofer machine, which was not followed 
! 


up commercially, antedated that of Sholes by 


was patented 

three years, 
but the Sholes machine was developed as a commercial 
stands today as the granddaddy of all 
-LR 


ee. 2 


proposition, and 


typewriting machines.- 


Dictation machines are apparently increasing in popular 


ity, and the idea of possessing such machines is gaining 


ground in the minds of organizers of new offices. Inquiries 
are heard as to whether the fall of the dollar is making the 


machines any cheaper. Some modern offices are planned 
with a large room for the clerical staff, with special refer 
ence to the use of dictation machines, permitting the chiefs 
their own 


to take smaller and more convenient rooms for 


work.—LR 

* * * 
capital of the Belgian Congo, 
and from Elizabethville, Katanga, complain of the lack of 
Steel 


Letters from Leopoldsville, 


proper furniture for public libraries cases are 


urgently needed for the storage of books and manuscripts 
to defend them against the ravenous appetites of the ants 


-LR 


ee 


and the rats and mice. 


Editors receive fantastic id 


Here’s a suggestion in the form of a question that recently 


as occasionally from readers 
came in: 

“Do typewriting machines have souls? 

“Celebrated 
that they are good tempered and bad tempered 


British romancers asserts that locomotives 


have souls 


on occasion, one day answering to the command of the 


master and on another day sulking and balking at every 


orde Fe 


“Typewriting machines are much the same in their be- 


havior. They are essentially jealous. They refuse to put 


up with any other mechanical toy in the near vicinity. 


They 
costly, and altogether behave quite temperamentally.”—LR 
. * * ’ 


interfere especially with watches, whether cheap or 


Somehow, we feel justified in attributing the tempera- 


ment of the typewriter to the digestion of the operator 
and the character of his emotional impulses. Fatigue, too, 
means lessened vitality and lower bodily electricity. Some 


times we have hoped for a continuing personality on the 


part of our domestic pets, but we prefer not to be followed 


into the hereafter by the wraith of a machine, however 


ingenious and beautiful it mav he—Ed. 
* * * 
A little incident in connection with the use of the type- 
writer just came to the notice of the write1 An official 
(recently deceased) of the Modern Woodmen of the World, 


took him all over the country, used to keep 
could com- 


whose duty 
a typewriter at a hotel in Chicago so that he 


plete his reports conveniently after returning from a trip 
about the country. The machine he kept ready for his 
work in Chicago was a standard typewriter, but if he had 


taken on his trips a portable machine with a small supply 


of stationery, carbon papers, etc., he could have performed 
his work as he went along without being under the neces- 


sity of stopping in Chicago to finish it before going on to 


his home in Wisconsin. 
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DICTATOR | Tol 


| RING BOOKS 


| designed and built by 
| pioneers in the loose 
| leaf industry ..... 


DEALERS! 

















Keep in touch with the 





| 
| 
| | latest advancements in 
MT BOXED TYPEWRITER PAPERS } va re 
| ||| RING BOOKS—your 
Packed in attractive substantial boxes, finished in 
i | hammered silver paper, printed in blue, and lacquered | 


| customers too will be 
| to prevent tarnishing 
i 


impressed by the many 


Complete in a variety of grades, weights and colors for 
every othce need. 


Distributed under an EXCLUSIVE DEALER arrange- ih] 


| ment. Desirable territories still available. | tures. 
{i | 
| RockweLt-Barnes Company | 











| WRITE FOR CATALOG No. 932 
Get Set for 1935 | 
| 


1511 W. 38th Street Chicago Mi ‘TRUSSELL MANUFACTURING CO. 
i) } Poughkeepsie, N. Y. 


| 











EVER-FAST FASTENERS 





Recommended 
for All Paper 


Fastening 





Regardless of what other fas- Ye 
tening devices, pins, clips, etc., & 
you may handle, be sure to o 

carry CLIP-ONS, the all pur- & 
pose paper clip. A simple, 

neat, secure fastening, cannot % 
pick up unrelated papers nor 

let any slip out once they are 

properly fastened. A line on Py) 


100 in a box 
your letterhead brings sample 


10 boxes in a 


carton and trade prices 
3 sizes, brass 
or nickel 





Forward into 1935 with Vul-Cot, the standard wastebasket in 87 


CORPORATION per cent of business offices in America for more than 20 years. 
Never chips, cracks, rusts or dents. Vul-Cot in olive green, 
OSWEGO, N. Y. maroon-brown, oak, walnut and mahogany. Liberal sales policy. 


NATIONAL VULCANIZED FIBRE CO. 


Wilmington, Delaware 




















Help You to 


SELL 
MORE 


Let the Hanson Merchandising Plan 





SCALES! 





office should possess an a 
efficient postal scale, because of its general con- pounds 
venience and the postage it saves. But no mat- 3%," 
ter how seeming the need, there still remains the 

problem of transferring scales on your shelves into 


OU realize, of course, 
that every business 





active service. Even Hanson scales, though perfectly 
constructed and comprising every known improvement, 
need to be backed by a successful merchandising plan. 


There is such a plan—‘‘ The Hanson Weigh,” plus per- 
sonal service especially adapted to your particular sales 
problems. Hanson dealers are provided with this 
service. Hanson scales must—and do—move into 
their ultimate mission—that of giving unvarying and 
efficient service to industry. This is the objective of the 
Hanson Merchandising Plan. Send for it now. Let it 
establish for you a profitable postal scales department. 


Hanson Scale Co. 
525 N. Ada St., Chicago, Ill. 
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Quality and Cooperation 
winning features of 


CROWN 


TYPEWRITER RIBBONS 
AND CARBON PAPER 


Live dealers and salesmen, 
linked to a progressive pro 
ducer, get bestresults 
CROWN carbons and ribbons 
are made in grades and weights 
for all requirements of corre- 
spondence, manifolding, bill- 
ing, etc.; they produce clear, 
permanent impressions 





And CROWN cooperates with dis 
tributors in supplying the needs of 
their trade most effectively. To those 
in position to give first-class representa 
tion to a first-class line, we shall! be 
glad to supply further information 


CROWN RIBBON 
& CARBON MFG. CO. 


782-790 St. Paul Street 
ROCHESTER, N. Y. 





Making Gooa Impressions for 


More Than a Quarter Century 














Quick, Accurate 


FIGURES 
END MISTAKES —DOUBLE SPEED WITH 
PRECALCULATED, VERIFIED ANSWERS 


Meilicke ready-made answers to routine problems cut 
calculating time in half for Western Union, Western 
Electric and many other users, Any employee can use 
Meilicke Systems without training. There are no keys 
to punch, no levers to pull. Just turn the card and copy 


the 
The 


the following devices: 


N.R.A. Payroll Calculators 
The Dictaform for letters, 
paragraphs and all data 
Savings Bank Calculators 
Commercial Calculators 
Yard Goods Calculators 
Dozen Basis Calculators 
Urit Basis Calculators 
Electric Bill Extenders 
Water Bill Extenders 
Butter-fat Calculators 
Discount Calculators 
Interest Calculators 
Vertical Cataloging 
Payroll Calculators 
Express Calculators 
Freight Calculators 
Lumber Calculators 
Coal Ca)culators 
Bonus Calculators 
Time Calculators 
Price Checkers 
Phone Indexes 


answer 

















Mellicke line consists of 


Meilicke Systems meet every need, and spe- 
cial Calculators can be supplied to meet any 
special requirements Let us show you with- 
out obligation how Meilicke systems can save 
money for your business. Dealers, send for 
our new catalog. 


Meilicke. Systems, Inc. 
PS 3466 No.Clark St. Chicago, Illinois 
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LOOSE SIFAvV Ful LEAF 


EQUIPMENT 





TRANSFER TIME 


—the opportune season to 
feature the Cesco 


AUTOMATIC TRANSFER 
Unique, simple to assemble and most 
economical. Appeals to the larger buy- 
ers. Sample and price list on request. 


SEND FOR CATALOG 
and learn what a vast array of modern 
business tools are available to your sales- 
men. Exclusive agencies to established 
dealers. 


THE C. E. SHEPPARD CO. 


4401-4429 Long Island City 
Twenty First St. : New York 
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TYPEWRITERS. 











Boise. Idaho.—-Harry A. Wood, of the local Underwood Elliott Fishet 
branch, has been transferred to Spokane, Wash handling typewriters and 
adding machines 

Chicago, tl.—George McClellan has joined the 
Royal Typewriter Company, Inc 

Chicago, J.—The established custom of the Reliable Typewriter & 
Adding Machine of having a Christmas tree was continued this year 
with a large tree lavishly decorated dominating the office 

Denver, Colo._Max Carroll has joined the local sales staff of the Royal 
Typewriter Company, In 

Detroit, Mich._-M. J. Hudson has joined the local branch of the 
Typewriter Company, In He is a graduate of the University of Michigan 


Fort Wayne, Ind.--L. V. Rogers, formerly with the Unde rwood Elliott 
Fisher Company at South Bend, has been transferred to the new sub 


cal sales staff of the 


Royal 


branch here 


Grand Rapids, Mich. M. W. Drost has joined the typewriter sales ake 
partment of the Underwood Elliott Fisher Company here 


Hamilton, Ohio. Phillip J. Mueller has been placed in charge of the 


local sub-office of the Royal Typewriter Company, In He started with 
the Cincinnati branch in 1921, but later decided to go into business for 
himself He is now back on the job selling Royals 


Kansas City, Kans...E. M. Wynn is handling Royal typewriter business 
here, operating through the Kansas City (Mo.) branch 

Los Angeles, Calif._-D. G. Carlin has joined the local sales organiza 
tion of the Royal Typewriter Company, Inc. He was a member of the staff 
in 1924, and left for a different field He is one of the old M. A. D. corps, 
and is expected to maintain that rating 

Madison, Wis.--Stanley Stemp, of the Stemp Typewriter Company, has 
recovered from a siege of illness and is back again among the Royal 
producers 

New York, N. Y. Alpha Office Machine Company has leased space at 11 
East Forty-fifth street for repairing typewriters 

New York, N. Y.--William Schenenga and George Riley have leased 
space in the RCA building for the sale of typewriters and typewriter 
supplies 

New York, N. Y John A. Zellers, of Remington Rand, Inc., who had 
been master of Publicity Lodge No. 1000, F. & A. M has been elected 
treasurer and chaplain of that lodge 

Philadelphia, Penna.—-The Kleen Type Company, Drexel building, has 
been registered as a commercial title in the common pleas court by John 
M. Wheaton and William Wheaton, 5529 Irving street 

Providence, R. 1.—-Charles G. Povey has joined the local branch of the 
Underwood Elliott Fisher Company as an accounting machine salesman 

Rockford, Ill Arthur LaBreche has joined the local sales staff of the 
Royal Typewriter Company, Inc 

St. Louis, Mo.—-The United Accounting Machine Con pany has been sold 
to Remington Rand, Inc Newspaper reports indicate that Remington Rand 
assumes indebtedness of $61,000, and will pay royalties to stockholders of 
the United Accounting Machine Company 

St. Louis, Mo.-Fine teamwork was shown by the local salesmen for the 
toyal Typewriter Company, Inc., recently Lester Davidson, one of the 
taff, was ill in a hospital His fellow workers spread out over his terri 
tory and turned in ninety-four per cent of Davidson's quota 

San Francisco, Calif..-Earle M. Alexander, vice president of the Un 
derwood Typewriter Agency, Honolulu, was the guest some weeks ago 
of W. G. Huston, coast manager for Mittag & Volger, Inc 

San Francisco, Calif..-C. H. Billington, manager for the L. C. Smith 
& Corona Typewriters Inc reports October sales at 150 per cent over the 
previous year, and sales tor the first ten months as sixty per cent above 
Prospects for 1935 approximate those of 1929 The company has a well 
rounded line for 1935—-typewriters, adding machines and the ‘‘Vivid’’ 
duplicator Three new salesmen are to be added after the first of the 
year 

San Francisco, Calif...The Stone Typewriter Company, 576 Market 
street, will move early this year to 583 Market street 

San Francisco, Calif..-The new Underwood is proving its popularity 
Admirers who did not feel that they could spare the cash to buy, broke 
a window to extract five machines. The American Writing Machine Com 
pany across the way lost two the same way One of the electrical com 
panies lost three 

Spokane, Wash.—Carl E. Brynildson has returned to the sales staff of 
the typewriter division, Underwood Elliott Fisher Company He had 
spent eleven years in this territory previously 

Youngstown, Ohio. ©. A. Sparks has received the dealership of the L 
C. Smith & Corona Typewriters Inc., operating at 19 Federal arcade as 
L. C. Smith & Corona Sales and Service 

Syracuse, N. Y.. Harry E. Stiles, managing director of L. C. Smith & 
Corona Typewriters, Ltd., London, made a brief visit to the United States 
in December 





Baltimore, Md.—-The Burroughs Adding Machine Company has leased 
the second floor of the Rouse-Hempstone building, Hopkins place and Red 
wood street 

Cleveland, Ohio.--The Sumit Calculating Machine Company has been 
chartered ; capital stock, $300,000; incorporators—-Elmer C. Franz, Joseph 
G. Takash and George Hill; Samuel Racz, charter representative, 625 
Williamson building 

Fort Wayne, Ind.—-C. ID. Metzger has advanced in the local Underwood 
Elliott Fisher staff from junior salesman, to senior, handling accounting 
and adding machines 

New York, N. Y.—-John Healy, adding machine export, has leased space 
at 487 Broadway 

New York, N. Y.--Kenneth Howard has been appointed manager of the 
local office of the Barrett division of the Lanston Monotype Machine 
Company 


Seattle, Wash. Gerald W. Moore has joined the accounting machine 
division of the Underwood Elliott Fisher Company 
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No Matter how you Figure 
.. « Here’s the NET RESULT 







Dealers are learning that 
every factor for building 
greater pencil profits is 
offered by Mohican. Qual- 
ity. style and eye-appeal 
mean more sales — more 
repeats. Prices and dis- 


counts permit a generous 
profit. Write for samples. 


MOHICAN PENCIL COMPANY 


Manufacturers 


PHILADELPHIA, U.S. A. 


M@gHIvAN ‘ 
‘ ae Se 


SENECA—MOHICAN—DAWN—GREAT 


Grafite, Crayons and Copying 


IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 


v yw yy & 


y* Vs 
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(TX P 
_ Quick 
| Shipment 


FILES 

DESKS 

CHAIRS 
§ cupes =! 
9 FOLDERS 





FROM 


NEW YORK STOCK 








CAL CAMERON 
140 MAIDEN LANE 


NEW YORK, N. Y. 
XX 
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ME MARK OF QUALITY 


UNIVERSAL 





The Heavy Duty | 
Self Leveling | 
Office Machine Stand 


You can safely entrust the most expensive, indispensable 
office machine to its support. Strong and safe, it is steady 
as well which duces accuracy in the operat 
machine. Tusco UNIVERSAL is framed of one inch cold 
drawn steel tubing, top is cast iron, slotted and drilled to 
accommodate practically every type of office machine. 
Back » be tilted up to 254 inches, making large adding 
machine keyboards more accessible. Moves easily and 
noiselessly on 3-inch rubber tired casters—simple cam 
brakes hold stand steadily in position. Shipping weight, 
0 Ibs. 

DEALERS: Tusco is the stand with the unqualified 
guarantee: you can depend upon it for creditable per- 
formance in any office. Booklet with details on request. 


Tubular Specialty Mfg. Co. 


1940 Stanley Ave., Detroit, Michigan 
REPRESENTATIVES: Typewriter Circle Co., 359 Broad- 
way, New York, N. Y. C. E. Ritter, 2451 E. 78th St., Chicago 
(Phone REGent 1110 


























CARBON 
o—PAPERS 


Are Guaranteed! 


HAT a wonderful feel- 

ing it is to be “sold” on 
the quality of the carbon pa- 
pers you sell! How satisfying 
it is to Anow that Codo Carbon 
Papers not only give the best 
possible service, but that the 
good will gained results in new 
and repeated sales—and at sub- 
stantial profit. 


~ONFIDENCE in your mer- 
chandise is inevitably re- 
flected in increased sales. And 
your confidence in Codo Car- 
bon Papers is amply justified. They always give strong, clean- 
cut impressions; are unusually long-lived; never flake off ; and 
they cannot dry out! That's why Codo carbons are guaranteed 
against deterioration for five years. There's a Codo carbon 
sheet for every copying purpose and in all practical colors. 





Codo Typewriter Ribbons, too, excel in 
quality. Be convinced by a trial order. 


Codo Mig. Corp. 


New York Coraopolis, Penna. Chicage 














OFFICE APPLIANCES 








MARKING DEVICE'S 





Chicago, Il!.—-E. A. Ludwig, of the American Seal & Stamp Company 
was confined to his home in December because of a fractured ankle 

Columbus, Ohio.--The Ohio State Insurance Department has ruled that 
the giving of rubber stamps with notary public bonds is contrary to the 
laws of the state It is stated that some of the marking device manufac 
turers have been giving free rubber stamps with the names of the notary 
on them, stamp pads and notary public guides ; 

Elizabeth, N. J.-Ray Fritz, representing the Fuiton Specialty Com 
pany, in New York, New England, Pennsylvania and part of Ohio, cov- 
ered his territory before Christmas, after an attack of acute rheumatism 

El Paso, Texas.._The Typewriter & Office Supply Company, 116 Mills 
street, manufactures marking devices, in addition to doing a business in 
office machines and equipment 


BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of Orrice 
APPLIANCES, are tangible business opportunities. 


Wants Abroad 

Filing Supplies for German Manufacturer.—Biiro-Einrichtungsfabricken 
Forschritt G. m. b. H., Freiburg, Germany, wishes to negotiate for all 
kinds of filing supplies, etc., compensation against embargo Reichmarks. 

German Manufacturer Proposes Joint Sales Plan.—Lufwig Garfunkel, 
Alexanderstrasse 45, Berlin, Germany, manufacturer of special duplicating 
machines, wishes to join with an American manufacturer to manufacture 
and sell his machines in the United States 

Swedish Publication Asks for Catalogues.__Stig E 
3, Sweden, publisher of a leading Scandinavian business 
quests catalogues and other material from manufacturers 
establish agents in Sweden He believes that his 
Affirsekonomi,’’ will be able to interest new agents through 
in his publication 

Stapling Machines and Staples for Germany.—O 
Nachfl., Leipzig W. 31, (Germany-Sa.) Konneritzstrasse 
negotiations for deliveries of stapling machines and staples of any 
against embargo Reichmarks 


Wanted Here at Home 


Added Lines for North Carolina Dealer.-Rawley & Apperson, Inc., 
231 North Main street, Winston-Salem, N. C., wishes to add to its lines 
of typewriters and all other office machines 

Catalogue Call from Indiana Dealer.—Business Systems, Inc., 112 West 
Washington avenue, South Bend, Ind., wishes to receive catalogues, price 
lists and other trade literature from manufacturers. This concern is suc 
cessor to B. A. Tuttie. Please mark mailings for the attention of J. L 
Tucker, secretary-treasurer 

Manufacturing Stationer Seeks Lines._-The Harrison Printing Company, 
Inc., Greensboro, N. C., wishes to consider adding various lines of office 
machines and commercial stationery items 

New Business Wants Office Furniture and Machines._-L. R. Sykes, 600 
North Main street, High Point, N. C., dealer in office furniture and ma- 
chines, wishes propositions from manufacturers of typewriters and adding 
machines 

North Carolina Dealer Seeks New Lines.--S. T 
McAdoo building, Greensboro, N. C., office furniture, 
tioner and manufacturers’ representative, is interested in new 
distribution in central North Carolina 

Office Equipment Business Asks Catalogues..Royson (a partnership 
consisting of J. B. Royce, a practicing accountant, and R. Harrison, an 
experienced direct mail advertising man), 21 Monument square, South- 
ampton, N. Y., asks for catalogues. The company handles office equip 
ment, stationery, office printing and multigraphing 

Rochester Manufacturers’ Agent Seeks Lines.-Gilbert Kroubalkain, 
Rochester, N. Y., seeks lines for the territory including Rochester, Syra 
cuse and Buffalo He is an experienced typewriter;man, with training 
both in sales and shop. At one time he was manager at Elmira, N. Y 
for the Royal Typewriter Company, Inc 

Salesman Available.--B. H. Roth, 116 Broad street, New York, N. Y., 
wishes to make a connection with a manufacturer, proposing to travel 
among stationery retailers and jobbers. He has a wide acquaintance in 
the metropolitan section and along the entire Atlantic seaboard. He will 
entertain a proposition on any or all of the territory along the Atlantic 
seaboard, traveling by automobile. He already has several lines for the 
territory indicated 

Typewriter Man Seeks Adding Machines and Checkwriters. 
writer Sales and Service, Wm. S. Davis, 423 N. Main street, 











Bartoft, Stockholm, 
magazine, re 
wishing to 
publication, 
articles 


Hoppe & Company, 
13, is open to 
kind 


Wyrick & Company, 
commercial sta- 
lines for 


Royal Type- 
Winston- 


Salem, N. C., wishes to add check writers and adding machines to his 
lines 

New Enterprises 
Following are neu ncerns reported in further detail elsewhere in this 


additional outlets for 
held 


offer possibilities of 
manufacturers in this 


issue They 


Sales Representation Opened at South Bend.—-The Consolidated Busi 
ness Service has been established at 661 Associates building, South Bend, 
Ind. A variety of lines is handled. The principals are Harry Fixler and 
Carl D. Piowaty 

Typewriter Business in New York.--The Rockefeller Center Typewriter 
Company has been opened at 30 Rockefeller center, New York, by Wil.iam 
Schenenga and George Riley 


LOOseé& Ltl&AP 


New York, N. Y.—Anderson & Prigge, 12-16 Vestry street, has been re- 
ported as undertaking voluntary proceedings under Section 77B under the 
federal bankruptcy law. The petition lists assets of $8,000 and liabilities 
of $15,000. 
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WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility 
and tolerance for checking postage. 


Forty-eight cents to $2.00 per pound prevailing postage 
cost must be checked by every mailer to prevent 
costly postage waste. 


Over-Under Weight 
indicator at end of a 






indicates an unmistakable 
hair-line balance 





Airmail No. 1—Capacity 1 lb. x 4% oz. with computing chart. 
Airmail No. 4—Capacity 4 Ib. x oz. with computing chart. 
Airmail No. 9—Capacity 9 oz. x oz. without computing chart. 


Com puting chart shows all mail and parcels post rates up to full capacity 
Over 20,000 Triner New-Type Scales 


recently installed by the U. S. Postoffice Department 
because a variation of only a FEW GRAINS is now 
permitted between each ounce division—such a fine 
variation is not apparent on any ordinary scale. 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicage, Illinois 











SPEEDRITE 
Protects Cheques 


V 








HALL-WELTER 


PROTECTS THEIR DEALERS 


| 


Ten reasons why ““SPEEDRITE” Checkwriter 


sells rapidly at good dealer profits: 


1. Protection 6. Neatness of Imprint 

2. Speed 7. Countersignature protection 
3. Durability 8. Payee name protection 

1. Visibility 9. Two color imprint 

5. Appearance 10. Moderate price 


*“SPEEDRITE” conforms to currencies 
various countries. Here is an opportunity for 
active salesmen to make some good profits. 


| 


of | 


THE HALL-WELTER CO., INC. 


185 St. Paul Street 


Rochester, N. Y., U. S. A. 

















A COMPLETE LINE—PRICED RIGHT 


Adding Machine Rolls 
Cash Register Rolls 
Carbon Papers 
Duplicating Papers 
Mimeograph Papers 
Typewriting Papers 
Ruled Papers for School 
and Office Use 


Scratch Pads 


A card will bring you a copy of our 
new STATIONERS’ PRICE LIST by 


return mail. 
Samples furnished upon request. 


BRADNER SMITH & COMPANY 


333 South Desplaines Street 
Chicago, Illinois 
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1935 


SALES WILL INCREASE 


WITH THIS DISPLAY ON YOUR COUNTER 





VALUABLE SALES SUGGESTIONS 
SENT UPON REQUEST 


Munson Supprty Co., 348 Hudson St., New York City 
Please send information about the New Key 
—New Package and Counter Display to 


Name 


Address... . 
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LINE.. EXCLUS/VELY/ 


PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY. 


“STEEL-STRONG 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . 
secure... with the guaranty of Members of The 
Natl Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, ete. ... and each product 
has been developed to the highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL-STRONG "PRODUCTS 









+ 8 AWANUAL 
9 COIN 
“! COUNTER 














BILL STRAPS 


THE C.L.DOWNEY CO. 








Td 2 ee 
CINCINNATI,O. 
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Build a BETTER Leather 
Goods Department in 1935 


. 

\ STOCK of leather carrying cases is one thing; a satisfactory 
4 volume of sales is quite another. The combination of a 
quality line and a successful merchandising plan is highly essen- 
tial. Hence Stebco Service, which includes practical selling sug- 


gestions, display ideas, copy and mats for newspaper and other 
printed advertising. In fact, we cooperate all the way through 


to the completed sale over your counter. 


t in their welfare 


Stebco dealers appreciate this sincere inter 

They a ilso enthusiastic about Stebco Zipper Brief Cases 

Portf Ring I ind Envelopes. Naturally, for there's 
hetter valu existence Let us help you develop a bigger 

ind more profitable leather goods department in 1935. Send 

f he S » Merchandising Plan 


iskany Stebco dealer 


dohany Stebcodcater Cah aysl@le) 
a ne 


STEIN BROS. MFG. CO. INC. 
564 W. Adams St., CHICAGO 
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OFFICE APPLIANCES 





a 
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For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 


Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 
in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 


6816-6824 Arsenal St. ST. LOUIS, MO. 


Pesific Coast Representative: S.& D. Loose Leaf Co., 427 N. San 
Pedro St., Los Angeles, Calif. 














A PosTuRE CHAIR 


Devoid of all 
Complicated 
Mechanism 


Just adjust for height 

. and this chair 
is ready to give 
hours, days and years 
of healthful, comfort- 
able sitting. Posture 
features are built in 





...not manipulated. 


Send now for complete facts about 
this correct posture, comfort induc- 
ing chair. Address Dept. OA 1] 


Distributing arrangements with responsible dealers for 
other than educational institutions will be considered. 


American Seating Company 


o) Makers of Dependable Seating for Offices, Schools, 
\ 2) Churches, Public Auditoriums. 


General Offices: GRAND RAPIDS, MICHIGAN 
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AND CARBONS 





RIBBONS 





Chicago, I!!.—F. S. Cooper, sales manager of the Codo Manufacturing 
Company, called on dealers in the metropolitan centers of Minnesota in 
December 

Boynton and J. Main have joined the local 


Pittsburgh, Penna Miss B 


ribbon and carbon division of Remington Rand In« 

Portland, Ore.—-Hugo Victor has been appointed factor by the Stenno 
Ribbon & Carbon Company, 3207 Southwest First avenue fhe company 
plans increasing the scope of its business 

Seattle, Wash.—The Direct Sales Corporation, 209 Bell street terminal 


and carbons, stationery and other 


has been chartered to deal in ribbons 
office specialties 

Toledo, Ohio..-R. Felton has been put in. charge of the ribbon and car 
bon division of the local branch, Remington-Rand After but four months 
as a salesman at Cleveland he was given charge of the ribbon and carbon 
division here 








OTHER MACHINES 





Chicago, t!.—-The Rotospeed Company, which had been at 333 North 
Michigan avenue, has moved to Suite 1306, 35 East Wacker drive 

Chicago, tll._-The assets of the American Sign-O-Type Company were 
iuctioned December 10 at 542 West Washington street 


The Gaylord Coin Machine Corporation has been chartered 
sell on commission or otherwise all types of 
400 shares non par value; incorporators 
Patterson and Melinda Dee Russell D 

100 West Monroe street 


Chicago, III. 
to buy, exchange and 
coin machines; capital stock 
Edward S. Gaylord, Russell D 
Patterson, charter representative 


South Bend, Ind. 
building, has been 
manufacturers He 
velope & Lithographing ¢ 
ind the Nebraska Printing & 
associated with the new 


lease, 


Service 661 Associates 
Fixler as an agency for several 
Register Company, Bowers En 
& Salesbook Company 


Carl D. Piowaty is 


Consolidated Business 


Harry 


The 
established by 
represents the Hanna 
ompany, International Tag 
Salesbook Company 


business 








FURNITURE 





Atianta, Ga.--W. A. Horne, Jr has been appointed office manager of 
the Horne Desk & Fixture Company 

Charleston, W. Va. The Spencer Moore Compat y has been appointed 
a dealer for the Do/More Chair Company 

Chicago, I1!.—-Business Equipment Bargains, Inc., has moved from 167 
West Lake street to a larger and more accessible store at 124-26 West Like 
street 

Chicago, I1!..-George E. Vinton, manager here for The Browne-Mors« 
Company, notes a big improvement in the filing supplies business in the 
Chicago territory 


Chicago, IlIl..-The Metal Mode Manufacturing Corporation, 2241 South 
Halsted street, has been chartered to manufacture, buy and sell chairs and 
furniture of all kinds; capital stock, 20,000 shares common, no par value 


incorporators—Allen J. Altheimer, C. Mills and H. P. Holl 

Indianapolis, Ind rhe Wiegel Cabinet Company, 1101 East Sixteenth 
street, has been chartered to manufacture cabinets, desks and office furni 
ture ; capital stock, 1,000 shares no par value; incorporators—Julian Free 
man, Manuel Freeman and Earl Moore 

Jacksonville, Fla.—-Local sales for the Do/More Chair Company are ir 
the hands of The H. & W. B. Drew Company 

Los Angeles, Calif...The Los Angeles Times noted that an office equij 
ment center is in prospect on the west side of Spring street, between Sev 
enth and Eighth Those already established in this district are the Yaw 
man and Erbe Manufacturing Company, Underwood Elliott Fisher Com 
pany and the Grimes-Stassforth Company 


Modesto, Calif.__The L. M. Morris Company, 922 ‘‘I’’ street, celebrated 
the thirtieth anniversary of its moving to the present store in Novembet 
This business was founded by the late C. W. Perley in 1884 In 1918 L 


M. Morris bought his brother's interest, enlarged the building, installing a 


marking device department 


Muskegon, Mich.—_-Two representatives of The Browne-Morse Company 
visited the general offices and factory in December-——Cal Cameron of New 
York City, and George E. Vinton of Chicago 

—_— 

New Bedford, Mass rhe Keystone Office Supply Company held a busi 
ness show December 3, 4 and 5 at the New Bedford Hotel 

New York, N. Y¥.—The assignment of David S. Peterson, 39 Franklin 
street, has been reported by the New York Journal of Commerce ; Carl M 


Schutz, 82-15 Britton avenue, Elmhurst, L. I 
Philadelphia, Penna.._The Adelphia Steel Equipment Company, Venango 
and Atlantic streets, has been registered as a commercial title in the com 


mon pleas court by Frank L. Keck, 908 West Duncannon avenue 


Seattle, Wash.—The Dando Office Equipment Company 
exclusive sales franchise of The Shaw-Walker Company 


assignee, 


has received the 


South Bend, Ind.--Business Systems, Inc., 112 West Washington ave 
nue, has received the sales franchise of The Shaw-Walker Company 


San Francisco, Calif...The Majestic Lounge Company of Jamestown. 


N. ¥ has appointed L. B. Downing, 50 Hawthorne street, to represent 
its lines in Denver and the territory west 

Southampton, a. ie Royson is a new office equipment business opened 
at 21 Monmouth square by J. B. Royce and R. Harrison 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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Vertex 


FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 












































Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
est buy in the long run. 





“Vertex” Pockets will 
satisfy your customers 


ALVAH BUSHNELL CO. 


925 Filbert Street BR PHILADELPHIA 
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OFFICE APPLIANCES 





ALMA\ DESKS and TABLES 
...dependable VALUES 


No, 1151° 





Alma Desks and tables are built tor good stores 
that give a full measure of value regardless of 
pric ¢ 


A full variety of patterns in oak, walnut and 
mahogany finishes, all in the low price range 


ALMA DESK COMPANY 
HIGH POINT, N. C. 





















CARBONS 
and 
RIBBONS 


Announcement 
Jof importance to 
the Distributor: 


UPREME BRAND 
CARBON PAPER 
We are now ready to market this new grade of type- 
writer carbon paper. It possesses outstanding wearing 
quality, making it supreme in performance as well as 
in name. a ; 
SUPREME BRAND TYPEWRITER RIBBON 
This popular ribbon, unsurpassed in quality, is now 
available in a sealed air-tight round box. It maintains 
ribbon freshness and prevents deterioration in any 
climate. re. 
Write for our new 1935 booklet. It will aid you in 
marketing carbon paper and ribbons. 
THE BUCKEYE RIBBON & CARBON CO. 
1458-1468 East 55th St., CLEVELAND, OHIO 


“Makers of the famous Raven Line of carbon paper and 
Dictator Brand Silk ribbon.” 




















STATIOONER YX 





Atlanta, Ga.—John M. Cooper has become sales manager for the Foote 
& Davies Company His former position in the stationery department 
has been assigned to Gus Stroecker 


Bowling Green, Ky.—-The Max B. Potter Company, Tenth and College 
streets, has increased the space occupied to provide for increased business 


Caspar, Wyoming.——Jessie Naylor has moved her stationery store to the 
corner of Second and Center streets 


Chicago, Ill._-Fred Croasdale, of the Roaring Springs Blank Book Com 
pany, spent the month of December at his home here 


Chicago, I11.—The stock of the Consumers Stationery & Printing Com 
pany, 203 West Madison street, were auctioned in December by order of 
the trustee for the creditors 


Chicago, tti..-C. J. Matheiu has joined Sebastian & Company, stationers 
and printers, 224 North Des Plaines street, as specialist on filing equip 
ment and supplies He had been formerly with the Yawman and Erbe 
Manufacturing Company here 


Chicago, Wl.__Mr. and Mrs. S. M. Zenner spent the Christmas holi 
days at Montreal Mr. Zenner is one of the principals of the Crown 
Office Supply Company 


Denver, Colo.__The Bargain Stationery Shop, 607 Seventeenth street, 
has changed its name to Benjamin’s 


Englewood, N. J.—-The Livingston Stationery store suffered a $75,000 
loss in a fire December 13 


Kansas City, Mo.—A. F. Sengbusch, of the Sengbusch Self-Closing 
Inkstand Company, is recuperating from an operation He expects to 
resume his rounds in February 


Los Angeles, Calif...Andrew McNally, president of Rand MeNally & 
Company, visited the local branch a few weeks ago 


New York, N. Y.--The Klein-Heimbinder Company, stationery, has 
leased space at 14 East Thirty-third street 


New York, N. Y.—-City Stationers, Inc., has been incorporated ; capital 
stock, $20,000; Leo Klauber, charter representative, 51 Chambers street 


New York, N. Y.-Robert W. Eberhardt has joined Acco Products, Ine 
covering the metropolitan district 


Quincy, Il. The Peoria Paper House, Inc., 300 Main street, has been 
chartered to wholesale, distribute and manufacture, purchase, store, repair 
and sell direct or on a commission basis, paper products, floor coverings, 
etc. ; capital stock, 4,000 shares par value common; incorporators—-Mac 
Auley Irwin, E. A. Damhorst and H. G. Celklaus 


San Francisco, Calif..-Thomas W. Moore, manufacturers’ representa 
tive, has located at 1265 Washington street; his former address was 897 
Arlington avenue, Berkeley 


Seattle, Wash.—Claude Pettibone has joined the sales staff of the A. E 
Fransen Company, 1105 Third avenue 


Tenafly, N. J.—Harry J. Linkoff, formerly of New York, N. Y., has 
bought Koenig's Stationery store on Railroad avenue 


Worcester, Mass.—-The Johnson Office Supply Company, conducted by 
Adolph C. Johnson, has moved from the corner of Commercial and 
Mechanic streets to 310 Main street 


Tucson, Ariz.—Peterson, Brooke, Steiner & Wist have established a 
stationery store at 61 East Congress street. Grant Howard is manager 








PENS AND PENCILS 





Chicago, I11.—Hamilton Kendrick, district manager for the American 
Lead Pencil Company, made his last trip of the year to Detroit in Decem 
ber The local office is now known as the Central District Office, H. M 
Kendrick, district manager 


Fort Madison, lowa._-The W. A. Sheaffer Company paid bonus checks 
to its employees here and in the field before Christmas 


Los Angeles, Calif...Charles E. Shanks of the Office Supply Company is 
taking an eastern trip He is visiting St. Louis, Chicago, Cincinnati, 
New York, Boston, Philadelphia, and Memphis. He reports that they 
have been gaining sales right along for the Autopoint pencils, made by 
the Autopoint Company, at 1801 Foster avenue, Chicago 


Los Angeles, Calif.__Aviation airline officers have warned passengers in 
airplanes to be careful when starting to write with a fountain pen while 
at high altitudes. At 5,000 feet altitude and above the reduced air pres 
sure makes it probable that ink will spurt from the barrel when the cap 
is removed suddenly, with a possibility of soiling clothing 


New York, N. Y.—-The Norma Pencil Corporation has leased space at 
150 Broadway 


Port Monmouth, N. J.--The fountain pen and mechanical pencil factory 
of Paul Schoellner was destroyed by fire in November 


Queens, N. Y.—-The Electrolite Pen & Pencil Company has been char 
tered to deal in fountain pens and mechanical pencils; capital stock, 
$10,000; Winfield DeWitt, charter representative, 37-66 Eighty-second 
street, Jackson Heights 


San Francisco, Calif..-0. H. Davison, 74 New Montgomery street, has 
found the new fountain pen desk sets of his Despard line to be popular 
sellers 


San Francisco, Calif.-The H. S. Crocker branch at 242 Montgomery 
street, has added a pen and pencil service 


_San Francisco, Calif.—T. S. Nisbit, representing the General Pencil 
Company, has been up from Los Angeles, introducing his new line of 
writing inks to the trade 


Madison, Wis.—Bill Goff Office Equipment & Supplies has taken in 
creased space at 1 West Main street 
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WE APOLOGIZE! 
Due to unavoidable delay getting into production we have decided 
to withhold announcement until next month of our new 
STEEL SEATING EQUIPMENT 
embodying features never before attempted in such equipment. 

VALUABLE EXCLUSIVE FRANCHISES 

available to responsible alert dealers. We urge such dealers to write 

for details at once. Territory going fast. 

THE HARTER CORPORATION 


STURGIS, MICHIGAN 














ATLAS ACME VISIBLE RECORD EQUIPMENT 


OFFICE MACHINE ; 
10 DIVISIONS 
COVE RS a 


CHOICE OF THREE 
Attractive Materials 
Write for Details 


. Missouri Customer Writes: “ Es specially pleased with the fine material 
rd ovtis tic impr r » the way they fit the machines 


DIST INCTIV E—ECONOMICAL 


Hand Lettering and Designs in Attractive Layout 
Brilliant Gold or Silver Applied by Screen Process 
Maximum Advertising at No Additional Cost 


ATLAS SPECIALTY MFG. CO. ACME CARD SYSTEM COMPANY 


Established 1911) 
3957 Shields Ave. “— hi 8 So. Michigan Ave. Chicago 


‘|ACME MIDGET 


TheOutstandingQuality The ail ofice stapling.” ‘The i 
4 


At many points 
dealer franchise 
available. 





New catalog and 
September Ist price 
list sent on request. 
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idd this profitable item to your 
slalionery lines 


GITS-NIFE 
a — 


presser action is quiet and velvet- 
Fastener freer een he cuperion BID. 
GET ye wry flat. 










Some terri 
tory is open: 
The specialty 


The New Midget 3 ET in stock and on 
Gisplay; the demonstration 
convinces. 


eehzs* 


taking the road Jan 
uary 1, and whose ar 
rangements pe — adding an 
item, will r* we check up 
on the G <5 NIFE The 
Stationer looking over his feature 
articles for the new year, will find 
he can add this interesting and useful 
item with excellent profit and at small 
stment GITS-NIFE four use- positions 


ACME 
STAPLE CO. 






nve 
“- different ciate = ‘ ing—opened and 


aa « 
sed with one han oy lower priced 


, 
Blades 
Replaceable 
> 
> one, Geen $i. ‘00 and $1.50. 
j 


f , GITS BROS. MFG. CO. ° 
Pa 4 1848 8S. Kilbourn Ave... Chicago Old style staple 




















OODOOOODOOOOODDOOODOOOOOOOOOOOOF OOOOOOODODODDOOOOOOOOOO000000000 
>| 
Increase your sales of DoppCraft Original designs, highest 
briefcases and portfolios Zipper Cases quality materials and low- 
during 1935. est prices. 














ERE’S a good suggestion: Start the 
New Year with the line that pleases 
your customers most and provides the 
greatest profit for you. That means 
DoppCraft. Prove this by ordering a 
suitable assortment now. There’s a Dopp- 
Craft design for every purpose. 
Send for the new DoppCraft cat- 


alog. It shows you how to sell 
more Carrying cases 


Charles Doppelt & Company 


412 Orleans St. Chicago, Hl. 
ODOOOOODODO DO OOO OOO OOOO OOOODO OOOO DODO OOOODOOOODOODONDO OOOO DODOODOODOOOOO90000000000 











OFFICE APPLIANCES 








RIBBONS 


Sansom at Tenth Street Philadelphia, Penna. 






CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 
LR 


























and fingers unsoiled 


can never wrinkle paper 
off like adhesive tape 
that any excess rubs off, leaving work 


! | " ‘ ; : Y 
« 4—+< — Yam 
thy Ih “ ee TL 


Made of the acetate 


of our own design 


936c W. 63rd St. 


Tis special 


adhesive holds with a 
sinewy grip —yet Grippit 






Harriman-Welts Products Co., 














New York City 


They Like to Be Sold! Richard ©. Lossch © 


Chatfield & Woods ¢ 


Write for Free Tube 











T’S no trick to sell customers Cincinnati 
their first order of business The ¢ = ‘nor Co 
‘ol 
cards done in book form, for Wiggins — geaman-Patrick Paper 
Compact Binders. Because they are as Washington, D.C.. Baltimore 
far in advance of old-fashioned ™ loose” — Te Barton. Ducr & K 
, 
ecards as the 1935 stream- lined auto- Grand Rapids _ 
mobile is over the one-hoss shay. ( — Paper C 
Ask any of these paper mere hants — or us— for L. S. Bk mee wy = 
details and samples. ni St. Louis 


it Strips 
Tobey Fine Papers, In 






The JOHN B. WIGGINS COMPANY 
(Originators of Scored Cards) 
1162 Fullerton Avenue Chicago 


Wiscsins 


BOOK FORM CARDS COMPACT BINDERS 


it is so clean 













Boston 





200 Summer St., 




















slow-burning) cellulose, and embody features 

Flat type envelopes for ring binders, billfolds, 
cards, papers, pictures, letters, etc. Bound type for factory-records 
and menu cards. Box type for inserts of thickness 


MARKILO CO., MFRS. 


v Seve —— space ‘4 cheap, easy, economi- 

cal way of storing records 

, ” th and punched sheets. F.B. 

/ wi F. Bt is adjustable any size of 

sheet and any distance 

between punchings read- 

Ve ily fitted—and quantity 

of sheets may be regu- 

lated by interchangeable 

posts of various length. 

List $3.50 per dozen sets, 

f.o.b., N. Y¥. Sample to 

trade on letterhead re- 
quest. 


F. B. Mfs. Co. 


"1228 Intervale Ave. 
NEW YORK, N. Y. 
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Chicago, U. S. A 
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Loose Leaf Rings 


No Large 
Joint to Tear 
Paper 


Open Easily, 
Close 
Securely 


For loose leaf books, binding reports, blueprints, etc. 


Write for anfevunation Loose Leaf Metals 


on our line of 











BARGAIN BULLETIN 


No. 825 Winter 1934-1935 





; ae CHUCKFULL OF BARGAINS in 
hen Sms ool Adding Machines 
f—-. ° Billing-Bookkeeping Machines 
13.38 eo « Calculating Machines 





Typewriters 


WRITE OR WIRE FOR YOUR COPY TODAY! 


The E. W. Carpenter Mfg. Co. - TYPEWRITERZADDING 
Bridgeport, Conn. /, Le MACHINE (ovsoration 














303 W. MONROE ST. CHICAGO 
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A perfect all- 
U4, purpose pencil for business and gen- 
Z eral use, in grades 1, 2, 2-4/8 and 3... every pencil 
ready-pointed to make your trade like OTHELLO 


all the more. Write at once for complete details Y 
y and samples. Z 


7 
yuo“; VYYlU@@ HEEL: Vn INCORPORATED YUM lls 


Ce x. nen wT 


Typewriters, Adding Ma- a 
chines, Duplicators, Mul- | 

tigraphs, Folders, Dictat- DESK TOPS 

ing Machines. for cash. | Ac OP = 


, Tre _—— EN s | : g — AG 
, WRITE US FIRST if you AIC ONS . ORDERS SHIPPED 
want to buy supplies and . DAY RECEIVED 
¥ 
\ 


ie ; 


Yl 


ae’ 


. ‘ ‘ ~ 
NM Owl6v 


SS 
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machines,and save money. Ye 
IDEAL L.-T. CO. 


FIBRE 420 N.CLARK ST. CHICAGO, ILL 
Mr Otto 170 N. LaSalle Street CHAIR MATS 


CHICAGO | ee 
eat = 

















Attn.: 





== 3 PROFIT PRODUCERS === 










































ROOCO REASONS WHY 
SS you should carry 
af a= ~— All-Purpose Ink ‘ ; 
= Dore , H. A. Ink Eradicators 
a, oe for Duplicating Machines 
es Naa 
= Whether used on open or closed 
— < machines, the result is 
always the same—dense black, uni- The S -_ = ™ 
a formly distributed. Unvarying high & "he Standard for Over 30 
‘. pa moO. quality makes Rooco a satisfactory Years Ra 4 
P. D.LOCIENT and profitable item for you to 9. , ; ti re \ 
“Gee a Has a World Wide Demand bck oa =e 
“ l " 
QL Send for Samples and Prices 3. Useful in the home as well sili Hie IM 
. " rey as in the office 
H. D. ROOSEN COMPANY ‘ ; . 
Brooklyn, N. Y. Chicago H. A. INK ERADICATOR CO. 
Factory, foot 20th St. 609 S. Clark St. 1707 Zerega Avenue New Yerk, N. Y. 
Cable Address: “Eradicator” 




















DEALERS WANTED M A R T E N &, 


= poss ha TYPE CLEANER 


Cleaning type is not the mussy, 
dirty job it used to be—not with 
Martens Type Cleaner. The pat- 
ented applicator does the trick. 
Typists like its quick, thorough 
cleaning action. You'll like its 


cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) = quick turnover and repeat profits. 


Write for Samples 
and Prices 


Retail price 50 cents. 








Speed Key Mfg. Co.,Inc.] FREE INTRO. MARTENS 
298 Columbus Place DUCTORY OFFER! TYPE CLEANER co. 


Brooklyn Neyer ee ou =: 120 E. 28th St., New York, N.¥ 
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ALLEN 


oc 


A record of more than 25 
years’ satisfactory service rec- 
ommends Allen-Wales Add- 
ing Machines and The Allen- 
Wales Franchise to office ma- 
chine dealers of experience 
and sales power equal to a 
first-class proposition. We 
offer a valuable business get- 
ting opportunity. Write 
to-day for details. 


Allen-Wales 
Adding Machine 
Corporation 
W. J. Pickering, President 


515 Madison Ave.., 
New York, N 

















EVERY STENOGRAPHER 
WANTS CLAROTYPE 
Over 3500 dealers know it 
brings repeat business 


Clarotype ends the ekly jo! »» of clean 

typewr r ty for the stenographer She 
it y aa Tr t t eliminates the old 
vet h« - the quick tho rough 
o much ik 


“amROT 


The Modern bags Cleaner 


ler ‘ steady re 






To the dea 
peat iten retailing at 
allowing fit 


t THE CLAROTYPE COMPANY 
16-A Hudson Street, New York, N. Y 
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New 


Trape Pauscounrs 


aca DPN © oom 


R 


wt 00 own rant 


TURNER & HARRISON PEN MFG. CO., INC. 
PHILADELPHIA, PA. 




















MARKWELL 


STAPLERS AND STAPLES 


Have a recognized resale 


value. 


Markwell products 


are sold throughout the 


World only through Select 
Dealers under our unique 


plan of Controlled Distribu- 
tion. 


200 HUDSON STREET 


We solicit inquiries 
from Dealers who 
seek a quality prod- 
uct soundly and 
stably merchandised. 


MARKWELL MFG. CO.. INC. 


NEW YORK, N. Y. 

















BEST WISHES FOR 


1935 


with closer cooperation and 
more effective sales aid, to 
Office Supply Dealers 


The sales growth of DU-WA-CO Inks will be 
extended tarther and faster Their guaran 
teed quality and acceptance among city, state 
and government othces, large corporaiions and 
schools, combined with a live advertising cam 
thru dealers to their trade will develop 
volume and profit Te us the size 
and we'll explain how our prop 
coupled up 


paigt 
the dealer's 
of vour list 
tion can be 


unham-(xdatson 
Ink Specialties 


644 So. Clark St. 
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Chicago 





























YOUR QUESTIONS | 
ANSWERED FREE 








Subscribers to Office Appliances have free | 
access to a competent service bureau which | 
is prepared to answer almost any question 
relative to office equipment. 
A considerable number of our readers have 
found that this service in itself is worth 
many times the subscription price. 


—= 
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| The Office Appliance Company, 417 South 
Dearborn Street, Chicago, U.S. A. :::::3 
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item for stationers. 





Stanley R.Bristow 
24 Central Ave.West Orange,N. J. 


To fe 
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Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 








Business is 
better than 
in 4 years 


No Foolin’ 


We're actually running at capacity so please 
help us to give you our usual prompt deliv- 
eries by ordering ahead. 


BIGGER VALUE THAN EVER 


Sales are 'way UP, but prices are being kept 
DOWN—no increase in the 5-in-1, 5 move- 
ment Numbering Machine, to retail for $7.50 
with handsome profit. 


AMERICAN 


NUMBERING MACHINE CO., Brooklyn, N. Y. 
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MANUFACTURED BY 


Within PRYM 


of America, Inc. 


223 W. JACKSON BLVD. 
CHICAGO, ILL. 








47-28 37th ST. 
LONG ISLAND CITY, N. Y. 








St. Louis wants for cash 
1000 OLD TYPEWRITERS 


Any Make Any Condition 


Must be unbroken and 
no parts missing. High- 
est cash price paid. 
Write full particulars 
St. Louis Typewriter Exchange 
A. C. ALBRIGHT, Prpr. 


718 Pine St. St. Louis, Mo. 
ESTABLISHED 51 YEARS 
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LITHOGRAPHED 
LETTERHEADS 


and other office forms 
LABELS 


DISPLAYS—BROADSIDES—FOLDERS—etc. 
® 


LUTZ & SHEINKMAN, INC. 


Lithographers Since 1896 
2 Duane Street New York, N. Y. 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 
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LEVER SEALS 


POCKET SEALS 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 


SPECIMEN IMPRESSION 
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WEST SIDE STORE - 30S. Jefferson St. 
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America’s 
Choice 
for 
Super- 
Perform- 
ance 


Dealers and Distributors 
Here Is Your Opportunity 





Full details—Samples and Prices on request 
DURA-FLEX COMPANY, INC. 
255-59 E. 95th St. Chicago, Ill. 
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+ New Low Prices on } 
+ 

; TRANSFER FILES 
+ 

+ Steel Age transfer files offer a fine ex- 4 
z ample of quality at low cost. They are t 
z available in three grades—no rollers, 

+ two rollers, four rollers. Completely en- : 
z closed, with no unsightly channels or 4 
z bars on the outside. Made rigid with z 
“ adequate strength to permit high stack- z 
z ing. t 
+ 

; Corry-Jamestown Mig.Corp. } 
z CORRY, PA. 3 
Taian 


SAVE MONEY 


SELLING NEW YORK 


WAREHOUSE—Strictly modern, sprinklers, night patrol, 
lowest insurance rates insure safety. 

DELIVERY AND INSTALLATION—Prompt, efficient 
and skilled to insure satisfaction. 

Here is a real service for furniture manufacturers —at min- 
imum cost. Get full information about this excellent oppor- 
tunity at once. It will pay you. 


METROPOLITAN FURNITURE SERVICE 


627-29 W. 43rd St. New York City 








ZIPIT 


THE NEW 
TIME SAVING 
CARBON 


Territory now being 

allotted. 

3 Send for samples and 
agency proposition — 


a> 
IT SELLS 


PHILLIPS PROCESS CO.., Inc. 
82 ST. PAUL ST., 


in stp 
MODF-R 


CARBON PAPER 











ROCHESTER, N. Y. 

















OFFICE APPLIANCES 


THE STATIONER’S 


SCRAP BOOK 


OF IDEAS 


PRICE a POST FREE 


The most valuable moneymak- 

ing volume ever placed before 

the Stationer Trade—Contains 

nearly 200 hints in connection 

with every department of your 
business 


Press Comments: 

The book contains some 178 pages of common sense 
suggestions for commercial stalioners and dealers in 
office equipment. It is conveniently divided into four 
sections, as follows: Organization; Advertising and 
Publicity; Selling Ideas; Window Display and Selling 
Ideas for Specific Lines. An indez in the front of the 
book classifies the subjects treated and gives the numbers 
of the pages where the slalioner may find suggestions on 
the particular phase of his business that he may be in- 
terested in al the lime. The subjects run all the way 
from account books to window dressing and are written 
in such a way that the volume is an excellent reference 
book. 

Office Appliances 


The Scrap Book can be dipped into almost anywhere, 
and useful hints on a wide range of subjects, presented 
in a very readable form, will be found on every page. 

—The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together ‘such a 
series of approved ideas, and the volume should meet 


with a warm welcome. 
—The British Printer. 


A good idea in itself and admirably carried out. 
The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C. ENGLAND 
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IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN 
FRANCE 





First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 


Include ‘““METHODES” in your ad- 
vertising appropriation: It pays. 


Send for free copy today. 


METHODES 


27 rue des Petites Ecuries 


Paris X¢ France 
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ForD YEARS 


the 


STANDARD 
OvAtiry 
NON - eal 
STENCILS 
snpinoes 


for exclusive sales 


rights for your city 








OTHER QUALITY PRODUCTS 
CARBONS .. . . RIBBONS 
. 
FRANKEL 
CARBON & RIBBON MFG. CO. 


Denver, Colorado 























FORCED 
VENTILATION 


Every time you sell a Respirator Cushion you 
make a friend and booster for your business. 


4 seat cushion is a personal article, directly 
affecting the user. creating in his or her mind 
good will or adverse thoughts as results alone 
determine. 


We claim that there is no other product which 
will create good will like 


RESPIRATOR CHAIR CUSHIONS 


Manufactured by 


L. M. BICKETT COMPANY 


WATERTOWN, WIS., U.S. A. 
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ANNOUNCING 


an entirely new service to 


ROYAL PORTABLE DEALERS 




















With the introduction of the 
Royal Portable Typewriter, 
Royal originated and perfected 
its exclusive principle of dealer 


promotion and protection. 


This policy, as attested by 
letters received from every sec- 
tion, has proved of tremendous 
assistance to dealers since its 
inauguration. It has aided them 
in expanding their volume... 
enhanced their opportunities 


for earning maximum profits. 





Now . 
Royal makes available to Royal 
Portable dealers, an additional 


service, one which aims to help 


.. as of January Ist... 


them enjoy an even greater pro- 
portion of the portable type- 
writer sales of their respective 


neighborhoods. 


Royal’s Profit Building Serv- 
ice—or P. B. S., as this feature 
will now be designated—is 
based upon the combined ex- 
periences of the country’s most 


successful typewriter dealers. 








Representatives now being 
trained in the P. B. S. method of 
selling, will contact all Royal 


Portable dealers. 


As itineraries are now being 
prepared, it is advisable for all 
dealers interested in this new 
service to write or wire at once 
and thus ensure an early visit. 
This, of course, involves no 


obligation. 


ROYAL TYPEWRITER CO., INC. 





2 PARK AVE., NEW YORK CITY 


- 


| Canadian: 731-735 Bourget St., Montreal 



































Every man prides himself on being a good buyer. But 
rabid bargain hunters often take a beating, especially in the Stationery and 
Office Machine fields where a man has a great many items to buy and where 
even a small percentage of error in judgment might turn a profit to a loss. A 
stationer who buys from reputable houses where quality is the standard and a 
guarantee is backed to the fullest extent, who buys in the most efficient manner 
at the lowest prices consistent with the qualities and quantities in which he buys 
and doesn't spend more time and effort in buying than in selling, that dealer 
is on the road to making a profit. Heyer helps the dealer on each of these 
points—that’s why there are several thousand satisfied dealers in Heyer's long 


list of friends. 


Since 1903 the name ‘Heyer’ has been a by- 
word with the stationery and office machine trade whenever duplicators and 
supplies were needed. And why? Mainly because Heyer has heeded the 
requirements of this trade. Heyer has always been, always will be a dealer 
organization. Its policies have been moulded solely to conform with the de- 
mands of its dealers. Highest quality merchandise backed by a cheerful money- 
back guarantee, one day service, constant improvement of staple items and 
constant development of new items—these are the things that have made the 
name ‘Heyer’ mean so much to the stationery and office machine trade. 


For all types of Duplicators and Supplies for 
every duplicating requirement. Heyer makes four stencil duplicators ranging 
in price from $12.00 to $75.00: The Flexograph (4 sizes), The Lettergraph, 
Supergraph, and the new automatic feed Model 34 Lettergraph. Heyer makes 
five gelatin duplicators ranging in price from $1.25 to $39.50: The Hekto- 
graph, Kopysheet, Ideal, Efficiency and Super-Efficiency. Heyer makes and 
sells Stencils, Correction Fluid, Inks, Ink Pads, Styli, Etc.; twenty-three proven 
supplies for use on all popular makes of stencil duplicators. Heyer makes and 
sells Refill Composition, Gelatin Rolls, Hektograph Inks, Pencils, Carbon 
Paper, Typewriter Ribbons, Etc.; thirteen proven supplies in all for use on 


all popular makes of gelatin duplicators. 


If it's in the duplicator line, Heyer makes it. Buy from the Heyer Catalog 
—save money and make money by selling proven merchandise at the best 
prices backed by a money-back guarantee that means something. 


THE HEYER CORPORATION 
CHICAGO, ILLINOIS 


Branches: NEW YORK BOSTON LOS ANGELES 











INKS 





GELATIN 
ROLLS 





REFILL 
/+ COMPOSITION 
| Etc., Etc., Etc. 











‘Underwood ALLways Leads”’... 
this time with exclusive new feature 
that combined with ten key operation 


zy = 5, Figuring [Fie 6.25 
5 


4 
y) 








1¢ 


numeral keys 
-—that’s all! 






UNDERWOOD SUNDSTRAND 
ADDING-FIGURING MACHINES 


SEE PAGE 87 


F Underwood Elliott Fisher Speeds the World’s Business 











